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Successtul Secretaries are SOLD ON MICROMETRIC CARBON PAPER 


"Webster's numbered scale 
edge is a time-saver and 
great convenience," 
says ADELAIDE SMART, 
Secretary to 
Mr. Richard S. Morse, 
President of the National 
Research Corporation, 
Cambridge, Massachusetts 


“Give the lady what she wants,” 
policy of many a purchasing dey 
Successful secretaries everywhere 

clear that they want Webster's Micrometri: 
Webster's ads tell them about it and Wel 
ster’s performance convinces them. Be sur¢ 
you're known as a Webster dealer. Promot 
and display Webster's. This is the line of car 
bon papers, ribbons and duplicating 

that’s easier to sell and brings repe 


time after time. 


Here's the line with that extra appeal... 


Treated Back Micrometric Carbon Paper Webster Typewriter Ribbons 
Carbon Paper for Measured Typing Silk or Cotton 


WEBSTER'S SHURFLAT WEBSTER'S MICROMETRIC CARBON SMART PACKAGING, in 
tops the field. Sell MultiKopy for the PAPER, with the famous numbered drawer boxes for easy access. W 
very finest. OK meets competition scale for measured typing, is unique ster s STAR, MULTIKOPY, OK a 
in the lower price range. Both carbons Webster research which pioneered HUB brands provide top quality rit 
stay flat in any climate, regardless of hrst non-filling ribbon — sull bons in four price levels — all 


. xclusive > > Througt le tor e) mp le] r\ 
humidity or rapid temperature changes clusive features. Through able for prompt delivery 


out the Webster line, you ll find quality helps you meet and beat 
special features for faster selling competitior 
pecialists help you to 
th attractive displays, 1 
lotters and catalogs 
Materials and 


Dster Organization are y 


. Typewriter Ribbons F. S$. WEBSTER COMPANY 


Papers 
Carbon FoP 13 Amherst St., Cambridge 42, Massachusetts 


Duplicating Supplies 


Webster's warehouses in 


New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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OFFICE APPLIANCES’ 


(Te the World's Principal Market Places) 





Office Appliances is a news and technical trade 

journal, serving the entire industry of office 

equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 





No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1952. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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Published on the 25th of each month preceding the month of issve by The 
Office Appliance Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago, Telephone: DEarborn 2-3206. 


ESTABLISHED 1904: Succeeding and embodying American Stationer, New 
York, established 1873, the original trade journal serving the stationery field; 
Typewriter Trade Journal & Office Systems, New York, 1904; The Office, 
Franklinville, N. Y., 1904; The Office Appliance Journal, Chicago, 1905; Busi- 
ness Equipment Journal, Chicago, 1908; Office Outfitter, Chicago, 1908; the 
original National Stationer, New York, 1909. 
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Acco Products, Inc. 


335 
Ace Fastener Corp.......... . "7 
Acme Products Co.......... $23 
Acme Visible Records Inc. 338 
Addo Machine Co., Inc. 70 
Adirondack Chair Co... 340 
Advanco Products Div. ASB......327 
Aigner, G. J., Co... 277 
Allen, R. C., Business 
Machines, Inc. .. 87, 88 
Allied aapeen & Ribbon 
Mfg. Corp 264 
All-Rite oy Inc. 335 
All-Steel Equipment Inc... 145 
Alma Desk Co.......... 171 
Aluminum Seating Corp. 120 


Amberg File & Index Co. 99 


Amer. Carbon Paper Mfg. Co...286 
Amer. Evatype Corp...... 327 
Amer. Hair & Felt Co. 310 
Amer. Metal Products Co. 91 
Amer. Passbook Co............. 340 
Amer. Pencil Co 81 
Ames Supply Co... $12 
Angle Steel Inc. 250 
Appliance Products Co. 248 
Ard Mfg. Co., Ine...... 232 
Arnot & Co., Inc.... 174 
Arrow Fastener Co., Inc. 75 
Art Metal Construction Co. 195 


Art Steel Sales Corp. 
248, 44, 45, 46 


Atlas ‘Stencil Files Co. 272 
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Bainbridge, ~~ , enon & ae ss 
Bankers Box Co 


Barkley, C. L., & C 335 
Barrett Adding kine Div.....273 
Bates Mfg. Co.......... 85 
Bentson Mte. Co....... 233 
Berger Mfg. Co. Div... 205 
Blackbourn Systems 316 
Borroughs Mfg. Co...... 91 
ER ' 336 
Bright Chair Co., Inc. 247 
Bristol Mfg. Co........ 332 
Browne-Morse Co. 189 
Brush-Punnett Co. 232 


Buckeye Ribbon & Carbon Co...339 
Burroughs Addg. Machine Co... 55 


Cc 
C-Thru Ruler Co. 


: 333 
Calculator Equipment Corp.......304 
Cardinal Sales, Inc..... ae 
Cardinell Corp. ......... 341 
Carlton-Surrey Ine. . 79 


Carter’s Ink Co. 


dciemcensitaioneen 100, 101, 256, 257 
Central Can Co...... 308 
Central Desk Mfg. Co. 126 


Changepoint, Inc. ..... 285 


Chicago Card Holder Co. 341 
Chicago Desk Pad Co...... 308 
Chicago Saddlery Co. 327 
Clark, R. K., Co., Inc. 235 
Clemco Desk Mfg. Co. 204 
Codo Mfg. Corp. 334 


Cole Steel Equipment Co. 
ietaitidebesinnitinneestmmavens 103, 4, 
Colonial ag _ 
Colson Corp., 
Columbia Bitton” & Carbon 





Mfg. Co. 
Columbia Steel Equipment Co...197 





Commercial Card System Co.....335 
Commonwealth Steel Prod. 

Corp. . itionsbaens 232 
Compco Corp. ake 251 
Consolidated Bus. “Systems 

BIND eetdeieingne seca 283 
Convoy Inc. ; 323 
Cooke & Cobb Co., The.. 315 
Copy Right Mfg. Corp. 341 
Corona Typewriter, The 37 
Corry-Jamestown Mfg. Co. 179 
Cotterman, I. D.. 250 
Cram, George F., Co., The 319 
Cramer Posture Chair Co. 222 
Currier Mfg. Co...... 337 
Cushman & Denison Mfg. Co.....305 

D 
Darnell Corp. Ltd en 224 
Dayton Stencil Works. 340 
Dennison Mfg. Co........... 93 
Diebold Ine. .......... 77 
Dolin Metal Products Inc... 225 
Domore Chair Co....... - 146 
Doppelt, Charles, & Co.. 306 


Doro Mfg. Co... isonet 
Dasitentes ‘Receipt. Book Co. 
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E 
Eaton Paper Corp. 39, 
Econo-Pak Reg. Co 
Elward Mfg. Co. 
Emeco Corp. 
Esterbrook Pen Co. 
F 
Facit Inc. 
Fastener Corp. 
Farber, Lou H., Co. 
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Flexi-Mat Corp. 
Force, William A., 
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General Fireproofing Co. 
General Lamps Mfg. Corp. 
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Glidex Corp. 
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Graff, George B., Co. 
Grand Rpds. Lthr. Furn. Co. 
Gregory Fount-O-Ink Co. 
Gregson Mfg. Co. 
Guardsman Safe Co. 
Guide System & Supply Co. 
Gunlocke, W. H., Chair 


Co. ‘- 175, 


Hall’s Safe Co., The 
Hamilton Mfg. Corp. 
Hamilton Specialties Inc. 
Hano, Philip, Co. 
Hanson Scale Company 
Hardboard Fabricators Inc. 
Harding, Milo, Co. 
Harter Corp., The 
Haskell, Inc. 139, 
Hectographia Corp. 
Hedges Mfg. Co. 
Herring-Hall-Marvin 
Heyer Corp., The 
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Hoosier Desk Co. 
Hunt, C. Howard, Pen Co. 
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Industrial Lamp Corp. 
Ink Specialties Co., Inc. 


Int’l Cash Reg. Parts Co 
Invincible Metal Furn. Co. 
Ionia Mfg. Co. 
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Jasper Chair Co 
Jasper Desk Co. 
Jasper Office Furniture Co. 


Jasper Seating Co. 


Jasper Table Co. 
Johnson Chair Co 
Joslin, A. D., Mfg. Co. 


Keystone Steel Equip. Co. 


209, 
40, 41, 


Safe Co...‘ 





259 
320 
339 
229 
302 


299 
290 
320 
194 
312 
332 
319 
336 
234 
331 


61 
304 
331 
242 


182 
324 
249 
336 
220 





Chair Co. 


King Posture 
Koh-I-Noor Pencil Co. 
Kol Ine. 
Krueger 


Metal Products 
L 
LaSalle Products Co. 
Leathercraft Inc. 
Lehigh Desk Co., 
Leopold Co. 


Inc. 


Lincoln Lighting Products Inc... 





These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 


differences of opinion, 
ously cannot undertake 
between 

They do, however, 


actions 


advertisers 


offer their services in 


the publishers obvi- 
to guarantee trans- 
and customers. 


re- 


solving any disagreements which result from 


relations established 


212 
333 
234 
249 


Listo Pencil Corp. 317 
Little, A. P., Inc. 331 
Long, George S., & Son 339 
Luxem, James P., Co. 251 
Lyon Metal Products Inc. 161 
M 
Mackenzie, Arnold, Inc. 298 
Manifold Supplies Co. 35 
Marble, B. L., Chair Co., The..159 
Marchant Calculators Inc. 279 
Markilo Co. 338 
Markwell Mfg. Co., Inc. 341 
Masland Duraleather Co., The..178 
Maso Steel Products 233 
Master Addresser Co. 266 
Master-Craft Corp. 300 
Master Mfg. Co. 233 
Meilink Steel Safe Co. 148 
Metal Office Furniture Co. 190 
Metalstand Co. . 122 
Midwest Folding Prod. 250 
Midwest Metal Mfg. Co.....249, 254 
Milwaukee Chair Co. 265 
Milwaukee Metal Furn. Co. 262 
Minnesota Mining & Mfg. Co...275 
Mittag & Volger Inc. 65 
Mohawk Tablet Co. 274 
Morris, Bert M., Co. 261 
Mosler Safe Co., The 57 
Murphy-Miller Inc. 206 
Mutschler Bros. Co. 242 
Myrtle Desk Co. 160 
N 
Nat’! Blank Book Co. 63 
Nat'l Business Show Co. 295 
Nat’! Cash Register Co. 268 
Nat’! Lock Co, 143 
Nat’! Vulcanized Fibre Co 301 


Neiman Loose Lf. & Bdry. Co. 338 
Neubauer Mfg. Co. 251 
Niemann Inc. - 138 
Noesting Pin Ticket Co. 320 
Norta Distributing Co. 338 
Northern States Envelope Co.....330 
Nucraft Furniture Co. 170 
Oo 
Odhner Sales Inc. 324 
Office Furn. Wholesale Distr.....250 
Ohio Can & Crown Co., The 339 
Ohio Chair Co., Ince. 225 
Old Town Corp. 58, 59 
Olivetti Corp. of America 267 
Orna-Metal Products Co. 222 
Oxford Filing Supply Co. 7 
P 
Panama-Beaver 35 
Parker Steel Products Inc. 228 
Peerless-Imperial Co., Inc 53 
Peerless Steel Equipment Co.....128 
Phillips Process Co., Inc. 324 
Photo Materials Co. 340 
Pittsburgh Cut Wire Co. 316 





T.. Service Bureau of Office Appliances 
is maintained for 
subscribers and advertisers. 
personal letters ali inquiries upon matters 
germane to the field, 


SERVICE BUREAU 


the exclusive use of 
It answers by 


supplies names of 








manufacturers of any office article wanted, 
puts man and job together, 
dealers in securing U. S. A. 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau. 
field have evidence of its proved value. 


aids foreign 
lines, and in 


Subscribers in every 


Manufacturers in this 
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through the journal. 

Posting Equipment Corp. 278 

Print-O-Matic Co., Ine. 280 

Pronto File Corp. 106 

Protectall Safe Corp. 191 
. . Q . 

Quality Park Envelope Co. IRR 


Queen Ribbon & Carbon Co. 291 
Quigley Furniture Co. 254 
R 
Regal Typewriter Co. 328 
Remington Rand Inc. 282, 332 
Replogle Globes 33% 
Riteform Chair Co. 163 
Rite-Line Corp. 335 
Rivet-O Mfg. Co. 331 
Roberts, Weldon, Rubber Co.....318 
Rockwell-Barnes Co. 89 

Rose Ribbon & Carbon Mfg. 

Co., Ine. 95 
Rowles, E. W. A., Co. 43 
Royal Metal Mfg. Co. 342 
Royal Typewriter Co., Inc.....44, 45 

Ss 

St. Marks Metal Products Inc...235 
Safeguard Corp. 327 
Sanford Ink Co. 258 
Saxon Paper Corp. 324 
Security Steel Equip. Corp. 162 
Sell Corp. 296 
Seng Co., The 231 
Sengbusch Self-Clos. Inkstand 

Co. . 41 
Service Products Div. 320 
Shaw-Walker Co., The 121 
Shepherd Chair Co. 196 
Shipman-Ward Mfg. Co. 269 
Smead Mfg. Co. 328 
Smith, L. C., & Corona 

Typewriters Inc. 37 
Smith Metal Arts Co. 223 
Smo-King Products 232 
Soundscriber Inc. 271 
Southworth Co. 319 
Speed Key Corp. 341 
Springer Industries Inc. 221 
Stacor Equipment Co. 231 
Standard Furniture Co. 147 
Stanley Mfg. Co. 25 
Stark Calendars, Inc. 336 
Stationers Loose Leaf Co. 287 
Stationers Mfg. Co. 180 
Stebco Products 289 
Stein Bros. Mfg. Co. 289 
Stellar Tool & Mfg. Co. Ine.....260 
Stempel Mfg. Co. 249 
Stewart, R. A., & Co. 297 
Storms, H. M., Co. 314 
Stow & Davis Furn. Co. 208 
Sturgis Posture Chair Co. 149 
Supreme Steel Prods. Inc 173 
Swift Business Mchs. Corp. 255 

my 
Taylor Chair Co., The 172 
Technygraph Co., The 313 
Thomas Furniture Co. 118, 119 
Tiffany Stand Co. 107 
Top Flight Products Co. 250 
*“Tops"’ Business Forms 340 
ov 
Underwood Corp Back Cover 
U. S. Chaircraft Mfg. Corp.....254 
U. S. Rubber Co. 207 
U. S. Typewriter Ribbon Mfg. 

Co. 820 
Upholstery Lthr. Group, The....129 
Vail Mfg. Co. 315 
Valeo Co. 263 
Valentine Safe & Lock Works..151 
Vanguard Engin. & Mfg. Co... 234 
Victor Adding Machine Co. 281 
Victor Safe & Equipment Co.....211 

a & | 

Warshaw Mfg. Co., Inc. 292 
Watson Mfg. Co. 116, 117 
Weber Bros. Metal Works 319 
Webster, F. S., Co. 2 
Weis Mfg. Co. 67, 68, 69, 70 
Welch Industries 248 
Welham Metal Products Co 248 
Wells Chair Corp. 125 
Western Mfg. Co. 223 
Wiggins, John B., Co. 339 
Wilson Jones Co. 47 
Wolber Dupl. & Supply Co 276 
Wood Office Furn. Institute 192 
Worden Co., The 230 
Write Inc. 284 
X-Acto Crescent Products 

Co., Ine. 329 
Yawman & Erbe Mfg. Co. 241 
York Safe & Lock 219 
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Service Prod D 
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Leathercraft, Inc 
Master-Craft Corp 
Stationers Loose Leaf Co 
Stebco Products 
Stein Bros. Mfg. Co 
Built to Order Office Furniture 
Watson Mfg. Co., Inc 
Bulletin Boards 
Rowles, EB. W. A., Co. 
Business Forms 
Aigner, G. J., Co. 
Amer. Passbook Co 
Econo-Pak Reg. Co 
“*Tops’’ Business Forms 
Cabinets, Refreshment 
Springer Industries, In 
Caleulating Devices 
Consolidated Business Systems 
Shipman-Ward Mfg. Co. 
Victor Safe & Equipment Co 
Caiculating Machines 
Addo Machine Co. , Inc 
Allen, R. C., Business Mehs., In« 
Barrett Adding Machine Div 
Burroughs Adding Machine Co 
Facit Ine 
Marchant Cale. Machine Co 
Nat'l Cash Register Co 
Odhner Sales Inc 
Olivetti Corp. of America 
Smith, L. C., & Corona Typws 
Swift Business Machines Corp 
Victor Adding Machine Co 
Calculating Machines, Used 
Calculator Equipment Corp 
Shipman-Ward Mfg. Co 
Calendar Pads & Stands 
Changepoint, Inc 
Fox, George E., & Co 
Smith Metal Arts Co., Inc 
Stark Calendars, Inc. 
Carbon Papers 
(See Ribbons and Carbons 
Card Index Boxes & Trays 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Farber, Lou H., Co. 
Globe-Wernicke Co. 
Guide System & Supply Co 
Hedges Mfg. Co 
Imperial Methods Co 
Invincible Metal Furn. Co. 
Metal Office Furn. Co. 
Parker Steel Products, Inc 
Rockwell-Barnes Co. 
Shaw-Walker Co. 
Smead Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Card Index Files, Expanding 
Smead Mfg. Co 
Card Index Files, Revolving 
Diebold, Ine 
Hall's Safe Co., The 
Cards, Business 
Wiggins, J. B., & Co 
Cash Boxes 
Art Steel Sales Corp 
Central Can Co., Inc 
Cole Steel Equipment Co 
General Fireproofing Co 
Guide System & Supply Co 
Peerless Steel Equipment Co 
Rockwell-Barnes Co. 
Cash Register Parts 
Int'l Cash Register Parts Co. 
Cash Registers 
Burroughs Adding Machine Co 
Casters, Caster Bearings, Slides 
Colson Corp., The 
Darnell Corp. Ltd 
Faultless Caster Corp 
Master Mfg. Co. 
Chair trons 
Seng Co., The 
Chair Mats 
Fox, George BE., & Co 
Hardboard Fabricators, Inc 
Office Furn. Wholesale Distr 
Service Products Div 
Chairs, Folding 
Adirondack Chair Co 
Farber, Louis H., Co 
Ionia Mfg. Co 
Krueger Metal Products 
Lyon Metal Products, In 
Royal Metal Mfg. Co 
Wells Chair Corp 
Chairs, Office 
Aluminum Seating Corp 
Ard Mfg. Co 
Art Metal Construction Co 
Bright Chair Co. 
Cramer Posture Chair Co 
Domore Chair Co. 
Emeco Corp 
Fritz-Cross Co 
General Fireproofing Co 
Grand Rapids LAhr. Furn. Co 
Gregson Mfg. Co. 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Point Bending & Chair ( 
Imperial Leather Furn. (« 
Indiana Chair Co. 
Jasper Chair Co. 
Jasper Seating Co. 
Johnson Chair Co. 
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Marble, B. L., Chair Co 
Mesaal Office Furniture Co 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co 
Murphy-Milier, Inc. 
Niemann, Ine. 
Precision Mfg. Co. 
Riteform Chair Co. 
Royal Metal Mfg. Co. 
Shaw-Walker Co 
Shepherd Chair Co. 
Stanley Mfg. Co. 
Stow and Davis Furniture Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 
U. 8. Chaireraft Mfg. Corp 
Upholstery Lthr. Group, The 
Wells Chair Corp 
Chairs, Posture 
Aluminum Seating Corp 
Angle Steel Inc 
Art Metal Construction Co 
Bright Chair Co. 
Cramer Posture Chair Co 
Domore Chair Co. 
Emeco Corp 
Fritz-Cross Co. 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Point Bending & Chair Co 
Imperial Leather Furniture Co 
Indiana Chair Co. 
Jasper Chair Co 
Johnson Chair Co 
King Posture Chair Co 
Marble, B. L., Chair Co. 
Metalstand Co. 
Miiwaukee Chair Co 
Milwaukee Metal Furn. Co 
Ohio Chair Co. 
Riteform Chair Co 
Royal Metal Mfg. Co 
Stow and Davis Furniture Co 
Sturgis Posture Chair Co 
Taylor Chair Co 
Welch Industries 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co 
Jasper Chair Co 
Wells Chair Cor 
Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Cheekwriters and Signers 
Safeguard Corp. 
Clipboards 
(See Arch. & Clipboard Files) 
Coin Bags, Trays, Wrappers 
Amer. Passbook Co. 
Continuous Forms 
Hano, Philip, Co. 
Copyholders 
Acco Products, Ine 
Bankers Box Co 
Copy Right Mfg. Corp 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co 
Doro Mfg. Co. 
Fox, George E., & Co 
General Fireproofing Co 
Globe-Wernicke Co 
Hedges Mfg. Co 
Imperial Methods Co 
Maso Steel Products Co 
Metalstand Co 
Morris, Bert M., Co 
Peerless Steel Equipment Co 
Security Steel Equipment Co 
Sell Corp 
Sengbusch Self-Clos. Inkstand Co 
Service Products Div 
Shaw-Walker Co 
Stellar Tool & Mfg. Co.. Inc 
Stempel Mfg. Co. 
Vaico Co 
Weis Mfg. Co 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Costumers 
Ard Mfg. Co., Ine 
Glaro Machine Products 
+ pr Ag ae es Co. 

LaSalle Products Co 
Peerless Steel Equipment Co 
Quigley Furniture Co. 

Royal Metal Mfg. Co 
Security Steel Equipment Co 
Valeo Co. 
Welch Industries 
Wells Chair Corp 
Covers, Loose Leaf 
Smead Mfg. Co 
Crayons 
Rowles, E. W. A... Co 
Cushions & Pads, Chair 
Fox, George E., & Co 
Dating Stamps 
Rates Mfg. Co. 
Force, William A., & Co 
Fulton Marking Equipment (:« 
Rivet-O Mfg. Co. 
Desk Bumpers 
For, George E., & Co 
Desk Lamps 
Bainbridge, Kimpton & Haupt 
Copy Right Mfg. Corp 
General Lamps Mfg. Corp 
Glaro Machine Products 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited te com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obiigation. 


Industrial Lamp Corp 
Lincoin Lighting Products Ine 
Wells Chair Corp. 

Desk Name Pilates 
Acme Products Co. 
Force, William A., & Co 
Rowles, E. W. A., & Co 


ops. 
Chicago Desk Pad Co. 
Fox, George B., & Co. 
Office Furn. Wholesale Distr. 
Smith Metal Arts Co., Inc, 
Wilson Jones Co. 
Desk Pen & Ink Sets 
Changepoint, Inc. 
8 sterbrook Pen Co, 
Gregory Fount-O- Ink Co. 
Morris, Bert 
Sengbusch Self- Clos. Inkstand Co 
Smith ++ Arts ( 
Desk Side F 
Amberg Pile & Index Co 
Cole Steel + xe Co. 
Farber, Lou I +3 
Rockwell-Barnes C 
Yawman and Erbe Mite Co. 
Desk Trays 
(See Correspondence Trays) 
Desk Work Distributors 
Advaneco Products Div. ASB 
Fox, George Co, 
Globe-Wernicke Co. 
Lyon Metal Products, Inc. 
Victor Safe & Equipment Ce 
Wilson Jones Co 
Desks 
Alma Desk Co. 
Arnot & Co., Ine 
Art Metal Construction Co 
Bentson Mfg. Co. 
Browne - Morse Co 
Cardinal Sales, Inc. 
Central Desk Mfk. Co 
Clemco Desk Mfg. Co., The 
Corry-Jamestown Mfg. Corp 
Farber, Lou, H., Co 
General Fireproofing Co 
Haskell, Inc 
Hoosier Desk Co. 
Imperial Desk Co 
Indiana Desk Co 
Invineible Metal Furn. Co 
Jasper Desk Co 
lasper Office Furniture Co, 
Lehigh Desk Co., Inc 
Leopold Co. 
Metal Office Furniture Co. 
Myrtle Desk Ce 
Orna Metal Products Co. 
Peerless Steel Equipment Co. 
Quigley Furniture Co 
St. Marks Metal Products Ine 
Security Steel Equipment Co 
Shaw-Walker Co 
Standard Furniture Co 
Stow and Davis Furniture Co 
Victor Safe & Equipment Co 
Wells Chair Corp 
Worden Co., The 
Yawman & Erbe Mfg. Co 
Diaries 
(See Memo Books) 
Diectating Machines 
Soundseriber Corp. 
Dietating Machines, Used 
Shipman-Ward Mfg. Co. 
Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corp. 
Haskell, Ine. 
Drafting Tables 
Stacor Equipment Corp. 
Drafts, Notes & Reeelpts 
Duplicate Receipt Book Co, 
Drills, Paper 
Smead Mfg. Co 
Duplleating ‘Machines & Supopties 
Addo Machine Co., Ine 
Ames Supply Co. 
Bainbridge, Kimpton & Haupt 
Buckeye = & Carbon Co, 
Codo Mfg 
Colonial C aston Co 
Columbia Ribbon & Carbon Co, 
Harding, Milo, Co 
Hectographia Corp. 
Heyer Corp., The 
Ink Spectalties Co. Ine 
Manifold Supplies Co. 
Mittag & Voiger, Inc 
Old Town Corp. 
Peerless-Imperial Co., Ine 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carbon Mfg. Co 
Smith, L. C., & Corona Typws 
Technygraph Co., The 
Victor Safe & Equipment Co. 
Wolber Dupl. & Supply Co. 
Duplicating Stencil Files 
Atias Stencil Files Co. 
Envelope Openers 
Mackenzie, Arnold, Ine 
Envelopes 
Cooke & Cobb Co 
Northern States Envelope Co. 
Quality Park Envelope Co. 
Wilson Jones Co, 
Envelopes, Plastic 
Aigner, G. J., Co 
Markilo Co 
Smead Mfg. Co. 
Eradicators, Ink 
Carter's Ink Co 
Sanford Ink Co 


(Continued on page 6) 





(Centianns from page 5) 
Rubber 


rasers, 
Amer. Pencil Co. 
Ames Supply Co. 
Koh-1I-Noor Pencil Co. 
ee swat neater Co. 
Eysits & es F holes ers 
Bates Mfg. -, 
Rivet-O Mf Flr ¢ 
File Boxes, Cottaps ble 
Bank: = 


“+ 
Diebol 
Globe - Warnicke Co. 
Guide System & Supply Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co. 
Shaw-Walker Co. 
Victor Safe & eo Co 
Filing Cabinets, Metal 
pr be Prod. Div, ASB 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corp. 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republ\« 
Browne- Morse Co. 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mf. Corp 
Farber, Lou H., Co. 
General Fireproofing Co 
Globe-Wernicke Co 
Guardsman Safe Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment Co 
Metal Office Furn. Co 
Parker Steel Products Co 
Remington Rand Ine 
Rockwell- Barnes Co. 
St. Marks Metal Products Inv 
Security Steel Equipment Corp 
Shaw -Walker Co 
Top Flight Products Co 
Victor Safe & Equinment Co 
Watson Mfg. Co., Inc 
Weis Mfg. Co. 
Western Mfg. Co 
Yawman & Erbe Mfg. Co 
Filing Cabinets, Wood 
Bainbridge, Kimpton & Maupt 
Globe-Wernicke Co 
Imperial Methods Co 
Weis Mfg. Co. 
Wells Chair Corp 
Filing Supplies ‘ 
Acco Products, Ine 
Advanco Prod. pe ASK 
Algner, G. J., ¢ 
rey File & Bites Co 
Art Metal Constrvvetion Co 
Art Steel Sales Cor’ 
Barkley, C. L., & Co. 
Browne-Morse Co 
Cooke & Cobb Co. 
Corry-Jamestown Mfg. Corp 
Farber, Lou H., Co 
Globe- Wernicke Co. 
Guide System & Supply Co 
Imperial Methods Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products Ine 
Quality Park Envelope Co 
Rockwell. Barnes Co 
Security Steel Equipment Co 
Sell Corp. 
Shaw-Walker Co 
Victor Safe & Kauipment Co 
Warshaw Mfg. Co 
Weis Mfg. Co. 
Yawman & Erbe Mfg. (ov 
Fountain Pens (Incl. Ball Pt.) 
All-Rite Pen Ine. 
Changepeint, Inc 
Esterbrook Pen Co, The 
Globes, Geographical 
Cram, George F., Co., The 
Replogle Globes 
Gummed Cellulose Tape 
Minnesota Mining & Mf. Co 
Gummed Cloth Rings 
Dennison Mfe Co 
Gummed Tape & Sealing Machines 
Dennison Mfg. Co 
Minnesota Mining £ Mie. Co 
Hardware, pares Des 
Nat'l Lock Co 
index Card Signals 
(See Signals, Index Cari) 
ndex Tabs 





Aigner, G. J., 
Amberg File & 1 ox Co 
Barkley, C. L., & Co 
Globe-Wernicke Co 
Graff, George B., & Co 
Guide System & Supply Co 
Markilo Co. 
Master-Craft Corp. 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Inks, Adhesives, ete. 
Carter's Ink Co 
Colonial Carbon Co. 
Dennison Mfg. Co 
Fulton Marking Equipment Co 
Ink Specialties Co., Ine 
Rivet-O Mfg. Co 
Sanford Ink Co. 
Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Self-Clos. Inkstand «+ 
Knives, Office 
Gits Molding Corp 
X-Acto Crescent Prods. Co., Inc 
Label Holders 
Chieago Card Holder Co 
Labels 
Dennison Mfg. Co 
Imperial Methods Co 
Oxford Ames 3 Suppl Co 
Smead Mfg. ( 
Warshaw Mite. re 0. 
Wels Mfg. 
L rary, Store & Vault 


Cotterm 
Leads for. Mechanical Pencils 
Listo Penei! Corp. 


Leather Goods 
Bristol Mfg. Co 
Chicago Saddlery Co 
Doppelt. Charles, & Co 
Leathercraft, Inc 
Stebco Products 
Stein Bros. Mfg. Co 
Letter Trays 
(See Correspondence Trays 
Library Equipment 
All-Steel Equipment Inc 
Browne- Morse Co. 
Corry «Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip, Co 
Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Art Metal Construction Co 
terger Mfg. Div. Republic 
trowne-Morse Co 
Commonwealth Steel Prods. Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 


Invincible Metal Furn. Co 
Keystone Steel Equipment Co 
Lyon Metal Products, Inc 


Parker Steel Products Corp 
Security Steel Equipment Corry 
Shaw-Walker Co. 
Supreme Steel Products Inc 
Yawman & Erbe Mfg. Co 
Loose Leaf Books & Devices 
Amberg File & Index Co 
Free Hand Binder Co 
Master-Craft Corp 
Neiman Loose Leaf & Bdry. Co 
Stationers Loose Leaf Co 
Wilson Jones Co 
Loose Leaf Books & Systems 
Aigner. G. J.. Co 
Nat'l Blenk Rook Co 
Loose Leaf Metals 
Nat'l Blank Book Co 
Wilson Jones Co 
Loose Leaf Sheet Covers, Plastic 
Aigner, G. J., Co 
Markilo Co 
Neiman Loose Leaf & Gary. ¢ 
Smead Mfg. Co 
Wilson Jones Co 
Loose Leaf Tray Binders 
Nat'l Blank Book Co 
Posting Equipment Corp 
Weber Bros. Metal Works 
Wilson Jones Co 
Mail Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co. 
Victor Safe & Equipment ( 
Manifold Books & Business Forms 
Hano, Philip, Co. 
Manufacturers’ Representatives 
Long, George S.. & Sor 
Map Tacks 
Graff. George B., Co 
Maps, Globes, Ete. 
Acme Visible Records, Ir 
Cram, George F., Co., The 
Marking Devices 
Force, William A., & Co 
Matched Office Suites 
Carlton-Surrey Inc 
Indiana Desk Co. 
Leopold Co 
Standard Furniture Co 
Stow and Davis Furniture ¢ 
Memorandum Books 
Master-Craft Corp 
Nat'l Blank Book Co 
Rockwell-Barnes Co. 
Wilson Jones Co 
Memorandum Devices 
Acme Visible Records, In 
Rates Mfe. Co 
Currier Mfg. Co 
Morris, Bert M., ( 
Mending Tape 
Dennison Mfg. Co 
Minnesota Mining & Mfg. Co 
Metal Badges, Checks, Tokens 
Dayton Stencil Works 
Moisteners 
Rivet-O Mfg. Co 
Sengbusch Self-Clos. Inkst 
Numbering Machines 
Bates Mfg. Co 
Force, W ‘ilar A., & Co 
Stewart, R. A., & Co 
Office Furniture, Custom Built 
Carlton-Surrey Inc 
Office Furniture Sectional Units 
Arnot & Co, Inc 
Globe-Wernicke Co 
Rockwell-Barnes Co. 
Office Furn. Warehouse Wholesalers 
Office Furn. Wholesale Distr 
Office Partitions and Railings 
Globe-Wernicke Co. 
Watson Mfg. Co., Inc 
Office Printing Outfits 
Force, William A.. & ¢ 
Fulton Marking Equipment ¢ 
Pads, Figuring 
Mohawk Tablet Co 
Nat'l Blank Book (« 
Wilson Jones Co 
Paper 
Eaton Paper Corp 
Rockwell- Barnes Co 
Saxon Paper Corp 
Southworth Co 
Paper Clamps 
Acco Products Inc 
Cushman & Denison Mfg. ¢ 
Esterbrook Pen Co 
Hunt, C. Howard, Pen (¢ 
Paper Clips 
Cushman & Denison Mfg. ¢ 
Noesting Pin Ticket Co 
Pittsburgh Cut Wire ¢ 
Vail Mfg. Co 
Paper Fastening Machines 
Ace Fastener Cory 
Arrow Fastener Cx I 
tates Mfg. Co 
Fastener Corp., The 
Markwell Mfg. Co. 
Victor Safe & Equipment ¢ 
Parcel Post & Postal Scales 


Hanson Scale Cc 


Paste 
(See Inks, Adhesives, et 
Pen & ink Sets 


(See Desk Pen & Ink Sets 
Pencil Sharpeners 
Elward Mfg. Co 
Hunt, C. Howard, Pen Co 
Pencils, Mechanical 
Esterbrook Pen Co., The 
Listo Pencil Corp 
Pencils, Wood Cased Lead 
Amer. Pencil Co. 
Koh-I-Noor Pencil Co 
Pens, Steel 
Esterbrook Pen Co., The 
Hunt, C. Howard, Pen Co 
Sengbusch Self-Clos. Inkstand ¢ 
Pins & Pin Containers 
Noesting Pin Ticket Co 
Vail Mfg. Co 
Platens, Typewriter, ete. 
Ames Supply Co. 
Shipman-Ward Mfg. Co 
Posting Trays & Stands 
(See Loose Leaf Tray Binder 
Presentation Covers 
Amberg File & Index Co. 
Smead Mfg. Co 
Price & Sign Markers 
Force, William A., & Co 
Fulton Marking Equipment Co 
Stewart, R. A., & Co 
Punches 
Acco Products, Inc 
Bates Mfg. Co 
Globe-Wernicke Co. 
Hoggson & Pettis Mfg. Co 
Nat'l Blank Book Co 
Smea:! Mfg. Co. 
Wilson Jones Co 
Ribbons and Carbons 
Allied Carbon & Ribbon Mfg. Corp 
Amer. Carbon Paper Mfg, Co 
Ames Supply Co 
Buckeye Ribbon & Carbon Co 
Carter's Ink Co. 
Codo Mfg. Co 
Columbia Rib. & Carb. Mfg. Co., Inc 
Little, A. P., Inc 
Manifold Supplies Co 
Mittag & Volger, Inc 
Old Town Corp 
Peerless-Imperial Co., Inc 
Phillips Process Co. 
Queen Ribbon & Carbon Co 
Regal Typewriter Co 
Remington Rand Inc 
Rose Ribbon & ( carbon Mfg. Co 
Royal Typewriter Co 
Shipman-Ward Mfg. Co 
Storms, H. M., Co. 
Underwood Corp 
U. 8. Typewriter Ribbon Mfg. ( 
Webster, F. 8., Co 
Write, Ine. 
Rubber Bands 
Roberts, Weldon. Rubber Co 
Rubber Stamp & Plate Mfg. Mchs 
Amer. Evatype Corp. 
Rubber Type 
Force, William A., & Co 
Stewart, R. A., & Co 
Rulers, Transparent 
Thru Ruler Co 
Safes, Office 
Art Metal Construction Co 
Brush- Punnett Co. 
Cole Steel Equipment Co 
Diebold, Ine 
General Fireproofing Co 
Guardsman Safe Co 
Hall's Safe Co., The 
Herring-Hall-Marvin Safe Co 
Invincible Metal Furn. Co 
Meilink Steel Safe Co. 
Mosler Safe Co 
Protectall Safe Corp 
Remington Rand Inc 
Shaw-Walker Co 
Valentine Safe & Lock Works 
Victor Safe & Equipment Co 
York Safe & Lock Co 
Sales Representatives Wanted 
Box X-101 
Sand Urns 
Compeo Corp 
Glaro Mach. Products 
Valeo Co 
Scales, Postal 
Hamilton Specialties Inx 
Hanson Scale Co 
Serapbooks 
Globe-Wernicke Co 
Weis Mfg. Co 
Wilson Jones Co 
Shelving 
All-Steel Equipment Co 
Amer. Metal Products Co 
Bankers Box Co 
Berger Mfg. Div. Republic 
Borroughs Mfg. Co. 
Browne- Morse Co 
Clark, R. K., Co 
Corry-Jamestown Mfg. Corp 
Lyon Metal Products, In 
Neubauer Mfg. Co 
Supreme Stee! Products, I 
Shows & Exhibitions 
vat’l Business Show Co 
Signals, Index Card 
Graff, George B., Co 
Victor Safe & Equipment Co 
Signs, Changeable Letter 
Rowles, E. W. A., Co. 
Smoking Stands, Office 
Glaro Machine Products 
LaSalle Products Co 
Royal Metal Mfg. Co 
Smo-King Products 
Valeo Co. 
Wells Chair Corp 
Sorting Devices 
Amberg File & Index (\ 
Currier Mfg. Co 
Yawman & Erbe Mfg. (: 
Sorting Shelf Tables 
Welham Metal Products (« 
Spindle Files 
Wells Chair Corp 
Stamp Pads 
Bates Mfg. Co. 


YI 





Carter's Ink Co 
Force, William A., & Co 
Fulton Marking Equipment Co 
Phillips Process Co 
Rivet-O Mfg. Co 
Stewart, R. A., & Co 
Stands for Office Machines 
All-Steel Equipment Inc 
Ames Supply Co. 
Cardinal Sales, Inc 
Cole Steel Equipment In 
Doro Mfg. Co 
Farber, Lou H., Co. 
General Fireproofing Co 
Harter Corp 
Kol, Ine 
Maso Steel Products 
Meilink Steel Safe Co 
Metalstand Co 
Midwest Metal Mfg. Co 
Security Stee! Equipment Co 
Shipman-Ward Mfg. Co 
Tiffany Stand Co 
Welch Industries 
Welham Metal Products (¢ 
Wells Chair Corp 
Staples and Stapling Machines 
Ace Fastener Corp 
Arrow Fastener Co., Inc 
Bates Mfg. Co 
Fastener Corp., The 
Markwell Mfg. Co 
Vail Mfg. Co. 
Stencils, Brass 
Dayton Stencil Works 
Stenographers’ Notebooks 
Nat’! Blank Book C 
Rockwell-Barnes Co 
tools 
Angle Steel Inc 
Harter Corp., The 
Royal Metal Mfg. Cx 
Welch Industries 
Wells Chair Corp 
Storage & Transfer Cases 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bankers Box Co 
Barkley, C. L., & Co 
Bentson Mfg. Co 
Berger Mfg. Div. Republic 
Browne- Morse Co 
Cardinal Sales, In 
Cole Steel Equipment Co 
Columbia Steel Equipment 
Convoy, In 
Corry-Jamestown Mfg. Corp 
Diebold, Inc 
Dolin Metal Preducts, Inc 
General Fireproofing Co 
Globe-Wernicke Co 
Guide System & Supply Co 
Hall's Safe Co., The 
Herring-Hall-Marvin Safe C¢ 
Imperial Methods Co 
Invincible Metal Furn. Co 
Metal Office Furn. Co. 
Oxford Filing Supply Co 
Parker Steel Products, Inc 
Peerless Steel Equipment ¢ 
Pronto File Corp 
Rockwell- Barnes Co 
Security Steel Equipment ( 
Shaw-Walker Co 
Top Flight Products Co 
Vanguard Engin, & Mfg. C§ 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Store Fixtures & Equipment 
All-Steel Equipment Inc 
Strong Boxes, Fire Protected 
Diebold, Ine 
Herring-Hal!l-Marvin Safe ¢ 
Meilink Steel Safe Co. 
Protectall Safe Corp 
Victor Safe & Equipment Co 


Art Metal Construction Co 


s, Ine 





Corry - Jame 
Doro Mfg. Co 
Farber, Lou H., 
Globe-Wernicke Co 
Haskell. In 
Jasper Table Co., Tne 
Lyon Metal Products, Ine 
Maso Steel Products 
Mutschler Bros. Co 
Nucraft Furniture Co 
Royal Metal Mfe. Co 
Security Steel Equipment Corp 
Shaw -Walker (« 
Standard Furniture Co 
U. 8. Chaircraft Mfg. Corp 
Victor Safe & Equipment ( 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Tables, Folding 
Adirondack Chair Co 
Luxem, James P., 
Midwest Folding Products 
Tablets & Pads 
Mohawk Tablet Ce 
Tabulating & Statistic Machines 
Burroughs Adding Machine Co 
Remington Rand In« 
Tags 
Dennison Mfg. Co 
Telephone Accessories 
Bates Mfg. ( 
Glidex Corp 
Morris, Bert M., ¢ 
Victor Safe & Equipment ¢ 
Thumb Tacks 
Graff, George B.. Co 
Noesting Pin Ticket ¢ 
Vail Mfg. Co 
Tieket Helders 
Aigner, G. J., ¢ 
Smead Mfg. ¢ 
Tier Tables 
Precision Mfg. (« 
Time Clocks & Recorders 
Joslin, A. D., Mfg. ¢ 
Trimming Boards 
Photo Materials Co 
(Continued bottom page 7) 


OFFICE APPLIANCES, September, 1952 








SITUATIONS WANTED 





ADDING MACHINE MECHANIC: Familiar with all makes and Friden Calculator 
experience. Would like permanent connection. West Coast preferred. Box J-87, care 
Office Appliances Chicago 6 





STATIONERY MAN WITH EIGHT YEARS’ experience as salesman and buyer 
in Chicago area desires to sell for manufacturer. Prepared to handle any standard 
nerchandise or stationery specialty or office furniture Top industry references 
Prefers Chicago headquarters Address J-88, care Office Appliances, Chicago 6 





SALESMAN WITH EARLY EXPERIENCE as district manager for manufacturer 
of desks, files and supplies, later associated with well known retailer. is available 
for new connection. Principal activities in north central states. Will consider any 
area with suitable return for capable, intelligent effort. Active in association work 
Top references Address J-89, care Office Appliances. Chicago 6. 





ARE YOU LOOKING FOR ME ??? 
TEN YEARS’ EXPERIENCE covering Ohio, Indiana, Kentucky and West Virginia 
Proven sales record Good reference and dealer recommendations Not afraid to 
vork or travel. Prefer one good line or company. Will consider relocating. Box J-90, 
re Office Appliances, Chicago 6 





TYPEWRITER MECHANIC. Experienced on all makes standard typewriters. Pre 
fer Eastern section of U.S. Good health. No selling. Address J-91, care Office 
Appliances, Chicago ¢ 





MAN 15 YEARS" EXPERIENCE in office supplies, store and outside selling 
experience lesires to locate in So West. If you are visiting Chicago during 
Stationers Convention, can arrange interview—or write Lewis S. Kade, 3355 East 
wood Ave Chicago 2 phone WAbash 2-1202 








EXECUTIVES WANTED 





WANT A MAN who has had experience in furniture factory in the following ca- 


pecity: accounting, production, cost work and management. Factory is located in 
southwest area near two large metropolitan centers. In reply, give full details and 
qualifications. Box X-102, care Office Appliances, Chicago 6 





STORE MANAGER-—Expereinced. Fast growing organization in northern Indiana 
city of 40.000. Salary and profit sharing bonus Excellent future Prefer young 
man under 40 although an exception can be made Box X-103, care Office Appli 
ances, Chicago 6 





SALES PROMOTION MANAGER—for loose leaf manufacturer. Must have had ex 


perience in accounting or systems work to revise catalogs of stock accounting forms 

and binders, peg board systems, etc. Old established company in New York operating 

nationally with dealers fiood pay with opportunity for rapid advancement to ex 

ecutive positior Send resume with salary requirements. The CC. E. Sheppard Co., 
N.Y 


44-07 2ist St.. Long Island City 1 








SALESMEN WANTED 


ONE OF THE FOUR LARGEST MANUFACTURERS of steel office furniture 
wants three men to travel southeast and midwest territories calling on exclusive 
dealers. Willingness to travel and experience in retail selling for dealer or fac 
tory branch essential. Send photograph. Our men know about this ad. Box X-104 
care Office Appliances, Chicago 6 





DISTRIBUTOR OR MANUFACTURER'S REPRESENTATIVE wanted by manu 
facturer of nationally known popular priced loose leaf binders, who fabricate com 
plete line of quality binders sold to stationery and department stores Exclusive 
territories in any part of the United States. Furnish complete details as to past 
connections and performances Box X-105, care Office Appliances, Chicago 6 


EXPERIENCED SALESMAN to cover Wisconsin, Minnesota, North Dakota, South 
Dakota, Nebraska, Iowa. Leading specialties for office equipment and school supply 





trade Also complete line wholesale commercial stationery Established business 
Satisfactory to carry one or two non-competing lines Straight commission Box 
X-106, Office Appliances, Chicago 6 





DOES YOUR LINE INCLUDE METAL OFFICE CHAIRS ?? 
INTERNATIONALLY KNOWN MANUFACTURER of ‘‘quality’’ office chairs sold 
through dealers offers unusual growth opportunity for aggressive salesman Must 
be now representing reputable manufacturers of kindred office furniture Liberal 
ommissior Give complete resume, age, education, selling experience and lines now 
handling Replies confidential. Box X-107, care Office Appliances, Chicago 6 





SALESMEN WANTED to represgpt the Hectographia Corporation's new popular 
Priced Spirit Duplicator Machines and Supplies. Do not have to be experienced 
duplicating machines as no mechanics are needed. Must be experienced in sell 
ng to commercial stationers and machine dealers. All territories open at present 
Salary and commissior Send resume and references to Sales Manager, Hectographia 
Corp., 110 W. 17th St New York 11 ..Y 


(Continued from page 6) 

Type, Typewriter 

Ames Supply (« 

Shipman-Ward Mf cr 
Typewriter Cleaning Material 

Ames Supply Co 

Bainbridge, Kimpton & Haupt 

Cardinell Cort 

Mittag & Volger. Ir 

Norta Distributing ¢ 

Regal Typewriter ( 


Rivet-O Mfg. ¢ Typewriters, Mfrs. of 
Sanford Ink C« Allen, R. C., Business Mchs 
Shipman Ward Mfg. ¢ Remington Rand Inc 
Webster, F. S., ¢ Koyal Typewriter Co., Inc 
Typewriter Covers Smith, L. C., & Corona Typws 
Shipman-Ward Mfg. Co Underwood Corp 
Typewriter Cushion Bases & Knobs Typewriters, Rebuilt & Used 
Amer. Hair & Felt Co Regal Typewriter Co 
Ames Supply ( Shipman-Ward Mfg. Co 
Flexi-Mat Corp Upholstered Furniture 
For, George E.. & Co Ard Mfg. Co., Ine. 
Peerless-Imperial Cc Bright Chair Co 
Rowles, E. W. A., Cx Cardinal Sales, Inc 


Shipman-Ward Mfg. Co 
Typewriter Cushion Keys 
Ames Supply Co. 
Peerless-Imperial Co., Inc 
Shipman-Ward Mfg. Co 
Speed Key Corp 
Typewriter Parts & Teols 
Ames Supply Co. 
Shipman-Ward Mfg. Co 
Typewriter Pedestal Desk Mechanisms 


Seng Co., 
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The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used. 





SALESMEN to sell duplicator fluid, master sets, cleansing cream, and gelatin 
duplicator rolls to the stationery trade. A full line of supplies for the stencil. 
spirit and gelatin process. Quality and prices competitive. Very attractive com- 
mission. Protected territory, A high-grade, fast-moving, oft- ting line of 
duplicator supplies. Act now. Write to Autocopy, Inc., 12150 So. a St., Chi- 
cago 43, Illinois. 





EXCELLENT POSITION OPEN for experienced outside office supply and equip- 
ment salesman with largest stationer in Northern Indiana and Southern M . 
Territory with established large volume accounts, Starting salary $85.00 week, all 
expenses paid, and car furnished. Excellent opportunity for adv . ll ex- 
penses paid for personal interview. State age and past experience in detail with 
referencs. Box X-108, care Office Appliances, Chicago 6. 





AGGRESSIVE gd o—' ore me -, ~~" =. selling office 
furniture, stationery, printing. thographing for large ablished dealer, Must 
be experienced. Commission and drawing account. Box X-109, care Office Appliances, 
Chicago 6. 





EXPERIENCED SALESMAN, steel furniture, desks, files, chairs, cabinets. Pre- 
ferably some acquaintance dealers in North and South Cardina. Headquarters 
Washington, D.C. Salary and bonus. Address X-116, care Office Appliances, Chi- 
cago 6. 





SALESMAN WANTED—an opportunity for experienced salesman who wants to 
travel west coast calling on dealers. Can live in Los Angeles or San Francisco. 
Nationally known manufacturer of steel office equipment. Send complete details in 
initial letter. Box X-111, care Office Appliances, Chicago 6. 





EXPERIENCED ADDING MACHINE SALESMAN—To handle six counties in fast 
growing South Texas area. Ideal living condition and fine climate. Salary, 
mission and traveling expenses. Must be reliable and good worker. Box X-112, 
Office Appliances, Chicago 6. 





com 

care 
SALESMAN WANTED with following among snap-out form Printers to sell One 
Time Carbon Paper. State territory covered. experience, etc. Box X-1138, care Of 
fice Appliances, 100 East 42nd Street, New York 17, N.Y. 





EXPERIENCED OUTSIDE SALESMAN. Prefer man that can be trained in ex- 
ecutive sales capacity, Salary and bonus. Developed territory. Excellent future. 
Box X-114, care Office Appliances, Chicago 6 





AGGRESSIVE SALESMAN needed for selling stationery and office equipment— 
and for duplicating department of rapidly ¢ di San Joaquin Valley firm. 
Write direct to Bruce Stickler’s, Bakersfield, Calif 





TYPEWRITER MECHANICS AND REPAIRMEN WANTED 





WANTED TYPEWRITER AND ADDING MECHANIC. Excellent opportunity for 
first grade man with machine and equipment dealer in Florida East Coast City of 
35,000. Must be experienced all makes machines. Good pay plus bonus and com- 
missions. State fully, experience and personal data. References. Box X-115, care 
Office Appliances, Chicago 6. 





WANTED: Experienced typewriter mechanic. Top wages. Vacation with pay. Ideal 
working conditions, 38 miles from Chicago. Write full particulars, stating experience 
and references to General Office Machines, 218 Fox St.. Aurora, Mlinois. 





OFFICE MACHINE MECHANIC with experience in up-to-date shop. Ideal work- 
ing conditions. Opportunity to better self. Top wages and permanent position for 
right man. Box X-116, care Office Appliances, Chicago 6 





WANTED SERVICE MAN with experience on typewriters and adding machines; 
best wages and working conditions with old established firm in Northern New York. 
Box X-117, care Office Appliances, Chicago 6 





WANTED: Combination typewriter mechanic and salesman, experienced all machines. 
Good opportunity for first class man. Ames Stationers, Ames, lowa. 





TYPEWRITER MECHANIC—must be experienced to service all makes manual 
typewriters. $65.00 per week to start. Opportunity to earn more with overtime and 
sales. Give details in letter. Typewriter Service Company, 206 East Monroe, Spring- 
field, Illinois. 








SALES REPRESENTATIVES AVAILABLE 





GRADE A STEEL FILES, DESKS, TABLES WANTED for wholesale distribution 
metropolitan New York City and exclusive foreign sales by established wholesaler 
exporter with Manhattan Cispley rooms and warehouse. Now serving manufacturers 
allied lines. Box J-93, care Appliances, Chicago 6 





WANTS AND FOR SALE, Continued on page & 











Grand Rapids Libr. Furn. Co 
Imperial Leather Furn. Co 
Jasper Seating Co. 

Niemann, Inc. 

Royal Metal Mfg. Co 

Stanley Mfg. Co. 

Stationers Mfg. Co. 

Thomas Furniture Co 

U. 8. Chaireraft Mfg. Corp 
Wells Chair Corp. w 


Remington Rand Inc 

Shaw -Walker Co. 

Stationers Loose Leaf Co 
Victor Safe & Equipment Co 
Wilson Jones Co. 

Yawman & Erbe Mfg. Co 


Wardrobe Racks 
Appliance Products Co. 


Art Steel Sales © 
teel Sales Corp. 
Upholstery Materials Bainbridge, Kimpton & Haupt 
Masland Duraleather Co Cole Steel Equipment Co. 
U. 8. Rubber Co. Corry -Jamestown Mfg. Corp 
Upholstery Lthr. Group, The For, George E., & Co. 
reproofing 


Visible Systems Equipment General Fi Co 
Acme Visible Records, Inc Gtebeweraeene Co. . 
Aigner, G. J., Co. Nat'l Vulcanized Fibre Co 


‘ , Ohio Can & Crown Co., The 
t- 3, —) ~4y® Security Steel Equipment (o 
Diebold, Inc. Shaw -Walker Co. 
Globe- Wernicke Co. Wells Chair Corp. 
Master-Craft Corp. w 


holesale Stationery 
Nat'l Blank Book Co Bainbridge, Kimpton & Haupt 
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WANTS AND FOR SALE, Continued from page 7 





SALES REPRESENTATIVES AVAILABLE, Continued 


WANTED » sales representation of office equipment and items for govern 
ment sales. government sales organization has doubled volume of gov 
ernment sales within the last twelve months. Box J-94, care Office Appliances, Chi 
cago 6. 





MANUFACTURER'S REPRESENTATIVE traveling out of Houston, calling on 
Stationers and Office Machine Dealers, seeks additional lines. Excellent references, 
thorough knowledge of trade. Box J-95, care Office Appliances, Chicago 6 





WELL KNOWN MANUFACTURER of smokers seeks representation in Connecticut 
Maine, Vermont and New Hampshire, calling on department, furniture and allied 
trade. Full territory protection. Box J-96, care Office Appliances, Chicago 6 





MARULAOTU RER’S REPRESENTATIVE desiring additional lines of wood or 
etal office furniture and equipment for the southwestern territory. Know the trade 
pe will give proper representation. Box J-97, care Office Appliances, Chicago 6 








JOBBER ITEMS WANTED: Smaller office supply items and supplies wanted to 
distribute along with the Print-O-Matic machines and supplies in Minnesota 
Dakotas and surrounding territory. Donald F. Rossin Co, 423 So. Sth St 
Minneapolis 15, Minn. 








SALES REPRESENTATIVES WANTED 





MANUFACTURER'S AGENT, NOW CONTACTING RETAIL Commercial! Stationers 
Business Machine Dealers, etc., various open territories. Supplement present lines 
by representing Manufacturer nationally known office appliance. Box X-118, care 
Office Appliances, Chicago 6. 





CHOICE TERRITORIES OPEN in Midwest and West Coast—-Additional Sales Repre 
sentatives, commission basis, wanted by Substantial New York Manufacturer of 
Leather Desk Pads, Desk Sets, and Accessories. Catering to Office Furniture 
Dealers, Stationers, and Department Stores Want men willing to make extra 
ae effort, and reap benefit of reorders. Write X-119, care Office Appliances 
100 E. 42d St., New York 17. 





A REAL OPPORTUNITY !!! One of America’s leading manufacturers of ‘‘Quality’’ 
metal office chairs has territories now open for men with proven ability. If you are 
now successfully representing reputable manufacturers of non-conflicting lines, here 
is a real opportunity for you. Liberal commissions. State territory now covering 
and lines handled. Replies confidential, Box X-120, care Office Appliances 
Chicago 6 





SALESMEN calling on banks to handle our line of Statement and Ledger Sheets 
Checks, and similar lithographed forms. Commission deal Fredonia Lithographing 
Company, Fredonia, Kansas. 





SALESMEN: Selling office supply houses, hospitals, institutions, to sell complete 
line aluminum furniture, chairs, swivel chairs, office tables, et Consider any 
territories. Cayuga Metal Craftsmen, Inc., Moravia, New York 





MANUFACTURERS’ REPRESENTATIVES WANTED for new. proven line of 
felt-tipped fountain-brushes and inks. Low priced. Liberal commission. Write Jet 
Manufacturing Company, Inc., 288 Hyde Park Avenue, Boston 30, Mass 





FULL OR SIDE LINE—Complete line over 1,000 printed signs for all businesses: 
beautiful display; sold only thru stores, on open account; territory protected; 3123 
Broadway, Chicago 14. 





OHIO, MICHIGAN, INDIANA open for the George E. Fox & Co. line: 1051 North 
Throop St., Chicago 22. Established for 42 years 








RETAIL BUSINESS FOR SALE 





FOR SALE—WEST COAST OFFICE EQUIPMENT STORE. Major franchised 
agency line for two counties, in area of diversified industry and large military in 
stallations. Net profit last year in five figures, verified by C.P.A. audit. Books open 
to inspection. Store located in heart of downtown shopping section, city of 50,000 
Favorable lease with option of renewal. Will sell all or part of present $15,000 
inventory. Staff will remain and owner agrees to stay on for thirty days to assist 
Thorough investigation invited. Box X-121, care Office Appliances, Chicago 6 





FOR SALE. Stationery and office equipment business in prosperous northern locality 
Includes highly desirable exclusive agencies. Has three outside salesmen covering 
thirteen counties. Business in healthy condition. Wonderful opportunity for ex 
perienced man to acquire attractive and profitable operation Address X-122, care 
Office Appliances, Chicago 6 





FOR SALE—Offce and school supply and equipment store. Northwest Montana town, 
10-000" with good growth potential. Established business, excellent franchised lines 
long lease, best location. Volume $40,000. Other interests and health compels sale 
Box X-123, care Office Appliances, Chicago 6 





OFFICE FURNITURE STORE best location in city serving 250,000 Central 
California. Will gross 150,000 in 1952. New, used furniture and some machines 
Top nes. Good organization that will remain Only qualified buyers answer 
Box X-124, care Office Appliances, Chicago 6 





FOR SALE—OFFICE SUPPLY and office equipment store. Well established in 
rapidly expanding central Indiana town. Good franchises. Sales can easily be 
increased 50%. Owner preparing to retire Rare opportunity Box X-125, care 
Office Appliances, Chicago 6 





SALE: Office Machine & Equipment Business located in Eastern Wisconsin 
City over 45,000. A-1 retail area. Has fine dealerships. All clean inventory about 
$15,000 could easily be reduced to about $10,000 or less. Selling reason, owner 
retiring. Bex X-126, care Office Appliances, Chicago 6 





SMALL OFFICE SUPPLY AND STATIONERY STORE IN ROCKY MOUNTAIN 
city of 60,000. Price $8500.00 Box X-127, care Office Appliances, Chicago 6 








WANTED TO BUY RETAIL BUSINESS 





DEALER who has recently disposed of business in commercial stationery, office 
furniture and office machines desires to purchase store in middle western community 
preferably in range from 50,000 to 100,000 population. Send particulars to X-128 
care Office Appliances, Chicago 6. 








DESK NAME PLATES 





For the World's Most Beautiful DESK PLATE, send $3.95 and name desired to 
MAIL-N-POST, Wapping, Connecticut. Business houses write for discount and terms 








LISTS 


WILL SELL CHEAP list of 5 m commercial stationers and office appliance dealers 
Also list of app. 5 m typewriter and adding machine dealers Names not duplicated 
The Kraus Co., 48-02 43d St., Woodside, N. 








TRUCK DELIVERY EQUIPMENT 





PROTECTIVE PADDED COVERS and MOVING VAN PADS for safe delivery of 
Office Furniture and Equipment. Stock sizes and to order. Protects against scuffs 
scrapes and strap burns. Furniture Dollies, Hand Trucks, Tying and Carrying Straps 
Write for Catalog and Price List. ELKAY PRODUCTS CO., 323 West 16th St, 
New York, N. Y. Telephone WAtkins 9-1148. 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating Machine Parts available 
Quotations furnished on specific parts upon request I. A. Dehn, Jr.. 1643 1l0lst 
Ave., Oakland, Calif 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating Machines 
Comptometers, Electromatic Typewriters, and fanfold machines, bought and sold 
Chicago Office Appliance Co., 1930 West 21st St., Chicago 8 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing machines 
Must be over 250,000 serial number Accounting Machine Service Co 605 
Washington St., Chicago 6 





BURROUGHS BOOKKEEPING MACHINES, All Models, Bought and Sold. Give 
serial number and model in request for quotation Business Equipment Co. 160 
W. Larned, Detroit 26, Mich 





ELLIOTT-FISHER AND SUNDSTRAND machines Comptometers Burroughs 
Friden, Marchant, Monroe Calculators. Electromatic typewriters. Adding machines 
and all office machines bought, sold, rented, rebuilt. Teeter-Warsh Co., 849 3d 
St., Milwaukee 3, Wis 





ACCOUNTING MACHINE 
BURROUGHS ACCOUNTING MACHINE—Style No. 720716. Typewriter-Multiply 
ing, has 8 totals (7 registers and one crossfooter.) Machine is less than 4 years 
old and is in A-1 condition. It can handle receivables, payables, payrolls, billings 
general ledger or any accounting operation. If bought new today would cost $4,000 
For further details write C. 8. Cook, Selby, Battersby & Co., 5220 Whitby Ave 
Phila, Penna 





NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class, 4 and 6 total ma 
chines, with typewriter and front feed carriage, above 40,000 serial number; also 
3100 Model, Adding Machines, Calculators, Comptometers Advise serial and model 
numbers, Office Machines Inc 619 Pine St., St. Louis 1, Missouri 





USED BOOKKEEPING MACHINE, National Typewriter, Model 3029 (16)-12" 
complete with stand, for sale. Purchased new in 1946 and used in our own book 
keeping department, only two years. In first class condition. Send offer to Branham’s 
Inc., 325 N. Broadway, Oklahoma City, Oklahoma 





NATIONAL 2000 & 3000 Class, Burroughs Bookkeepers, Calculators, Addressing 
Machines, Bot and sold. Send full deseription. Pan-American, 1225 8, Olive, Los 
Angeles 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell Office Machines Co 
(Ine.) 93 So, llth, Minneapolis, Minn 





SUNDSTRAND, ELLIOTT-FISHER ACCOUNTING Machine Service men. Under 
wood agency near Detroit. State training, experience. Dodge Office Equipment, 3962 
Fort, Lincoln Park, Michigan 





WANTED-—-ALL MAKES calculators and adding machines State make, model 
serial number and adding capacity. International Office Appliances, Inc., 326 Broad- 
way, New York 7, N. Y 





WANTED TO BUY—Sundstrand bookkeeping machines, Models C and D Give 
complete model number, serial, size carriage and whether front feed or back feed 
International Office Appliances, Inc., 326 Broadway, New York 7, N. ¥ 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines 
and everything in the office machinery line. State model, serial number and we will 
quote highest cash prices International Office Appliances, Inc., 326 Broadway, New 
York 7 Y 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines, Calculators. 
Comptometers, Adding Machines, etc., any style Quote complete description and 
best price. AMERICAN BUSINESS MACHINES, Inc 573 Broadway, New York 
12, N. ¥ 





ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold W. J. Crowley Company, 906-908 N. Water St., 
Milwaukee 2, Wis 





CASH FOR NIAGARA BX2M and A. B. Dick 90 Mimeographs and late model 
Underwood and Royal Typewriters. Housel, Box 13, Basking Ridge, N. J 





4 UNDERWOOD SUNDSTRAND Posting Machines 260.000 to 354.000 A_ Series 
best offer. also 20 Allen-Wales Adding Machines Allen-Wales Adding Machine 
Agency, 223 W. Jackson Blvd., Chicago 6. 





BURROUGHS PRODUCTS our specialty, get our higher cash prices for calculators 
bookkeepers, billers, comptometers. A. L. Steen, 547 So. Dearborn, Chicago 5, IL 





FOR SALE Remington totalizers, Sundstrand Bggkkeeping Machine model A, serial 
390,000, all reasonably priced. Adding Machine Sales & Service Co., 1100 Prospect 
Ave., Cleveland, O. 





BURROUGHS ACCOUNTING MACHINES Bought and Sold. Dearborn Equipment 
Company, Inc., 301 West Lake Street, Chicago 6, Ill 





CASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers, Mimeograph, Address 
ographs, Typewriters, Presses. Also we trade and sell. Write Dixie Service, King 
North Carolina 





KARDEX, ACME, all makes used visible filing equipment. Thousands of recondi 
tioned cabinets, panels, books, always on hand Special service and prices t 
dealers for purchase or sale Get our quotations Chas. 8S. Nathan, Ine 548 
Broadway, New York 12, N. Y 





VISIBLE EQUIPMENT bought, sold and exchanged We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other makes 
Write and tell us what Visible Equipment you need or have for sale Special 
prices to dealers. Heineman Office Equipment Co., Dept. OA, 4 N. 8th St, St 
Louis 1, Mo 





LARGE AMOUNT used visible cabinets, KARDEX, ACME AND RAND. Variety 
of sizes and styles A-1 condition, very reasonable Everstee! Equipment Company 
69 Spring Street, New York 12 





VISIBLE FILING EQUIPMENT 
OLDEST ESTABLISHED dealer specializing in rebuilt Kardex, Acme. Postindex, 
ete We offer full co-operation to the dealer on sales and purchase. Write us in 
full confidence that our twenty-eight years of experience gives us the know how you 
require. Commercial Card System Co., 135 Grand Street, New York 13, N. Y. 
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Those Plus Pages 
of S, pecial 
Importance 
to Business 


(This reprint from the Septem- 
ber, 1917, issue is taken from the 
house organ of L. C. Smith & Bros. 
Typewriter Company.—EJ) 


WORDLY WISDOM OF GRACIAN 


T IS GENERALLY assumed that 

a man who has lived the retired 
life of a scholar is long on learning 
but short on business sense. If this 
is usually the case today, you would 
think it more likely to be true if 
you went back over 300 years. Nev- 
ertheless a Spanish monk was born 
in 1601 whose maxims are full of 


meat, even for the business man of 
today. 

“It was only very recently that I 
ever heard of Balthasar Gracian,” 


says A. J. Brewster, in “Demonstra- 
tion,” for July, 1917, published by 
the L. C. Smith & Bros. Typewriter 


Company, Syracuse, N. Y. “I was 
introduced to him by a friend and 
by means of a translation, was en- 


abled to drink of the wine of his 


wisdom. How does this strike you, 
coming from a Jesuit who lived in 
a remote part of the kingdom of 
Spain?” 

Know How to Get Your Price 

for Things 

“*Their intrinsic value is not suf- 
ficient; for all do not bite at the 
kernel or look into the interior. 
Most go with the crowd, and go be- 


cause they see others go. It is a 
great stroke of art to bring things 






review of 
some events at 
the start and in 
the progress of the 
OFFICE EQUIPMENT IN- 
DUSTRY and its trade journal 


OFFICE APPLIANCES 








Again, it is generally an induce- 
ment to profess to supply only con- 
noisseurs, for all think themselves 
such, and if not, the sense of want 
arouses the desire. Never call things 
easy or common; that makes them 
depreciated rather than made ac- 
cessible. All rush after the unusual, 
which is more appetizing both for 
the taste and for the intelligence.’ ” 


“Drain Nothing to the Dregs” 

“A sage once reduced all virtue 
to the golden mean. Push right to 
the extreme and it becomes wrong; 
press all the juice from an orange 
and it becomes bitter. Even in 
enjoyment never go to extremes. 
Thought too subtle is dull. If you 
milk a cow too much you draw 
blood, not milk.” 


“The Secret of Long Life’ 


“Lead a good life. Two things 
bring life speedily to an end: folly 
and immorality. Some lose their 
life because they do not have the 
intelligence to keep it, others be- 
cause they have not the will. Just 
as virtue is its own reward, so is 
vice its own punishment. He who 
lives a fast life runs through life 
in a double sense. A virtuous life 
never dies. The firmness of the 
soul is communicated to the body, 
and a good life is long not only in 


stomach, for great capacity implies 
great parts. Bits of luck do not 
embarrass one who can digest still 
bigger ones. What is a surfeit for 
one may be hunger for another. 
Many are troubled as It were with 
weak digestion, owing to their small 
capacity, being neither born nor 
trained for great employment. Their 
actions turn sour, and the humors 
that arise from their undeserved 
honors turn their heads and they 
incur great risks in high places; 
they do not find their proper place, 
for luck finds no proper place in 
them. A man of talent therefore 
should show that he has more room 
for even greater enterprises, and 
above all avoid showing signs of a 
little heart.” 


“Do Not Parade Your Position” 


“Great positions require an 
amount of authority sufficient to 
make them efficient: without it 
they cannot be adequately filled. 
Preserve therefore enough dignity 
to carry on the duties of the office. 
Do not enforce respect, but try to 
create it. Those who insist upon 
the dignity of their office, show 
they have not deserved it, and that 
it is too much for them. If you wish 
to be valued, be valued for your 
talents, not for anything adven- 
titious. Even kings prefer to be 
honored for their personal qualifi- 
cations rather than for their sta- 
tion.” 


“In Prosperity, Prepare for 
Adversity” 

“It is both wiser and easier to 
collect winter stores in summer. In 
prosperity favors are cheap and 
friends are many. "Tis well, there- 
fore, to keep them for more un- 
lucky days, for adversity costs dear 
and has no helpers. Retain a store 


into repute; at times by praising intention but also in extension.” of friendly and obliged persons; the 
them, for praise arouses desire; at day may come when their price 
times by giving them a striking “Be Able to Stomach Big Slices will go up. Low minds never have 
name, which is very useful for put- of Luck” friends; in luck they will not rec- 
ting things at a premium, provided “In the body of wisdom not the ognize them: in misfortune they 
it is done without affectation. least important organ is a big will not be recognized by them.” 
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® Hold Line on Freight Rates. The National 
Furniture Traffic Conference, of which NOFA is 
a member, has been waging a continued bat- 
tle against freight rate increases on office and 
other furniture. 


Now, upon reconsideration of proposed in- 
creased ratings on furniture via Railway Ex- 
press Agency, the Interstate Commerce Com- 
mission rules that the ratings are not just and 
reasonable. 


An order has been issued requiring the 
Railway Express Agency to cancel the pro- 
posed increase. 


This fight against increased rates was in the 
face of previous adverse decisions and demon- 
strates the worth of organization in this agency 
keeping alert in the interest of their members. 


® Electronic Brain Marches On. That the elec- 
tronic brain may yet make its mathematical 
abilities available for business generally was 
demonstrated recently by the Electronic Com- 
puter Corporation of Brooklyn, N. Y. 


This firm has produced a model which is 
smaller than those earlier ones which filled a 
good-sized room and in addition it sells for 
$62,500, which the company said was a new 
low price for what the machine could do 


Other companies are producing smaller 
models of the electronic brain computers. Ap- 
parently the time is not too far distant when 
the handicaps of excessive size and high cost 
will be overcome. 


It is forecast that these machines will be 
used by business for digesting data on hun- 


dreds of employees—their hourly rates of pay 
for regular and overtime work, withholding fig- 
ures and other deductions and typing out in a 
matter of seconds gross wages for the week, 
amounts withheld for various purposes and 
take-home pay. 





state of the industry 


® An NSOEA Highlight. The research of Dr. 
Ralph DeArmond Cies will again be utilized at 
the NSOEA convention. On exhibition at the 
Conrad Hilton Hotel in Chicago October 4-8 
will be a mammoth illustrated chart showing 
the costs of operating retail businesses on 
Main Street U.S.A. and the position of the 
office equipment and supply retailers com- 
pared with others 


A speaker, to be announced, will interpret 
these figures, so graphically shown as a con- 
vention highlight. 


@ Fair Trade Law Interpretation. NOMDA in 
“Keeping You Posted” makes this comment: 
Fair Trade laws now cover companies even 
though they have not signed agreements. This 
is about the only gain in the new law. Now, 
we face the battle in the next session of 
Congress to have teeth put in preventing 
shipments from one state to another at cut rate 
prices. This would have been covered by the 
Keogh Amendment. The battle will still go on.’ 


@ Retail Sales Predicted Upward. In its Desk 
Sheet for July 25, NSOEA commented, ‘Statis- 


tics concerning retail sales for the country as 
a whole are showing an increase of approxi- 


mately 10% over a year ago. Temporarily, 
this trend may have a definite setback due to 
the shortages in automobiles and in other 
items fabricated from steel, but indications for 
strong Fall business are current everywhere 
We recall that in October of last year, your 
research director, Dr. Ralph DeArmond Cies, 
predicted that 1952 would exceed the volume 
of 1951. Currently, our stores have not shown 
an upward trend, but it is our hope that we 
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shall follow the general trend of consumer 


balance of the year.” 


@ Useful Booklet Available. The Small De- 
fense Plants Administration has prepared a 
new pamphlet describing the types of mer- 
-handise which the Government buys and lists 
methods necessary to sell to government. This 
; directed toward small business. The pam- 
phlet is entitled ‘How Small Plants Can Sell to 
the Federal Government’ and is available 
without charge from the Small Defense Plants 
Adm., Washington 25, D.C 


= Campaign to Get Out the Vote. This indus- 
try, like many other organizations, should be 
concerned with the necessity of getting out 


the American vote 
Those who think the nation’s citizens are 
not dilatory in exercise of their ballot box 


privilege should consider the figures on voting 
performances in the various nations. Here are 
some compoar;risons: 


Belg 90% voted 
Ital; 89% voted 
Britair 82% voted 
France 75% voted 
Japar 70% voted 
United States 91% voted 


® Parcel Post Weight Fight On. Due to the 
Public Law 199 in January of 
parcel post originating in cities and 


towns with first-class post offices for delivery 
xt other first-class post offices, were given re- 
juced size limitations. The experience of many 
retailers since that time has shown an in- 

eased cost in transportation due to this act 


The American Retail Federation, of which 
NSOEA is a member, is supporting a cam- 


paign to have the incoming 83rd Congress 
review and correct inequities in this situation 
It is a good time for stationers to talk to their 
congressmen while the legislative officials are 
it home during the campaign period 


good reading 





Page 13 .. . Every salesman today is competing with 
every other salesman for the buyer's time. The first 
30 seconds of the interview are vital, says W. G. Tur- 
quand, sales manager of the typewriter division of 
Underwood Corporation. He tells how in that initial 
half minute the buyer's curiosity must be stimulated— 
or the battle is lost. 


Page 15 .. . In these days of skilled help shortage 
many stationers are giving consideration to a program 
of selling by self-service. David Markstein relates his 
experiences of the Nu-Idea Company, New Orleans, 
La., and the story is a profitable one for those con- 
templating taking such a step 


Page 17 .. . Did you know that fire can subject busi- 
ness records to a much severer test than the explosion 
of an atom bomb? Walter Ward, manager of the in- 
sulated equipment division of Remington Rand Inc., 
gives timely advice on the protection of microfilm rec- 
ords with insulated units. 


Page 18 .. . Members of this industry are convention- 
minded, as they demonstrate yearly in attendance at 
NSOEA, NOFA, NOMDA, NOMA and other organiza- 
tion's sessions. Any convention attendant will find it 
profitable to read Harold J. Ashe’s explanation of what 
expenses, and that includes most of them, are tax de- 
ductible 


Page 19 Old accounts, representing the straying 
friendship of former customers, can be newly culti- 
vated. Nicholas Vesta tells how it is possible to get 
more orders out of these backsliders and presents some 
model reacquaintance letters 


Page 21 Has your outlook on life been warped by 
confinement in the process of doing your business 
duty? Read how “a breath of fresh air’ can be refresh- 
ing. It's a stimulating article by George D. Taylor. 


Page 22 He looked beyond Norway's mountains. 
Arne Skagseth, veteran Florida stationer, is the subject 
for this month's Old Timers’ party sketch 


Page 108 On this and succeeding pages unfolds the 
43rd annual office furniture section. Here's must read- 
ing for the industry, a panorama of pictures and ar- 
ticles which point up new ideas in selling, new 
glamour in installations and the latest in equipment for 
the office 
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Until an office has been fitted with furniture and other furnishings it 
is simply a static room having neither personality nor purpose. When 
correctly equipped, its interior takes on a dynamic aspect, revealing 
the character of the business and expressing the individuality of the 
executive. Equipping the office is the challenging opportunity of the 
office furniture dealer. (See annual office furniture section, page 108.) 








Pictured above is a private office of 
the Reynolds Metals Company, Louis 
ville, Ky. Included in the equipment 
are Goodform chairs and a Mode 
Maker desk and table, al! products 
of General Fireproofing Company. 
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The vital first 30 seconds 


gw IF I WERE TO TELL YOU that 
I could increase the effectiveness of 
your salesmen’s calls by at least 
25% and increase your sales by 
thousands of dollars a year, you 
would listen to me long enough to 
determine whether I had something 
of real value to you or whether I 
was full of hot air. 

Why? 

Because in the first 30 seconds I 
have stimulated your thinking, 
challenged your curiosity, and ap- 
pealed to your desire for more busi- 
ness. 


Approach Is Valuable 

My opening statement was not 
made in any sense of egotism, but 
deliberately to attempt to get you 
thinking about the most neglected 
phase of selling today, the sales- 
man’s approach particularly on call 
backs, how to get and hold the buy- 
er’s attention during the vital 30 
seconds, the first half minute when 
the salesman comes face to face 
with the buyer. 

Every salesman today is com- 
peting with every other salesman 
for the buyer’s time. Your sales- 
men of stationery, office supplies 
and office equipment are competing 
not only with other salesmen of 
similar products, but with salesmen 
of cleaning compounds, window 
washing service, display advertis- 
ing, and the hundreds of other 
products and services that go into 
the running of any business today. 


Must “Buy” Time 

What your salesman says in the 
first 30 seconds, how he stimulates 
the buyer’s thinking, may not de- 
termine how much business he will 
get, but it certainly will determine 
how much time the buyer will allot 
to letting him tell his story. 

Based on how he can interest the 
customer in that vital 30 seconds 
determines whether he will get the 
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by W. G. TURQUAND 


sales manager, 
typewriter division, 
Underwood Corporation 


(Address presented at the joint 
meeting of Districts 3 and 13, 
NSOEA, Atlantic City, N. J., 
June 17, 1952) 


a 


quick brush-off or an interested 
audience. 

Every company today spends a 
substantial amount in sales train- 
ing. We teach our men a standard 
approach on canvass calls, we give 
them product knowledge to enable 
them to intelligently present their 
product to the customer, we provide 
them with sales aids and sales tools 
in vast quarttities, but very seldom 
do we spend time with them to give 
them a new approach, a different 
story every week or every month to 
get over the tough opening phase 
of call backs. 

Here, it seem to me, is the great 
neglected area of creative selling. 
Here is the great challenge to crea- 
tive thinking in sales management 
to constantly keep a flow of fresh 
ideas, new approaches flowing to 
our sales organization to enable 


them to compete successfully for 
the buyer’s time and attention. 
The importance of the right ap- 
proach cannot be minimized. In 
holding sales meetings with our own 
sales organization in branch offices 
throughout the country, I have told 
one approach story many times. I 
think it is one of the best I have 
run across. It concerns the life in- 
surance salesman who asked for all 
coupons returned from ads which 
specified, “Please don’t send a sales- 
man.” This man had a phenomenal 
record of selling those people who 
did not want to see a salesman. 
At a sales convention he was 
asked to explain how he was able 
to take these coupons which speci- 
fied, “Don’t send a salesman,” and 
convert them into business. 


One Way to Enter 

He replied, “It is all in the ap- 
proach. I go to the house when I 
am sure the man will be in, say 
right after dinner, and I ask for 
Mr. Jones. 

When he comes to the door, I 
introduce myself and tell him I’m 
from the Blank Insurance Com- 
pany. He immediately replies, ‘But 
I told them not to send a sales- 
man.’ So I just smile and say, ‘Yes, 
Mr. Jones, I know you did, and you 
see I’m the nearest thing to no 
salesman that the company has.’” 

With that approach, needless to 
say, he got in and made a sale. 


A Good Illustration 

Naturally, this is not an approach 
that we can use in our type of busi- 
ness, but it illustrates how a chal- 
lenging opening statement enables 
a salesman to get attention. 

How do salesmen react to these 
new approaches? Do they like them, 
will they use them? I think I can 
answer that question definitely in 
the affirmative. 

Over the course of some 30 sales 
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meetings held in branch offices 
throughout the country during the 
last eight months, I have devoted 
a considerable part of the meeting 
to this question of the vital 30 sec- 
onds, to the handling of standard 
brush-offs in an attempt to convert 
them into positive action rather 
than negative response. 

And I have found that almost 
without exception salesmen are in- 
tensely receptive to this type of 
sales helps. We use a great many 
approaches, ranging all the way 
from our advertising literature, 
blotters, magazine ad reprints, and 
other printed material to repro- 
duced letters, reproduced photo- 
graphs of installations, and ma- 
chine parts. 


Some Specific Approaches 

Every golfer feels that he can 
shoot his best game with his own 
clubs, and rather than attempt to 
generalize, I am going to use my 
own clubs and give you some of 
the specific approaches we use, 
illustrating the use of different 
mediums of aproach. 

In all of these, I am going to give 
only the first 30 seconds, the atten- 
tion-getting phase from which the 
salesman develops his entire story. 

The first approach is using no 
tools: 

“Mr. Prospect, if your secretary 
could turn out perfectly typed let- 
ters every time, if she could increase 
her production anywhere from 10 
to 40%, if she could type up to 20 
carbon copies with no more effort 
than it takes to type an original, if 
her four o’clock letters, those last 
minute rushes, looked as good as 
her ten o'clock letters, and if she 
were a happier, more-contented 
loyaler employee because she was 
less fatigued at the end of the day, 
would you buy her a chocolate 
malted milk every afternoon?” 


The Testimonial Way 

The second one uses a testimonial 
letter: 

“Mr. Prospect, the last time I was 
in to see you, we discussed briefly 
some of the advantages of the elec- 
tric typewriter in writing letters 
that create favorable impressions. 
As you are in the insurance busi- 
ness, I thought you would be inter- 
ested in seeing what M. J. Crawley 
of Danville, Va., has to say about 
the impressions that his letters 
create.” 

The third uses a machine part: 

“Mr. Prospect, I thought you 
might like to see the latest develop- 
ment in drive belts for small appli- 
ances. You will notice that this 
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drive belt from an Underwood elec- 
tric typewriter is a tractor-type 
drive belt. There are cogs built in- 
to it which fit into cogged pulleys, 
thus completely eliminating the 
slipping common to ordinary drive 
belts.” 


Blotter Can Be Used 

The fourth uses a blotter: 

“Mr. Prospect, I'd like to leave 
with you this little blotter to use 
when you sign your mail. I would 
like to call your particular attention 
to the message, ‘You add wings to 
nimble fingers when you use the 
Underwood all-electric typewriter.’ 
I am sure that if that very efficient 
secretary of yours could materially 
reduce the amount of time that the 
typing part of her job takes, she 
could relieve you of some of the 
many details you now have to do 
yourself.” 


Type Styles Method 

The fifth uses type styles: 

“Mr. Prospect, I know you are 
conscious of the fact that your let- 
ters are your personal representa- 
tives. There is a picture of you in 
every letter you write. I would like 
you to look over some samples of 
distinctive type styles which per- 
sonalize your letters.” 

In your own line, I know that 
there are new items constantly 
coming on to the market. There 
are major and minor changes and 
improvements in the products you 
already handle. A new state or 
federal government regulation may 
require an extra column in certain 
printed forms, a change in tax rate 
creates a new table for deductions 
or the like, and each and every one 
of these efforts an opportunity to 
build a story for a new approach. 


Pencil at Bat 

A pencil with a new thin lead can 
be demonstrated to show how it 
requires less frequent sharpening; 
a different finish on a paper clip 
affords better gripping surface; a 
new tape dispenser saves time: 
someone creates a new use for 
cellulose tape. 

Properly dramatized, any one of 
these and many other items give 
your salesmen that precious hold 
on the buyer’s attention long 
enough to get over the basic idea 
that you and your company are 
here to serve him, to serve him 
well, to bring him fresh ideas, and 
to act as a consulting organization 
for his office problems. 

The present and future economic 
situation in this country is going 
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to create an ever-increasing burden 
on those of us who are responsible 
for sales. Our productive capacity 
has increased beyond all expecta- 
tions, but this tremendous produc- 
tive capacity will present many 
problems unless the salesmen of 
America can meet the challenge of 
moving the goods produced. 

Here we have a real problem, be- 
cause we are confronted on the one 
hand with the necessity for selling 
more, and on the other hand with 
less time in which to sell it. The 
office week is getting shorter, the 
time that your salesmen spend 
actually interviewing buyers is con- 
stantly decreasing. The office that 
stays open on Saturdays today is 
a rarity. 


A Matter of Time 

With the shorter week, the in- 
creased pressure to get the same 
amount of work done in less time, 
the buyer must of necessity spend 
less and less time with every sales- 
man. 

Only the salesman with a real 
appeal is going to get the length 
of interview he needs to tell his 
story, and I repeat that what your 
salesman says in the first 30 seconds 
will determine the length of time 
the buyer will give him. 


New Responsibility 

We cannot hope to meet the chal- 
lenge of today’s selling unless we 
materially strengthen the ability of 
our salesmen to get across a real 
message quickly enough to hold the 
buyer’s interest to listen to his en- 
tire story. It is our responsibility 
to do this, to find out from our 
salesmen what they need to make 
their calls more effective and to 
develop for them new ideas, new 
approaches with real selling punch 
to make the first 30 seconds really 
count. 

While strong salesmen can and 
do develop these approaches on 
their own initiative, we cannot re- 
ly on our sales force alone. We 
have to furnish them with the right 
kind of ammunition, and unless we 
do, they cannot meet the challenge 
of today’s competition for the buy- 
er’s time. Strong selling starts 
with the vital 30 seconds, and we 
have to provide the added punch 
that makes those 30 seconds count. 
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Sell by 
self-service 


by DAVID MARKSTEIN 


special write 


gw WITH SELECTIVE SERVICE 
stepping up the mailing of official 
young men, Reserves 
and National Guard making in- 
creasing calls, and defense factor- 
ies beginning to offer lucrative 
portunities, a shortage 
esmen is being felt in 


? +4 
some iocalities 


greetings 


overtime 


of good 


Men whose business it is to read 
the signs 1 predict future trends 
in selling s that the shortage of 
skilled sales help is likely to spread 
over the nation in the months 


ahead 


A Possible Solution 

What n you do about it? One 
possible solution is to sell office 
equipment self-service. Before 
hastily saying that this course won't 
work, the office equipment dealer 
might examine its success in a field 

that—even more than office 
equipment—traditionally relied 
upon the esman’s sure touch to 


increase the size of the order. 
The field is home furnishings, and 

the way that self-service has worked 

an actual increase in volume fur- 





Ready to Shop ... The customer picks 
ip “Serve Yourself memo, pencil. 
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It’s Free .. . Customer parks inside the Nu-Idea Co. in New Orleans. 


nishings might well point the way 
to more profitable mobilization 
merchandising of office equipment. 

This store that uses self-service 
is the Nu-Idea Company in New 
Orleans. Here is the way that A. H. 
Schnieder, Nu-Idea’s president, ex- 
plains the plan: 

“When big food chains first in- 
troduced the idea of self-service, 
many startled grocers pooh-poohed 
the whole business. ‘It will never 
work,’ they said, ‘You'll sell only 
one of a kind. It takes a salesman 
to increase the order.’ 

“But when the figures were in 
from the first tryouts of self-serv- 
ice, it was found that the exact 
reverse was true: People sold them- 
selves on additional items and 
higher orders far more effectively 
than the most persuasive salesmen 
had formerly been able to sell them. 


“Not long ago, we took a long 
look at that food selling experience. 
Why, we wondered, shouldn’t the 
Same idea work for us, now that 
our sales force is rapidly going into 
the government services and war 
plants? Would people self-shop? 
Would they buy, or simply walk out 
again to another store which would 
get the order because it had per- 
sistent salesmen to pound the 
points into the customers’ heads. 


It Does Work 

“Today, we have the answer. Self- 
service does work . . . effectively.” 

Along with some other merchan- 
dising ideas partly borrowed from 
the food field, self-service has 
brought great success to the Nu- 
Idea Company in New Orleans, La., 
since it first opened in May, 1950. 

“This is psychology selling, says 





Final Step ... And first sight of a salesman who only takes the order. 
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Mr. Schneider. “We continually 
stress the idea that we are a super 
mart. To excite the customers’ 
imaginations; we have self-service. 
Real self-service. The customer 
picks up a shopping memo to make 
notes on. Then she wanders as she 
pleases through our tremendous 
62,000 square feet of display space, 
looking, prying, testing, trying out. 
There are salesmen here, yes, but 
the salesmen leave the customer 
alone except when she asks for aid, 
wants additional information, or is 
ready to have her order written up. 

“Almost every dealer in the coun- 
try advertises terms. But how many 
go after cash sales as well? We do. 
And we get them. In every ad, there 
is a mention of cash or terms. We 
don’t trade. There is never a men- 
tion of trade-in allowances. Our 


prices have already been shaved to 
the bone. 

“When we sell on terms, we get 
pretty good down payments. I 
checked an average month's down 
payments recently. They were bet- 
ter than the required percentage of 
the purchase prices. I cite that to 
show that our customers are people 
of good means; we do not sell 
borax merchandise. 

“In every advertisement, we 
stress the words, Cut-Rate Prices. 
But we are careful to also note the 
fact that cut-to-the-bone prices do 
not apply to fair-traded merchan- 
dise, even in our super mart. We 
believe that this system is all psy- 
chological selling. 

“Picture the appeal to the cus- 
tomer’s imagination: tremendous 
selections, implied by our vast sell- 





ing space—and we do have them. 
Good, well-known merchadise at 
real rock bottom prices. A chance 
to pick and choose, not be bullied— 
as sometimes does happen—by a 
salesman, and shuffled off if it be- 
comes apparent you do not intend 
to buy at the moment. 

“Our ads promote the idea of this 
kind of buying, not specific mer- 
chandise. We rarely picture any 
merchandise, and never mention a 
price. What we mass sell is the ad- 
vantage of shopping in a super 
mart. 

“Recently, for example, one of 
our page ads pictured the skyline of 
New Orleans— upside down. The 
headlines explained that our sys- 
tem of selling is turning the town 
upside down. 

“And it is.” 
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THE SALT LICK 
Monthly Musings on Salesmen 
and Their Problems 

by L. R. ADDINGTON 


Vice-president, 
Dealer Sales, 
Art Metal Construction 


Company 








@ ADVERTISING circu- 
lars, catalogs and blotters 
may be the link between 
the salesman and his cus- 
tomer so that a particular 
salesman may come to mind when a need for office 
equipment shows itself. Office equipment salesmen 
should ask themselves these questions: 

1. Do I keep in my desk or file a supply of ad- 
vertising helps easily available for immediate 
mailing? 

2. Do I know what is available from various 
manufacturers? 

3. Do I have automatic, regular mailings to an 
active list of prospects? 

There are two ways effectively to reach the cus- 
tomer with circular or advertising material. First, 
have a regular mailing list where materials go out 
at regular intervals. Second, drop something in the 
mail after a call to supplement your effort as a sales- 
man and to remind the customer of the object of 
your call. 

It is recommended and the suggestion comes from 
practical experience, that you can multiply many 
fold the effectiveness of a piece of advertising, and 
almost assure the retention of the advertising piece 
by the prospect, if you, the salesman, write a per- 
sonal note in long hand in some vacant space on 
the circular. Nothing certifies more to the prospect 
that the salesman is interested in him. 
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All material mailed out should be in an envelope 
clearly marked to the attention of the person and 
should include his proper name and title. It is al- 
most a complete waste of time to send out material 
promiscuously, addressed only to a company, be- 
cause the chance of it landing on the desk of an 
interested party is very remote. A user history 
record on which the name of department heads are 
shown is most helpful when mailing out circular 
matter. 

Nothing that we know of is a better morale builder 
than to have a salesman tuck into a folder and show 
to his customer the national advertising program of 
those people from whom his company buys. It is 
one way in which the customer comes to realize that 
the dealer has preshopped and obtained valuable 
franchises covering the distribution of nationally 
accepted brand name merchandise. 

In this day of selling office equipment from the 
purely functional standpoint, many companies sup- 
port the salesman’s efforts through publications 
which go out regularly and are created for the cus- 
tomer’s use and information. Nothing more impor- 
tant can be done to supplement the salesman’s 
effort than to have these periodicals go to the key 
people in the various organizations upon which he 
calls. 

These mailing lists must be constantly purged and 
constantly added to. One of the most important jobs 
for which the sales manager should feel responsible 
is a clean cut, properly indexed file maintained with 
new fresh advertising immediately available to the 
salesman. They should be properly imprinted with 
the dealer's name and also, in some manner, the 
salesman’s name, if nothing more than a hand writ- 
ten signature, such as—from Jack Leonard. 

It is suggested that both the salesmanager and the 
salesman try using for six months. the things which 
come to him as a service from the manufacturer. He 
will find that these seeds planted in the mind of the 
office manager and department heads will bear fruit 
in the form of inquiries and more orders. A very 
important point that a salesman has to remember is 
never to pass out any advertising which he has not 
read himself because, for some reason, the customer 
will not read it either. 


Next month—It pays to observe. 
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microfilm records with insulated units 


by WALTER WARD 


manager, insulated 
equipment division, 
Remington Rand Inc. 


mg THE TERRIBLE, DESTRUCTIVE 
force of the atom bomb has dra- 
matically focused the attention of 
management on the problem of pro- 
tection of its valuable documents 
and records 

An atom bomb produces its most 


destructive form if exploded at a 
height of 2,000 to 3,000 feet. Let 
us assume that an enemy would 


want the explosion to take place at 
this height 

Actually, fire in an ordinary “fire- 
proof” building would probably sub- 
ject business records to a much 
more severe test than would the 
explosion of an atom bomb 2,000 
feet away 


Speaks With Authority 
Authority for that statement is 


Lieutenant General Leslie R. 
Groves, head of the first A-Bomb 
(Manhattan Project) tests: “I saw 


the first atomic bomb exploded, and 
I have seen the standard fire test 
of an insulated safe. If I were a 
document inside such a safe, I 
would rather face the atom bomb 
2,000 feet away than to undergo 
that standard fire test.” 

The comparison between the ef- 
fects of an ordinary fire and the 
forces released through the explo- 
sion of an A-bomb are particularly 
apt at this time, because of the 
similarities involved. 


Radioactivity Small 


According to General Groves, 
whose special interest in these com- 
parisons stems from the fact he is 
now vice-president of Remington 


Rand Inc., blast and heat are com- 
mon to either form of catastrophe; 


it is only in the matter of radio- 
activity that the grounds for com- 
parison cease to hold. However, on 
that score there is little to fear in- 
sofar as protected records are con- 
cerned. Any radioactive effect at 
a distance of 2,000 feet, the general 


explains, would be momentary and 
would cause no damage to docu- 
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ments within a steel-covered in- 
sulated unit. 

As for impact (blast or shock) 
the explosive force from a distance 
of 2,000 feet. would be less than the 
force to which all quality equip- 
ment is subjected in standard tests, 
such as being dropped three stories 
to land on a pile of bricks. 


No Comparison 

In the matter of heat energy 
there is, of course, no comparison 
between that released by an atom 
bomb and that resulting from an 
ordinary fire. But it is total heat 
energy that is significant here. The 
heat energy absorbed by an insul- 
ated safe or cabinet is the rate of 
absorption multiplied by the length 
of exposure. In the case of an 
atomic blast the rate of heat energy 
would be high, but exposure time 
very brief. 

Bombing, regardless of the ex- 
plosive medium employed, would 
cause fire, plus the additional shock 
of falling debris which is the gen- 
eral aftermath of serious conflagra- 
tions. I have no intention of mini- 
mizing the threat from A-bombs or 
blockbusters. Fire, whether from the 
carelessness of “friends” or the at- 
tack of enemies, is a constant threat 
to all business. 


Management Responsible 

What the possibility of aerial 
bombardment has served to bring 
sharply to management’s attention 
is the fact that part of its responsi- 
bility is to make sure that in the 
event of catastrophe the financial 
documents, designs and blueprints 
and accounting records, essential to 
reconstruction, are retained under 
the best protective program at their 
command. 

Record retention and protection 
falls basically into two general cate- 
gories. Insulated vaults, safes and 
cabinets provide on-the-scene pro- 
tection against all but the most 
severe disaster. Secondly there is 
duplication of essential records, 
with copies stored in remote areas. 
Here again, however, true protec- 
tion also involves storage of the 
duplicate records in protective 
equipment. 

Cost considerations are always a 
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big factor in either program. Again 
management is taking a closer look, 
and very often finding that costs 
are offset by direct as well as pos- 
sible emergency benefits. 

Take the matter of effecting a 
record duplication program by 
means of microfilming, which is 
probably the easiest, quickest, and 
most economical method of repro- 
ducing documents and other rec- 
ords. In preparing material for the 
filming process many companies 
have streamlined their systems by 
combining records, and cut down 
their storage expenses as their 
record protection program surveys 
show them that as much as half 
their supposed permanent records 
are valueless. 


Little Training Needed 

Most microfilming cameras are 
largely automatic, and require little 
or no operator training. Material to 
be copied may be in a wide variety 
of shapes, sizes and colors. 

Dual-lens cameras permit filming 
of two sets of copies in one opera- 
tion, a definite factor if removal 
of one set to a remote spot is desir- 
able. Being facsimile reproduction 
of the material copied, no checking 
or proof-reading is necessary. 
What’s more, microfilm can be fully 
indexed (by Microdex or other 
methods) to facilitate filing and 
finding. With the space reduction 
ratio 99-to-1 or better, records on 
film are easy to ship and store. 
Records reproduced on microfilm 
or other photographic media are 
acceptable as legal copies in most 
states and foreign countries. 


Factors to Consider 

Charred records, as much as 
charred buildings and ruined ma- 
chinery, can make the reconstruc- 
tion of a business next to impossi- 
ble. In planning a record retention 
and protection program the follow- 
ing points might be kept in mind: 

1. Make it as simple and unclut- 
tered as possible, with emphasis on 
selection of only those documents 
and records which would be abso- 
lutely necessary to reconstruction 
of the business. 

2. Give someone in top manage- 
ment authority to plan and direct 
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the program on a long-range rather 
than crisis-to-crisis basis. 

3. Insist that material be classi- 
fied according to importance, and 
keep supporting documents at a 
minimum. 

4. Once a program is initiated, 
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see that provision is made for its 
being kept up-to-date. 

5. Provide the tools for recon- 
struction, including concise plans 
and instructions. Where necessary 
equipment such as a reader and 
printer for use with microfilmed 





records should be readily available. 

Being prepared is, of course, half 
the battle. Whenever a catastrophe 
takes place, the businessman who 
failed to take preventive action 
finds it all but impossible to get 
over it. 


convention expenses from taxes 


by HAROLD ASHE 
tax counsellor 


@ ALL LEGITIMATE expenses in- 
curred by an office appliance dealer 
in attending a trade convention are 
income tax deductible. Too often, 
because he is away from his busi- 
ness, a dealer neglects to treat con- 
vention expenses as a business ex- 
pense, and he fails to enter it on 
his books. 

A good many dealers are unaware 
that convention expenses are tax 
deductible and therefore they do 
not reflect such expenses in their 
income tax returns. 


Cuts Tax Dollar 

Even though a dealer’s income 
subject to tax is entirely in the low- 
est tax bracket, the cost of attend- 
ing a trade convention will reduce 
his income tax by better than $22 
for every $100 of convention ex- 
pense incurred. 

Or, stated another way, the net 
cost of attending a convention is 
only 78 cents for every dollar of 
convention outlay. Dealers in high- 
er income tax brackets will have 
their income tax reduced even more 
substantially. By the amount of 
this tax reduction the cost of con- 
vention attendance will be reduced. 
The net cost may be as little as 50 
or 60 cents on the dollar, making 
such an outlay a real bargain. 

Attendance at a trade convention 
is recognized as a necessary busi- 
ness function by the Bureau of In- 
ternal Revenue. However, not all 
expenditures made while attending 
a convention are necessarily income 
tax deductible. 

The test of deductibility is wheth- 
er a particular expense is business 
or personal. 

Expenses which will not be chal- 
lenged include bus, train or plane 
fare, or the actual outlay for op- 
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erating a car to and from the con- 
vention city, hotel or motel bills, 
meals and tips as well as convention 
registration fees and other neces- 
sary charges made on the delegates 
by the association or other sponsor- 
ing body. 

It is advisable to build a record 
of convention expenses. These may 
include transportation ticket stubs 
or receipted gas station bills, re- 
ceipted hotel bills and any other 
evidence readily available to sup- 
port (1) the fact such a trip was 
made and (2) indicate the number 
of days away from home. 


Receipts are not available for 
meals, tips, and so forth. However, 
the receipted hotel bill will support 
unreceipted meal expenses if the 
latter are within reason. That is, 
if a hotel bill shows a three-day 
stay, this will indicate the purchase 
of eight or ten meals, plus meals 
en route. 

Even if a dealer has already at- 
tended a convention and has failed 
to record his expenses for purposes 
of tax deduction, it may not be too 
late to reconstruct a partial record 
and make a close estimate of actual 
outlays. 

While the Bureau of Internal 
Revenue generally insists on re- 
ceipts and other evidence of ex- 
penditures, it may accept a “guess- 
timated” outlay if it appears to be 
conservative and there is some evi- 
dence that such a convention trip 
was actually made. Therefore, the 
sooner a dealer tries to reconstruct 
a convention expense record the 
more likely his estimate will be 
accepted without challenge. 

A special effort should be made 


to separate purely personal outlays 
from necessary business expenses 
incident to attending a trade con- 
vention. In the former category 
would be theatre tickets, night club 
expenses and liquor bills. 

If a dealer’s wife attends a trade 
convention her expenses may or 
may not be deductible. If, of course, 
she is a partner in the business, or 
works in it, her right to attend and 
have her expenses deducted as a 
business expense would be unchal- 
lenged. 

On the other hand, a wife who 
merely went along for the trip, and 
had no active connection with the 
business, would be considered a per- 
sonal, and non-deductible, expense. 

In the latter case, only part of 
the total expenses of the dealer and 
his wife would be tax deductible. 
Care should be taken to segregate 
the husband’s expenses from those 
of the wife. Thus, if a hotel room 
rents for $7 single or $10 double, 
$7 would be a legitimate deduction. 

Meal expenses, too, should be kept 
separately, making a division be- 
tween those deductible (the deal- 
er’s) and those non-deductible (the 
wife’s). 

As soon as actual or estimated 
convention expenses have been de- 
termined an entry covering the de- 
ductible total should be made in 
expense records. This will ensure 
that this expense will show up auto- 
matically at income tax filing time. 

Such an entry should be back- 
stopped by as many receipts as pos- 
sible, and a break-down memoran- 
dum should be filed away showing 
how the expense total was dis- 
tributed between various items. 


Competition Keeps Business Alert 


“It is no coincidence, in my opinion, that those countries which are 
now turning to the United States for so-called technical assistance are 
those in which there have been no traditions of real competition and no 
laws against restraint of trade and monopolistic practices worthy of 


the name.” 
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—CLARENCE B. RANDALL 
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by NICHOLAS VESTA 


feature writer 


gm THAT STATIONERY business 
which never lost a customer hasn’t 
been located up to this time. Every 
business has a number of back- 
sliders among its customers—buyers 
who simply seem to disappear with- 
out manifest cause. 

When business is abundant, a 
store can have a score of such cus- 
tomers without missing them par- 
ticularly for several months. But 
as soon as there is a let-down in 
volume, the gap represented by the 
demands of these buyers is sure to 
be detected. It is then that a review 
of the ledgers of the business will 
reveal which and how many ac- 
counts of worth-while “old” cus- 
tomers seem to be in a state of 
slumber 


“Ore” Overlooked 

Such accounts might be compared 
to good veins that have been over- 
looked in an abandoned gold mine. 
There’s real profit still left in most 
of them for the stationer who takes 
steps to revive these buyers’ former 
interest in his store. 

The boy who poked a sharp stick 
into a bee hive to see of it was occu- 
pied, not only satisfied his curiosity, 
but obtained physical proof of the 
fact. 

No doubt many stationers have in 
their books the names of inactive 
accounts that need to be stirred 
into action by some comparable 
procedure of curious purpose to de- 
termine the cause, as well as to 
learn the customer’s reaction to the 
stationer’s inquiry, “Why not return 
to the fold?” 

When an old account is owing a 


balance, it is not likely to be for- 
gotten, but the fact is that no in- 
active account of any person or 


firm whose trade is worth holding 
should ever be overlooked. 

The longer a back-slider remains 
out of the ranks of old customers, 
the more difficult it will probably 
be to reinstate him, because it is 
practically certain that some other 
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source of supply is serving him in 
the meantime and cultivating his 
good will. 

There may be many reasons why 
an account is dormant, but reason 
regardless, it is always good busi- 
ness to ascertain why. If the indi- 
vidual or firm has moved from the 
city, doubtless they have changed 
their source of supply as a matter 
of necessity or convenience, and 
their old accounts can safely be 
marked “Finis” and scratched off 
the books as dead timber. 


Can Be Profitable 

If, however, the dormant account 
continues to do business within the 
stationer’s maximum logical trade 
radius, solicitation of business with 
the purpose of reinstating the ac- 
count as an active buyer should 
certainly prove profitable in the 
majority of instances. 

In starting on the trail of an old 
account with a view to reviving pat- 
ronage, it is always a good plan to 
ascertain why the old customer be- 
gan dealing elsewhere. But this must 
always be done tactfully and with- 
out specific mention of the new 
trading affiliation when that is 
known to the stationer. 

A renewal of acquaintanceship 
can often be capitalized to turn the 
trick of reclaiming a back-slider, 
provided there had been no serious 
difficulty to cause the customer’s 
severance of patronage. 


Clear Up Difficulty 

In any situation where there had 
been any such problem or some 
secret misunderstanding, that diffi- 
culty would, of course, have to be 
cleared up first; then, if any 
strained attitude of mind had ex- 
isted, the stationer’s personal con- 
tact with the former customer will 
probably be sufficient to turn the 
trick, especially if the stationer 
stands well with the principals in 
the ownership of the business or 
with the purchasing agent, as the 
situation may be. 

Certainly, it is desirable to find 
out what has become of that “ab- 
sent” customer, and to learn why 
the customer has not been using his 
account regularly, as in times past, 
when his credit remains unimpaired 
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and the account shows no balance 
owing. 

Every name in the ledgers is 
worth money, and it is well to re- 
member that it cost time and money 
to get them there in the first place. 

Furthermore, once the store gets 
a good customer, the unexplained 
defection of that customer’s trading 
allegiance after years of buying, is 
a matter that merits investigation. 

By poking over the names in the 
hives of the store’s “old” customers 
who seem to be slumbering so far 
as buying activity is concerned, the 
stationer and office machines dealer 
may wake up some old friends who 
would willingly resume business re- 
lations, but who had simply yielded 
to the persistent solicitations of 
some nearby competitor. 


May Be Old Trouble 

In other instances, perhaps some 
old entanglement with a salesclerk 
—something of which the stationer 
was not even aware when it oc- 
curred—can be straightened out 
satisfactorily. 

Other names in the “ledger-hive” 
may be those of buyers who dropped 
out for no substantial or apparent 
reason whatever. Then, it should be 
a simple matter to obtain their ord- 
ers again. It will pay the stationer 
or his right-hand man to go after 
these back-sliders, according to 
what the ledger record shows the 
average yearly value of their pat- 
ronage to be, and the cost will be 
less than the average advertising 
cost of acquiring a new customer. 

Any stationer whose books dis- 
close that he has several financially 
good “slumbering” accounts, should 
recultivate the potentialities of 
those accounts by whittling a sharp 
stick of inquiry. 


Action Is Certain 

He will get action as surely as the 
boy who probed the bee hive to sat- 
isfy his curiosity as to its occupants. 
This is constructive salesmanship of 
the highest order, and it demon- 
strates to the owners of other rep- 
resentative business establishments 
in the stationer’s community that 
the stationer is not the type of man 
who will permit competitors to kid- 
nap his old customers from under 





his very nose without at least in- 
vestigating the causes that made 
those customers so easy of adoption. 

Those accounts which have not 
been used for, five or six months, 
let us say, might be classified as 
“A” Group; those inactive for nine 
months, “B” Group; and those in- 
active for one year, “C” Group for 
the purpose of the follow-up cam- 
paign planned to revive them. 

Any old-timers who have been 
“slumbering” for two years or more 
might well be regarded as “an- 
tiques,” of very low restoration 
probability, and set aside for later 
consideration as to which of them 
may be worth investigating by let- 
ter or telephone. 


Check Whereabouts 

The telephone directory is next 
referred to and the telephone num- 
bers of these prospects for reinitia- 
tion added to the list. Among the 
individuals, as distinguished from 
firms and corporations, there may 
be some persons who do not have 
telephones. 

Their whereabouts may be 
checked up in the city directory so 
that they can be solicited by means 
of a form letter which may prove 
fruitful for rehabilitating their ac- 
counts with the stationer. 

Even in these instances, however, 
a salesman or trained solicitor, 
could be assigned to make personal 
visits, if the individuals were of 
sufficient importance in a merchan- 
dising sense, and so accomplish the 
same result as would be achieved 
by telephone canvassing. 

Rejuvenating inactive accounts 
by letter or telephone pays real 
dividends, according to the experi- 
ence of stationers who have estab- 
lished a system for keeping in touch 
with old customers. 


Customers Are Human 

There are many ways of keeping 
customers friendly, and reminding 
them at regular intervals that you 
have not forgotten them and that 
you appreciate their patronage is 
one of the best ideas. 

Every customer likes to know that 
he has been missed when he has not 
been in the store for a while. Noth- 
ing pleases him (or her) more than 
this acknowledgment when it is 
sincere. 

As said before, managerial ability 
and business ideals regardless, some 
customers will drift away—just nat- 
urally, it seems, as if to get a change 
of shopping environment every few 
years—yet that is no reason for 
considering those wanderers as for- 
feited for all time. 


20 





Two Specimen Short Letters Used 
Effectively in Luring Backsliders 


Gentlemen: 

Your account with us has been in- 
active for several months, so we're 
sending this friendly reminder to tell 
you that we have missed your purchase- 
orders and to inquire what has hap- 
pened. 

Naturally, we are wondering why we 
do not continue to see your account 
in our books as an active customer. 
We'd like to know if there’s anything 
wrong. 

If our service failed you in any way, 
or anything delivered to you proved 
unsatisfactory, by all means let us 
know without further delay. 

Our purpose in this business is not 
simply to sell merchandise, but to make 
friends and to hold them by the merits 
of what we sell, how we sell it, and 
our treatment of our customers. 

Call the store at the old familiar 
‘phone Bryant 775, and let us have a 
chat as in the old days. Maybe there 
is some way in which we can serve 
you right now—today. 


FIRM NAME ; 
Signature of Mdse. or 
Accounts Executive. 


lf the letter above arouses no re- 
sponse, before abandoning interest in 


the resurrection of the account, fry 
this one: 

Gentlemen: 

In buying your office supplies, why 
not “CHARGE IT” by getting them 
here on open account as you used to 
do? 

You were a good customer, and 
we've missed you lately. 

We appreciated your patronage, 
and we want to see you coming here 
again regularly. Therefore, if you have 
experienced any disappointment in any 
transaction with this store, with regard 
to either merchandise or service, won't 
you please do us the justice to tell us 
exactly what caused you to be dis- 
satisfied? 

Though our business has hundreds of 
staunch friends, we do not feel that we 
can afford to lose one of them. 

Come in and visit us so as to re- 
generate the old and pleasant business 
relationship. The showroom has many 
new conveniences for your office, and 
you'll be glad that you invested a few 
minutes to look around. And WE—well, 
we'll be overjoyed to greet you. May 
we have the pleasure? 

Sincerely yours, 

(Business Name and Executive Sig- 

nature) 





It has been aptly said that, if a 
stationer, or any other retailer, 
could have for his customers every 
year the number of non-buyers or 
dissatisfied buyers who walk out of 
the retail stores of this country 
every day, that stationer would in- 
deed be a Nabob of retailing. 

It is likewise true, bringing the 
illustration closer to home for the 
average retailer, that (assuming he 
has been in business 10 years or 
longer), if he could reclaim one- 
half of the good buyers whom he 
failed to convert into regular cus- 
tomers, he would probably have to 
enlarge his store to take care of the 
additional volume. 

There is no reason why the sta- 
tioner who is giving conscientious 
service and _ honest-to-goodness 
standard values should not be able 
to win back a customer by diplo- 
matic process. 

This is the opinion of a stationer 
who knows a great deal about the 
human equation in retailing. Any 
merchant, this man says, whether 
he sells groceries, hardware, or 
drugs, has incurred the temporary 
loss of dozens of customers for one 
reason or another—even for no real 
reason, if the customer imagined 
a slight that didn’t exist, as some 
women can. 
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Customers often become dissatis- 
fied for some very petty reason, and 
without saying a word, take their 
trade across the street or around 
the corner. In many instances of 
this kind, the retailer has no idea 
what the trouble was, and he 
doesn’t take the trouble to find out 
—usually, because of a fasle con- 
ception of pride which leads him to 
feel that he would be “begging” 
or “humbling” himself if he in- 
quired directly of the customer 
what the trouble might be and _so- 
licited the renewal of his or her pa- 
tronage. 

It is most important for two rea- 
sons to find out exactly why any 
customer has quit one’s store. Pri- 
marily, a good customer is not easy 
to replace; in the second place, 
what offends one customer may of- 
fend others, and the stationer 
should know what went wrong so 
that he can guard against the same 
mistake happening again. 

Generally speaking, more interest 
should be taken in cultivating the 
personal phase of the selling rela- 
tionship. As soon as any buyer is 
seen in the salesroom a second time, 
an effort should be made to learn 
his identity and address. 


(Turn to page 293, please) 
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a breath of fresh air helps 


by GEORGE D. TAYLOR 


special writer 


mw THERE IS NO GREATER re- 
fresher in the world than a breath 
of fresh air. On my recent vaca- 
tion I proved this fact as thousands 
have since time began. Such a 
statement seems almost elementary, 
it is so readily recognized by every- 
one in the business world. 

There is no substitute for change. 
One can become so consumed with 
the small details of his everyday 
world than life passes him by and 
it takes a near miracle to arouse 
him to the beauties around him. It 
is possible to concentrate on the 
dollar sign to such an extent that 
the signs which will lead to more 
wealth become completely over- 
looked. 


Contrast Pondered 

As I passed through the verdant 
lands of Oregon and Washington 
on a recent vacation I could not 
help but think of the contrast be- 
tween the things that nature has 


created for man’s enjoyment and 
the narrow outlook of the four walls 
of the store in which I spend the 


best and the most hours of my ex- 
istence. 

I have not lost my appreciation 
of these four walls but I wondered 
as I shot through the magnificent 
scenery if my outlook on life had 
not been warped by my confine- 
ment in the process of doing my 
duty. 


Why Be Stagnate? 

If one does the same things day 
after day with no thought of 
change, no thought of improve- 


ment, it seems to me there is little 
chance for advancement in any 
walk of life. If we allow our busi- 
ness conduct to stagnate and are 
so sold on ourselves and our own 


ideas that we have no room for the 
proven ideas of others, then we de- 
serve to lose the refreshment that 
could be ours and the added profits 
that would result from our newer 
outlook. 
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I have heard many people tell 
of their visit to Glacier Park in 
Montana. They always seem thrilled 
with the grandeur of that magic 
land but they are more proud of the 
fact that the machinery which man 
has created enabled them to travel 
the great distances from their home 
to the park in some sort of record 
time. 

Upon further interrogation you 
are able to establish the fact that 
they never even got out of their se- 
dan. Instead they tore up the road 
to the sun in an enclosed car with 
their mind upon but one thought, 
how soon they could get out of the 
park and establish that record run 
about which they could brag when 
they reached home. 


“Missed the Boat’ 

The fact of the matter was of 
course that they completely missed 
the boat. No one could possibly see 
the grandeur of Glacier Park from 
an enclosed car, no matter how fast 
or how slow they were driving. If 
they were going at a fast clip, they 
would see very little of the wonders 
that God has wrought. Yes indeed, 
in order to see the magnificence of 
the mountains one must look up 
and the only way to get a clear view 
of the towering peaks and the ar- 
tistic formations is from an open 
car or bus with a completely unob- 
structed view. 

How parallel to this mistaken idea 
of sightseeing do we come in our 
business persuits? A little thought 
devoted to this consideration would 
reveal that we too have often miss- 
ed the boat because of our narrow 
outlook on our everyday endeavors. 

Instead of basing our conduct up- 
on the overall picture of our future 
success we have narrowed it down 
to consideration of the immediate, 
seemingly-difficult details and have 
overlooked those things which spell 
success for our future. 

We rush through the business 
world intent only “to sell the guy,” 
and quite often we miss the boat 
by our narrow outlook. We should 
have won his friendship first. 

We drive down the highway to 
a prospect wondering “How can I 
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outbid John Doe?” We should be 
thinking, “How can I outsell John 
Doe and maintain my mark-up.” 

We learn of a prospect whom we 
know rightly belongs to our co- 
worker and we immediately put our 
“clever?” mind to work to figure 
ways and means to beat him out of 
the sale. 


Reputation at Stake 

We fail to realize that we should 
have helped him make the sale be- 
cause even if we succeeded in out- 
witting him the victory is really 
his. Otherwise, we have added a 
chain of doubt to our own reputa- 
tion which often is noticed by the 
client to our detriment in future 
transactions. 

We allow our co-workers to bear 
the brunt of the common tasks 
which are part of the business pro- 
cedures necessary to success. We 
think by so doing that we are 
smarter than the poor boob and 
by failing to do our share of the 
work we have placed ourselves 
above his level. The pity here is 
that quite often we are allowed to 
get away with it. 

The fact of the matter is that 
quite often our co-worker is bur- 
dened with a job that he could not 
possibly complete by himself. Be- 
cause of our lack of foresight and 
willingness, the store as a whole 
suffers because WE do not fill in 
and go the extra mile, for the bene- 
fit of all. 


Record Is Costly 

We are too anxious for a record. 
Indeed we are so anxious to create 
that record for ourselves that we 
dash down the business highway 
with the throttle down to the floor 
boards and with no thought for the 
overall picture of our store’s repu- 
tation and success. We have no 
thought for our co-worker without 
whose enthusiastic co-operation we 
cannot possibly succeed. Yes, we 
add a few dollars to our personal 
sales record but we kill the enthusi- 
asm and momentum of a fellow 
salesman because of his inability 
to be as “smart” as we claim to be. 


(Turn to page 26, please) 
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He looked beyond 
Norway's mountains 


@ ARNE SKAGSETH is chair- 
man of the board of directors, 
founder and owner of Skagseth 
Stationery Company, Inc., down 
in sunny Miami, Fla. 

This old timer is by heart a 
true southern gentleman al- 
though he was born among the 
wild, snow-capped mountains 
around Trondheim, Norway. At 
the age of 17, he had the urge to 
see what was behind those moun- 
tains and in 1908 he stepped 
ashore in the United States as an 
immigrant. 


To Miami in 1912 


After a couple of years in 
Texas and Minnesota he finally 
settled down in Miami in 1912. 
He opened up a business and 
after a while he gained for him- 
self the reputation of being an 
excellent grocery man. 

Somewhere in the back of his 
mind, however, Arne Skagseth 
always had a burning desire to 
be in the stationery and office 
supply field. He could not forget 
the impression he had received 
as a small boy of 15 or 16 when 
he worked in the stock and de- 
livery department of a stationery 
and book store in Norway. Thus, 
in 1922, he gave in to the urge 
and started his company. 

In those days Miami was just 
another small town, but for a 
young man with foresight and 
perseverance it offered wonder- 
ful opportunities for the future. 


Built Wisely 


Arne Skagseth realized the pos- 
sibilities and built his business 
on honesty and caution, always 
planning for and looking ahead 
to the future. 

As Miami grew in leaps and 
bounds, having its booms and 
depressions, its tourists and hur- 
ricanes, the Skagseth Stationery 
Company slowly, but surely, grew 


in size and business to take care 
of the ever-increasing needs and 
demands of firms of the city. 

Today, Skagseth’s has four 
conveniently-located retail stores 
in and around Greater Miami, 
with a centrally-located ware- 
house and duplicating depart- 
ment to take care of the cus- 
tomers’ every need. Arne’s com- 
pany is one of the most progres- 
Sive office supply houses in the 
South. 

This establishment has stood 
the test of time and on the basic 
values of “Quality” and “Serv- 
ice,” Arne Skagseth has built his 
company to a leader in its field 
in Miami. 


Proud of Industry 


This “old timer” always had 
great pride and interest in his 
industry. In 1932 he served as 
governor of the Fourth District of 
the National Stationers Associa- 
tion. He also takes a keen inter- 
est in his fellowmen and in the 
community he lives in. 

He was one of the founding 
fathers and among the first dea- 
cons of the First Lutheran 
Church in Miami. He is a mem- 
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Arne Can Take It 
a Bit Easier, Now 


Reaching its 30th anniver- 
sary recently, Skagseth Sta- 
tionery Company elected Char- 
ner R. Skagseth as president 
of the company and appointed 
James M. Gooding as general 
manager. 

Founder and owner, Arne 
Skagseth will continue to be 
active in the role as chairman 
of the board of directors, which 
also includes Norman Johan- 
sen, secretary-treasurer, who 
has been with the firm since its 
beginning. 








Old. Jimers’ Party 





Arne Skagseth 


ber of the Civitan Club, the Ex- 
ecutives’ Association of Greater 
Miami, the Elks’ Club, Miami 
Chamber of Commerce, Miami 
Beach Chamber of Commerce, 
Coral Gables Chamber of Com- 
merce, as well as being a Shriner 
and a thirty-second degree Ma- 
son. He belongs to Coral Gables 
and Riviera country clubs. 


Remembered Norway 

He has never lost interest in 
Norwegian-American affairs. 
Through the years he has given 
many a helping hand and some 
good advice to Americans and 
Norwegians alike. 

During the last war he was 
elected to chairmanship of the 
Board of American Relief to 
Norway, representing Florida. In 
1950 he accepted the honor of be- 
ing appointed Norwegian Vice 
Consul for South Florida. 


Golf is Hobby 


Next to his home and his busi- 
ness, Arne Skagseth’s main in- 
terest is a good game of golf. 
Although he will never win the 
American Open, he still plays a 
“mean” game and will give any 
other old timer and younger fel- 
lows, too, a good run for their 
money on the golf course. 

After 30 years in the stationery 
and office supply business, Arne 
Skagseth is still looking ahead to 
future years—as Miami expands 
so will the Skagseth Stationery 
Company. 
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the Hb - 


by Irving Settel, authority on retail advertising 


24. Let an advertising agency assist you 


= IF YOU ADVERTISE in any appreciable 
amount, you must deal with an advertising serv- 
ice or art agency. Even if you have your own 
advertising department, at some time or other, 
it is necessary to employ the services of an out- 
side organization. Following are the services 
which are available to you: 

Newspaper advertising department. 

Freelance advertising writer or artist. 

Advertising service company. 

Mat service. 

Advertising agency. 

There are others, of course. Chances are, 
however, you have been using one of the above. 
The question arises, however, whether or not 
you have been exploiting them to the fullest ex- 
tent. Have you been getting the most for your 
money? 


The Service Works for You 

The primary functions of an advertising serv- 
ice are to perform your advertising work. Upon 
request (and payment), the organization will 
write your copy, do your art work and layouts, 
handle production for newspaper, radio and 
direct mail work. 

In addition, it sometimes acts as marketing 
consultant and interprets customer reaction to 
certain sales stimuli. 

We know that advertising is not a luxury but 
an important business necessity. We know too 
that we must get the most for our advertising 
dollar. Hence, it is wise to use the knowledge 
and experience of these specialists to best ad- 
vantage. 

Here are a few rules which may add to the 
efficiency of your service: 

1. Work closely with your advertising service. 
Your business experience is just as valuable to 
the agent as his advertising knowledge is to 
you. Don’t say, “Here’s how much I want to 
spend. Now you do the rest.” Close co-opera- 
tion is essential. 

A free exchange of ideas will benefit you both. 
Remember, no one knows your business like 
you do. You know your merchandise. You 
know your customers. Combine this with the 
agency's know-how of promotion and you have 
the ideal combination. 

2. On the other hand, undue interference 
can result in havoc. Don’t force your own per- 
sonal prejudices and preferences upon the ad- 
vertising man. 
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The best way to handle the situation is to 
allow the agency to formulate plans for your 
promotional material. Give them as free a hand 
as possible. Then, upon completion, examine 
the plans carefully. Make the agent justify 
doubtful or debatable ideas. 


Predictions Are Unwise 


3. Do not expect accurate predictions from 
the advertising service. Don’t ask the agency, 
“How much business will this advertisement 
bring me?” It is difficult to make accurate 
estimates of results of any advertising material. 
Too many unforseen factors may alter the 
picture. 

4. If the service requests, give it full access 
to your records. It may be necessary to check 
sales results of the last campaign to determine 
your future promotion. 

If you hired the service to do your adver- 
tising, you should have some trust in their 
agents. This information requested will prob- 
ably be used for testing purposes which can 
eliminate much waste advertising. 


Results Are Not Always Immediate 


5. Do not always expect immediate results 
from your advertising. Many promotions are 
designed to build reputation and institution. It 
may take many months, even years, for the 
results to show. 

There are many functions which these serv- 
ices can perform upon request. Usually, the 
advertiser or retailer must manifest the desire 
for these tasks since they are “extras.” Follow- 
ing are a few which you might be able to use 
to improve your merchandising and promotion: 

1. Your service can analyze your market. You 
may believe that you are tapping every available 
source for your business. A survey can better 
tell you the story. The service is usually 
equipped to make complete and thorough 
studies of potential markets. 

Results may mean a complete change in your 
advertising plans. You may, for example, be 
advertising to the wrong people. You may be 
using the wrong media. You may be promoting 
at the wrong time or you may be getting only a 
small portion of available business. Your ad- 
vertising service can give you these figures by 
conducting necessary surveys. 

2. Your service can formulate intelligent ad- 
vertising plans for you. The right kind of 


(Turn to page 294, please) 
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P.O. Box 542, Long Beach, Calif. 


Shrinking volume needs help 


@ THERE IS NO USE trying to fool 
ourselves. There are times—and 
with some of us that period is now— 
when our cash sales volume be- 
gins to shrink. 

We cannot help this. None of 
us has control over national con- 
ditions, we cannot control the 
trends in our town, our country or 
in the world. The cycles come and 
go and we have to put up with 
them. 

There is one thing however over 
which we can and should exercise 
complete control—our own store 
and it’s promotions. In our own 
little sphere we are KING and if 
we are wise we will bend every 
effort to out-smart the slump that 
is upon us and to make sure that it 
does us a minimum, and not the 
maximum, of harm. 


Stock Is Needed 

Of course we need all the extra 
sales we can secure. This has to 
be handled by a forsight in buying 
technique. We should endeavor to 
always have a stock of the wanted 
items. 

If we are constantly out of those 
items for which there is a repetitive 
demand, then, no matter what the 
cause, we are slowly digging the 
grave in which our business will be 
buried. The temper of the public 
is such that they will not tolerate 
constant failure on our part to sup- 
ply the commodities needed so 
badly. 

The pathway they have beaten to 
our door will become less marked 
and there will shortly be a well- 
worn trail to the door of a com- 
petitor who has had the foresight 
to maintain staple stocks and is 
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always in a position to sell them. 

Important also in the mainta- 
inence of our volume above the flat 
levels is to study the trend of pub- 
lic interest in novel and new items. 
We must have ample stocks of these 
demand items to assure us of max- 
imum turnover and satisfied cus- 
tomers. 


Here’s an Example 

An example of this is a popular 
ball-point pen. Here in the South- 
land the television and radios, plus 
the newspapers, are providing the 
smaller dealer with advertising 
which he would be foolish to over- 
look. The man who maintains a 
good stock of these popular pens 
at all times will capitalize on the 
turnover. 

It is not sufficient however to just 
have these items on hand. Of 
course our regular customers will 
buy them from us, but we must 
induce others to do likewise. This 
is where our display windows come 
in to the picture. 

First of all, they should be 
changed frequently. It is universal- 
ly agreed that the displays should 
be changed at least every 10 days. 


Change Is Welcome 

The displays become stale if left 
over a longer period and their po- 
tency is lessened every day over 
that period. 

If you have been showing sta- 
tionery items, for instance, so that 
they face the West or the North, the 
next time you change, face them to 
the East or the South as the case 
may be. 

The local shopper is a creature 
of habit and his eyes must feast on 
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new and different displays every so 
often if your windows are to have 
a maximum pulling power. 

If you have a particularly “hot” 
line or item, never omit it from your 
window displays at any time as 
long as you have indication that it 
is pulling the business into your 
store. 

An example of this is the drafting 
equipment line which is a main- 
stay in defense cities. Be sure to 
have a comprehensive display in 
your windows at all times. 

In no other way will you be able 
to attain the turnover you so anx- 
iously seek. In densely-populated 
areas you never know when some- 
one from a neighboring town is 
going to pop in and give you a 
liberal order which otherwise he 
would have to travel many miles to 
purchase. Your display will advise 
him that you have the merchandise 
he wants and another potent sale 
will add to your volume. 


Study the “Wants” 

The “want book” plays a tremen- 
dous part in the picture during dull 
times. It is this book that will give 
you a picture of the life stream of 
your business and enable you to 
supply the popular demand. This 
same “want book” can be an im- 
portant factor in planning displays. 
If it is kept in book form and the 
items crossed out as ordered, it will 
be a very easy matter to look back 
and see which items are in most 
popular demand. These items are 
the ones which if. displayed prop- 
erly, will help you build and main- 
tain a maximum turnover. 

Don’t waste too much window 
space trying to induce the public 
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to buy the “lemons” that have ac- 
cumulated in your store. 

Get rid of these through price 
appeal if possible, but the very fact 
that they are “lemons” should be 
enough to convince you that the 
public does not want them and in 
many cases at ANY PRICE. 

Why therefore waste precious dis- 
play space on such an item or 
items? You will make money if 
you show popular demand items 


Bringing window display up front 


by GEORGE D. TAYLOR 


display specialist 


gw THE PHOTOGRAPH reveals a 


new set-up using the Decca Pole. 
In a deep window in spite of the 
fact that it appears to be in a very 


narrow setting. It is adviseable to 
deviate from the regular approach 
so that the window shopper is at- 


tracted by something different. The 
shadow box was supported about 
two and one-half feet back from 
the front of the display window and 
the shelving afforded the opportu- 
nity to bring the merchandise al- 
most to the glass. 

Board arrangements presented 


the drafting equipments and the 
pens and stationery were shown on 
the shelves in various groupings. 


Inside the circle a storage cabinet 
was shown filled with various sta- 
tionery items. This cabinet was 
spotlighted and carried two signs. 
The captions were as follows: “Buy 
Quantity and Save’; Keep Your 


Supplies Neatly in a Cabinet Like 
This” 

The versatility of buttress board 
is clearly shown in the photo. It 


is used to fill the gap between the 
circle unit and the flanking board 
units. This gives the display an un- 
broken line and serves to emphasise 
the whole showing. The eight white 
shelves were part of the Decca Pole 
unit and chromium. shelf units 
filled in under the single pole 


each side of the circle. 

A set-up such as this could be 
used for any type of merchandise 
and can be arranged and rear- 
ranged by the simple expediency of 
changing the shelving from one 
position to another and using var- 
lous types of merchandise upon 
them 


shelves on 
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and this money that you make will 
be lost if you allow the undesired 
items to turn your display window 
into a storeroom. 

Yes, you have a potent ally in 
your show windows. Just as Amer- 
ica supports those allies who fight 
for the principles endorsed by this 
land of the free, so should you sup- 
port your most powerful promo- 
tional asset in every way possible. 

Don’t skimp on window expenses. 


Buy those things which will adver- 
tise you as a progressive organiza- 
tion—new fixtures and temporary 
backgrounds, embellishments and 
novel stands. 

If you do this your windows will 
be a tremendods factor in helping 
you to keep your head above water 
in the business sea. Indeed, it is 
possible that they may be the dif- 
ference between failure and success 
for you. 





The use of the Decca Pole is al- 
most unlimited. Window trimming 
is made easy and a great deal of 
time is saved which otherwise 
would be wasted on the building 
and covering of props. A great deal 
of the effectiveness of these displays 
is in the arrangement and selection 
of the merchandise for the various 
shelf units. Taller units at the back 
with smaller items shown in bal- 
anced groupings at the front bring 
a pleasing entirety. 

People love to shop in neat and 
attractive surroundings and if you 
start with the show window and 
continue this neatness throughout 
the store, making it easy for your 
customers to shop gradually, you 
will reap the benefit of your effort. 
One by one you will win them and 
before you realize it many new cus- 
tomers will be added to the list of 
your steady trade. 
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The Display is Close to the Window Here—and Effective 


ae 


As has been said so many times in 
this column, the windows are the 
eyes, or the face, of the retail sec- 
tion of your store. If you devote a 
reasonable amount of time to the 
upkeep of your displays, paying 
particular attention to the store 
front, it will pay you as the years 
go by beyond your fondest dreams. 


Schacht Gets Results 

A great deal of the Belcher & 
Schacht success through the 21 
years of spectacular growth has 
been due to the interest and effort 
put into the display program by 
Verne Schacht, the manager of the 
concern. To quote him, “I only wish 
I had show windows around the 
whole block. Display is very im- 
portant to me, and will continue to 
hold a most important place in my 
program as long as I remain in 
business.” 
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@ WE PRESENT A PHOTOGRAPH 
showing a simple display of art 
materials in a narrow space. When 
one cannot spread out, one must 
go up and that is the theory used 
in arranging this display. 

A raffia curtain was used as a 
background. White shadow boxes 
and a white frame formed the cen- 
ter unit of this display. A small 
art reproduction was incorporated 
in the-sign urging a visit to the art 
section and mentioning four var- 
ious divisions. 

Various items from the art mer- 
chandise were arranged on the 
“drug store” units used at the sides. 
Added color was incorporated by 
the use of illustrated art books. 
The colorful covers, plus the pic- 
tures on the background, brighten 
up the display considerably and add 
to its attractiveness. 

Continual showings of displays 
such as this will do much to build 
up a department. Repetition is a 
must in this important form of ad- 
vertising. 

Just as it is true in newspapers 
that an occasional advertisement 
will not do a great deal of good, 
whereas repetitive small ads used 
regularly throughout the year will 





A simple display of art materials 





Effective Showing of Art Materials in a Narrow Space 


build and maintain business, so it 
is with windows. They must be 
kept up. 





Promoting Gifts for Servicemen _. 
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Palson’s, Worcester, Mass., regularly 
employs a corner of its window front to promote a good assortment of gifts suitable 
for men in service. To permit a close view of these hard-to-show items, the store has 
used a face-out shelf rack. Note how clamp-on lamps lean out over the top to aid in 
the complete illumination.—ACS 
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A Breath of Fresh Air 


(Continued from page 21) 


Yes, indeed, many a business to- 
day could be a whale of a success 
were it not for the narrowness that 
engulfs its personnel. Many stores 
are operating not as a live, pulsat- 
ing business, but as a monopoly be- 
cause greed and selfishness has 
been tolerated by the management 
for so long that it is no longer 
recognized by that organization. 


In the language of D’Artagnon 
the business of today, if it is to en- 
joy the ultimate success to which it 
is entitled, must operate upon the 
basis of “One for All and All for 
One.” 


If this is not true in our business 
then it becomes apparent that what 
is needed is a new deal and a breath 
of fresh air. It has stagnated to 
such an extent that only new blood 
and a new outlook can do it any 
apparent good. 


If you are rushing down the high- 
way of obstruction or of monotony, 
then it is high time Mr. Merchant 
for you to stop—look—and listen. 
Climb in your conveyance to new 
experiences through the medium of 
sales meetings in which even the 
lowest of your employees is given a 
chance to express his ideas. Call in 
experts in various lines. 
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Business Builders 


Broadcast over Station S-A-L-E-S 


Operating on a wave length of:— 
CONFIDENCE .. . COUR. 


AGE CO-OPERATION 


g INCREASINGLY POPULAR is 
our genial departmental narrator, 
Mr. I. Will Pepper-Upper, with his 
sought-after top-of-column place- 
ment on BUSINESS BUILDERS 
each month. Therefore, for this 
early Fall release, we are grateful 
indeed to share with several runner- 
ups in addition to the No. 1 Here 
they are—winners all—: No. 1 air- 
mailed from Washington, D. C., is: 


“Believe only 
half you hear, 
but be sure 
it’s the 
right half.” 





and No. 2—telegraphed from 

Indiana: “THINK CAREFULLY, 
FELLOW STATIONERS: IS YOUR 
SALES PROMOTION EFFORT IN 
EQUAL PROPORTION TO YOUR 
CUSTOMER’S INCREASED ABIL- 
ITY TO BUY?” 

. and No. 3—postcarded from 
Canada: “Isn’t that just like a sta- 
tioner? —To desire home service 
around a hotel, and hotel service 
around his home?” 

.. and No. 4—airmailed from Cali- 
fornia: “Perhaps too many of us 
itch for what we want instead of 
scratching for it!” 
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I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 





Yours for Your Idea-Exchanging: 
Business Builder No. 9-52-1: “What 
is back of our plan in finding the 
right men for the right places, giv- 
ing them commensurate authority 
to work out their respective office 
outfitting sales-jobs; and seeing in 
turn that each keeps the pace.” 
This comprehensive porgram is 
backed by the many years’ experi- 
ence of an Ohio stationer. 

. 7 > . > > > 

From a Florida office equipment 
veteran comes this different but 
pertinent angle: 


HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT:— 






_—_——. 
Se 


ee 





) “KEEP ABREAST WITH THE 
TIMES AND LIKEWISE WITH | 
THE PAYMENTS!” 











Yours for Your Idea-Exchanging: 
Business Builder No. 9-52-2: “De- 
velop a knack for year-’round gift 
sales promotion. We have, and we 
are glad to share it with readers of 
Business Builders — providing they 
send in a definite tested idea of 
their own in full payment.” This 
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from a Michigan office outfitter. 

Yours for Your Idea-Exchanging: 
Business Biulder No. 9-52-3: “Re- 
search may be an organized method 
for keeping you reasonably dissatis- 
fied with what you have. But we 
find it has paid off in the office 
equipping field too. We'll be glad to 
tell you HOW in exchange for your 
thoughts relayed to Business Build- 
ers’ page.” 

> > * > ~ . > 

And from our good state of Texas 
comes this clipping with credit line 
to JAMES C. CUMMINGS, who 
brings a power-packed sales-pro- 
motion message: 


“How to Get More 
Out of Your Sales Dollars” 


by James C. CUMMINGS 


“1. Devote as much attention to 
your sales force as you do to your 
sales figures. 

“2. Assign to somebody—not to 
everybody—the responsibility for 
supervision of the sales force. 

“3. Reduce selling expenses 
through constructive training, not 
constructive slashing. 

“4. Use advertising to buy cus- 
tomers before you can expect cus- 
tomers to buy merchandise. 

“5. Do in your advertising what 
customers want, in order to induce 
customers to do what you want. 

“6. Make your advertising work 
harder by working harder to make 
your advertising. 

“17. Take display out of the win- 
dow dressing class, if you want dis- 
play to be more than window 
dressing. 

“8. Capitalize on the point-of- 
sale audience to make capital of the 
point-of-sale. 

“9. Apply successful techniques 
to display to win success with dis- 
play.” 

> > > > > > . 

A first-time contributor in our 
field from Nebraska rings the bell 
now with this TERSE-TRAILER, 
when he puts it this way: “DO IT 
NOW! Tomorrow there may be a 
law against it!” 


* > * > > . * 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 


used. 
Office-efficiently yours! 


RALPH B. ORTEL 
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43rd Annual Special 
Office Furniture Section 


@@ A HALF CENTURY of promotion of office 
furniture by its logical salesman, the stationer 
and office equipment dealer, is not so far off. 
We are reminded of this fact when presenting, 
in this edition, Orrice AppLIANcEs’ 43rd annual 
special office furniture section. 

The emphasis placed on office furniture as 
such has had a lengthy history since the days 
when OFFIcE APPLIANCES first pioneered in efforts 
to put it in the hands of this industry. But it 
was within a fairly recent era that the equip- 
ment of the modern office got beyond the hap- 
hazard “desk and chair” stage. 

Today’s selling is primarily that of package 
dealing. The man who wants to equip his office 
in the style and comfort he has become accus- 
tomed to at home is looking beyond mere seating 
and writing space. He wants color in harmony 
with his temperament, he wants drapes that go 
well with the wall and furniture scheme. In 
short, he envisions equipment by the whole 
rather than the part. 

Selling of storage and protection devices, too, 
has entered in a new phase. This is the atomic 
age and the storage of vital data must be geared 
to the potentiality of destruction which could be 
occasioned by an enemy bomb. 

Yes, package and atomic age merchandising 


is part and parcel of our industry today. Office- 
Appliances in this issue is proud to bring manu- 
facturer and dealer together in realization of 
this new opportunity. 





A School Market Potential 


@@ POST-WAR BABIES have now reached the 
school age reports the Census Bureau, and this 
new crop of youngsters brought school enroll- 
ment up to 30% million in October 195l1—an 
increase of 400,000 over the year before. 

To this number will be added another come- 
of-kindergarten-age class in September and thus 
the figure grows each year beyond that 400,000 
new customers for the products of the stationer 
and school supply. 

It’s a potential which excites the imagination 
—buyers of pencils, tablets, ink and notebooks. 
The new schools, being built yearly by commu- 
nities struggling to keep up with the school 
census figures, must be equipped with desks, 
blackboards, and so forth. New typewriters are 
needed for the commercial classes. 

Here’s a market which is assured for at least 
eight years in the grade schools and, for a large 
percentage of the youngsters, through four years 
of high school and a period beyond in colleges 
and universities. 

The stationer who is neglecting the school 
market is asleep at the listening post of business 
progress. 





here and there 


C. $. HOIT CHALLENGES 


pany, Johnson Chair Company and Mil- 


Company, that made roll top desks. But 
that firm went out of business and | 








ALL AT NSOEA SESSION, 
SAYS HE’LL BE OLDEST 


C. S. Hoit, owner of the Pacific Desk 
Company, Albuquerque, N. M., expects 
to attend the NSOEA convention at the 
Conrad Hilton Hotel October 4-8, as is 
his yearly custom. In so doing, Mr. Hoit 
confidently expects to be the oldest office 
furniture dealer present and challenges 
anyone to dispute his claim. 

The career of this agile Southwest 
dealer (he claims to have the largest 
exclusive office furniture store in New 
Mexico) started in Decatur, Ill., in Marth 
of 1904. After about eight months he 
became a buyer and his first trip to Chi- 
cago and Grand Rapids, Mich., both for 
household and office furniture, was in 
1905. « 

Reminiscing about those early days, Mr. 
Hoit recalls the firms that are still in 
business, the list including Standard Fur- 
niture Company, Commercial Desk Com- 


waukee Chair Company. He notes that 
the Marble Chair Company, the Gunlocke 
Chair Company and the Taylor Chair 
Company were making high-class rock- 
ing chairs 45 years ago. From this item 
they branched out into office furniture. 
Continuing, Mr. Hoit says, ‘The Crocker 
Chair Company of Sheboygan, Wis., made 


Cc. S. Hoit 






i — 

the moderate angle, in other words wood 
office furniture. The firm is now extinct. 
Ford Johnston made the moderate wood 
chairs. Then | remember that 45 years 
ago there was a firm, Rowlette Desk 


bought the entire stock on hand. | don’t 
remember if Sikes Chair Company made 
office chairs in those days but | do re- 
call buying rocking chairs from that con- 
cern.” 

Despite his advancing years, Mr. Hoit 
is wheelhorse of his organization, and 
points out that he has no partners or 
relatives. He alone operates the business, 
sells about half the merchandise, does 
the buying and the correspondence. 
“Some of these older ones might have to 
let their partner or assistant do the work, 
but | do it all,’ he says proudly. 


LYON METAL PRODUCTS 
LOOKS AT LYON 


“Let's Look at Lyon,” was the theme of 
four three-quarter page messages from 
Lyon Metal Products, Inc., which appeared 
in local newspapers in Aurora, Ill., and 
York, Pa. This was a part of a campaign 
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to give the people of the two communities 
a better understanding of the company, 
have been reproduced in brochure form. 
The company says that it has had an 
excellent response to the campaign which 
has helped keep employees and their 
families better aware of its operations. 
One of the advertisements traces the 
history of Lyon metal during its 50 years of 


LET'S LOOK AT LYON .] 
> 
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Are the first fifty years the kerdest? 
(or is # the first hundred?) 


Typical Lyon Metal Ad Looks 
at the Past and Future 








manufacturing progress, from a small base- 
ment sheet metal shop to two factories, 
several warehouses and 600,000 square 
feet of floor space. 

Another of the advertisements gives 
credit to its most valuable assets, the com- 
pany’s 1,600 trained employes, while yet 
another notes the 20,000 carloads of 
goods produced during World War Ii by 
these same people. The last advertisement 
in this group humorously looks forward to 
the firm’s next 50 years. 





ROYAL WORKERS ENJOY 
NEW FACTORY CAFETERIA 

Five hundred pounds of meat and 140 
loaves of bread are consumed every 
day in the Royal Typewriter Company, 
The dining 
room, which seats 1080 people at a time, 


Inc., new factory cafeteria. 


has acoustical tile ceiling to eliminate 
noise and din. 

The ceiling beams have been painted 
to match the new ceiling, while the posts 
have been enclosed in plywood. Gleam- 
ing mar-lite panels cover the kitchen 
ceiling. A new fluorescent lighting system 
has been installed and additional fans 
added. 

Gay tables and chairs in red, yellow, 
green and gray, are arranged in a 
geometrical pattern. The tables seat four, 
six or eight persons. 

In addition to the meat and bread, 
180 quarts of milk and 60 pounds of 
coffee are used daily in this cafeteria, 
directed by Ernest Schauss. 

The company also provides a mobile 
food wagon service. Nine wagons carry 
coffee, sandwiches, pasteries and candies 
to workers in the different departments. 





BEN DAHLKE REMEMBERS 
FRIENDS WITH “COVERS” 
FROM S.S. UNITED STATES 


Ben Dahlike, Dahike Stationery & Man- 
ufacturing Company, Buffalo, N. Y., has 
made many of his friends happy, including 
the editor of Office Appliances, with 
arrangements for them to receive first-day 
“covers” from the maiden voyage of the 
new liner United States. 

The letters, mailed from aboard the 
fastest liner ever to cross the Atlantic, 
bear a special “cachet” by the New York 
postmaster. Greetings from Mr. Dahlke 
are enclosed. 

These letters will be treasured as stamp 
collectors’ items. 





BRENNER DESK BOWLERS 
WIN HONORS IN LEAGUE 


After a spirited and hard-fought series 
of elimination matches involving the par- 
ticipation of some of New Jersey's leading 
industrial bowling teams, the aggregation 
representing the Brenner Desk Company 





Royal's Workers Now Eat in this Gleaming New Cafeteria 
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of Newark, N. J., won the championship 
trophy in the contest sponsored by the 
New Jersey Industrial League. 

The gold-encrusted trophy, more than 
two feet high, together with an embla- 
zoned plaque, were presented to Joseph 
Brenner, president of the company bearing 
his name, by Judge Herman E. Hillenbeck 
of East Orange, N. J. 

Judge Hillenbeck occupies a distin- 
guished place in New Jersey judicial cir- 
cles, and for many years was a bowler of 
championship caliber. The trophy and the 
accompanying plaque are now perma- 
nently displayed in the Brenner show 
rooms. 
in his presentation, Judge Hillenbeck 
commended Mr. Brenner for his wholesome 
interest in clean competitive sportmanship 
and for his success in promoting the social 
and athletic welfare of his large staff of 
co-workers. 

Responding, Mr. Brenner stressed the 
value of organizational team work as a 





For the Victors . . . Judge Herman 
E. Hillenbeck of East Orange, N. J., 
presents industrial league bowling tro- 
phy to Joseph Brenner, president of 
Brenner Desk Co., Newark, N. J., and 
sponsor of the winning team. 


strong incentive to wholesome competitive 
human relationship, and declared that the 
demonstration of a game spirit of defeat 
by the non-winning teams is equally as 
laudable as a triumphant championship. 





ROTARY TROPHY GOES 
TO IVAN ALLEN, JR. 


Once again a member of the industry 
has been recognized as a civic leader 
and his service to the community rewarded. 
This time it is Ivan Allen, Jr., who has 
been honored by the Atlanta Rotary 
Club, which awarded him the Armin 
Maier Trophy, “In recognition of his un- 
selfish service to his city . . . his ideals 
and performance in good citizenship . . . 
and his exceptional fidelity to the prin- 
ciples and objectives of Rotary Inter- 
national.’’ 

This citation was engraved both on a 
scroll and on a silver cup, presented to 
Mr. Allen by Dr. William C. Warren, Jr., 
immediate past president of the Atlanta 
Rotary Club. The trophy, which Mr. Allen 
will keep for a year, is given annually 
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in honor of Armin Maier, one of the 
founders of Maier & Berkele, Inc. 

In addition to being president of the 
Ivan Allen-Marshall Company in Atlanta, 
Mr. Allen is a director of the Bank of 
Georgia, a trustee of Georgia Tech In- 
stitute, a member of the Atlanta and 
national executive bourds of the Boy 
Scouts and of the local YMCA. During 
the administration of Governor Ellis Arnall 
he was executive secretary to the gover- 
nor. 





THIS IS CARRYING CARBON 
PAPER FRUGALITY TOO FAR 

Mrs. Alyce R. Sheetz of Eugene, Ore., 
contributes this interesting anecdote: 

“When having lunch the other day with 
another secretary, | was startled to see 
a batch of wrinkled carbon paper pop out 
of her bag when she started searching 
for a cigarette. 

“My boss,” she explained, ‘‘refuses to 
let me throw out a single piece of carbon 
paper! When it’s just impossible to use 
it any longer, | stuff it in my bag and 
throw it out at home.” 

Mrs. Sheetz postscripts, ‘Thank goodness 
my boss isn’t like that!’’ 





GEORGE AIGNER LANDS HUGE 
SAILFISH AND ATTENDS LIONS 
CONVENTION IN MEXICO CITY 
Late in June, George Aigner, president 
of G. J. Aigner Company of Chicago, 
and Mrs. Aigner went to Mexico City to 
attend the 35th annual convention of the 
International Lions Club. Mr. Aigner, an 
enthusiastic Lion, is one of the founders 
of the organization which started in Chi- 








cago and has spread to nearly two score 
countries. 

Following the convention Mr. Aigner, 
accompanied by A. W. Weidenhammer 
of Casa Schauss, Mexican representative 
for his company, called upon a number of 
retail establishments. 

Business completed, Mr. and Mrs. Aigner 
went on to Acapulco where George satis- 
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George Aigner with “Irma” 


fied a desire of many years. On July 6, 
the Aigner 42nd wedding anniversary, he 
caught an eight-foot sailfish, weight 85 
pounds. That accomplishment put the 
seal of satisfaction on the Aigners’ busy 
Mexican sojourn. 


what the courts say— 





BUSINESS MACHINES MAN 
GETS $68,972 GIFT FOR 
HIS FAVORITE CHARITY 


William T. Stebbins, manager of the 


Stebbins Business Machine Company, 
Canton, Ohio, had the pleasure recently 
of depositing a check for $68,972.10 
made out to his favorite charity. Mr. 
Stebbins, a former minister, is president 
of the board of the Cleveland Christian 
Home for Children, maintained by the 
Christian Church. 

This was one of the 16 _ institutions 
which shared in the gift from Claud H. 
Foster, who made millions out of the in- 
vention of automobile devices. 

Mr. Foster recently sold his business 
interests and before retiring to a modest 
cottage near Sandusky, Ohio, he arranged 
to give away most of his wealth. 

The check received by Mr. Stebbins, 
attending the surprise donation party 
held at the Hotel Statler in Cleveland, 
represents the contribution to the orphan- 
age he heads. 





REYBURN COMPANY HELPS 
TO GET OUT THE VOTE 

Coming along toward presidential elec- 
tion time, the National Non-Partisan Regis- 
ter and Vote Campaign is especially busy, 
encouraging the electorate to vote as it 
pleases, but to “git in there and vote” 
whatever happens. Considering that only 
52% of the electorate does this, the cam- 
paign’s exhortations seem most timely. 

Co-operating with the national effort is 
the Reyburn Manufacturing Company, Inc., 
which is the official and non-profit source 
of tags and hang-on reminders. These are 
generously provided at cost. 


(Case Histories Reported by Albert Woodruff Gray) 


CANCELLED ORDERS 


@ An order for the printing of calendars was given a stationery 
manufacturer by a Minnesota firm. On the calendars was to be 
printed, in addition to advertising matter, the name of the firm, 
the address and its business. After the order had been accepted 
the purchaser sold its business and sought to cancel the order. By 
that time the calendars had been printed and set aside for ship- 
ment. 

The stationery company ultimately sued for the price of the 
calendars and in its defense the purchaser contended it was not 
responsible for the price as the printer still had the goods. 

The contract had been performed, said the Minnesota court in 
awarding the stationery company judgment for the price of the 
calendars, and had been executed to a substantial extent when 
the purchaser sought to repudiate the purchase. 

Where goods are sold f.o.b. cars at the shipping point owner- 
ship of the property does not pass until delivery. But that con- 
clusion does not apply where the process of special manufacture 
for the buyer has gone so far as irretrievably to set aside the 
goods under the contract. 

It is essential to the passing of title that there be an uncondi- 
tional appropriation of the goods to the contract by one party 
with the assent of the other. 

Reference: 
Louis F. Dow v. Bittner, 244 N.W. 556, Minnesota 


30 


WARRANTY OF FITNESS 


@ A contract was made*by a jewelry firm in Salt Lake City, 
Utah, for the purchase of an air cooling system for its office. The 
contractor discussed various methods for cooling the office, the 
cost and types of equipment, assuring this purchaser that the 
cooling system he was recommending would be satisfactory and 
adequate for the purpose and make no more noise in its opera- 
tion than an ordinary electric fan. 

The air cooler was installed. It spattered water over the ceiling, 
sucked in dirt and dust from an alley and left the temperature 
substantially unchanged. The purchaser complained and efforts 
were made by the contractor to correct the defects. 

When the contractor finally sued for the price of the machine, 
the purchaser, in defense of this action, told the manner of its 
operation. 

The court, deciding in favor of the jewelry firm, held the con- 
tractor was not entitled to a recovery. “The dealer was aware 
that his customer knew nothing about air cooling equipment and 
he was also aware of the fact that the principal object was to 
provide a suitable cooling system. He neither suggested, desired 
or preferred any particular type. The implied warranty of fitness 
for a particular purpose is not negatived by the dealer's use of 
the brand name when it is used merely for convenience in iden- 
tification of the equipment to be installed.” 

Reference: 
Carver v. Denn, 214 P.2d 118, Utah 
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Majestic Sweep of Michigan Ave. Skyline to Greet NSOEA in Chicago October 4-8 


NSOEA to use expanded space 


@ THE 46TH ANNUAL convention 
of the National Stationery & Office 
Equipment Association at the Con- 
rad Hilton Hotel in Chicago October 


4-8 will feature the greatest show- 
ing of the industry’s products in 
history 


This fact is assured with the an- 
nouncement that NSOEA will be the 
first association to use the new Ex- 
hibit Hall Annex of the Conrad 
Hilton 


The former coffee shop at the 
hotel is being turned over to exhibit 
space and this new space for 39 
manufacturers will be completed 
just in time for NSOEA exhibitors. 

To-date, the total number of ex- 
hibits signed is 302. 


Have Top Speakers 

Guest speakers for this conven- 
tion are among the leaders in their 
field of economics, salesmanship 
and world events, assuring that 
this year, again, the program will 
be worthy of the reputation the 
association has earned for out- 
standing business meetings. 

Among the speakers already as- 
signed to the program are Murray 
Shields, vice-president and econo- 
mist, Bank of The Manhattan Com- 
pany, New York, N. Y.; Adrian H. 
Pembroke, The Pembroke Company, 
Salt Lake City, Utah; Dr. William 
Alexander, on leave of absence as 
pastor of the First Christian Curch, 
Oklahoma City, Okla.; A. C. How- 
ard, president, The Globe-Wernicke 
Co.; Frank Bettger, author of book 
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on selling, and Ben Smith, general 
commercial manager, Southwestern 
Bell Telephone Company, Dallas, 
Tex. 


Entertain Ladies 

The ladies entertainment pro- 
gram includes the get-together 
breakfast in the Boulevard Room 
of the Conrad Hilton Hotel, a lunch- 
eon and fashion show “Arizona in 
Chicago” presented by Lolita Linn, 
the annual convention party, a 
theatre matinee and the annual 
banquet and dance. 

Although the hundreds of rooms 
blocked off for NSOEA at the Con- 
rad Hilton and Palmer House have 
been assigned, the Congress Hotel 
(slightly over a block from the 
Conrad Hilton) still has several 
hundred rooms available. These 
may be reserved by sending the re- 
quest direct to the Conrad Hilton, 
telling the day of arrival and type 


of room wanted, or by writing direct 
to Harron H. Dobey, P. O. Box 1255, 
Chicago 90, Ill., chairman of the 
Hotel Committee. 


Pre-Convention Luncheon 

As usual the Great Lakes Travel- 
ers Club will be host to a pre-con- 
vention luncheon. This has been set 
for Friday noon, October 3, in the 
Boulevard Room of the Conrad 
Hilton Hotel. 

Gordon Kickels, C. L. Barkley & 
Company, is chairman of the event 
and Rus Ragan, American Pad & 
Paper Company, is co-chairman. 
They are assisted by a committee 
including Herb Walsh, Ace Fastener 
Corporation; Jim Lynch, Imperial 
Desk Company; W. Brewster Towne, 
National Blank Book Company; Ed 
Manning, National Brief Case Com- 
pany; Ray Eichenlaub, Service Steel 
Products Company, and C. O. Schla- 
ver, OFFICE APPLIANCES. 





NEXT MONTH 


pre-convention section. 





SPECIAL “WELCOME TO CHICAGO” SECTION 


Highlights of the NSOEA 46th annual convention program 
are told in the above story. But this is only a brief look at an 
industry session which is headed toward new records for both 
attendance and number of exhibits. 


Office Appliances in the October issue will present a complete 
The program, speakers, convention 
chairmen, list of exhibits and features of the entertainment will 
be set forth in “Welcome to Chicago” pages. This will serve 
as your convention guide. 
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FINGER FLITE CHAMPION 


Underwood Corporation, 
1 Park Ave., New York, N. Y. 


Newest in the Underwood line of portable typewriters is 
the Finger Flite Champion finished in gray and blue. It is 
said to contain more than 40 improvements over other 
models, including a longer space lever, easier to read paper 
scale, triple reinforced main frame and quieter all around 
operation. The distances and intervals on the keyboard 
are the same as on a standard model. The color styling 
by Quantacolor includes a blue viny! plastic carrying case 


with built-in copyholder. 
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CARD-A-DRESSER 


Diebold, Inc., 
Canton 2, Ohio 


PORTABLE PAPER CUTTER 


The S. J. Bina Company, 
21 S. 4th St., Grand Forks, N. D. 


Specially designed for use where large rolls of paper are 
a necessity, the B-Line portable paper cutter may be used 
in either vertical or horizontal position. It is of all-steel 
construction with a turn-table base and rubber-tired wheels. 
The cutter is said to be easily tilted for use but will not 
tip when in upright position. Two sizes are available, 
Model B-72 which handles either 72-inch or 60-inch rolls; 
Model B-48 which is designed for 48-inch and 36-inch roles. 
Painted bright red, they weigh 64 pounds and 56 pounds 
respectively. 


POCKET REGISTER 


Moore Business Forms, Inc., 
900 Buffalo Ave., Niagara Falls, N. Y. 


Latest addition in the line of registers by this firm is 
a pocket model designed primarily as an aid to 
electrical and household appliance stores and others 
who need a compact unit for use by their service men. 
It consists of the feather-weight pocket register with 
a hinged metal plate or clip board attached to the 
right side of the register. The plate has a chrome- 
plated spring clip at the top for holding separate 
memos. When not in use, the memo holder folds over 
the top of the register to form a protective cover. 
Small enough to fit the pocket, it holds up to 100 
duplicate sets and contains a generous file com- 
partment. 





This kit, consisting of Card-A-Dresser carbon 
ribbon and fluid, is said to save time in heading 
statements, ledgers, paychecks, labels and so 
forth. The operation consists of four steps and 
up to 100 copies can be made from one typing. 
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COPYFIX 
Remington Rand Inc., 


315 Fourth Ave., New York 10, N.Y. 


Copies of office records may be made without 
developing, washing, fixing or drying with 
Copyfix, a small lightweight machine. The record 
to be copied is placed face to face with a sheet 
of Copyfix negative paper, placed on the printer 
and exposed. A positive copy is produced in 
about 10 seconds. No special installation is re- 
quired since the machine may be plugged in to 
any electrical outlet. Prints can be made from 


originals up to 14 inches wide and any length. 


MAINLINER JUNIOR 


Valentine Safe & Lock Works, Inc., 

La Porte, Ind. 

This laboratory tested safe is now available 
at the list price of $59.95. Capacity is 
1625 cubic inches, weight, 125 pounds. Out- 
side dimensions are 19% inches high; 14% 


inches wide and 15% inches deep. It is 


fitted with a Sargent & Greenleaf combina- 
tion lock and has vermiculite insulation. It 
carries a 1’ hour fire test label. 





RIBBON CONTAINER 


Mittag & Volger, Inc. 
Park Ridge, N. J 


A new container for the firm’s Miracle Brand nylon 
ribbons is now being used. Featuring a powder blue 
cover with the square M. & V. trademark in red, the 
container is all metal. Inside, the cellophane wrapped 
ribbon has a matching blue seal. At present the rib- 
bons are packed in half dozen size boxes featuring a 
similar design 
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TYPEWRITER RUBBER CUSHION 


Flexi-Mat Corporation, 
2249 S. Calumet Ave., Chicago, Ill. 


Newest product of this company which has recently 
entered the office equipment field is a sponge rubber 
cushion for typewriters. It consists of a thick base of 
sponge rubber with a colorful marbleized topping. It 
is said to be both sound and shock absorbent and 
easily cleaned with a damp cloth. The cushion is 
available in six colors to harmonize with desks and 
other office furniture and accessories. 








LUXWOOD TABLES 


The James P. Luxem Company, 
3344 N. Lincoln St., 
Franklin Park, Ill. 


These all-purpose folding tables consist of bonded three-ply hardwood 
or tempered hardboard panel inset into side and end rails, set on an all 
steel chassis with tubular folding legs. The three finishes on the table 
top, blond, standard walnut and masotex, are all said to be heat and 
liquid resistant. All tops and rails are sanded s th then led with 
a hot lacquer finish. The chassis has pivot type grip hinges permanent- 
ly attached to the top with wood screws and a patented Auto-Magic lock 
which engages automatically when legs are fully extended. Baked on 
brown enamel finish harmonizes with the table top. Standard stock 
sizes include tables 6 or 8 feet long and 30 inches high by 30 or 36 
inches wide. Other sizes ore also made, and special heights are avail- 
able at no extra cost. The tables, which may be carried by one person 
can be stacked, each one being less than 2% inches thick. 
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POSTAL SCALE 


Hamilton Specialties, Inc., 
5 Watson St., Boston 18, Mass. 


The Hamilton No. 16 postal scale, with one- 
pound capacity, is built of polished stainless 
steel and aluminum on the balance-weight 
principle, with no springs. The counter weight 
is attached to the back of the dial holder and 
is enclosed by an aluminum cover. The 
pointer is rigid and the dial rotates on wide, 
precision turned bearings. It is graduated 
according to the rates in each postal classi 
fication and includes parcel post rates above 
eight ounces for all zones. The dial, made 
of Vinylite, is detachable. The scale is 5% 
inches high and lists for $5.95; west of the 
Rockies, for $6.50. 





NETWORK DICTATION SYSTEM 
Peirce Dictation Systems, 


COMBINATION CABINET 


Western Manufacturing Company, 
Aurora, Ill. 


A combination cabinet containing two letter 
drawers, one check drawer, one drawer four inches 
by six inches and a storage cabinet has been 
added to the line of Wesco products. All drawers 
are reinforced and equipped with center locking 
follower blocks and guide rods in the letter size 
drawers. They operate on four frictionless rollers. 
The file section uprights are rigidly reinforced and 
have heavy duty case slides. The storage section 
has a heavy framework welded into a one-piece 
construction. It is furnished with two adjustable 
shelves while the door is equipped with a chrome 
finish lock handle. A plunger type lock con- 
trolling all file drawers is available at additional 
cost. Pearl gray, or olive green baked enamel are 
the available finishes. Model 1238 measures 40% 
inches in height; 34 inches wide and 20 inches 
deep. 


STAPLING MACHINE 
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STEEL SAFETY LADDERS 


I. D. Cotterman, 
4535 N. Ravenswood Ave., 
Chicago 40, Il. 


Illustrated here is an improved design of 
this firm’s welded steel safety ladder. Now 
constructed with one-inch diameter round 
furniture tubing, the ladder is claimed by 
the manufacturer to be the strongest and 
lightest ladder of this type made. The 
rubber-tired swivel brake casters allow the 
cushioned legs to rest on the floor when 
in use. At other times the ladder rolls 
freely. All joints are electrically welded. 
Steps are eight inches deep and platform 
top is 12 inches deep. Finished in bright 
aluminum, the ladders come in various sizes. 





1328 Sherman Ave., Evanston, III. 


Said to provide a low-cost answer to the problem of occa 
sional dictation by a number of individuals, this new system 
also has a low installation cost. It permits dictation from an 
unlimited number of desks into a single recorder. Transcrip- 
tion of completed dictation may proceed while additional 
work is being recorded. It also offers complete privacy 
since no one else can listen in or interrupt while the re- 
corder is in use. A signal indicates when the line is busy 
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Speed Products Company, Inc., 
32-01 Queens Bivd., Long Island City 1, N. Y. 


A stapling machine, expressly designed for tagging operations 
has been announced by this company. The plier is contour 
fitted to the hand for easy use and its four to one power ratio 
makes only minimum pressure necessary. The open channel strip 
holds 180 staples. The machine may also be used to remove 
X-22 staples and as a general duty tacker. It is finished in 
chrome and retails for $6.50. 
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perfect 
RIBBONS 





5 and as for 


CARBON 
"PAPER... 





Each 
PANAMA-BEAVER 


quality, weight and 





surfacing is RIGHT 





P pe wee 


for its specified 
purpose. You simply 
cannot procure more 


for your money. ... 





| =— 
i R E stoutly insist that PANAMA-BEAVER 
Typewriter Ribbons are best for superior letter 
production . . . because of their fine inking, re- 
cuperative property and sustained perfection 


on the job. Short cut to office efficiency... 





and unmatched for ultimate economy! 


PANAMA-BEAVER 
Gtk “(htt 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 
Coast to Coast Distribution 
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CALCULER—D 


Ayres Corporation, 
Box 1081, Wilmington, Calif. 
























DUPLICATOR INK 


Ink Specialties Company, Inc. 
519-23 N. Halsted St., 
Chicago 22, Ill. 


A quick-drying ink for Gestetner 
duplicating machines is supplied 
in a tube with a special adapter 
head to fit the Gestetner machine. 
The adapter forms a coupling with 
the ink pump and permits direct 
feeding of the ink into the distrib- 
uting bar. Available in black and 
colors, it is claimed not to harm 
stencils or silk screens, nor to pack 
on the distributor bar or drip from 
the screen. The ink is quick drying 
and said to give 15% to 20% more 
copies per tube than similar inks 
previously available. The 12-ounce 
tube is packed in a printed two- 
color carton 























ADDRESS MASTER 

Codo Manufacturing Corporation, 
Coraopolis, Pa. 

This unit is designed for use where mailing lists 
are addressed frequently. Stub styled, it con 
tains 33 rectangular areas to be used as a guide 
in typing spirit masters for running off copies on 
perforated gummed labels. Each space measures 
1 x 2% inches. 
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A new model of the Calculer-D has been produced by this firm. Greater adjustability 
and better appearance permitted by the new hinged cylinder principle are claimed. 
The cylinder may now be lifted from the base, allowing drums to be slipped in and 
out without necessitating readjustments. A turn of the finger-tip dial control rotates 
a drum within the clear cylinder to correct tax computations for any salary classifico- 
tion. Color signals are said to speed the computor’s operation. To prevent obsoles- 
cence, the Calculer-D is designed so that new rate charts may be easily affixed. The 
machine is light weight and compact. 





VISUAL CONTROL DEVICE 


Victor Safe & Equipment Company, Inc. 

North Tonawanda, N. Y. 

Color-keyed visibility, high speed operation and adapt- 
ability to business charting problems are claimed for 
this recently introduced Controla-Chart. The basic unit 
is a 15- by 30-inch enameled board which may be 
joined to others to accommodate any size record. Col- 
ored and printed clip-on signals, name tubes and sliding 
indicators are used to show day-to-day operations. 


KOP EASE 

Pacific Carbon & Ribbon Manufacturing Company, 

1451 Harrison St., San Francisco 3, Calif. 

An eight-claim patent has been granted on this new paper package 
designed to overcome disadvantages of interleaving carbons. Shuffling 
and jogging carbons into place is claimed to be eliminated and perfect 
alignments maintained. The carbon is interleaved and not cut with the 
second sheet. The standard package contains 500 sheets of one-time 
carbons and 500 second sheets in white or canary yellow. Sizes avail- 
able are 8’ x 11 inches and 8% x 13 inches. 


TEXTILE COLLET 


Bates Manufacturing Company, 

Orange, N. J. 

A device which fits just below the handle of a Bates numbering ma- 
chine, the textile collet is used when numbering fabrics in a pile, so 
that each garment cut will be made from the same piece. The collet 
takes the shock from the type wheels when numbering fabrics and tends 
to prolong the life of the machine. The device lists at $1.00. 


SEALED SURFACE MASTER UNIT 

F. S. Webster Company, 

13 Amherst St., Cambridge 42, Mass. 

The Shurclean Purple Spiroset has recently been added to this com 
pany’s spirit Hektograph line. It has a sealed surface for added clean- 
liness and is recommended by the company as a smudgeless Hektograph 
master unit for making up to 200 copies. 
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PLUS 





$10750° 


Known for its rugged construction 
and trouble-free operation, the 
Smith-Corona Adding Machine 
gives you features you'd expect to 


today! 


find only on machines costing far 


Colorspeed Keyboard quickens 





DEPENDABILITY 


accuracy 


ys SPEED 

i EASE OF OPERATION 
"EXTRA FEATURES 
LOW cosy 


Smith-Corona ADDING MACHINE 


Get the complete story of 
Smith-Corona dependability. 
See your Smith-Corona dealer 


eee eee ee eee HH He Ke eee ee See eee 


more! SMITH-CORONA CASHIER 





7 
' 
t 
a 
' 
H 
: : ’ A complete ' 
finger action . . . Error Control cor- an : 
. . ' 
rects mistakes instantly before register : 
' 
adding . . . Clear Signal guards {| Withall H 
, ‘ adding 
against including unwanted figures {| | caine ‘ 
. Instant Tape-Eject shoots out advantages 

. ° ' ‘ 
the used tape with a flip of your | 4 lowest 
> s cost. ' 
finger. ‘ 
* Price for all states permitting Fair Trade : ; 


Laws. Subject to change. Tax extra. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory and offices, Toronto, Ontario. 
Makers also of famous Smith-Corona Office and Portable Typewriters, Cashiers, Vivid Duplicators, Ribbons and Carbons. 











to help you sell...an idea, a name 
and a product....for your profit! 


This advertising is doing a job — for you. It 
reaches business people in almost every type of trade. 


A good percentage of these are prospects — who 


want and need adding machines. This advertising 





plants the idea, develops the buying urge. 


This advertising (plus the continuous advertising for 
all other Smith-Corona products) impresses on them 
the name Smith-Corona. 
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These prospects want a dependable adding machine. 
This advertising points up the advantages of one 
specific adding machine — Smith-Corona. 


Now you come into the picture. When you go out to 
sell, this advertising has made your selling job easier. 
When you put your selling skill to work with this 
advertising — you're building a healthy profit pic- 
ture for yourself! L C Smith & Corona Typewriters Inc. 
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Spans 57 Years of G-W History .. . Miss Rose Mc- 
Cormack, who retired recently from The Globe-Wernicke Co., 
after 57 years and three months in its service, was presented 
with a watch on the occasion by A. C. Howard, president and 
other executives of the company, of whom Floyd Regnold, super- 
intendent of the paper division and M. H. Steil, factory manager, 
are seen here. Eighty-year-old Miss McCormack was a member 
of the staff when the company opened its present plant in 
Norwood and subsquently saw it expand to more than 26 acres 
of floor space. At the time of her retirement Miss McCormack 
was supervisor of the box file department. 
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October 4-8. National Stationery & ff Equipment Association's 4étt 
annual convention, Conrad Hilton (f erly Stevens Hote Chicago, Ill 
Paul Burbank, general manager, 740 Investment Building, Washington 5, D.C 
October 20-22. Fifth Annual International Systems meeting conducted by the 
Systems & Procedurés Association of America, Hotel R evelt, New York 
N. Y. M. W. Boz, chairman, Shel! Oj! Company, 50 W. 50th St.. New York 
a we. ¥, 
October 20-25. Nationa! Business Show 3 slace, New York 


Srand Central P 
N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New York 18 N. Y 





Advertisements, Commercials Available 
to Boost National Letter Writing Week 


Advertisements and electrical transcriptions for use 
on radio have been prepared by the Paper Stationery 
& Tablet Manufacturers Association, Inc., in connec- 
tion with National Letter Writing Week, to be held 
October 12-18. 

Ranging in size from one to three columns, the ad- 
vertisements feature the modern type of art, while 
the transcriptions for radio contain seven musical 
commercials. These will be made available to about 
900 radio stations in local communities through the 
Broadcast Advertising Bureau. Retailers interested in 
using them should contact their local radio stations, 
asking them to obtain the transcriptions and to con- 
tract with them for their use under the retailers spon- 
sorship. 

The advertisement mats will be sent free of charge 
to retailers, as long as they last, upon request. 





Open Klamath Falls Office Supply 

Lehr’s Office Supplies has been opened in Klamath 
Falls, Ore., by William A. Lehr, formerly with Pioneer 
Office Supply Company. Street address of the store is 
120 S. Ninth St. 





SoundScriber Names Baton Rouge Manager 

Charles S. Zitzman has been appointed manager of 
the Baton Rouge, La., branch office of SoundScriber of 
Louisiana, Inc. He succeeds C. L. Prother who retired 
on July 1—JHR 
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personality 


RICHARD E. WAHRMAN—Proof 
of the esteem in which he is held in 
the industry is his renomination for 
governor of District 13, NSOEA. 
President since its organization in 
1923, of the New York City firm 
which bears his name, Mr. Wahrman 
has been vice-president of the Mid- 
town Stationers group and president 
of the Stationers Association of New 
York for three consecutive terms. He 
retired from this office in 1951. Studies at New York 
University Law School and at Columbia University oc- 
cupied some of his time and then in World War | he 
enlisted as a private. The second World War saw him 
a captain in the Ninth Infantry Regiment and a member 
of Selective Service. He is a member of the American 
Legion, Society of American Wars; the Veterans Club 
of New York; the Veterans Association and the Officers 
Association of the Ninth Regiment. Mr. Wahrman also 
has numerous Masonic connections. 











Maynard Reierson, president of Winnebago Paper 
Company, signed OFFICE APPLIANCES’ Guest Book July 15. 
Mr. Reierson’s company, which is located in Neenah, 
Mis., is a paper converter. Among the various products 
which he is marketing are pads and typewriter papers. 
During a stay of two or three days in Chicago he called 
upon a number of the leading stationers. 


Lyle H. Van Dyke, proprietor of Rest-A-Phone Com- 
pany, with headquarters in Portland, Ore., was an 
OFFICE APPLIANCES Visitor on July 29. He travels exten- 
sively in selling his wares and was good enough to 
report that wherever he goes he finds his customers 
and prospects to be subscribers to OrricE APPLIANCES. 
He had driven from Portland through the northern 
states to St. Paul and Minneapolis and on to Chicago, 
calling upon dealers along the route. His plans were 
to take him east only as far as Detroit, then south and 
through the southern states to California before point- 
ing his automobile toward home. He was justifiably 
proud to tell of wide acceptance of his product. Mr. 
Van Dyke’s program provides for a few weeks in Port- 
land before returning to Chicago where he will have 
space in the NSOEA convention. 


Armando Felipe Luis, of Havana, Cuba, was an 
OFFICE APPLIANCES Visitor on August 7. He had last 
called 12 years before, at which time he was in the 
duplicator business. Although out of the office equip- 
ment industry now, he plans soon to return to it, with 
particular emphasis on duplicators, addressing ma- 
chines, and possibly certain other specialties. His trip, 
which took him to a number of the principal United 
States cities, was made for business purposes. 


OFFICE APPLIANCES, September, 1952 





3 VERSIONS OF NASCON’S “MEMOS TO ME” 
New sales-sianted memorandum book hit 


These purse, pocket, or vest-pocket memo- 


randum books are slim and handy... per- 
fect year id small gift items... counter 
display items with a quick appeal for per- 


sonal buying. Each is uniquely desi.ned 
with partit s for loose memoranda and 
generous Wire-O bound memo pad, per- 
lustrated (No. 907 shown). Each 
item is refillable 

No. 907 [iliustrated) — Breast-pocket size, 
7" x 3!5"; two partitions. ... Fine Cordova 
grain simulated leather; black, red, saddle, 
blue. Boxed assorted 12’s with six refills. 
Retail, $1.00 each. 

No. 908 — Same as No. 907, but vest- 
pocket size: 4 . 234". Retail, 75¢ each. 
No. 909 Same as No. 907, but in genu- 
ne saddie cowhide and English pigskin; 
ndividually boxed. Retail, $5.00. 


forated as 








Auto Record, No. 130-AR — Expertly 
recording of all automobile 


planned for the 


pkeep dexed for: Gas and Oil Con- 
mptior Repairs; Accessories; Mileage; 
bricat ~ rd; Trip Diary. A necessity 
for recording tax-deductible expenses. Fine 
simulated leather; black, saddle, red, bive. 
Retail, $1.25 each 


Assortment No. 130-AR — Effective seif- 
nit for 12 of these popu- 
value, $15.00. 


selection display 


r books. Reta 
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Newness, freshness, imagination 
and good craftsmanship — these are 
the things that Eaton employs to 
keep the Nascon products working 


for your profit. 


Add your own efforts to realize 
the turnover and repeat business 
this line brings. Plug these Nascon 
book gems. Eaton will supply you 
with free advertising aids. 

Here are some brand-new num- 
bers and some tried-and-true best 
sellers. You should know the line 
as a whole — if your 1953 Nascon 
catalog is not already in your hands, 


do ask us for it. 






(Mascon » 
(AT -A-GLANCE 


PEG. US. PAT. OFF 









Prices subject to usual discount. 


NASCON PRODUCTS 


Division of Eaton Paper Corporation 


PITTSFIELD, MASSACHUSETTS 





Pe ad 
e *- 


Assortment No. 51 — worth writing for: Complete 
information on this tested, self-selection display with 
which hundreds of stores have made profit records. 
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2 VERSIONS OF NASCON’S 
POPULAR “ BIRTHDAYS-AT-A-GLANCE” 


These beautifully designed books ore in- 
dexed by months for permanent record of 
birthdays, and include lists of birthstones, 
birth flowers, and signs of the Zodiac. Of 
great appeal for personal or gift use. ... 
616" x 3354". 

No. 140-B — Cushion-edged simulated 
leather; red, blue, saddle, block. Retail, 
$1.25 each. 


Assortment No. 140-B — Handy counter 
display unit for quick-turnover of this pop- 
viar item. 12 books. Retail value, $15.00. 


No. 240-B — Handsome fabric cover, hand- 
screened with gold floral design. ... Wine, 
green, gray. Retoil, $2.50 each. 





Week-At-A-Gilance, No. 100 — Desk-size 
appointment book, featuring a full week of 
engagements or memos on a double-page 
spread, with present and following months’ 
calendars always in sight... all at-a-glance. 
Indexed address section. Page size, 8” x 5”. 
Simulated leather; black, saddle, bive, red. 
Individually boxed. . . . Dated or undated. 
Retail, $1.75 each. 


No. 100-J — Same features, junior-size 
book — 6!9”" x 354.” Retail, $1.25 each. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, July 31 


Swift and widespread death and devastation remain 
the most publicised aspects of atomic development. 
Yet there is a growing field of medical and industrial 
activity in which radio-active matter is proving of 
benefit and value. 

For instance in the Bushey Hall road laboratory of 
Ellams Duplicator Company, Ltd., Chief Chemist An- 
drew Armitage demonstrated to me how carefully- 
screened thallium, by-product from the famous 
Harwell atomic pipe, emits its beta rays to measure and 
record the thickness of coating on the carbon papers 
the company produces. 

Soon this atomic gauge will be fitted to the machines 
themselves to determine and control the required coat- 
ing thickness as the paper whisks through at 200 feet 
a minute. 

Last year the firm made somewhere about 4,700 miles 
of carbon paper, and no fewer than 5,000 miles of sten- 
cils! And the diversity of size, width, color and so on 
call for more varieties than the permutation of a foot- 
ball pool, Works Manager G. R. Cooper assured me. 

The firm started 60 years ago making flat-bed dupli- 
cators (a word it claims to have coined) then added 
rotary models. Since then it has gone on extending its 
lines and last year reeled off 4,800 miles of typewriter 
ribbon, apart from about 70 tons of duplicator ink. 

Talking of ink the criminal classes have not been 
forgotten and the suspect may well find himself re- 
quired by the police to register his tell-tale fingerprints 
by means of an Ellams product. 

* * oe 

Reverting to stencils, the modern range is certainly 
surprising. Apart from the familiar kind the office typ- 
ist cuts, the firm prints or photographs on fine blue 
paper (guaranteed to give a minimum run-off of 
20,000 copies) anything from an intricate blue print 
to an artistic magazine cover. 

As it may be required to reproduce seldom used tyre 
faces for foreign clients, or scale down a design on 
elephant-size drawing paper to less than quarto, this 
side of the work is not sinecure. As for the stencil 
paper itself, the firm claims there is nothing like it— 
and having screwed up a sheet, trodden on it, straight- 
ened it out and found it as good as new, one gets 
the idea. 

At the 1950 Olympic Games in this country Ellams 
helped with a brainwave in hastening press releases 
by arranging for stencils instead of ordinary paper, 
to be put in the teleprinters so that results were auto- 
matically cut and copies by the required hundred 
immediately run off on their duplicators. These were 
operated by specially trained disabled workers. Every- 
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thing was “laid on” to repeat the process for the 
Games in Finland this month. 
News coverage of last year’s royal tour of Canada 
was handled in a similar way. 
- * + 
The Bushey Hall-road factory and administrative 
block is the manufacturing, packing and storage H.Q. 
and overseas sales center, for Ellams operate a direct 
sales service through branches or agencies in nearly 
every part of the world. One of the 47 branches in 
Great Britain is in Watford High St., Watford, Herks. 


This direct sales method (the firm’s products are not 
sold over the retail shop counters) is in fact quite a 
feature, but the consequent close personal service angle 
sometimes calls for exceptional resource and versatility. 


For example, there was the client’s typist who man- 
aged to tip a lot of stencil ink and correction fluid 
over her dress and hose—and Ellams, hearing of her 
misfortune, cheerfully and chivalrously took on a spot 
of dry cleaning. 

The staff are not only versatile on their job, how- 
ever, for stencil printers Pete Cordell and Don Hawkins 
were the miming duo who recently won an amateur 
talent contest. There is a social club; the darts team 
has gained individual promotion in the local business 
house darts league, and this summer the staff will run 
their first horticultural show. 

Versatility of course extends to all levels as my col- 
league Caractacus recently pointed out in his story of 
Patrick Ellam, (son of chairman Fred Ellam) who 
crossed the Atlantic in a 19-foot canoe, and has now 
got as far afloat as Jamaica. 

Oo” + ~ 

One of the directors of Messrs. Percy Jones (Twin- 
lock) Ltd., R. C. Hurnell, is going to Canada and the 
U. S. with two objects in view, firstly, to study the 
market of office equipment and stationery in general 
and to see if these countries can teach us something; 
secondly, to try to fix up one or two very live agents 
in America and Canada to sell the Twinlock line of 
loose leaf books. 

Mr. Hurnell intends to fly on September 14 to Mont- 
real, where he will remain for about three days, and 
then fly on to Ottawa for two days, to Toronto for 
about a week, to Detroit for three days and then on to 
Chicago where he has already booked in at the Conrad 
Hilton Hotel. In Chicago he will attend the National 
Stationery & Office Equipment Association Convention, 
leaving that city for New York on October 12. He will 
spend a fortnight there and during the last week hopes 
to attend the National Business Show in the Grand 
Central Palace, New York, which will give him an 
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Sound Policies and Good Products 
back the Sengbusch name 


heals whi continued 


The HP-6 Handi-pen speor- 
heads the Sengbusch line 


of time- ond money-saving 
ffice aids. 


The successful fifty-year record 
of the Sengbusch Company is 
ample evidence that G. J. 





monty FOU You 


ness meg 4 as his own, and he trained others to 
carry on in his absence. Now the time has come to 
continue his work. (Mr. Sengbusch passed away 





Sengbusch built well. Much of his success was due to July 4, 1952). 
his business philosophies. He believed in good prod- We feel that his organizational policies were so 
ucts — the best in their field. He believed in sound sound that they need little change. We pledge that 
organization and distribution policies, He felt that the Sengbusch Company will continue to provide the 
confidence in the company and in the line by both same type of personal service as before. We pledge 
dealers and consumers were of the utmost importance. that we will do everything possible to merit your 
The high regard for the Sengbusch Company and continued confidence. And we pledge that we will 
its products held by stationery and office supply deal- make every effort to keep the Sengbusch line a leader 
ers throughout the country are sufficient testimony in its field, with new and interesting products and 
that his thinking was correct. with strong advertising and promotional programs 


Mr. Sengbusch also built for the future. He formed — to keep making money for you. 


a strong organization of people with the same busi- 


/ 
( Jeng 
\ 


MILWAUKEE | 


7 


ARTHUR G. SCHAEFER, 
Vice-president in Charge of Sales 


Meet the officers and sales representatives at 
the 46th National Stationery and Office Equip- 
ment Show, Booth No. 85, October 4-8, Conrad 


Hilton Hotel, Chicago. MILWAUKEE 3, WIS. 


352 SENGBUSCH BLDG. 
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opportunity of seeing all office equipment under one 
roof. 

At the moment the company is doing practically no 
business in the States, and just a little in Canada. Mr. 
Hurnell hopes to improve this position. 

Mr. Hurnell is going in the capacity of a director of 
the subsidiary company, Twinlock Export Ltd. 


At Paris Fair ... An interesting contrast between American 
and French methods of display is illustrated here in this exhibit 
of Rush FybRglass erasers by E. Fischer of Paris, at the Paris 
Fair. A drawing board is backed by a painting of identical 
boards vanishing in the distance. Each board shows a different 
type of work through which a huge Rush eraser is making a 
clean path. This is an example of French poster art which is 
generally of very high artistic and unusual quality, presenting 
an easily understood sales message with great simplicity. 
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> Office Squipment at Milan, 
®” Italy, Fair. Story Last Month 


Adrema. 9. Mercedes 
Vembi-Burroughs Logabax 

. Compagnies des 10. Nebuloni & 
Machines Bull Picozzi 
Fanciulli-Zena l Ing. C. Olivetti 
Lagomarsino &é Cc 
E. Levi & C 
Lips-Vago. 
Luigi Lucian 
Hugnot. 
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To clear your classroom 


simply stack the desks 
and the chairs and move 


them into a corner. 


i 

4 
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\ 
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Stack them as high as 
you wish. Store all the 
classroom’s desks and 
chairs in a@ very small 


orea 


You simply stack’em..... and store 'em! 
Within minutes, you can clear your classroom 


of all the desks and chairs . . . . and have hun- 
dreds of square feet of unobstructed space ready 
for whatever activity you might select. 

The SPACE-MASTER Desk and Chair Unit is a 
brand new idea in classroom seating. It combines 
all the fine features of good classroom seating 
with a revolutionary modular design that enables 





ROWLES 
School Equipment. 





in stackable classroom 
seating 


Modern design gives 
more usable space. 

Unobstructed floor area, 
gives added classroom 


comfort and makes 
cleaning easier. 





Desks conveniently nest 
within each other saving 
loads of space. Store 3 
desks in the place of 


two. 


you to stack both the desks and the chairs in a 
corner or against the wall. 

This new stacking feature helps your classrooms 
take on new importance. It provides the practical 
way to store desks and chairs so that the room 
may be used for other purposes. 

You really owe it to yourself to learn more about 
the wonderful possibilities of the new “SPACE- 
MASTER.” 


SCHOOL EQUIPMENT & SUPPLY DEALERS 


There’s a tremendous opportunity waiting for you 
with this new classroom seating idea. Learn how 
you can qualify to become a Rowles School Equip- 
ment Dealer. Write for the complete details, today. 
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More and Bigger Profits with 
this Sales-making Royal Contest! 


Three full-page ads like this in Scholastic will send 
high school kids to your store in droves. 


“ee ee 


1/5 page teaser—September 17, 1952 


1 page—September 24, 1952 
1 page—November 5, 1952 


1 page—A January issue 


206 Chances to Win in $4575 Royal Portable Prize Contest! 


nest %200 CASH and ROYAL 


PRIZE 


{Senior OF) 


WERE’S ALL YOU DO! IT’S EASY! 





Write a letter on a subject you have lots of ideas about 


“What I think about my home town” 





Attention, Seniors! Be sure your letter on the subject, “What 
1 Think About My Home Town” is not longer than 500 words 


Attention, Juniors! Be sure your letter on the subject “What 
I Think About My Home Town” is not longer than 350 words. 


Everybody must write on one side of the paper only. im ink and 
in legible handwriting or in typewriting double-epaced. To win the 
extra awards (typewriters or cash) your letter must be signed by « 
local Royal Portable Typewriter dealer. 


HINTS TO HELP YOU WIN— Hove you o fovorite local 
Here's a real chance fo tell about it in your letter! Have you 
@ Camera club? Do you go on camping trips! Here are ewell subjects! 


Have you a local industry especially interesting to you’ Here's another 
fine subject! Js there some leading citizen who's done good in your 
taen? Let's hear about him! Doe you think your high school’s just 
about the best in the world? Get going on that! What does your town 
for servicemen!, Does a group send CARE packages overseas? 
Here are two splendid subjects. 


Oh, there are millions of subjects to write about! Think of the 
good things about America, our freedom of speech. our equa! justice 


t 


under law, our elections, and then apply these ideas to what's happen- 


ing in your home town. 
HERE ARE THE SIMPLE RULES 









Typewriter award giien only when 
entry ia signed by Roval Portatie dealer 


5 MORE $200 CASH PRIZES AND 
ROYAL PORTABLE PRIZES! 
200 OTHER VALUABLE CASH PRIZES! 


Hey, Felles and Gels in both Senior and Junior Highs! Just 


take a look at these generous prizes in the Royal Portable 
Typewriter Prize Contest! 


103 Chances to Win in SENIOR High Division 


(10th, 11th, 12th grades) 


ist Prize $200 Cash & Royal Gold Portable* 
2nd Prize $100 Cash & Royal Gold Portable* 
3rd Prize $ 50 Cash & Royal Gold Portable* 
100 Cash Prizes $ 10 each** 

*Gold Portable Typewriter award given only when entry signed by Royal 


Portable dealer 
**Cash doubled ($20 each) when entry signed by Royal Portable dealer. 


103 Chances to Win in JUNIOR High Division 


(7th, 8th, 9th grades) 
Ist Prize $100 Cash & Royal Gold Portable* 
2nd Prize $ 50 Cash & Royal Gold Portable* 
3rd Prize $ 25 Cash & Royal Gold Portable* 
100 Cash Prizes $ 10 each** 


*Gold Portable Typewriter award given only when entry signed by Royal 
Portable dealer 
**Cash doubled ($20 each) when entry signed by Royal Portable dealer 


IT’S EASY. Start working on your entry today. When fin- 
ished, be sure to put yourself in line for the extra award of a 
wonderful, new Royal Portable Gold Typewriter, or double 
the cash, by having a local Royal Portable dealer sign your 
entry. Mail to Royal Portable Contest, Scholastic Magazine, 
Room 400, New York, New York 





&. To the winners of the first prise (Senior and 


4, Write legibly in ink on one side of paper only. 3. Contest open to any high school student of the 
on double epaced one mde of United States. ¢ employees of Royal Type Junior Divisions) and of the 2nd and 3rd prises in 
yon oY a My 7" sagan tas teal each division there will be awarded one Royse! 


aly, o letter on topic, “What | Think About My writer Company. Inc. ite subsidiaries, or ite ad 


Portable Gold Typewriter each, provided entry ws 


Heme Town.” In Senior Division (10th, Lith. ertming agencies and thew famihes Contest sub- 
i signed by an authorized Royal Portable Type- 


12th grades) letter must not exceed 500 words in ject to all Federal and State regulations 
4. Entrice will be judged for originality. sincerity prizes of $10 each (Senior and Junior Divisions) 
and aptness: of thought by the Heuben H. Don will be awarded an extra $10 each, provided entry 
November 17, 1952. to nelly Corporation. Final yudging by ecditonal staff ie signed by an suthorized Royal Portable Type 


writer dealer. To the winners of the 100 cash 


than 
Reyal Portable Contest. ¢ /o Scholost Mage nine of Scholastic Magazine. Judges’ decisions final weiter dealer 


400, New York. N.Y. Submit as many en- Prizes are heated elsewhere in thie advertusement 
tries as you wish Be sure each entry @ mened with Duplicate prizes awarded in case of ties. No en 6. All prize winners’ names will be announced in 
your name, home eddress, name of school. grade tries returned. All entries, contents. and ideas 

‘ therein become the property of Hoyal Typewriter 
Company, tnc.. to be used as it sees ft 


a January meue of Scholastic Maganne All prise 
winners will be notified by mail and each will re- 
ceive his prize before December 25, 1952 
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STUDIES CLASS 
/S MAKING A PROJECT 


ROYAL CONTEST 


70 GET MY ROYAL 
PORTABLE DEALER 
70 SIGN MY ENTRY! 


Extra Sales! 
Extra Profits 


For You! 


EVERYBODY /N 
OUR HIGH SCHOOL 


READS 









OUT OF THE 















Boy, 
AM | GOING 
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Here’s what you do to get your 
share of Bigger, Bigger Profits! 


To be eligible for the bonus awards (Royal Portable as Royal Portable Headquarters! 


Gold Typewriters or double your money if cash prizes : 

are won) the high school boys and girls must have their . - = at the timing! This contest goes ye Bh, the 
try signed by a Royal Portable dealer. all. Ends on November 16. = eotuamy 6 — 

en of the Back-to-School Promotion! And, wow! Does it 

Think what that means in store traffic for you! Think bridge the gap between back-to-school and the big 

of the opportunity to TELL AND SELL your store Christmas promotion coming up. 








CASH IN! Use these 
eye-catching display pieces 













Run these local newspaper 
mats! Mats are FREE! 






















FREE! One-minute announcements! 
Run them on your local station! 

















ASK YOUR ROYAL PORTABLE SALESMAN FOR YOUR 
COMPLETE DEALER ENVELOPE ON THE PRIZE CONTEST, 
OR MAIL THIS ORDER BLANK 





Royal Typewriter Co., Inc. 
2 Park Ave., New York 16, N. Y. 


¢ e oe Please send me Dealer Prize Contest Envelope 


NAME 





ADDRESS 
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; ; ; early June. Termed one of the major attractions 

Office Equip ment at Canadian Fair of the Fair, because the goods shown are used in 

Firms from eight countries exhibited in the office every line of business, Canadian participation was 
equipment and supplies section of the fifth Canadian reportedly particularly noteworthy. 

International Trade Fair, held in Toronto, during Occupying fully 6,000 square feet of the 10,000 odd 
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Office Equipment Suppliers Exhibit at Fifth Canadian International Trade Fair, Toronto 

1. Dawson Bros., Ltd., Montreal. 4. G. A. Harvey & Co., London, England. 6. Ofrex of Canada, Ltd., Toronto 

2. Gestetner (Canada), Ltd., Toronto. 5. Office Specialty Mfg. Co., Ltd., 7. Seeley Systems Corp., Ltd., Toronto. 
3. Northern Electric Co., Ltd., Belleville Newmarket, Ont. 8. Steel Equipment Co.. Ltd., Ottawa. 
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A CORDIAL INVITATION 
To All Dealers Attending the 
N.S.0.E.A. CONVENTION 


October 4 to 8, 1952 
To visit the Wilson Jones Plant—the largest of its kind. % You 
will be interested in seeing our plant in operation; renewing 
old acquaintances; most of all, we should like you to meet 
our personnel. * Drop a line beforehand or come to our Con- 


vention Booth and we will arrange to bring you to the plant. 


WILSON JONES Co. 


GENERAL SALES OFFICES 


NEW YORK KANSAS CITY, Mo. 

122 E. 23rd Street CHICAGO 1520 Cherry Street 
CAMBRIDGE, MASS. 3300 Franklin Bivd. SAN FRANCISCO 
26 Biackstone St. 246 First Street 


MAIN PLANTS, CHICAGO AND ELIZABETH, N.dJ 
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square feet taken up by the section as a whole, the 
Canadian showing provided practically a complete 
vertical fair of the Canadian business machine indus- 
try. Showing were some 25 member firms with a 
number of Canadian firms who exhibited individually. 

At the Fair, visitors from all over the world, found 
the latest and best the strong Canadian business 
machine industry produces, from simple typewriter 
to the most involved and multi-purpose machines, 
including some new and aproved accounting and 
bookkeeping machines, and others designed for spe- 
cial purposes. 

One German firm offered a calculating machine 
that could be operated with one hand—the lifework 
of a Swiss technician. It was termed capable of per- 
forming every standard calculation; weighed only 
eight ounces. 

In the office furniture classification, Canadian firms 
again dominated the scene. This section covered such 
items as filing cabinets, locks, safes, composing room 
equipment desks and chairs—and even prison cells! 

The Canadian showing was highlighted by a new 
type of executive chair with adjustable sliding seat 
and tiling back instead of the conventional tilting 
action. The firm producing this item also showed for 
the first time flush-type partitions with a patented 
glazing bead and streamlined window frames plus 
standard steel furniture, all-steel partitions and 
shelving for factories and offices. Another Canadian 
firm had a new line of cabinets and filing systems, 
some plastic and others all-steel. A British lock and 
safe company offered a representative line of burglar- 
proof, fire-resistant safes and filing cabinets. 

Made of alloy reputed to be undrillable and imper- 
vious to any known cutting tool and fairly resistant 
even to the acetylene blowtorch, these safes and 
other strong boxes were said by the manufacturer 
never to have been successfully burglarized although 
many attempts had been made. Another British ex- 
hibitor showed a range of craftsman-built steel office 
equipment specially designed for the North American 
market. 

In office supplies, one Canadian firm offered some- 
thing different in a complete line of advertising spe- 
cialties, such as rulers, yardsticks, drawing material, 


H. H. Popham Exhibits... A visual 
comparison of the old and new in office 
furniture is given by the H. H. Popham & 
Co., Ltd., exhibit in Ottawa, Canada. Top 
picture shows “Miss 1900" at left and 
“Miss 1951” at right. Lower picture is an 
exhibit of a modern office suite. 
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blackboard equipment and cribbage boards. A Ger- 
man firm showed paper goods including gift wrap- 
pings and drop absorbers. One Dutch exhibit included 
blueprint paper and machinery, artists’ supplies and 
self-adhesive labels. Belgian showings included a 
number of specialty papers and printing inks ——HFS 





H. H. Popham Exhibit Makes Use of Action 


A highly successful exhibit was recently set up by 
H. H. Popham & Company, Ltd., in its home city of 
Ottawa, Canada. It was the aim of the firm to arouse 
interest by action. This was accomplished with live 
personnel enacting a skit. 

The Popham exhibit had two divisions. On one side 
was displayed one of the firm’s many lines of private 
office suites. The other side of the exhibit was used 
for the action feature. This booth was divided into 
equal parts and here was produced a live drama (move- 
ment and dialogue), all directed to a visual and speak- 
ing comparison of the old and new. 

The action was achieved in a 15-minute skit pro- 
duced several times daily. The time of the skit was 
shown on a schedule card displayed in the booth be- 
tween shows. The entire booth was surrounded by 
visitors 10 minutes before every skit and much interest 
was shown in the portrayal of “Miss 1900” and “Miss 
1951.” 

Words and action were used to show the public the 
advantages of modern secretarial posture chairs, mod- 
ern desks with planned drawer functions, color of 
floor, background, desks, and with steel equipment in 
a beautiful pattern of gray steel finishes; wood desks 
in Softone oaks and green floor along with selected, 
blending chair finishes. Compared to the drabness of 
the other side, a first comparison was obvious without 
action or dialogue. 

The skit lasted 15 minutes, during which time the 
young ladies went through the various functions of 
using each piece of equipment, each at the same time 
doing work on an inventory record, accounts receivable 
record, typing and filing. 

Appropriate leading dialogue came from each “boss” 
and action comparisons were visual proof of the overall 
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“Never ha hetter 
iheas than with 


yy @ 
C4,” 


says: J. M. STAGG 


Church & Stagg Office Supply Company 
Birmingham, Alabama 


*‘We have never had better relations with any 
manufacturer than we have with Columbia. We 
are proud and happy to be a Columbia dealer— 
proud and happy also that we are selling our cus- 
tomers the best line of carbon and ribbon prod- 
ucts on the market.” 


“Sales increased 50% in first six weeks and still 
climbing.” 
*‘We are getting more and more business.” 


“Complete carbon and ribbon turnover every 
45 days.” 


“Service is excellent.”’ 


prorit with COC 


The Columbia Sales Cooperation plan. 


You, too, can enjoy greater profits from ribbon 
and carbon sales—the Columbia way! A 
few retail areas open—write today! 


CoLUMBIA RIBBON & CARBON Merc. Co., INc. 
102-9 Herb Hill Road, Glen Cove, L. I., New York 


OFFICE APPLIANCES, September, 1952 49 








efficiency of the proper tools and atmosphere as 
against the other. 

The final act of the skit added a touch of realism as 
well as humor, when the boss in the “Miss 1900” exhibit 
fired his secretary for her apparent inefficiency. It 
was proved, however, that he, himself, was partly to 
blame due to the failure of the equipment he was using. 

A printed circular “Time is Money” was handed out 
before and after each show. This circular was brief 
with a few sales messages. 

“The exhibit was highly successful from a public 
relations point of view as well as being a successful 
business show,” says T. E. Moore, sales manager, in 
passing this information along to other office equip- 
ment dealers searching for tested ideas in action 


dispiays. 





News Notes from Australia 
W. BEECHAM, CORRESPONDENT, 
BOX E265, G.P.O. PERTH, W. A. 

With the post-war boom fast disappearing, manage- 
ments in all parts of Australia and New Zealand are 
now faced with the necessity of pruning costs to the 
bone, ahd it would seem that it is an opportune 
moment for those handling time-and-labor-saving 
office appliances to get a really good slice of business. 

The Associated Chambers of Commerce admit that 
buyer resistance throughout Australia has assumed 
“huge proportions.” They fear that the stability of 
many business enterprises is threatened. They add: 
“Deflation and unemployment are here.” 

But the Australia and New Zealand Bank, in a trade 
survey, says, “The decline in sales is at least partly 
explained as a reaction from the abnormal buying of 
the preceding months, and a result of buyers having 
overcome the backlog of demand caused by wartime 
and post-war shortages.” 

It cannot be denied, however, that whereas a few 
months ago employers were begging for workers, today 
the position is entirely reversed, and employers are 
receiving as many as 50 applications for work a day. 
One leading office equipment supplier says, “The tra- 
gedy of it is that many of those applying to us for 
work used the last six years to drift from job to job 
seeking higher wages. Now they have no accomplish- 
ments to offer—and we have no jobs.” 

+ « * 

Retailers of office appliances are seeking to have 
sales tax removed from all transactions. Westralian 
Retail Traders’ Association secretary R. H. Stowe says, 
“Sales tax is an inflationary trend in a government 
policy which is supposed to be putting back value into 
the pound. It would greatly benefit the community if 
sales tax were lifted. Traders’ objections to sales tax 
are: It is discriminatory; it increases costs! it causes 
pockets of unemployment in trades where workers 
have specialized ability, and traders have to lose interest 
because the money they set aside for sales tax lies idle 
until the goods are sold.” 

> + . 

Net profit of Edwards Dunlop & Company, Ltd., 
Melbourne, suppliers of office stationery, increased 
from £75,472 to £84,229 in the financial year ended 
April 30, 1952. Ordinary dividend is again at the rate 
of 124%2%. Directors report that turnover rose sharply 
to a record, but add that import restrictions will con- 
siderably reduce the current year’s turnover. 

+ * + 

Directors of Lamson Paragon, Ltd., Melbourne, man- 
ufacturers of office stationery, state that their turnover 
for the first six months of the current financial year 
increased considerably. They add, however, that the 
raw material supply position is obscure because of 
import controls. 

7 * . 

The Victorian Government Statist reports that dur- 
ing the six months ended December 31, 1951, imports 
from overseas included (figures in parentheses being 
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imports for the six months to December 31, 1950): 
Writing and typewriting papers, £642,464 (£195,899); 
and stationery, £862,861 (£611,805). 


. * . 


Australian manufacturers of office appliances are 
watching with interest a move made by Victorian 
employers who have lodged a claim with the Melbourne 
Arbitration Court. They are seeking a reduction of 
£2-9s. a week in the basic wage, and a return to a 
44-hour working week. A reduction in the female 
rate to 60% instead of 75% of the male rate is also 
sought. 

- . . 

Registered in Sydney last month: The W. A. Sheaffer 
Pen Company (Australia) Pty., Ltd., manufacturers of 
pens, pencils and writing fluids, 249 Johnston St., 
Abbotsford, New South Wales. 


> * * 

Stott and Underwood Ltd. (incorporated in Sydney, 
New South Wales) has been registered in Perth, West- 
ern Australia, with capital of £50,000 in £1 shares as 
importers and dealers in typewriting machines and 
supplies, etc., and offices % Flack and Flack, 25 Wil- 
liam St., Perth. 





Dutch Firm Produces Interesting Booklet 


N. V. Kartro, firm at Kloveniersburgwal 47, Amster- 
dam-C., Holland, has sent OFFIcE APPLIANCES an inter- 
esting little booklet printed in Dutch called “Kartro 
Flitzen.” This little production appears to be well- 
prepared publicity in a humorous motif and introduces 
a prize-question cartoon for its readers. The many 
different items carried by this Dutch firm are pre- 
sented in an interesting manner. 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for April, 1952, Released in July, 1952 
by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Quontity (Dollars) 
Net 








Value 

Machines Accounting Nondescriptive New 482 516000 
Machines Accounting Desc ive New... 524 973604 
Machines Listing—Adding New.. 4330 626409 
Machines Calculating Non-Listing ‘New. 3412 757677 
Machines Accountin owe Tged Nes.. : 5 1925 
Machines Card Puncing New................. ; 427 485752 
Machines Accounting bey Rebuilt, Etc. 436 122068 
Parts for Accounting Machines, Ete.. 1244386 
Machines Addressing .......................... ; 174 76138 
Accessories & Parts Ses Addressing Machines ; 56077 
Machines Duplicating Ex hographic Otis — 410 90621 
Machines puemoesne Lit! : 114 102255 
Parts for Duplicat ome Mach 51551 
Cash Registers New......................... 891 276921 
Cash Registers Used - Saas 726 103639 
Parts for Cash Registers................. 181727 
Typewriters peandued Electric New... . 9807 1126564 
Typewriters Standard we Automatic New 324 76735 
Typewriters Portable 4879 267064 
Typewriters Used Rebuilt Automatic. 1417 73292 
Typewriters Nes. ............................ 27 19772 
Accessories & caste for Typewriters 327256 
i 2. ~ eeaeee 31658 55854 
Machines Dictating ; 106 24123 
Machines Mail Handiing & Parts. 95986 
Machines Check Handling & Parts 43126 
Office Machines & Parts Nes... 101581 
Mechanical Pencils ANN Materials (Doz.) . 18563 80306 
Mechanical Pencil Parts....................... 6315 
Pencils Ex. Mechanical I Biack Lead (Gr.) 24348 75209 
Pencils Ex. Mechanical Nes. (Gr.).... 9154 48211 
|” RES eee 39673 
Crayons .. 28905 
Fountain Pens Ball Type ‘(Doz.).. 38202 45261 
Fountain Pens Ex. Bal Type (Doz.). 49706 419932 
Ball Pen Refili ink Cartridges (Doz.) 5476 6483 
Fountain Pen & Ball Pen Points Nes. 78545 
Fountain Pen Points (Gr.).................. 14183 101205 
Carbon Steel Pen Points (Gr.)... 15351 16606 
SE EE S  ... . ceccmmbensiiomnpncies 3483 16218 
Ink Writing 97625 
a See, ............ : 150630 
Carbon Paper RE 97406 9481 

Office Machine Ribbons Cloth Inked 46947 
Office Supplies Nes... 252263 


(Nes. —Not “qteowhore specified) 
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Are all your 
customers ‘using 


Pat. Pending 


Guide. O,folbler 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 
Guide.0. fel 














To realize the full sales potential of this modern time 
and labor saving method of filing and finding, you 
must know and study the systems your customers 
now employ. There is absolutely no doubt that 
Guide-O-folders will increase the filing and finding 
efficiency of every current file, but your customers 
are not likely to come to you. You must point out 
and demonstrate their need to them. 

Ask all your salesmen to survey all your customers’ 
files and systems. Correlate this information. Pre- 
pare and present definite proposals and you will sell 
more and profit more. Start a survey today. 


FILING 
SUPPLIES ... Yuithe.O.Rker 


A top grade line of filing supplies complete for all filing 
and finding requirements. Every item in the line is made 
right and priced right. When you handle GUSSCO 
products, you never encounter direct competition, for the 
line is sold through dealers only. If “specials” are needed, 
our facilities will enable you to quote and deliver in 
short order. You will get 
our complete cooperation. 
This combination of qual- 
ity, competitive prices, 








and service will make 

money for you. Write id 
+ tradema: 

for the GUSSCO catalog 





TRANSFILE 


Steel Front Fibre Board Files are re- 
inforced by steel, so that all weight 
of the files, drawers and contents is 
eopecrwes on steel. No shelving cost. 
See us at the TRANSFILE Files can be stacked 


NSOEA Convention—BOOTH 201—Exhibit Hall Annex 3 STYLES © 13 SIZES 


GUIDE SYSTEM & SUPPLY CO. 


today 











335 CANAL STREET NEW YORK 13, N. Y 
WEST COAST REPS. — GUSSCO SALES INC... 337 WINSTON ST., LOS ANGELES 13, CAI 
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On the Canadian News Front 
Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 


Under the joint sponsorship of Toronto chapter, Na- 
tional Office Management Association, and the Ca- 


nadian Business Equipment Manufacturers’ Association, 


the latest developments in business and office pro- 
cedures, methods, machinery, equipment, furniture and 
Stationery were shown in a special preview at the 
Canadian National Exhibition, August 20 and 21. At- 
tending were trade personalities, office managers, pur- 
chasing agents and other business executives. Some 
30 manufacturers showed their latest and most scien- 
tifically designed products. 

The show, occupying more than 20,000 square feet in 
the CNE’s Business Equipment Building, was left in 
place for the benefit of the general public during the 
Exhibition. Admission to the special preview, however, 
was restricted to ticket holders, invited by exhibitors 
and NOMA directors. 


Highlights Are Listed 


Purpose of the special preview was to enable execu- 
tives to examine the equipment at leisure and in com- 
fort; a guest speaker addressed the opening luncheon 
and various aspects of modern office management were 
discussed. 

Among the highlights of the show itself was an elab- 
orate panel demonstration of electronics as applied to 
business management under the latest methods; an 
ultra-swift accounting machine with an electric brain; 
a new, small, low-cost folding machine for the average 
office; a super duplicating machine that takes more 
variegated and larger sizes of paper than ever before; 
the very latest in typewriters and adding machines; 
filing equipment scientifically designed to eliminate 
fatigue from the filing clerk’s job; files designed to 
protect valuable records against fire; a dictation sys- 
tem that permits anybody, anywhere in a plant or 
office building to dictate a letter at will to a centralized 
typing force. 

One manufacturer of cabinets and other office equip- 
ment exhibiting its latest model office safe, filled it 
with silver dollars, with prizes awarded to persons 
guessing most closely to the value of its contents. 
There was also a complete display of office furniture 
in “office gray’—the latest trend in styling. Two tele- 
graph companies combined to present a demonstration 
of teletype. 


Streamlining Stressed 


New streamlined filing and record systems of all 
types were among the feature attractions at the show. 
Many of the exhibitors were emphasizing new simpli- 
fied systems of both vertical and visible filing, sorters, 
and streamlined forms along with improved cardwheel 
and punch systems, “rolling” records-installations in 
which the correct file could be rolled into position for 
use by the operator, or in variation, are stationary 
while the chair desk unit is rolled along the file to the 
appropriate place for work. 

One type of card file shown used magnetic repulsion 
to separate individual cards. This unit can reveal the 
titles of up to 15 files at once, thus combining the 
advantage of visible filing with the space economy of 
vertical filing. 

Office furniture on display maintained the keynote 
of simplicity and efficiency and included all types of 
posture chairs, desks and new sectional type furniture 
in which bases, cabinets, legs, tops, and so forth, could 
be arranged in various combinations to suit specific 
requirements. 

Duplicators shown ranged from compact inkless 
machines that can be used economically for 300 copies 
or less and can be used to advantage to streamline 
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billing, to larger models handling twice foolscap size 
sheets. 

Electric typewriters, calculators and automatic ac- 
counting and addressing machines of all types were 
exhibited in abundance. Up to 20 copies were reported 
possible on most of the new typewriters. 

Among the exhibitors: Grand & Toy Ltd.; Canadian 
National Telegraphs; Canadian Pacific Telegraphs; 
International Business Machines Co.; J. & J. Taylor 
Ltd.; National Cash Register Co. of Canada; Office 
Specialty Mfg. Co. Ltd.; Royal Typewriter Co. Ltd.; 
Dictation Equipment Ltd.; Dictaphone Corp. Ltd.; 
Gestetner (Canada) Ltd.; L. C. Smith & Corona Type- 
writers Ltd.; Addressing Machines & Business Systems 
(Bradma) Ltd.; Burroughs Adding Machine Co.; Mon- 
roe Calculating Machine Co.; Underwood Ltd.; Felt & 
Tarrant Ltd.; Mitchell Houghton Ltd.; Bell Telephone 
Co.; Seeley Systems Ltd.; Mimeograph Co. Ltd.; Ad- 
dressograph-Multigraph of Canada, Ltd.; McCaskey 
Systems Ltd.; Pitney-Bowes of Canada, Ltd.; M. P. 
Hofstetter Ltd.; Ediphone Division, Thomas A. Edison 
of Canada, Ltd.; Ditto of Canada, Ltd.; Executone 
Communication Systems Ltd.; McBee Co. Ltd.; Sono- 
graph Ltd.; Audograph Sales & Service, R. F. C. Morris 
Co. Ltd.; all of Toronto, and Dominion Safe & Vault Co. 
Ltd., Niagara Falls, Ont. 

+ * + 

Remington Rand, Ltd., Toronto, is moving one unit 
of its Hamilton, Ont., manufacturing facilities to 
the plant in Scotland, according to John Skinner, 
vice-president of the Canadian company. The move is 
aimed at recapturing the market represented by the 
sterling countries, including Australia, as well as the 
extensive British market. This market had been lost 
during the war when Britain cut its imports. Under 
new conditions, Canada will import more Remington 
Rand typewriters from Britain. 

The large manufacturing operations already carried 
on by Remington Rand in Scotland include the stand- 
ard typewriter and the electric shaver, Mr. Skinner 
said, and facilities to produce the noiseless typewriter 
were there also. He reported that the latest move would 
not effect the Hamilton plant “substantially”; that 
four assembly lines would remain in operation there; 
that the Elgin plant would remain untouched by the 
change. 


. * * 


An expanded marketing program which will, for the 
first time, make its adding machines and cash register 
machines available through retail stores and local 
dealers in all parts of Canada, has been announced by 
Burroughs Adding Machine Co. The firm opened new 
Canadian headquarters in Toronto, July 17. Hereto- 
fore, the company sold its products only through its 
own sales branches. Under the new program, distribu- 
tion by direct company representatives will be supple- 
mented by releasing 15 hand and electrically operated 
models for sale—also by dealers to be selected by the 
company. Machines included in the program can be 
sold “over the counter”; all will carry the Burroughs’ 
guarantee and the firm’s service organization will pro- 
vide maintenance on the same basis as with products 
sold through Burroughs branches. 

Willis E. Morgan, general sales manager for the 
Canadian company, said the office equipment industry 
in the United States and Canada has increased over 
fivefold since the 1935-39 period. “Because our eco- 
nomic system is growing more complex, management 
has come to realize that the job simply cannot be done 
without the right kind of tools in the office as well as 
in the plant.” 

The company’s modernized new two-story building 
in Toronto houses the sales and service headquarters, 
national accounting and administrative offices, a 
microfilm processing centre, demonstrating rooms, and 
an operators training school. In addition to Toronto 
facilities, Burroughs has branches in seven other Ca- 

(Turn to page 310, please) 
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PEERLESS IMPERIAL 


Ne Cul No Smudge CARBON | 
SAL¥S DYNAMIVE, 





— 


No Curt No Smupoce is the outstanding 

value in the carbon field today. 

The name tells the story— no curl, no smudge! 

It writes clean and sharp. Handles clean—easy to remove. 
Has wonderful manifolding ability. Lasts longer. Costs less in the long run. 

These features add up to SALES DYNAMITE. Send for samples today and latch on to a 


winner. That's the consensus of thousands of profit-minded Dealers. Why wait? 


PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 





ae * ee |/ — 99 
—4 + teat ws ame tu geet Fe Ribbons, carbons, spirit and gelatin duplicating 
carbons, master units, carbon ribbons, carbon rolls for every business need. 
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nomda 
news 


National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 
« 


NOMDA Secretary Gets Three-Year Tenure 

A three-year contract was given by the National 
Office Machine Dealers Association to Harold Mann, 
the executive secretary of the organization. This was 
done by the board of directors at its meeting in Dallas, 
Tex., in June. Such a step is new in the annals of the 
association and was a move that was felt to be a very 
progressive one. 

“The association was very happy to enter into a 
three-year contract with Mr. Mann,” stated President 
Jack Weiner after the decision was made by the board. 

“We felt definitely that there would be much more 
stability to the office of executive secretary by com- 
mitting the association to a three-year term than hav- 
ing that affice on a year-to-year basis. In the interests 
of good business, we voted this arrangement and were 
happy that it was acceptable to Mr. Mann. We also 
feel this is a very forward step and will add another 
element to the stability of the association which has 
grown so rapidly in many directions in the past three 
years,” he stated. 





Appoint NOMDA Executive Committee 


President Jack Weiner has named a group of veteran 
NOMDA members to serve on the organization’s execu- 
tive committee for 1952-53. They are: 

Past President Liston Jackson, Typewriter Supply 
Company, Fort Worth, Tex. 

W. AA. Johnston, W. AA. Johnston Sales & Service 
Company, Knoxville, Tenn. 

Nicholas H. Fucci, American Typewriter Company, 
Inc., Englewood, N. J. 

Charles Myers, Charles S. Meyers, Inc., Miami, Fla. 

Robert Randazzo, General Typewriter Exchange, 


Kansas City, Mo. 
These men will join a nine-member committee with 





President Weiner, Vice-President Ralph Archinal, Sec- 
retary Edward Pfitzenmaier, and Treasurer Lynn Roper. 





Charleston OMDA Affiliates with NOMDA 


The office machine dealers of Charleston, S. C., 
recently banded together in a local organization and 
immediately affiliated themselves with the National 
Office Machine Dealers Association. Officers of the new 
local are Fred Johnson of the Walker-Johnson Com- 
pany, president; C. E. Higdon, vice-president, and 
C. Judson Newman of the R. M. McGillivray, Inc., 
secretary-treasurer. 

“We feel there are many problems that can be licked 
by joint action of many dealers which otherwise would 
go on and on with no remedial steps taken,” stated 
President Johnson. 

“We fully realize the value of concerted action in 
accomplishing what could never be done by dealers 
acting individually. We also feel we want to be an 
integral part of the national picture and do our share 
of the work necessary to keep our industry on the high 
plane it now enjoys. This can only be done by constant 
vigilance and by the co-operative efforts of the good 
dealers of the country.” 

According to the Charleston members they plan to 
make their organization one of the outstanding locals 
in the National Association and are planning immedi- 
ately to expand their membership to the trading area 
of the city. Jack Macon of the Ames Supply Company 
branch in Atlanta, Ga., presented the charter to the 
new group representing the National Association. Two 
members of NOMDA’s executive committee, William A. 
Johnston of Knoxville, Tenn., and Charles Meyers of 
Miami, Fla., were on hand for the presentation cere- 
mony. 





Evansville Firm Appoints New Manager 

Allen B. Connolly, president of Reliable Office Equip- 
ment Company, Evansville, Ind., has announced the 
appointment of Major Charles L. Calhoun as manager 
of the company. 

Major Calhoun has been in charge of the office 
machine repair department for the Chicago Quarter- 
master Depot since 1944 where he employed 170 
mechanics and processed more than 2,000 machines a 
month. 

The new appointee has had an interesting and varied 
experience to draw upon which he will be able to use 
to advantage in his new position. 

In 1944 the Government realized it was impossible 
to get office appliance machines repaired by civilian 
industry due to labor and man-power shortage and 
the drain on industry by the Army. Major Calhoun 
was given the assignment of repairing 1,000 machines 
a month at the Chicago Quartermaster Depot which 
then had only seven service men. 
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During the course of his years of work with the 
Chicago Quartermaster Depot he gradually employed 
inexperienced mechanics and trained them to do this 
repair work and in just 84 days from the time the 
program was started was producing 1,000 machines a 
month. The small group of seven people grew to 170. 

Mr. Connolly reports his first acquaintance with 
Major Calhoun was when the Reliable Office Equipment 
Company was awarded a prime Government contract 
to repair several thousand machines for the Quarter- 
master Depot over and above what their capacity 
could take care of. 


The Evansville firm expects to considerably improve 
service facilities through Major Clahoun’s experience 
and knowledge, and will place him in immediate 
supervisory capacity over the service department to 
achieve that goal. Many other duties will be assigned 
him, of course, as his experience and knowledge of the 
Reliable Office Equipment Company permits the as- 
signment of further duties. 
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It’s true that hundreds of dealers acted promptly and are now selling 
Burroughs adding machines and cash registering machines. The 
response has been most gratifying. 


However, there are still many opportunities for other responsible 
dealers to start making profits right away, with a line of products that 
is highly regarded by users and prospective buyers throughout the area 
you serve. 


We urge you not to overlook this profitable opportunity. The Burroughs 
factory branch near you has all the facts. The materials you'll want 
and need are ready for you. Why not get the story today? Burroughs 
Adding Machine Company, Detroit 32, Michigan 
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Stationer Bowlers Open League September 2 


The Stationers Bowling League of Chicago will open 
its season on Tuesday night, September 2, at the Arena, 
333 E. Erie St., announces President W. G. Bruner, 
Office Stationery & Equipment Company, Chicago. 

Other officers with Bruner are Joe Falbo, Codo Man- 
ufacturing Corporation, vice-president; Frank Grencik, 
Just & Son, secretary, and Ben Powell, A. W. Faber- 
Castell Pencil Company, treasurer. 

This league has been in operation for many years, 
capturing the interest of dealers, salesmen and manu- 
facturers in the Chicago area. 





Play Continues in Stationers’ Golf Tourney 


Echo Lake Country Club was the scene of the ninth 
tournament of the Stationers’ Golf Association of New 
York on August 19, the second meet of the month. On 
August 5 the members played at Tamarack Country 
Club, Greenwich, Conn. 

Another tournament is scheduled for September 4 
at Bonnie Briar Country Club and others will be held 
on September 16 and September 30. 

As of August 1, J. Schlanger was leading H. Schneider 
by one-half point in Class A competition and H. Yager 
and B. Tripp were out in front in Class B. 





Webster Holds Sales Staff Convention 


A four-day sales convention was recently conducted 
by the F. S. Webster Company at the home office and 
factory in Cambridge, Mass. All members of the 
dealer sales organization attended, with the exception 
of the Pacific coast representatives who had held a 
previous, similar meeting in San Francisco. 

Highlights of the convention, which was directed 
by F. H. Caswell, general sales manager, were an ex- 
tensive tour through the plant, giving first hand 
knowledge of manufacturing techniques; open forum 
discussions on current marketing conditions, proposed 
new products and a greater sales and promotional 
effort to guide consumers on the selection and use of 
carbon papers and inked ribbons. 

In the accompanying picture are shown: bottom row 
—left to right: T. W. Dearborn, W. A. Snickenberger, 
R. R. Merchant, W. H. Gregg, F. H. Caswell, W. H. 
Adams, T. J. O’Leary, H. Y. Aylwin, A. J. Land, J. B. 
Peatling. Top row—left to right: B. M. Wright, H. E. 
Jacob, K. G. Kirk, B. E. Schaefer, G. J. Hyink, R. C. 
Robbins, E. W. Goodlett, J. D. Lathrop, R. E. Wells, 
G. R. Tynan, R. G. Shelp, D. E. Rock. 
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GLTC Golfers Compete at Cog Hill 


For the second golf outing of the year, the Great 
Lakes Travelers Club members traveled to Cog Hill 
Golf and Country Club on July 17. Despite the heat it 
was an enjoyable day for golf and the extra-size steak 
dinner which followed. 

Arrangements were made by a committee headed up 
by Al Cote, Reyburn Manufacturing Company, as 
chairman and C. W. Clemen, G. J. Aigner Company, as 





Leading Figures in GLTC Golf Outing... 
The committeemen: Ray Eichenlaub, Service Steel Products Co.; 
Al Cote, Reyburn Mfg. a i chairman; Wes Wilson, Industrial Tape 
Corp.; C. W. Clemen, G. J. Aigner Co., co-chairman; Frank Lazow- 
ski, Automatic Pencil Sharpener Co. 

2. Low gross winners: John Steurcke, Rogers Loose Leaf Co., and 
Jim McShane, Northern Indiana Staty. Co., Inc., Hammond, Ind. 

3. At the head table: Don Sharpe, Reyburn Mfg. Co., president of 
Great Lakes Travelers Club, and Jess Peck, Springfield Staty. Co., 
Springfield, Ill., governor-elect Sixth District NSOLA. 


co-chairman. They were assisted by Ray J. Eichenlaub, 
Service Steel Products Company; Harold Blum, Ester- 
brook Pen Company; Roy Hansen, The Globe-Wernicke 
Company; Frank Lazowski, Automatic Pencil Sharpener 
Company; Paul Sarno, Wilson Jones Company, and 
Wes Wilson, Industrial Tape Corporation. 
Fifty-seven golfers toured the links and there were 
10 non-golfers present for the dinner. The latter in- 
cluded Jesse Peck, Springfield Stationery Company, 
Springfield, Ill., governor-elect of District No. 6, NSOEA. 
Governor Peck also attended the outing at Rolling 
Green Country Club the month previous, not missing 


A Group Picture Taken at the 


Convention in June. 
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F. S. Webster Dealer Sales Staff - 






You held onto your hat before ... NOW, 


Last May, Mosler announced the greatest ad- 
vance in safes in 30 years... the new “A”’ 
Label Record Safe design. Sales have been 


tremendous. 


Now, wait till you see the complete new 
Mosler line to be unveiled at the N.S.O.E.A. 
Convention ! You’ll hear more about this soon. 


IF YOU ATTEND THE N.S.0.E.A. CONVENTION, BE 
SURE TO VISIT THE MOSLER EXHIBIT, BOOTH 134. 
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Presenting the 
Olo Town «9s Copymaker 


RADIO & TV _ ne fe) 133 


STATIONS 
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NOW, AT LAST, A TOP QUALITY 
Spirit DUPLICATING MACHINE 
That 8 Out Of 10 Organizations 
Can Afford 


Old Town “Cyclomatic Action’ Copymaker has all the 
high-priced features of machines costing twice as much 
— the same precision engineering, rugged construction 
that highlights Old Town's time-proved heavy duty ma- 
chines — yet it costs only $175.* 
















This new cyclomatic machine is especially constructed 
and equipped to handle a// of the many and varied dupli- 
cating jobs of Small Business and Industrial Concerns, 
Schools and Institutions and as auxiliary equipment in 
Big Organizations. 










Here's the finest little duplicator that money can buy — 
featuring “Cyclomatic Action” which assures faster, more 
brilliant reproductions. Produces 1 to 6 colors at one 
time and in split seconds. Actually makes over 
140 clean, clear copies a minute, of anything 
you type, write, print or draw — on varying 
weight paper or card stock; 3” x 5” up to 
9” x 14”. Write for illustrated brochure on 
this revolutionary COPYMAKER. 













4 , ff DEALERS — OLD TOWN’s lower-priced duplicating 
machine can increase volume — odd materially to 
your profits. The many unique and exclusive features 
of this new OLD TOWN Copymaker 9S can mean 
extra profitable, year-round, repeat business for you. 
Write TODAY for dealer franchise information which 
shows you how just one machine can bring you thou- 
sands of dollars of business every year. 












* PLUS FEDERAL EXCISE TAX 


NEW CYCLOMATIC ACTION. o 
Precision Engineered ;. 
Lifetime Construction; 


















Revolutionary WW Low-priced 
with... a2 


010 Town$ COPYMAKER 


Has ALL the usual 

Duplicator features PLUS:— 
CYCLOMATIC ACTION—Sealed-in bearings 
and high-tension gears give greater speed, 
efficiency, economy and a lifetime of service. 
FLUID CONTROL—Prevents excess moisture 

and results in instantaneous drying. 
% SINGLETTE—Potented sheet seporator pre- 
vents waste and blank sheets and jamming. 
WIZARD COPY CONTROL — Reguictes 


GOVERNMENT n brightness of copies or length of run. 
AGENCIES 







Manufactured To The Same High Standards That Have Made 


OLD TOWN Carbons, Ribbons and Equipment World Renowned! 
Be sure to see the great Model 9S at OLD TOWN’S Booth 136. National 
Stationery & Office Equipment Show. Conrad-Hilton, Chicago. October 4th-8th. 


Ty ORATION, 750 Pacific Street, Brooklyn 17, N. Y. «wakeup tage 















an opportunity to meet the travelers and manufac- 
turers in his area. 

Jim McShane, Northern Indiana Stationery Com- 
pany, Hammond, Ind., had an 80 for low gross among 
the dealers and John Steurcke, Rogers Loose Leaf 
Company, Chicago, turned in a 73 to pace the manu- 
facturers. 








Citation to Underwood Manager ... William H. von 
Hacht, department and retail store sales manager for Underwood 
Corporation Accounting Machine division, is seen here receiving 
from Vice-President W. F. Arnold (right) with George J. Longeu- 
ville, Accounting Machine Division sales manager (left) a citation 
from the board of directors of the National Retail Dry Goods 
Assn. It expressed appreciation for contribution toward the 
success of the division's 19th Annual Conference in furthering 
the development and dissemination of credit research. The 
testimonial was given to Mr. von Hacht in connection with his 
participation in the conference program held recently in Detroit. 





Office Supply Man Speaks at Sales Conference 

Red Walk, sales manager of the Al Cook Office 
Equipment & Supply, 204 Northwest 2nd St., Oklahoma 
City, Okla., was one of the speakers at a sales con- 
ference held recently in the Business Administration 
Auditorium at the University of Oklahoma, Norman, 
Okla. 

Planned to give students a practical knowledge of 
selling, how to get sales jobs and what to expect from 
them, the conference was presented by the Oklahoma 
City Sales Executive Club. 

Speakers on the program were all local business 
executives interested in preparing students for a sales 
career.—EVH 





One-Day Business Show Held in Newark 


A business show was staged on Wednesday, July 9, in 
the main ballroom of the Robert Treat Hotel in New- 
ark, N. J. The show was held in conjunction with a 
planned public relations program of the associate and 
institute membership division of the Real Estate Board 
of Newark. This division consists of merchants, dis- 
tributors, service agencies, and financial institutions. 

Nearly 1,000 people, from all parts of the state of New 
Jersey, including members of Civic Associations and 
Chambers of Commerce who received invitations, at- 
tended the one-day business show. They saw some 
20 displays of products and services which have helped 
to make the city of Newark a commercial center. 

A luncheon, held in the main dining room, was at- 
tended by some 500 members, exhibitors, and guests. 
The show was such a success that plans are already 
under way to make it an annual affair, said Joseph 
Brenner, Brenner Desk Company, Newark, chairman 
of the exhibits committee. 


Addressing the luncheon, Mr. Brenner declared in 
part: 

“A carefully and studiously planned program of pub- 
lic relations is just as essential to modern business as 


a line of quality merchandise 


60 





“Dealers, distributors and manufacturers may have 
a complete stock of up-to-the-minute products, but 
unless they develop a cordial and sustaining relation- 
ship between themselves and the ultimate consumer, 
they will fail to surmount the difficulties imposed by 
competitors who deal in wares of even lower qualities. 
That applies to office equipment, furniture, stationery 
or any other field of commercial endeavor. 

“To capitalize profitably on a good public relations 
program, the term itself must be fully understood. It 
is not confined strictly to newspaper publicity nor 
advertising. 

“Both those channels, while effective, are limited in 
frequency and in continuous reader interest. It must 
include a plan with many facets, each designed to 
create public consciousness of the fact that your name, 
your products and your services are synonymous with 
excellence. 

“You cannot resort to, nor depend on, advertising 
alone to put that across, because the intelligent reader 
knows your advertising is prejudiced in your favor. 
You must seek other channels, and there are plenty 
of them. 

“First, become a ‘joiner.’ Be active in a leading 
service club and in various trade associations, Chamber 
of Commerce and other kindred groups. Accept mem- 
bership on their committees; participate actively in 
their affairs; attend meetings and social functions, 
and always stand ready to lend some of your products 
to the organizations if they can be of helpful service. 

“It is equally important to engage in communal 


Two Brenner Desk Co. Exhibits at Show 


activities, civic, religious and cultural. They can best 
be described as extra-curricular interests, but they 
yield rich dividends. They provide not only effective 
media for becoming Known as a substantial citizen, 
but they are excellent outlets for work in behalf of 
underprivileged children, old-age dependents, and the 
types of cultural enterprises that lend prestige to a 
community.” 
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What do your customers think of your office? 


6O00D metal business 
furniture is @ 
6O00D investmeal 


©GF Co. 1952 


MODE-MAKEI 


OFFICE 


DESKS 
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September, 


' HAT BUYER is favorably im- 
W eeuies by a salesman who is 
careless in appearance and manners? 
And who can have confidence in a 
business whose offices are dingy — 
walls dark with age, floor coverings 
worn, lighting dim and furnishings 
shabby? 


But every customer or client likes 
to walk into a well-lighted, pleasant 
office, tastefully decorated and 
equipped with modern GF metal 
business furniture. The favorable im- 
pression created by such an office 
means increased prestige and silent- 
ly promotes good will every hour of 
the business day. 


GF metal business furniture is a 
good investment. Here’s how to figure 
it: First, multiply the number of 
your employees by $30,000. That 
gives you a surprisingly large amount 


—your minimum fixed expense for 
salaries, floor space and general over- 
head for a ten-year period. 


Now, figure 1% to 2% of this fixed 
expense per employee. That’s all it 
will take for you to completely 
transform your office—redecorate it 
and equip it with the finest metal 
furniture on the market. Such an in- 
vestment will not only bring an im- 
proved return on your fixed expense, 
but will soon pay for itself in greater 
employee productivity, improved 
employee morale and increased cus- 
tomer prestige. 


If you want to be proud of your 
office because it functions well, costs 
less to operate and looks attractive 
to your customers, just call your 
local GF distributor. Or write The 
General Fireproofing Company, 
Dept. X-9, Youngstown 1, Ohio. 





FIFTY YEARS OF PROGRESS 


GENERAL FIREPROOFING 


Foremost in Metal Business Furniture 


1952 


GOODFORM ALUMINUM CHAIRS - METAL FILING EQUIPMENT - GF STEEL SHELVING 
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San Francisco Firm Marks 15 Years 


Peacock Court, Hotel Mark Hopkins, was taken over 
on June 14 for the gala celebration of the 15th anni- 
versary of San Francisco’s and Oakland’s well-known 
office furniture dealers, Beier & Gunderson Company. 

The two founders of the company, Hugo B. Beier and 
George H. Gunderson, principal speakers of the even- 
ing, were introduced by G. V. Breckenridge, master of 
ceremonies, who with George C. Cory later brought out 
highlights of the early days of the organization, fol- 
lowed by Frank L. Gray who so efficiently handled all 
arrangements for the banquet. 

In his talk, Mr. Beier reviewed the history of the 
company from its small beginning, with one employee 
and one part-time helper, down to the present staff of 
50 people, and emphasized the fact that the success 
and growth of the business would not have been possi- 
ble without the co-operative effort of their employees 
and key men. 

Introduced by his partner, before the cutting of the 
anniversary cake, Mr. Gunderson gave a short but 
interesting talk, after which the partners presented 
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Happy Occasion ... H. B. Beier (left) and George H. 
Gunderson cut the cake at their firm’s anniversary banquet. 


Mr. Breckenridge, Mr. Brewer and Mr. Cory with excep- 
tionally beautiful wrist watches, suitably inscribed, in 
recognition of their length of service with the company. 

Back in 1937, when the company started operations 
in a small store at 225 Pine St., many people theorized 
(as some still do) that opportunities for anyone to 
develop a large business from a small beginning within 
a comparatively short time, were a thing of the past. 


Scene at 15th Anniversary Cele- 
bration of Beier & Gunderson 
Co., San Francisco. 
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However, Beier & Gunderson Company’s success is a 
shining example of the fact that under our free system 
of enterprise there are unlimited opportunities to do so. 

From that humble beginning it has grown in 15 
years to one of the largest office furniture organiza- 
tions in the Bay Area, operating two large stores in 
San Francisco at 77 Battery St., and 124 Front St., and 
one in Oakland at the corner of 13th and Jefferson Sts. 

Approximately 150 people attended the dinner, which 
was preceded by cocktails from 6 to 7, and dance music 
was supplied by Cy Trobe and his orchestra until mid- 
night. 








7 


Diebold Sales Meetin . Dealers from seven states 
recently attended a three-day sales training conference in Colum- 
bia, S. C., held under the direction of Diebold’s vice-president 
and systems sales manager, W. K. Wilson, and W. Rex Snavely, 
director of sales education and west coast regional manager. 
Theme of the conference was “Proven sales ideas and sales aids 
for Diebold dealers.” 





Business Machines Company Incorporated 


Potter Business Machines Company, Inc., selling 
business machines of all kinds, has been incorporated 
at Great Neck, L. I., N. Y. Capital stock is 2,500 shares 
of which 1,500 are preferred $100, the remaining 1,000 
at no par value, common. 

Directors are listed as: John T. Potter, West Greek 
Farms Rd., Sands Point, L. I., N. Y.; Sanford C. Nussen- 
feld, 210 W. 101st St., New York City, and John J. Wild, 
7 Overhill Lane, Broad Ridge, Flower Hill, Roslyn, 
N. Y.—EEG 





Oklahoma Hornet Expands Office Supplies 


Over 20,000 separate items, from pencils to filing 
cabinets and safes, are now available in the recently 
enlarged stationery and office supplies department of 
the Oklahoma Hornet, Waukomis, Okla. The news- 
paper made the announcement in its own columns, 
adding that it would no longer be necessary for pur- 
chasers to go out of town for these supplies. 

The firm also carries a line of register forms to fit 
most office machines, also salesbooks, roll tickets and 
so forth. Job printing is also handled.—EVA 





Lexington Leather Changes Location 

The Lexington Leather Goods Company of Chicago 
has moved to new quarters at 12-14 S. Jefferson St., 
Chicago 6, Ill. 
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Get Added Sales from these New 
Lucury- Cype Colorful Covers 


x 4 “National TSC CCcCcCCScC SCS eee eee ee 2 
PLASTIC MEMO 


(Le, ) Oa ae saa National’s New" Electronic Process’ Vinyl Plastic 


Covers with Luxurious Cushion Feel of an Old 
Family Bible. No Stitching... No Glue Used in 
Binding. Displays Aid Self-Service Selling. 


Here is a high quality line with plastic covers that 
come closer to the feel of real old leather than you 
would ever believe possible. National’s patented process 
gives this exclusive result. Each item comes in four 
attractive colors—red, blue, green and brown. 







an xp New Pocket 
Memo Folder 









































= 
“ This new item has perforated re- @ 
J newable _— a omg in |= 
TH front portion. In four colors. Dis- 
Xr Proved Popular Seller viny: €2098 = 12 aasorted folders | 
Displays come with assortment of 3 sizes and (3 each, 4 colors). 
4 colors red, blue, green and brown. Each List Price incls. display — 
book equipped with 50 sheet fillers . . . trans- 
parent acetate fly leaves... gold-plated 
rings pocket on inside back cover. $11 .50 
Display 6100A \%-inch rings 
24 memo books 
List Price incls. display — $44.00 
Display 6100B \-inch rings 
30 memo books 
List Price incls. display — $54.50 
__+ Xe Loose~Leaf Address Book 
: _— - -- ~— i This attractive book contains gilt edged fillers and 
Pr es 5 celluloid A-Z index...gold-plated rings. Covers are 
a = gold tooled and gold stamped. Small size \” 
+. capacity with 50 sheets and index. Large size ',” 
4 eg one capacity with 100 sheets and index. Four colors. 
eer Individually boxed. 
‘ ; = Sq = COLOR SIZE: 4% x 3%" 6 x 4" 
= RED No. 80095 No. 80195 
oo BLUE No. 80096 No. 80196 
+ —__ GREEN No. 80097 No. 80197 
= BROWN No. 80098 No, 80198 
_— List Price: $2.30 $3.30 
mecaseg NATIONAL BLANK BOOK COMPANY 
\Zs? HOLYOXE © NEWYORK © CHICAGO © BOSTON © SAN FRANCISCO 
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General of the Army MacArthur 
Accepts Rem-Rand Chairmanship 

James H. Rand, president of Remington Rand Inc., 
announced on July 31 that General of the Army Doug- 
las MacArthur had accepted the chairmanship of the 
corporation’s board of directors. 

Formal election of General MacArthur as a director 
of Remington Rand and chairman occurred at the 
annual organization meeting of the board on the 





Not Fading Away ... Genera! of the Army Douglas Mac- 
Arthur, after a half century of service in the armed forces of the 
nation, becomes chairman of the board of Remington Rand Inc. 
He is shown receiving the congratulations of James H. Rand 
(right), president. 


morning of July 31. The directors increased their num- 
ber to 14 in adding the general to the board. Mr. Rand, 
who has been serving also as chairman, will continue 
as president of the corporation. 

Mr. Rand revealed that Remington Rand’s original 
offer of the board chairmanship to General MacArthur 
occurred nearly three years ago. 

“The proffer of this position was made by this corpo- 
ration in October, 1949, but at that time General Mac- 
Arthur felt his duties in the Far East were of such im- 
portance to the nation that he could not accept despite 
his strong personal desire to do so,” Mr. Rand said. 

“Upon General MacArthur’s return to the United 
States some 15 months ago,” Mr. Rand continued, “the 
matter was reopened for further discussion but at that 
time he was gravely concerned over the dangerously 
chaotic conditions the country faced nationally and 
internationally. 

“He felt a sense of obligation to do all that he could 
to arouse the people to the peril. This he attempted in 
a series of great addresses throughout the country de- 
signed to point out the course of action he believed 
needed to revitalize the nation. This program was 
completed with his appearances last month in the state 
of Michigan, and his keynote address before the Re- 
publican national convention. He now feels that the 
obligation assumed upon his return has been fulfilled 
to the best of his ability. 

“In entering upon his new chapter of personal en- 
deavor, General MacArthur brings to Remington Rand 
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and to the industrial world the immeasurable benefit 
of those rare talents which have guided the public 
service in which he has so signally distinguished him- 
self. 

“I look forward with keenest anticipation to the 
association between this great American and this great 
industrial enterprise.” 

General MacArthur, 
nouncement, said: 

“T am delighted to have this opportunity of becoming 
associated with my old friend, Jim Rand, and with the 
company he has so ably headed. I am particularly 
impressed with the progressive policies of Remington 
Rand in the expansion of foreign markets and in the 
field of research and development, especially in elec- 
tronics in which the company now plays a dominant 
role. 

“I have looked forward to this association with great 
interest since it was first discussed with me nearly 
three years ago.” 

The new chairman of the board will spend the next 
several weeks conferring with company executives and 
familiarizing himself with the organizational] structure 
of Remington Rand which employs 36,000 people and 
operates 22 plants in the United States, 23 factories in 
15 foreign countries and 472 branch sales offices 
throughout the world. 


confirming Mr. Rand’s an- 





Space Sales Up for National Business Show 

“As of July 1, space sales for the National Business 
Show already exceed the total sales for last year,” 
stated Rudolph Lang, managing director of the event 
to be held October 20-25 in New York’s Grand Central 
Palace. 

The phenomenal space demand, he declared, is a 
result of the desire of manufacturers to launch selling 
campaigns of new products at the height of the buying 
season before a ready-made audience of the nation’s 
leading buyers and users of office equipment. 

Mr. Lang explained that the 1952 show will be ex- 
panded to include all four floors of the Palace with the 
theme, “Invest in America.” Former years saw the 
show restricted to two floors serving the office machine 
and equipment industry as a single industry. 

The additional floors will be occupied by many large 
industrial firms such as Otis Elevator, Shell Oil Com- 
pany, General Electric and General Foods with the 
purpose of telling the story of the American free enter- 
prise system and how it has contributed to the nation’s 
present greatness. 

These industrial firms know that the modern busi- 
ness office is the springboard of their production, for 
without the tools of the office machine and equipment 
industry not one ton of material wealth could be mined 
or manufactured, points out Mr. Lang. “As one spokes- 
man put it, ‘If it hadn’t been for the office machine 
industry we would have no oil industry and John D. 
would be peddling kerosene from a well in Pennsyl- 
vania.’”’ 

Thus, says the National Business Show director, the 
exposition will be a graphic demonstration of how all 
industry is served by one industry. 

This concentration of the users and the makers of 
office machines under one roof during a week-long 
exhibition has persuaded the makers of office machines 
that next October is the time to impress all industry 
with the progress they havé made in developing newer 
and more efficient machines to speed and control] the 
flow of the country’s productive enterprises. 

1952 
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SEE WHY THE NEW [ef CARBON PAPERS 
AND RIBBONS ARE WINNING NEW CUSTOMERS 


a Take a few minutes to stop at the M & V exhibit when you attend 
on the N. S. 0. E. A. convention at Chicago this October. You'll see for yourself 
ial 4 + why the new M & V line of carbons and inked ribbons has received such 

















enthusiastic acceptance by both dealers and customers. 
See how M & V's advanced improvements in these products give brilliant 
performance with exceptional economy. And see how M & V's complete line 


meets the most critical demands of every job—gives the desired results 
ef with savings that win new customers and keep old ones. 





_ 
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CEE HOW HELPS YOU SELL MORE.. 


MAKE MORE PROFITS 


M & V's interest in you and your customers doesn’t end with providing 


3 top-quality line of carbons and ribbons. M & V stays with you—brings 
you practical selling ideas and aids that are unique in the office 
supplies field. You get point-of-purchase help that makes sure these better 
1s and ribbons move in a steady stream from your shelves to customers’ 
offices. You can depend on M & V for solid help in selling more— 
making more! Get all the facts at the N. S. 0. E. A. 








4 MITTAG & VOLGER, INC. 
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Wilson Office Supply Opens New Store 
REPORTED BY ART CARROW 


Don Wilson and Guy Meacham have opened their 
new and completely-remodeled store at 810 Scott St., 
Wichita Falls, Tex., with several features that have 
been favorably received. 

Wilson and Meacham bought the Newlin Office Sup- 
ply nine years ago and Don remained in establishing 
the firm to customer acceptance with the Wichita Falls 
citizens while Guy stayed at Graham and continued 
operating the Graham Office Supply, where both are 
partners. 

In addition to a beautiful stationery department 
with all new fixtures, Wilson Office Supply features a 
complete office machine department, a gift depart- 
ment, a complete electric shaver repair service, type- 
writer repairing department and office furniture dis- 
play department. 

The front is finished with solid plate glass and glass 
door, with facing of Roman brick and large new neon 
sign. Island displays bring customer ease in impulse 
buying. 

Assisting Don Wilson in the operation of the store 
are E. R. (Red) Evans, store manager and buyer; Mrs. 
Jessie Frizzell, manager of gift department; Lawrence 
M. Godfrey, supervisor of the office furniture depart- 
ment; Charles Giegling, office machine sales and serv- 
ice and Jane Burt, office manager. There are 16 em- 
ployees. 

The company has a planned advertising program 
and in order to develop complete co-operation between 
employees, placed responsibility on departmental pro- 
cedure and organization matters is vested in one per- 
son for each department. 

Everything in the store is new—fixtures, asphalt 
flooring, and fluorescent lighting. The walls are fin- 
ished in pastel shades with nine colors beautifully 
blended. 

The firm features Sturgis, Stanley, Stationers Manu- 
facturing, Jasper and High Point chairs; Shaw Walker 
equipment; Executive, Central, Stowe-Davis and Alma 
desks; Allen, Clary, Remington-Rand and Olivetti 
adding machines; portable. typewriters of all makes; 
also Smead Manufacturing, Boorum & Pease, Swing- 
line staplers, Hallmark cards, Ennis Tag, Sheaffer pens 
and Carter’s carbon and ribbons. 





Lindsay Becomes Justowriter Division Manager 


Henry J. Lindsay has been named manager of the 
Justowriter Division of Commercial Controls Corpora- 
tion, where he will have charge of the sales promotion 
and future development of the company’s cold type 
composing machine. 

The announcement was made by Chas R. Ogsbury, 
president of the firm. 

A native of Rochester, Mr. Lindsay was previously 
associated with the Kamb, Meteyer and Lindsay ad- 
vertising agency in Rochester, N. Y. He first joined the 
predecessor company, Commercial Controls, in 1936, 
becoming advertising manager of the electric writing 
machine division. 

During World War II, Mr. Lindsay had a distin- 
guished record of service with the U. S. Army in the 
Pacific Theatre of operations. He later was appointed 
advertising manager of Commercial Control Corpora- 
tion and its subsidiary, Electromode Corporation. 

An active member of Rochester Industrial Advertis- 
ers for many years, he served as president of the group 
during the past year. 





Refurbished . . . Three views of the newly-remodeled store 
of Wilson Office Supply, Wichita Falls, Tex. TOP—Stationery 
department; CENTER-—Office machine and gift department; 
BOTTOM—Office furniture display section. 
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POPULAR STYLES made by J& 


SUPER 


WIZARD 


STEEL FRONT TRANSFER CASE 


Designed and built to meet exacting requirements in durability 
and appearance. Both drawer and shell are strongly reinforced. Easy 
to set up—no tools or gummed tape needed. Can be solidly stacked 
with a positive locking device. Sturdy handle installed at factory. 
Steel drawer front finished in gray baked enamel. Outside shell has 
attractive stippled gray surface to match. Available in four sizes. 


WIZARD 








PULL-OUT-DRAWER TRANSFER 
STORAGE CASE 


Made of extra strong corrugated fibre board. Fully reinforced at all 
stress points. Drawers operate freely. They're metal stitched and 
double thick at each end. Can be set up for use in a few seconds 

no gummed tape or tools needed. Special metal supports permit solid 
stacking high and wide. Wizard Transfer Cases are made in four sizes. 


VICTORY 


TRUNK TYPE TRANSFER CASE 


Easy to sell because of its many attractive features. Made of sturdy 
corrugated fibre board—metal stitched at factory. Quickly set up with- 
out gummed tape or tools. One-piece cover extends clear across. Easy 
to slide on and off stacks Tie fastener on side. Exclusive reinforcing 
insert gives extra support to bottom and ends. Seventeen sizes. 


ADVERTISING SEE OUR 
CIRCULARS PRICE LIST 


We will supply colorful, im- for information on quantity 
printed circulars (folded to : 

3x6). Add quantity you need discounts, packing and shipping 
to your order for Super Wiz- 

ard, Wizard or Victory Cases. 
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The Weis Manufacturing Company 


2 © 
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Monroe, Michigan 


NEW YORK 13: The Weis Mfg. Co., 64-56 Franklin St. CHICAGO 6: ssociated Stationers Supply Co. 
BosTON 10: Adams, Cushing & Foster, Incorporatec 


Carpenter Paper Company 
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ACE PILOT 
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You Sell The Finest When You Hand Them An ACE! 


V )U can sell ACE Stapling Equipment with confidence. It doesn’t matter which model you recom- 





mend. Even the least costly one will give many extra years of service and satisfaction. Tell your 

customers that for more than a quarter century ACE Staplers have been made with all the care and 
precision of a fine watch. Only materials of the highest quality are used. That’s why an ACE always 
works .. why it never wears out! * The stapler dollar simply can not buy bigger value. So . . feature and 
push the complete line. An ACE Stapler never comes back, but your ACE customers will! They'll come 
back for more ACE Machines, ACE Staples, ACE Staple Removers and more of a// the good things you 
sell. If you can make use of some hard-hitting display material be sure to let us know. 
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WHY ACE STAPLES 


FIG. 2 shows the all-round 
steel wire after being 
treated by the ACE 
PROCESS. This gives 
maximum strength on 
the outer edge where it 
is needed most. 


FIG. 1 shows a cross-sec- 
tion of an ALL-ROUND 
steel wire. ACE uses only 


HAVE GREATER 

PENETRATING Nag Hog premium, precision- 
QE made, accurately drawn- 

STRENGTH! to-size steel wire. 











ACE STAPLE REMOVER 
and STAPLES 





ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE «© CHICAGO 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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Ohio Chair Adds Factory Facilities 


Acquisition of a second factory building has more 
than doubled the plant space of the Ohio Chair Com- 
pany, Youngstown, Ohio, it was announced by Andrew 
Barber, general manager. The firm manufactures the 
Rest-All line of aluminum posture and straight chairs 
for office and institutional use 

The original plant, at 28 W. Madison Ave., which 
still houses the company’s offices and now is used only 








Ohio Chair Co. Increases Plant Space... 

TOP—Original plant and office building of the Ohio Chair Cc 
Youngstown, Ohio, containing 10,000 square feet of floor space 
BOTTOM—A second plant building recently added by the com- 
pany increases the company’s factory space 15,000 square feet 


for polishing, finishing, spraying and assembly, con- 
tains 10,000 square feet of floor space 

The new quarters, located two city blocks distance 
on Elm St., provides 15,000 additional square feet and 
is being employed for bending, milling, drilling, weld- 
ing and upholstering operations 

The company recently announced the addition of a 
new chair model to its line. Designated the No. 550, it 
is a moderately priced aluminum straight chair, without 
arms or stretcher bar, upholstered in foam rubber and 
a complete range of U.S. Naugahyde or Goodall fabrics. 





Marchant Opens Enlarged Offices Across U. S. 


Marchant Calculators, Inc., has announced the open- 
ing of several new and enlarged offices across the 
country and the promotion of James R. Barbour to 
the position of agency manager of the Jacksonville, 
Fla., district office, which is located at 306 W. Adams St. 

Macon, Ga., Columbia, S. C., and Newport News, Va.., 
are the places in which Marchant offices have been 
enlarged. 

The Macon office, of which. Carl M. Braswell is 
agency manager, has been moved to 511 Persons Build- 
ing, 544 Mulberry St., and given full district status. 

The Columbia office has also been enlarged to full 
district status. It is located at 608% Harden St 

A new and modern service and sales office. made 
necessary by the rapid growth of business activity, ha; 
been opened in Newport News. Clifton H. Moore has 
been appointed the local agent in the new office, while 
Guy D. Lewis, Jr., has been named service supervisor. 
Address of the new office is 2517 Washington Ave. 
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Burroughs Institutes New Marketing Policy; 
Machines to be Sold Through Local Dealers 

Burroughs Adding Machine Company has announced 
an expanded marketing program which will, for the 
first time, make its adding machines and cash register- 
ing machines available through retail stores and local 
dealers in all parts of the United States and Canada. 
Heretofore, the company sold its products only through 
its own sales branches. Under the new program, dis- 
tribution by direct company representatives has been 
supplemented Ly releasing 15 hand and electrically 
operated models for sale also by dealers, to be selected 
by the company. 

Machines included in the program may be sold “over 
the counter,” and can be applied to office problems 
without exrert knowledge of accounting systems. All 
machines will carry the Burroughs guarantee, and the 
company’s service organization will provide mainte- 
nance service on the same basis as with products sold 
through Burroughs branches. 

In announcing the new policy, Burroughs pointed 
out that the demand for adding and cash registering 
machines has been growing in recent years until today 
virtually no business can operate efficiently without 
them. With this rapidly expanding need for figuring 
equipment in small shops, offices, stores, and even in 
homes, the company’s production of adding and cash 
registering machines has been continuously expanded. 

It has become increasingly difficult, the company 
said, to meet the demand exclusively through its own 
sales organization. Under the new policy, these ma- 
chines will be more readily and widely available in 
communities throughout the United States and Can- 
ada for everyone who needs low cost figuring equip- 
ment. 

Larger systems-type accounting, statistical and mi- 
crofilming equipment will be available as in the past 
only through the company’s sales branches, where 
trained sales representatives can give customers the 
technical assistance in methods and systems required 
for its proper use. 

Burroughs widespread service coverage, radiating 
from more than 600 centers in all parts of the United 
States and Canada, makes it possible for the company 
to enlarge its distribution of these products and, at the 
same time, continue to provide on-the-spot mechani- 
cal maintenance service for all users 

The program of appointing dealers will be under- 
taken immediately, and delivery of machines is 
expected to begin within a few weeks. 





General Lamp Buys Faries Lamp Division 


Announcement has just been made that the General 
Lamps Manufacturing Corporation of Elwood, Ind., 
has purchased the Faries Lamp Division of the Faries 
Manufacturing Company of Decatur, Il. 

This announcement was made jointly by O. Sack- 
steder, Jr., president of General, and by C. A. Laystrom, 
president of Faries. Definite financial details were not 
disclosed, but it is known to run well into six figures 

The purchase included only the Faries Lamp Divi- 
sion. It did not include the other divisions of the 
Faries Manufacturing Company 

The outright purchase of all rights to the Faries 
name in connection with lamps, tools, patents, good 
will, investment and accounts is a development from 
the working arrangement with General that Faries has 
had for the last year. 

Under this arrangement, all Faries lamps were man- 
ufactured in the General Lamps plant at Elwood, Ind. 
The previous arrangement was a manufacturing rela- 
tionship solely. The arrangement just completed, how- 
ever, gives General complete selling rights to Faries 
lamps. 

No changes are planned in Faries selling policies, 
and the firm officials expect that the new arrangement 
will materially benefit Faries regular accounts 
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Tie in with our 


PREFAB WOOD SHELVING 


national advertising 


by using these dynamic 


Prue D 
re TWO-COLOR CIRCULARS 


with your own imprint for counter pick-ups or mailing. Remember 
. an envelope enclosure rides free. You can insert them 


with every letter, every bill you mail. 


nee ELECTROS AND SPECIALLY PREPARED ADS 


for your catalogs or direct mail pieces. 


que NEWSPAPER MATS 
qree FIELD SERVICE 


Our experienced men will conduct instructive meetings with 


your sales people 


Gre CONSUMER BOOKLET 


“Manual of Record Storage Practice."’ Tells how long to keep 
specific records and the best method of storing them. Booklet 


is available in limited quantities for dealers to send to customers. 


The LIBERTY Line is handled by leading stationers everywhere. 
Now over 90,000 users. Get on the band wagon for volume sales. 


RECORD STORAGE PRODUCTS 


AND OTHER OFFICE NEEDS 


@ 


REG. U.S. PAT. OFF 





CONSISTENT NATIONAL ADVERTISING © 


Every month over 1,000,000 key business 
executives see LIBERTY ads in such magazines 
as U.S. News and World Report, Business Week, 
Dun's Review, The Office, Rotarian, Office 
Executive, Burroughs Clearing House, Banking, 
and American Business. This pre-selling of 
UBERTY PRODUCTS every month of the year 
aids your sales to customers and prospects. 
Capitalize on our promotion . . . 

increase your sales volume! 









~ 
STAXON STEEL 
DRAWER FILES 


Write for 


our catalog, prices 
and discounts. We 
will alse send you 
samples of our pro- 
motional material copy 
and the complete HOLDERS 


story of the LIBERTY 
LINE. AF 
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BANKERS BOX COMPANY 


720 SOUTH DEARBORN ST. 
CHICAGO Bewettineis 
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Hillstrom Named Corry-Jamestown Chairman 


David A. Hillstrom was recently named to the newly- 
created position of chairman of the board, also re- 
elected president of the Corry-Jamestown Manufactur- 
ing Company. In his annual report, the new chairman 


David A. Hillstrom 





of the board told of the completion of the new million- 
dollar plant (Plant No. 3) in Corry, Pa. He indicated 
that the new plant, on the outskirts of Corry, would be 
in full operation later on this year; a disposal plant 
will be built at the new plant, eliminating paint and 
chemical wastes. In addition, he reported that plants 
Nos. 1 and 2 were extremely busy—and had a substan- 
tial backlog of orders for desks and files. 

In the organizational meeting the following were 
named officers of the company along with Mr. Hill- 
strom: D. Armour Hillstrom, son of D. A. Hillstrom, 
vice-president and general manager; C. A. Hillstrom, 
another son, vice-president and assistant general man- 
ager. Mrs. Charles A. Williams was named secretary; 
H. H. Keppel, treasurer; Ralph E. Larson, a vice-presi- 
dent in charge of sales; Roy A. Edgren, Chicago, a vice- 
president. 





Royal Representative Gets New Post 


W. H. Beckwith, portable sales manager for the 
Royal Typewriter Company, Inc., has announced that 
Robert E. Elkins, formerly Atlanta portable represent- 


R. E. Elkins 





ative, is now covering a new territory for that division 
of the company. 

Mr. Elkins has been a portable district representative 
for Royal since 1948, and in his new post, will work 
with Royal dealers in Southern California and Arizona. 
He will be headquartered at 1034 S. Broadway, Los 
Angeles 15, California. 





TV Panel... A panel of New York 
City experts appears weekly on a TV 
program to discuss the importance of office 
furnishings, equipment and procedures in 
the office. The members of a typical panel 
shown here are Hugh Morgan, Clark & 
Gibby, Inc.; .Miss Marie Brennan, Dicta- 
phone Corp.; Robert A. Love, City College 
of New York; R. P. Scholfield, Wheeldex 
Co.; Bernard Az Guro, hair stylist; Harold 
Clmenko, editor “TV Guide”. 
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Davis Joins Borroughs Manufacturing Company 


The appointment of Joseph E. Davis, formerly a 
district manager of the General Fireproofing Company, 
as director of sales for the Borroughs Manufacturing 
Company of Kalamazoo, Mich., was announced by 
Frederick C. Matthaei, president of the American Metal] 
Products Company of Detroit, of which Borroughs is 
a subsidiary. 

Borroughs Manufacturing Company is rapidly ex- 
panding its activities in producing parts bins, steel 
shelving, metal office furniture, materials handling 
and storage equipment. 

Mr. Davis is widely known in the metal office furni- 
ture field, having devoted his entire career to this 
business. His experience covers engineering, produc- 
tion and sales. He has been active in Travelers’ Club 


Joseph E. Davis 





work, and is a member of the field division of Nationa] 
Stationers & Office Equipment Association, and also a 
member of National Office Management Association. 





Tacoma, Wash., Company Gutted by Fire 

The Harold E. Dahl Company of Tacoma, Wash., was 
completely burned out by fire on July 10. Temporarily 
it is located in the warehouse at 307 E. 28th St., Ta- 
coma, P. O. Box 1403. 





Clark & Gibby Participates in TV Program 


Television Station WPIX recently inaugurated a five- 
week program to pick the most glamorous office gir] in 
the Metropolitan New York area. 

Three girls were selected at the auditions held weekly 
to appear on the program. Each week a panel of ex- 
perts selected one of these girls on the basis of office 
efficiency, talent and beauty. The girl chosen then 
became eligible for the grand finals which were held 
on the fifth week. 

One of the lucrative prizes was a complete office 
set-up donated by Clark & Gibby, Inc., New York City, 
to the winner’s office. Miss Loretta Bohen of Affiliated 
Business Brokers, Inc., New York City, was the winner 
of this contest. 

This office set-up included a Clemco exclusively 
designed executive desk, an upholstered armchair de- 
signed by Princeton Upholstery Company, matching 
desk accessories by Gift Craft Company, Cramer type- 
writer tables and Cramer posture chairs. 
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A WEALTH 
OF SELLING 
INFORMATION 
HIGHLIGHTED 
THROUGHOUT 
WITH OVER 


100 


ILLUSTRATIONS 
OF ACTUAL 
DEMONSTRATIONS 
AND EXAMPLES 
FOR EASY 
UNDERSTANDING. 


EVERY SALES PERSON 
SHOULD HAVE A COPY! 
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NEW ARROW BOOKLET 


e “SELLING THRU KNOWLEDGE” 


Key To Stapler Sales 


DESIGNED FOR THE EDUCATION OF YOUR SALES FORCE 
FOR BETTER SELLING OF STAPLING MACHINES 
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CLASSIFY THE PURPOSE 


OFFICE ° INDUSTRY ° HOME 


Aber you hove clewilied the customer's purpose you must decide the detolled use. For 











APPLIANCES, 


IMPORTANT SUBJECTS COVERED IN THIS VALUABLE BOOKLET 


e@ How to properly demonstrate use of staplers. 


For WHAT'S NEW and 
WHAT'S COMING in staplers 
—See us at the NSOEA Show 
Booth 50 


in Chicago. 


BROOKLYN 12, N.Y 


September, 1952 


How to accurately determine your customers’ needs. 
How to classify the purpose for each type of stapler. 
Cashing in on the Industrial market. 

How to answer your customers’ questions about staplers. 
Good selling points to remember. 


attach to your letterhead and moil 
ee 


Arrow Fastener Company, Inc. 
1 Junius Street, Brooklyn 12, N. Y. dept. OA9 


Yes—Our sales force would like to find the ‘Key to Stapler Sales” 


Please send us FREE, ............. 
“Selling thru Knowledge”’. 


. copies of your New Booklet, 
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1952 Is Epochal Year for Central Desk 


This present year of 1952 is a significant one for 
Central Desk Manufacturing Company of Chicago. It 
marks the 70th year that the company has been manu- 
facturing wood office furniture. And on August 7 
Alfred Normann celebrated his 80th birthday. He rep- 
resents the second generation in the business and has 
played an active role for 52 years. 

Alfred’s son, Chester A. Normann, who represents 





Alfred Normann C.A.Normann J. A. Normann 


the third generation of the family in Central Desk, 
has been in the firm 35 years. 

Now, it is with a great deal of pleasure that Chester 
Normann announces that his son, James A. Normann, 
has joined the company as the fourth generation of the 
desk-minded Normanns. James was staff sergeant in 
the Marine Corps until recently . . . served four years 
and saw 14 months of violent fighting in Korea. 

In fact, young Normann participated in the now his- 
toric Reservoir Withdrawal Action in which so many 
Americans were killed. He was the only man in his 
battery who was not wounded or killed 

Now that James is engaged in peaceful pursuits he 
is getting acquainted with every phase of the desk 
manufacturing business. 

Friends of Central Desk Manufacturing Company in 
the trade will be interested in the manner that 1952 
thus distinguishes, or spotlights, one of their sources 
of supply. 





Doppelt Opens Office in California 

Opening of a new West Coast sales and display office 
July 1 in the Merchandise Mart, Los Angeles, Calif., has 
been announced by Murry J. Brenner, president, 
Charles Doppelt and Co., Inc., Chicago 

The attractive new office is in charge of Harry 





Doppelt’s New West Coast Display Office 


Farrar, Doppelt’s West Coast representative. For con- 
venience of dealers, sufficient stocks will be main- 
tained to expedite delivery of fill-in requirements. 

Doppelt also has Chicago and New York show rooms 
and offices. 
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Lorain Stationery Scores with Institute 


Lorain Stationery of Lorain, Ohio, recently proved 
that a retailer in the stationery and office equipment 
field can promote business by holding a “buyers’ insti- 
tute.” Selected manufacturers presented their lines to 
this firm’s buyers and did it in such a way as to stimu- 
late new interest and business in the lines presented. 

Suppliers participating, and who furnished suitable 
souvenirs and descriptive literature, included Corry- 
Jamestown Manufacturing Corporation, Minnesota 
Mining & Manufacturing Company, Wallace Pencil 
Company, Taylor Chair Company and Victor Safe & 
Equipment Company. 

A hand-picked list of buyers (large industrial firms, 
commercial firms and institutions) were invited to the 
institute which was followed by cocktails and dinner at 
the Castle-on-the-Lake near Lorain. 

Invited suppliers were given liberal space to “set 
up shop.” 

Each visitor was greeted at the door by the owner, 
Harold Bobel. He gave each a letter of welcome at- 





. Pictured at the ‘buyers’ institute” of Lorain 
Stationers, Lorain, Ohio, are: Jim Crell, Taylor Chair Co.; John 
Bobel, Lorain Stationery; Walter Ross, Corry-Jamestown Mfg. Corp.; 
Mr. & Mrs. Harold Bobel, Lorain Stationery; Bill Butler, Minnesota 
Mining & Mfg. Co.; Sally Ferroro, Lorain Stationery; Charles 
Miller, Wallace Pencil Co., and John Amorosino, Victor Safe Co. 


The Hosts .. 


tached to a “school wallet” in which they could collect 
literature. A small gift individually gift-wrapped, was 
presented to each person upon arrival and the ladies 
were given small rose corsages. Mrs. Bobel acted as 
hostess. 

A maximum of one and one-half hours was allotted 
for a visit to the displays. The nine people of Lorain 
Stationers were kept busy for the entire time an- 
swering questions about the merchandise and demon- 
strating it. A new catalog was given out. After this 
session, everyone was whisked off to the lake establish- 
ment for refreshments and dinner. 

The results were most gratifying and a frequent 
comment was, “I never realized you had so many 
items.” 

Just a few short years ago Harold Bobel was a stock- 
boy in a stationery store in his native town of Lorain. 
He attended Cleveland College and after three years 
as sergeant in the USAF he returned to the stationery 
store in his home city. In 1947 he was able, with back- 
ing from several customers, to open his own store. 
Today, his business is on expanding note. 





Marchant Branch Relocates 
The expansion and relocation of the Dallas, Tex. 
office to 4419 Live Oak, has been announced by Mar- 
chant Calculators, Inc. Open house was held on July 21. 
Cecil Baugh is the agency manager.—EEG 
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SEPTEMBER is the start of the big season for 
selling office supplies. It’s the time to stop nursing 
those prospects of yours and start landing them 
instead. Show them THE COMPLETE OXFORD LINE! 
Watch a prospect become a customer in the 

time it takes to say, “I'll order.” 


OXFORD FILING SUPPLY CO., INC. - CLINTON ROAD, GARDEN CITY, N.Y. 
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Art Metal Advances Addington, Bowen 


Algot J. E. Larson, president and general manager 
of Art Metal Construction Company, recently an- 
nounced that L. R. Addington was appointed vice- 
president of dealer sales at the directors’ meeting. 





L.R. Addington C. H. Bowen 


Carl H. Bowen was appointed vice-president of 
branch sales at the same meeting. These two men 
held the post of managers in their respective depart- 
ments previously. 

L. R. Addington started in the office equipment 
business in 1926. From 1944 to 1947, Mr. Addington 
was vice-president and general manager of Wabash 
Filing Supplies, Inc., a subsidiary of Art Metal. He 
was appointed manager of dealer sales in January, 
1952. 

Carl H. Bowen started with Art Metal in 1922 and 
acted as assistant branch manager of Baltimore, Md., 
until 1931. He was manager of the Detroit branch 
until 1945 when he was moved to Boston as manager. 
Since 1948, he has been manager of branch sales at 
the home office. 





Ed Proffitt Retires, Sells Interest in 
Pottawottamie Book Store to Joe Martin 


After 34 years in the book, gifts and office supply 
business, in Shawnee, Okla., Ed F. Proffitt sold his 
interest in the Pottawotomie County Book Store to 
his partner, Joe Martin. 

The store, located at 117 N. Bell, has occupied four 
different sites during its history. When Mr. Proffitt 
bought it, the location was on the north side of Main 
st., near Bell. Later the business was moved to the 
other side of the street, and after that was moved to 
N. Broadway. It was here that in October 1945 the 
store and big shipments of goods for the first post-war 








The E. F. Proffitts in Store Operated for 34 Years 





Christmas, stacked and still uninventoried, was com- 
pletely lost by fire. Early the following year the store 
was moved to its present site. 

Here, business improved and the latest figures show 
that the first half of 1952 was a better business period 
than the first half of 1951. 
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For the past 20 years, Mrs. Proffitt has helped operate 
the store and has been in charge of the new books 
and gift sections. 

Before going into the business, Mr. Proffitt was a 
teacher at Southeastern State College in Durant, Okla.; 
at Northwestern State at Alva, and was principal of 
Shawnee High School. He had also served as super- 
intendent of schools in Perry, Okla., and as a state 
inspector of rural schools. 

Mr. Martin, who has been connected with the busi- 
ness for 20 years, became a partner in 1949. Since Mr. 
Proffitt sold his business, Mr. Martin has gone into 
partnership with Carl Webb, who was formerly as- 


eT -* 


sociated with the Graham Paper Company for five | 


years. He attended Oklahoma Baptist University in 
Shawnee, and the University of Oklahoma 





i 


]. Martin Cc. Webb 


Improvements and remodeling are planned for the 
store, according to Mr. Martin. Already new fluorescent 
lighting fixtures have been installed—EVH 





Remington Rand Announces Appointments 


Robert D. Brown has been appointed sales manager 
for systems products operations and Walter L. Corn- 
well has been named sales manager of photo records 
and television in the home office of Remington Rand 
Inc. This was announced by Howard V. Widdoes, vice- 





W. L. Cornwell 


R. D. Brown 


president and general sales manager of direct 


sales 
and services. The appointments were effective June 
1, 1952. 

Mr. Brown started with Remington Rand in 1940 in 
Providence, Rhode Island as a systems salesman. His 
career was interrupted from 1941 until 1945 while he 
served as a bomber pilot with the U.S. Army Air Corps. 
After his discharge he returned to serve as a salesman 
in Providence, remaining there until 1947 when he was 
appointed assistant branch manager of the systems 
division in Boston. In 1951 he became branch manager 
in Hartford, Conn., a post he retained until his present 
appointment. 

Mr. Cornwell has been with Remington Rand for 37 
years, and associated with the photo records depart- 
ment since its organization in 1932 





Memphis Firm Takes Larger Quarters 

R. A. Currie of Memphis, Tenn., specializing in type- 
writers, adding machines, and cash registers, has 
moved his business to new and larger quarters at 1344 
Overton Park Ave., Memphis, Tenn. The telephone 
number is 36-4449. 

Mr. Currie is a distributor for Queen Ribbon and 
Carbon Company. 
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Opportunity for distinction lies in 


doing ordinary things extraordinarily well . The various 


skilled artisans engaged by Carlton-Surrey create the standards of 


excellence necessary for just such exacting requirements. 
Architectural and decorative 


needs are expertly and freshly 
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and individuality — so necessary (os a rlton “SS ur vey 
( a INC. 
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Sengbusch Marks 50 Years’ Progress; 
Mourn Death of G. J. Sengbusch 


This year the Sengbusch Self-Closing Inkstand Com- 
pany commemorates its 50th anniversary. But this 
otherwise happy event was marred by the death of its 
founder and president, Gustav J. Sengbusch. Mr. Seng- 
busch, a prominent Milwaukee inventor, industrial 
leader, and ardent church worker passed away July 4, 
1952, at his summer home at Upper Nashota Lake, Wis., 
after an illness of six months. Mr. Sengbusch’s Milwau- 
kee home was at 2820 N. Emery Ave. 

Surviving are his widow, Hattie; a daughter, Mrs. 
Walter L. Kuehn, a son Frederick, both of Milwaukee; 
a brother, Fred, of Ft. Atkinson, Wis.; five grandchil- 
dren and many other relatives. 

For 30 years Mr. Sengbusch faithfully served as 
treasurer of the Home for the Aged Lutherans in Mil- 





A. G. Schaefer F. G. Sengbusch 
President 


The Late 
G. J. Sengbusch V. P. Sales 


waukee. He was a life-long member of St. John’s 
Evangelical Lutheran Church, Milwaukee, and served 
as its president and member of the church council for 
many years. He was a member of the Board of Direc- 
tors of Northwestern Lutheran College at Watertown, 
Wis.; a member of the trust fund committee and 
Thiensville Lutheran Seminary building committee. 

Frederick G. Sengbusch, former vice-president and 
treasurer, has succeeded his father as president and 
treasurer. After returning from European service in 
World War II, he became increasingly active in the 
development of the Sengbusch Self-Closing Inkstand 
Company. 

Arthur G. Schaefer, former secretary and sales man- 
ager, has now been appointed as vice-president in 
charge of sales. Mr. Schaefer has been with Sengbusch 
for more than 40 years, having gone through the mill 
from “A” to “Z.” 

Mrs. Walter L. Kuehn (Mr. Sengbusch’s only daugh- 
ter) has assumed the duties of secretary. 

Mrs. Sengbusch, while not actively connected with 
the affairs of the company, has over the years been a 
stimulating influence to her famous husband. Her 
lovely charms have won the esteem of all connected 
with the Sengbusch Company. 


Ink Bottle Needed Improvement 


The history of the Sengbusch Company goes back 50 
years ago to 1902, when G. J. Sengbusch was a clerk 
in a Milwaukee business office. His work entailed con- 
siderable writing, and, as did countless other book- 
keepers and clerks of his time, he found the old- 
fashioned ink bottle to be a constant source of nui- 
sance, and, at times, major disaster. 

It was necessary to remove the ink bottle corks and 
the resultant dipping of the pen into an indeterminant 
quantity of ink often resulted in smeary fingers and 
spoiled work. At times when careless handling caused 
the ink bottle to overturn, the ensuing damage some- 
times took several days to repair. 

Young Mr. Sengbusch decided that there must be a 
better way, and constant experimenting in his work- 
shop led him to develop an ink bottle whose top closed 
automatically by means of a hard rubber float. The 
float was easily depressed by the penpoint and sealed 
the well tightly when the point was removed. A satis- 
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factory volume of ink was obtained regardless of the 
quantity of ink in the well. His own experiments 
proved that he had something that was eagerly awaited 
by the commercial and business world of that day. 








——_, 


In a cautious manner, Mr. Sengbusch began to “feel : 
out” the possibilities for marketing his new invention. 


Working from his home he sent letters to banks, court- 


houses, and other commercial and public offices. The ‘ 


responses to his description of the new inkwell were 
instantaneous and very enthusiastic. He was so en- 
couraged by the results of his letters that he resigned 
his position and founded what is now known as the 
Sengbusch Self-Closing Inkstand Company. 

In the early days of the Sengbusch Company direct 
mail continued to be the only means employed to sell 


the new product, and many and ingenious were the | 


devices used to pull in the elusive orders. 


Results Proved Amazing 


One effort in particular netted amazing results. Mr. } 
Sengbusch enclosed a penny in each letter and sug- | 


gested that the penny be used for return postage. His 
statement read, “Let this penny earn dollars for you.” 
A single mailing brought returns as high as 50% with 
orders for the new inkwell. 

Mr. Sengbusch sent every inkwell out with the state- 
ment that there was an absolute money-back guar- 
antee—the product either delivered full satisfaction to 


the user, or his money was cheerfully refunded. This > 


principle was scrupulously adhered to, although the 
number of returns was very small. Incidentally, this is 
still a basic policy of the company, and old-time cus- 
tomers of the company Know they can depend on guar- 
anteed satisfaction with each item sold. 

The business grew and prospered, and Mr. Sengbusch 
found it necessary to put on salesmen to sell inkwells 
to the stationery trade. 

Distribution of Sengbusch products began to be made 
on a nationwide basis, and stationers and office supply 
houses all over the country came to respect the Seng- 
busch name when it appeared on a product. They 
made money from the line. 


Other Promotions Successful 


The success of the Sengbusch Self-Closing inkstand 
was in the course of years followed by the invention, 
manufacture and successful promotion and marketing 
of such other unique office specialties as: Dipaday desk 
sets, Airite desk sets, Adapto desk sets, “North’rn 
Lights” desk lamp, Kleradesk (correspondence dis- 
tributor), Ideal sanitary moisteners, Handi-pen desk 
sets, No-Over-Flo sponge cups, Sanitouch moistener, 
Cata-Rack (heavy duty catalog and book rack), and 
DePENdable desk fountain pen sets. 

It is interesting to note that, throughout all these 
years, most of the major changes were initiated and 
worked out by the inventive genius of G. J. Sengbusch 
himself. 

Some of the latest developments have been of a 
marketing character. Under the direction of Fred 
Sengbusch and Art Schaefer, a number of innovations 
in the form of merchandising bulletins and a mer- 
chandising house organ for dealers and their salesmen 
have been initiated. 

Corollary with this program, an aggressive advertis- 
ing campaign in Time Magazine also has been started. 
Regular advertisements for the Sengbusch line appear 
every month. 

Members of the Sengbusch sales force (many of 
whom have been with the company for more than a 
quarter of a century) enjoy an enviable reputation 
with the trade throughout the United States and 
Canada. 

During the 50 years the company has been in busi- 
ness many Sengbusch products have been exported 
extensively to all corners of the globe. 

Here is a business, which at its 50th birthday, is 
still pioneering—still looking ahead to master new 
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It’s the first new idea 
in pencils in 25 years: 
The Venus Executive 
Group ... 3 pencils 
designed to fill the 
business man’s 3 
writing needs... 
designed to give you 
triple sales, triple 
profits! 


For years you've sold 
the famous Venus 
drawing pencils to 
artists, architects, 
engineers .. . and sold 
it in different degrees. 
Now you can sell 
business men — 

your big market — 

in the same way. The 
Venus Executive Group 
gives you the 3 pencils 
that research indicates 
the business man 
should use — the Venus 
President for notes 

and general writing; the 
Venus Commentator 
for extra-bold writing; 
the Venus Treasurer 


| 4 es for sharp figures, 
rl f. Ya ‘a extra-fine writing. 
4S . - AS le! +> . 
; Z All 3 are made with 
QO enin : * NEE} . the new silkier 
| | ca ye homogenized lead. 
Z 2 m Distinctive in appear- 
up ance, with their green 
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crackle finish silver-foil 


A Pu embossing and 
d f 11s lel chrome ferrule, they 
ain are truly “the finest 
wh ol e [hata ' : pencils ever made”. 
S a ’ 


Plan to cash in on this 


























3 new idea... ask your 
new } ar et sé a X\ 3 Venus representative 

: about the completely 
ig. unique program that is 
ready to help build 
this big new 
market for you. 


NUS &recitlive GROUP 


3 new pencils that every business man needs 
AMERICAN PENCIL CO., HOBOKEN, N. J., MAKERS OF THE WORLD FAMOUS VENUS DRAWING PENCILS 





the new 
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problems, not only in product development but in mar- 
ket development as well. 

“The many tributes to Gustav J. Sengbusch as a 
grand man, a Christian gentleman, an untiring church 
worker, an esteemed employer, and to the enterprise 
which under his guidance came to a position of impor- 
tance and esteem, better express the sense of the loss 
that we feel than any words that we can now set on 
paper,” say company officials. 

“His devotion to his company was not merely the 
devotion of one who sought only for a commercial suc- 
cess. It was to a stimulating degree the devotion of a 
man who enjoyed and loved his work and was always 
determined that its standards and its principles should 
be the standards and principles of high ethics of hon- 
esty and of honor. We shall carry on in that tradition.” 





All-Luminum Wins Infringement Case 

A consent decree protecting All-Luminum Products 
from further infringement against its name, trade 
marks and styles of advertising for the Fold-A-Way 
Table has been issued in the case of All-Luminum vs. 
Frank and Seder, it was announced in July by Bob 
Cohen, sales manager of All-Luminum Products. 

In addition to a cash settlement, an agreement was 
signed by Frank and Seder and Parker-Allen Indus- 
tries, defendants, in which they agreed not to use the 
name Fold-A-Way; not to use photographs or other- 
wise to picture the All-Luminum table; and to refrain 
from using further advertising which might in any 
way deceive the public that the defendants were offer- 
ing the Fold-A-Way Table for sale. 

The defendants also agreed to pay All-Luminum’s 
costs and counsel fees in the legal action. 

“We hope that the result of this legal action against 
Frank and Seder and Parker-Allen will serve notice 
that we will vigorously protect our trade marks and 
products,” Mr. Cohen said in making the announce- 
ment. “Through long, hard work, with the investment 
of many thousands of dollars in advertising and pro- 
motion, we have won a good reputation and a national 
acceptance of our products. We do not intend to per- 
mit anyone to steal these from us, and will use every 
legal means at our disposal to this end.” 





New Rochester Firm Granted Charter 


Tele-Dictation, Inc., office equipment and supplies, 
has been granted charter of incorporation, listing capi- 
tal stock at 200 shares no par value. The directors are 
Edward J. Walter, 36 Doris Rd.; Robert E. Prather, 45 
N. Washington St., both of Rochester, N. Y., and John 
W. Branch, 20 Westwood Drive, East Rochester, N. Y. 
—EEG 


Dayton Rubber Acquires American Latex 


A. L. Freedlander, president of The Dayton Rubber 
Company, Dayton, Ohio, has announced that subject 
to satisfactory completion of audits now in progress, 
Dayton Rubber would exercise its option to acquire all 
of the outstanding stock of the American Latex Prod- 
ucts Corporation of Los Angeles, largest West Coast 
foam rubber producer. 

Details of the acqusition basis will be announced 
upon final completion of the transaction. American 
Latex is privately owned. Dayton Rubber is listed on 
the New York Stock Exchange. American Latex Prod- 
ucts, during the fiscal year ended June 30, 1952, ap- 
proximated $3,000,000 in sales. Dayton Rubber, in the 
fiscal year ended October 31, 1951, had net sales of 
$54,602,954. 

Formed in 1946, American Latex is a large supplier 
of foam rubber products for the West Coast aircraft 
industry. It makes mattresses, cushions and other 
foam items for the large and expanding Los Angeles 
furniture industries. It also produces a sponge rubber 
product of its own development under the trade name 
“Moltex” is among the largest U. S. manufacturers of 
office seat cushions, and is a major factor in the West 
Coast adhesive market, producing “Stabond”’ adhesives 
for defense and general manufacturing. 

Founded and headed by C. M. Christie, pioneer in 
foam rubber on the West Coast, as president and gen- 
eral manager, American Latex has grown rapidly. With 
a relatively small expense for expansion, officials say 
it could handle a sales volume in excess of $5,000,000. 
Mr. Christie and other key officers will continue to 
operate the firm under its present name as a separate 
corporate division of Dayton Rubber. No executive 
personnel changes are planned. 

By the acquisition of American Latex Products 
Corporation, Dayton Rubber, founded in 1905, is con- 
tinuing its long-term diversification policy. Its best 
known products include Koolfoam pillows and other 
foam rubber products, Thorobred tires and V-Belts, 
Dayco Textile products and Dayco rollers. 





Dallas Company Opens New Quarters 


The S. L. Ewing Company, Inc., a business machine 
firm which specializes in calculators, adding machines 
and typewriters, has opened its new quarters at 2805 
Gaston Ave., Dallas, Tex. The occasion marked the 
company’s 50th year in the city. 

The new store increases facilities and provides cus- 
tomer parking space. 

Robert S. Craig, the sales manager, said that some 
users of office machines in the Dallas area have been 
served by the Ewing Company for 35 years.—EEG 









To Catch the Eye .. . This handsome 
sign has just been erected by Royal H. 
Eckert, Inc., of Allentown, Pa., in front of 
the showrooms located on Route 222, 
running between Reading, Allentown and 
New York. The sign, in color, is 35 feet 
long and is illuminated at night with three 
200 watt lamps. The firm is now in its 
40th year. 
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Storage 
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STORAGE . TILE 


> FAMOUS 


SPACE SAVERS 


STORAGE CABINETS 
FOR EVERY PURPOSE 
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Put It On the Line 


(Delivered by Carl W. Priesing, 
vice-president American Pencil Company, 
at the NSOEA regional meetings) 


@ The other night | went to a party. All ¢ ; ws we 
lough from the Army, Navy and Ma : 


One young marine was a special | f Bef ‘ ting he ha 
graduated from Yale and the Ke ; Sai, as 
after his boot training he had bee ; the bhnils 
but | asked: "Hugh, what are y s for th 
general,”’ he answered. So | asked how ” 

He stumbled a bit and answered Ww t first 4 ’ eed is 
line."' So | thought I'd better | : wit ‘ want ¢ ca 
my pencil line, come upstairs 

Then he told me, "You've got | ; , " 
pin ‘em down."' | must have k ; i r . ‘ . y 
know Mr. P.. a speech ij ke w en's the T a aie 
the old grandmother type } +} 
(2) The French bath ng suit type ‘ the vital spot 
thought, "What is good enough - £ int 
| brought my basket of clothes 

Slip: This is called a slip. One t f t you f 
ing through, except dimly. There » ' 1s Ww t see through 

For instance, there may be a P #4 the peak of the 
fense build up. | don't know w t y p>. how t w s 
| do feel certain you tat ¢ . ‘ 5 = 4 
petitors. 

Bra: This ingeni i$ ttie th ; f 


New and different approach may 
merchandising and selling. Se i W 


THE CRYING TOWEL 
Towel: Every now and then » 
cially when he hears | 
tne why they will take an 
something?" 
There are days when a salesma 
have had such days. 
Nightgown: | should wear 
falling asleep. The keenes f 
business suggest | build a fire unde t f 
Corset: This is a device to keer t ' f 


yn't mak 


rder 
r Je 


Business has been good. Maybe 
selling is a little soft, and mayt f 
let's tighten up 

Stocking: This goes with 
tracts attention. creates desire 
more of that? 

Women's Clothes: W 
wood star put it l've beer 
10 years." 

It might be a g i idea t 
we look at these. This 2g to f 
asleep. We won't need a crying 
merchandising, strong selling. It w 

A new or different approach + } j j ay | 
your business aithough | don't r t 

When | spoke about this talk New k wit Burbani 
“Carl, challenge the stationer's thinking t His big 
over competition is in merchar 
wider and more modern apr af 
pencil business." 

After leaving Paul and while walking a s 43 thought What 
can | say about selling that hasn't f t f w Burbank 
he's tough! What a job he hands 
of a friend. 

He is No. 2 man in a prominent { engineers 
night over highbalis | asked hin n 
tions to so many different | ne / j W talk witt sles 
with customers, with people t f A k pe ey 
Qive us the answers. Our job is 9 f } tw t people think 
and suggest and |0% ir fting all ¢ t ‘ we bas 
recommendations 

That's an idea, isn't it? So | we what 
be done to help them get more 

Here are their replies. And this 
line." Suggestions by your ins 
the basis for putting new power. a 
COMPETITION 

But first let's take a k at 

Future of Stationery: Ten yea f ww 
supply business will be even bigger that. it t wv jet t bigg 
part of this business? 

The department store: the 5 and the stat 

None of these competitor or tt 
advice on product applicat 
service. 


Stationer: The stationer can d 
he does something more nm 
He gives: Service — through a 


Service — through product-know 
product-use. 
Service through salesmans! 


| believe it was Marshal! Fie 
H. Patterson turned it around a 
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And + , . big edge is P 
Service to Customers: What do \ ‘ k a e you 
Most 6 $3i0 your serv ‘ j 3 as ft f mpetitor, 

j wever, that 3 eded ent 
< w le ssa were the 
To Salesmen: A u giving you ; the s 2-opere 
K aC ? erchand hes were 
Gest k 
e fe ~ th wey: | get = neck 
w the de ; ome 
OF ¥ sadiesme 
a has € t ut J activities 
5 uld periodica $ ause if 
wit e gt } xf juced 
) eape Tha ] 
Story velop a t } tt Suited 
tod Tare 3 earch } 
B lL t+ who wa ; i Right 
tty young thing . wore a 
pe ant. Sh t ) and fj 
i 4 terested H and said 
N w 3 the landing f 
Ig 3 beg n 
TRADE UP 
Stationer's Ace > is t ta 
f . { ‘ i wit y e e pul 
the tal xamine its sales 
Need for Pencil Profits: jon't supe ” J t to making 
Came f . jhe 
Ay 34 uld 
6 t “ x pace 
} er w cad + your 
Will They Pay? But you want to k “ eopie pa s higne price 
} F Sunday 
; ke 3 one 
w € N 
Strange Power t ask what t sbout ¢ ttle 1 per 
' é t ; w is N kes it the 
} x and 
1 on 
1 of A er the 
yf t ake sense 
Handkerchief: A s like a | k “ ght 
$ felt plush | j $1.50 $2.00 r ould 
3 ta oth 
tT want r f pen- 
' k £ think 
INCREASE UNIT SALE 
Manufacturer Must Help: Stationers t pa trade-up on 
¢ T ‘ nan ‘ c ae sther tha ‘ 1 ’ +h 4 s to 
” af i m 
r ; t sales 
3 be aC ; " 4 ent 
* + MMT " awing 
we ty, even > ent 
j sf 4. But isn't that 
Sales Opportunity aca f A w, its the 
msliol ws f er 35 yea f . 
: 5 ; 4if 
++ e se ‘ " 
A “ } } ssier to 
tact, if jreater 
k Jer w 
know: f¢ 25 t ~ k to WY 
a They 
i ker a i 7 sr 3s 
A we ’ ‘ est e Not if 
iT kK we Nn oo 
What Customers Want: What , 3 pen 
3 t those 13 
9 $ ‘ what 
w 
? 5 sding 
io hip 
ADVERTISING 
ng 
Psychologists Say Dewey, ¢ t t sid The 
»n being , § wha , why 
Pl w ‘ tr L. TT 
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BATES REFILL 
5000 rustless Brass staples 
each loading. 


BATES 

SAMSON 

PUNCH 

Powerful, easy to use— 
perforates up to 


%” of paper. 
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BATES 
NUMBERING 
MACHINES 

The world’s standard 
for excellence. 


. BATES 
BATES MERCURY STAPLERS 


MODEL C STAPLER Wide range of — a 
Makes its own staples. a 


One loading—5000 staples. 


BATES MUNKEE 

SILENT STAMP PADS 
Reversible, renewable filler 
for long life, 

clear impressions. 


BATES 

AUTOMATIC 

EVYELETER 

Feeds, inserts and 

crimps eyelets 

in one automatic . LIST FINDERS 

action. Data desired is instantly 
before you. 


BATES STAPLE 

REMOVER AND PUNCH 
Instantly removes any staple. 
Punches a hole up to 

a thickness of 

eight pieces of paper. 
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Easiest action, large waste 
container. Compact, economical. 











| asked our salesmen how much advert jy helped them se 


Considerably 56 
Moderately 3 
Negligible 99 


While Thinking: While you're thinking about "how to develop a new ap 
proach" to your advertising have a cigar 

Have a Cigar: Nice fellow over there. First thing he did was to look at 
the band. 

| saw him turn up his nose; saying to himself never heard of it.’ Ir 
fact, | could almost hear him say, ‘That f w Priesing would never give 
it away if it were any good." 

Seriously: Aren't we all inclined to turn up our nose when we get some 
thing we have never heard about 

Uaknown Product: It doesn't make any difference whether it's a cigar, a 
cigarette, a box of candy, or 4 per 
the things we don't know. 

Imprints And Pencils at a Price: wonder if the stationer is smart who 


pushes imprints or pencils at a price wonder if people in offices aren't 
likely to turn up their noses? 

Just to prove | mean well try a rona rona. Y ke the best! It's 
the same in the pencil business, most people don't really want the cheapest 


MERCHANDISING 
Markets Merchandising: According to Ma treet A., the per capita 





purchase of stationery supplies for office workers was $60.00 in 1951. It's your 
biggest market. 

But . . . Mr. Buckwalter also added: "Don't F k the sch market 
Mr. Stationer and remember the needs for the home ' nowba nto a 
big business."' 

Merchandising is the plow that tur p addit sles and addit 3 
profits in all these fields. 

Opinion of Salesmen: In what areas d r sale think y mercha 
dising is weak — where does |t need strengthening 

Comments: More attractive window display yreat pha nN product 
use and application. 

Display: Aren't there too many window displays that have little of every 
thing and nothing in particular? W in't these windows do a better selling 
job if they used the old principle of as sted item display 

You know the story about the grocer or butcher wh nade | wn sau 
sage — 4 very fine sausage, but he wasn't nq anywhere near as much a 
he wanted to sell. One day a pancake flour salesman walked in and he 
said, "Well, lil tell you what ft j Take y rf window it and pu 
nice display of sausage in the middle. Alongside it stack a case of 
Jemima. On the other side put a case of » Cat Syrup. Then put ple 
of cans of Maxwell House Coffee, and in front of then me Meadowbrook 


Butter. Then put up a sign: 


FOR A FINE BREAKFAST 


Special this week 
Regular price 


fw 


What happened: 

Sausage sales jumped from 18 

Aunt Jemima went from one case + 

Coffee and the syrup sales also shot 

Don't you think associated item display i t r sales to the 
household market? 

Office Merchandising: Your sale want to know more about product 
use and product application 


o, ; 


If some people take pencils for granted what can be done about it 

How to Build: Almost a year and or lf ago we hired a fellow who is 
@ specialist in sales education and tra 3. He had watched our boys make 
a lot of missionnary calls on office sy he came ¢ e and said 
have an idea. What we should d t He justry a service. an ena 
eering type of service based on a surve f where they e pencils said 
“Listen, boy, are you nuts have y yone off y rocke was kidding 
him because a very successful merchandis. sd already made the same 


suggestion. 
This is the way he described the 


“Too many people take pencils for grant T y think that one kind 
of pencil is good enough for every 

“A pencil is a tool — an instrument of work. It affects t iscles of the 
fingers, wrist, arms and eyes. Writing " 

“The right tool for any job is the best + Y sn drive a nail with a 
ball point hammer but it's no good. Y " se a N ‘ wy the shot 
calls for a No. 7 but you may land ; 

"Get the picture?" he asked 

He continued, ‘You make various dear f ad. T sre many different 
kinds of paper. These can be classified a jing to surface as sr th me 
dium and rough. Each degree of lead wil! make a diffe t mark on different 
surfaces and colors. Yet few people dream of mat 3 the per to the 
paper. There is one other element in addit to paper which determines the 
best pencil for the job: writing requirement ne job may call for speed 
writing like a stenographer; another { ess of line for fiqure work: another 
for durability and legibility of records, and so fortt 

Conclusion: Why not bring al! these togethet? The paper. the job require 
ments and the pencil? The correct per for th b is the best per 

The right pencil, like a suit of thes, fits better, feels better and wear 


better! 
ALPCO: That fellow made sense 
So my company developed a system of elect t's the ALPCO 
system. 
It will help industry get: 
Better pertorma 
Better rec 
Lower cost 
from wood cased pencils. 
How: It does this by furnishing industry with a simple method of selecting 
pencils in accordance with the paper used and the job requirements 
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if will help overcome taking pencils for granted, and the pression that 
ne pencil is good enough for every job 
It's the one way to trade-up pencils, it will push up sales and pe profits 
SALES POLICY 
Your men had a umber of sales po y uggestions Dut tw *~ surprise 
When asked ‘Do you think it would be helpful ¢ pecialize on a lim 
ted group of ¢ jucts changing the group every 2 to 4 weeks 
79% said ‘ye 
1S% said 
5% were uncerta 
McKesson and Robbins have been very successfu the wholesale drug 
field. They use a system of weekly product specialization. The items selected 


sre sued as sales starters. When the salesman finishes he goes through the 





wa OF 
2. Management and customer relations. TI} we urprising. Although 65% of 
alesme 31d that present contacts by management key 6 unts were 
ficient, 35% were of the opinion management should ca key accounts 
re frequent 
SALES MEETINGS 
When salesme sre asked about sales pia “ ? és Mmeetingsy 
A. 90 out of every 100 sales people think sales meeting ; p them pres 
e more busine for you. 
B. 60 of your sales people say sales meetings are not he enough 
Whe isked What your opir of the meeting nave a 
jed 
xcelient o 
WwW ortnwh ie 4 
P y planned 
WwW sste *t time 
> 3s people would k $ 
A $ e tundamenta f sa 44 ery 100; 
More t anutacturers sa res iW 
e territ 0 f 100 
Suggest f sales aids er — & 
. eve 
More dis roduct use and 4 3 uct Com 
truct 80 t 100 
ese thoughts ’ your wr pies people ; jive y 1e8 on~¢ 
w 38 ; t harder hitting salesmanship and more juctive mer 
; j 
Pp to now we have been discussing a few suggestions made by your im 
je ana outside ganizations on what you 3 10 To heip them get mor 
Yy we r, have a few suggestions for ther 
Tou want your salesmen to be enthusiast . Ww Emers Nothing 
eat was ever & mpiishned without enthusiasnr 
Y want t t sdiate faith in you npany, its ¢ es and its 
handise. W ; James the great American philosopher wrote My 
faith ne else's fa th, T Y 6 thie the na nspring 
) 
thusiasm and taith are rooted to knowledge. And that's where you comé 
3 t have an enthusiastic sales for s faithfu t sting sales 
¢ unless y Take the iead in making k wieage sles «k wieage — 
wnt you ; nen to be persistent. N slesmar an | s profes 
. wit c e 
say t English are the best world t because they 
“ be rr best equipped ? best ftraine Dut bDecauié 
y ng 3 tes ngé Rememt EI A sin? 
Dar ste a me fear enthy 3srr Er thy < ljeve rex: ; S én eb Faith 
ws ¢ * k w ye 
ales a } f knowledge: sales c e erchandise 
3 anc advertising are transmitters of k wieage; knowledge uminates 
? way ?f trade-uf while service re Die That arrive nigh Ttrequency 
; f 
he future t the stationery business is bright. A fresh apr ch to your 
aie probier ? eet todays condit Ss w make y eve more @fs 
ast ? “ 





Traveler Talks to the Trade 


(Delivered by R. A. Maish, vice-chairman 

Field Division, at NSOEA regional meetings. 
Similar talk was made by F. C. (Chet) Williams, 
vice-president Field Division) 


@ ladies and tlemen and, if | may sa without be estigated 
by Senator M rthy—e special he tet” is f w travels 
Ss very great ¢ ssure to attend this trict Reg neeting for 
t time, and ¢ appear briefly on the ¢ jram as a representative 
e F iC 
et Williams. has ask that ah a jreetings 
and his regrets that he cannot attend 
Being a member of the NSOEA troupe ’ new and we ed experience 
er f the Field Div n. This ning out 
When elected vice-chairman last fa r ¢ fully realize just wheal 
wea volved i see myself attending a ber of Reg sis, meet- 
3 friend nak 3 new ones and Ting back stening to the speakers, 
swake 3 came when ! received not f Chet that would have 
eak briefly at each Regional | attended 
k for a sut wrote Chet, asking him to answer the nple ques- 
What sha talk about?"’ Evidently vaudeville must st be strong 
seattle, for Chet niy answer was—"'Talk about |0 minute 
rirst of 8 er me say that the travelers sincerely appreciate the privileges 
f 3 8 part the NSOEA. | assure you the privilege w never be 
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a 
H.C. Allen 


: CASH REGISTERS 





zh. 

31 MODEL 201 
Popular because it con be used for add 
tiplying as well as for protecting cash 


~ oa 4 designed to protect 


, every business transaction inw 


i 1e)8) 44 201A Upright Service Station Mode are "4 
. Brand New ... has al! the famous R. C. Allen pro o> 
- fective features. Especially designed for operat 
who prefer the upright type cash register 
Fite ee 3 
pr ; 
° 
- < 
= 
ed 


| NOW is the time! 


There is no season on cash register sales. 
Boost YOUR sales volume now. Sell 
R. C. Allen Cash Registers. 





R.C.Allen 


, dise or kind of service and attendant. Accumulate 
locked in totals of gallons of gas sold as we 5 ess nes, he. 


MODEL 511 


Protects both stock and money. Designates mercha 


money values. Handles cosh and charge sales 


ceived on account and paid out transactions 680 Front Avenue, N.W. — Grand Rapids, Michigan 





Siteteo ld, 20, 25 


"ta aees 


MODEL 611 


(Six carriage 
widths available) 





R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W. Grand Rapids, Michigan 






















Now 


that ALL-SULPHITE PAPERS are 


ZED 


en . =—  plentifully available Rockwell-Barnes Ruled Pads are 
——S AGAIN furnished in the same high ‘quality that estab- 
— lished the line with dealers everywhere. The same high 
degree of workmanship is maintained throughout in the 
processing of Rockwell-Barnes ruled pads—with the re- 
sult that improved quality and color of paper plus super- 


vised workmanship, offer absolute TOPS in value. 


Ruled Legal Pads 
Ruled Memorandum Pads 
Quad-Ruled Pads 
Plain Scratch Pads 


WHATEVER PADS YOU NEED 


i concentrate your ordering on Rockwell- 
— - Barnes Products— preferred by discrimi- 
nating dealers. 





KWELL-BARNES COMPANY 
Chicago 1, Ill. 


Write today for complete samples of the ruled pads YOU require—see for yourself the superiority of Rockwell-Barnes Products. 
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abused, but instead, you can count on t embe f the Field Div 
to co-operate in every possible way. T! j 


to make the Regionals and the Nat sl s essfu se he virtues and 


benefits of the association and to boost membershis 

We traveles are not unmindfu f the fact that 
Main Street. There is no difference Y what happe snd to Ma 
Street concerns us as much as y 

It is needless to say the traveler of toda er r Jed. He recog 
nizes and realizes that the job of toda y Se 3 b and 1 u ; 
order taking job. He appreciates the fact that the Jer he gets from y 
is not consummated until the merchandise passes fror > ghall tate the 


hands of the consumer. He wants t tribute to speeding that movement 


from shelf to consumer 

The traveler, through training and ¢ 
merchandise and what makes it tick. He knows the se i: ts which ca 
create interest and, because of his getting a 1, he knows what has bee 
done and is being done here, ther f ther place, to make thing 
click for successful distribution 

Yes, the traveler has an abundance of informat Auch Jiver y 
in voluntary manner. Probably there is e to be given for the asking. His 
experience is available as wel! as invaluat He wants ¢ hare with you 
everything he knows that will create 

The traveler is very much interested 
realizes that when the sales person the store and the itside salesmar 
know the merits of his merchand enthused about it, he has 
spread himself out in a sales jetting way Not 4 re 
the entertaining kind, but most of us ha story to t ur Own way 
founded on fact and experience 


TRAVELER’S SERVICES 


The traveler has two basic services to rends » service to his employe 
and a service to his customer. The tw ervices are very much one and the 
same. Both have to be founded or tegrity ent snd energet 
effort, and a high degree of loyalty. Hapr the travejJer when you have 
signified to him that he has your nfid H ah eturn to the fu 
of his ability. 

In checking around to find out what of t yht be mmented 
on, it was suggested that the subject of 3 time sd 
it from me, the travelers appreciate 
wonder how you find time to see the t y t have the 
lems of trying to extend the numbe f t é | per day 
week and month. As was pointed t to t at ; vention in Ch 
cago a few years ago, there is a vast ff e betw the umber of 
calling hours and the number of f 
both of us. Our bosses are prodding f sctua é 3 hour How 
to get them is the problem 

There is some thought that actua y time yht be extended, if that 
very much needed thing called ‘'stock taking i be speeded up, or be 
more in readiness for the salesma ; per | sdvance 

The suggestion is not with the thought tent that a salesman t 
in, grab an order and bounce t, but rat time w i be 
available for talking over the var wa t ake ale 
to create sales, which, indeed, is act 

Please be frank with the traveler f zht ; hort nings 
advise him against himself. He 14): f t. There , ny en ¢ 
who have successfully shaped the I bust f frank and friendly 
advice given by the trade 

The traveler is not content iust to walk a ; Ma treet—he want 
to be a part of it and to do al! he can t ke it tter Main Street 

We travelers are proud of our field d ynd that y t w 
always have reason to be proud 





Victor Opens New Regional Offices 


The Victor Adding Machine Company has announced 
the opening of regional sales offices in New York, 
Chicago and Beverly Hills. 

As part of an expanded sales program for 1952, A. F. 
Bakewell, vice-president and general sales manager, 
made the announcement at meetings in the three 
cities. These new offices will provide closer supervision 
and contact for factory branch and franchised dealers, 
Mr. Bakewell explained. Heading these new offices will 
be M. W. Turner, eastern; F. C. Allin, central, and Kurt 
Vasen, western. 

Also working out of the Central regional office will 
be J. F. Strong, assistant manager, central region. 





50-Year Charter Given Oklahoma Firm 


The National Printing & Office Supply Company, 
Inc., has been granted a 50-year charter of incorpora- 
tion. The incorporators are listed as Helen Gertrude 
Murphy, E. L. Murphy and John N. Frank of Sapulpa. 
Capital stock of the Oklahoma company is $500—EEG 





New Orleans Firm Chartered 


Louisiana School Supply Company, Inc., of 2755 
Orleans Ave., has been granted charter of incorpora- 
tion to sell office supplies. Capital stock for the New 
Orleans, La., firm is listed at $10,000 —EEG 
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pation. for he 


Report of Secretary-Manager 


BY FRED R. SMART 


Stationers’ Guild of Canada, Inc. 


Presented at the annual convention in Winnipeg, Moy 26, 1952 


i T BRING Y report of the operat f your > ; e the ast 
eeting t n any sense, an ard S$ task Y r 38 ation has 
5 et te Ow everal ways 
T president and directors have author 3 the ¢£ ra before you 
with the planned tention of allowing the necessary t he proper 
jerar f your affairs without being ft trenuously pressed fo give 
eserved and necessary attention. And t mes 8 able, both 
€ e and ta ties are available for mmittee fr groups to meet 
xtra pe 
purpose * thie nference i to provide a forur - Se 3 which 
“ eve, w be most helpful at this particular period your business 
The speakers we have secured are the r tainab h place 
proceedings and your own members w feature 4 se which we 
“re w be a highlight in Guild meetir 
Now for some t the Jetails of your 
° 
Memberships 
uild memberships have increased during the past yea t true that 
have had ne r two withdrawals, bu s have 3 those 
" have retired from our lists And r 5 ; with this matter * mem 
hips, je? me point ouf that we do not pe ically g 5) tf in an ofr 
yanized new member drive just to increase f ymbers. New embers 
renewed embe “ be weicome any time, buf we d want app ants 
ntending to make their own tribution to the a ation ‘ 
ars to settle their fee assessment sha he juct 
ite what they can, be it time or experience, or spe 
knowledge that w help solve mutual ¢ bier snd iend support 
yenera provement of conditions this trade. Let r point 
hat all new apr ations are proposed and seconded by present mem 
t nte our board of d tors bef accepted 
board. TI sturally entails a wait f i before new applicants 
sceived int embershif 
Finances 
The fina i for the year 195!1 were as satisfactory as any 
3 experience. There was a perating surplus for the year 
ver $500.00. The exhibition in connection with the convent held last 
Montreal resulted in a somewhat higher net profit than anticipated 
ew of this, ye jirectors authorized the purchase of another $1,000 of 
tt is. These were secured in February of this year aking the 
IMO if bonds, $4,850.00 
finar 3! picture for 1952 is expected + t juite e uraging t 
} 1, however, tnat a ) } eeting without & display 
handise, and especialiy one heid a } distance from headquarters 
taking. Another ite f expense that w probably 
3 ntal of off f pre e expire 
J even & renew tract w 
t at anywhere 5] ; | + this 
} 3 directors w e 
Guild Insurance and Welfare 
There re v y Tew J experiences s e fT eg 3 ? jar 
yht more genuine satisfact snd the fruit of a 
atior grouc ns sna hospita stion piar 
Jeal of detailed re rd keeping 
eck 7 back with the q st-West Life A > eC 
Nevertheles the results are very ratify 7 " j " ; stir every 
r the pian, ft e “ w J 
We w have 31 companies participating and the re 
Fost ty vears of operations wa stisfactory that bstantia 
benefits were granted to a without increase in 
premium payments. These increases ir verage went into effect a f Ja 
6, 1952 and were as f ws 
s from $1,000 to $ 
. reasea ? . s 
; reased f g $60. 
mind ga 5 Ww 3 s 3 
s t parar t 3 gra 
tha he * wy h > Pe wWV < L o 
c n ff e extre a) v 
P «+ tandard reauirement. F an y legitimate . when 
forms are properly completed and signed, it y 8 matter of hours unt 
eck ? way tne successtu pera? ? any plea uch 38 
aatittat Ccstiees please be ren ed that the / urance 
s stinct fr - » — 
hal 3 U 
Legislation 
A you are a : we aware, since asst genera eting, there 
g changes 3's affect sily the 
efer particularly w Resale e Main 
e UComobpines e A a er 
a be was distinctly the act enire a+ " 
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They’re on the way! 


WATCH 


for the NEW ‘“‘Flexi'’ Products 


in forthcoming issues ...... 


FRODUCTS 


Yes, we’ve added something NEW to our popular line of ‘Flexi’ 
Bookcases . . . a brand NEW line of products that we believe will 
meet with your instant approval. Every office and every store are 
prospects for these NEW products. They’re quality built and priced 
to make good profits for you. They'll sell on sight. If you do not 
want to wait for our formal announcement, write or wire Joe E. 


Davis today for pictures and full details! 


BORROUGHS MANUFACTURING COMPANY 


UBSIDIARY OF THE AMERICAN M AL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


Producers of the famous ‘’Flexi’’ Bookcases 


with SLIDING SHELVES that are 
ADJUSTABLE WITHOUT BOLTING 
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of our membership. We suga 
do. No less than four spe 
members responded, we 
enough to send us copie 
prepared document over ft 
Judiciary Committee, ask 


an individual manufacturer be 
consiaerea an exce t 
tioners 

In this one connect m 


pleading or argument w 

Comments of one of the 

quoted from Hansard, wer 

was known from the pegir 
However, further chang 

those proposed w be 

our purpose ft report } r 


may be calculate 


Information 


Some time ago we start 
lars as to who makes tt 
and so forth sre re 
very he pful + . 
underline. 

First, the requests for f 
calls. They me from a 

Second, we do try t¢ 
possible, recognizing that 
particulars and tr f 
nection, tox yOu yn be f 
an tery that jnusa 
drop us a4 ne. A 5 t 
Just here, | wish f¢ ycknow 
Toronto Guild members wi 
of these matters for the 

| wish it were ¢c sible f ME 
cern we feel for the ne 
value to you as membe 

There iust does not se 
of the materia that 
only realize how w 

ay that he s th 
you would make if 4 pra 
persona! items of terest 
through ir bulletins 
another member 

bn ¢ 


of seasor fr nara 


Canadian Retail Federation 
We continue t¢ . 


are especially fortunat t 
formation respecting 


developed rather 


primarily those 8 rata 
so much w th ind trige 
of that organizat ce 
opportunity £ meaet } 
in @ strictly informal way 
period bound ft 

Just the ther day | hea 
this trade dont t 
the experience and know 
Club activity’. This party 
expressing his thought that opport 
member companie w he ’ 
making contacts and by ga 
leave it to the proper ret 
to you who are top execut 


effectiveness of your pers 


Field Division 


After much caref «+ 


has been undertake For 
place should be found wt 
enjoyed by those wht pe 


an effort to help keep th 
informed respecting G / 
relations and put relat 
subject to your board 
individual wi siway be 

This will not be a 
effort to develop a 

As you are aware, w : 
business n the stat y trade 
but we do have some re 
their figures when they are . 
some instances that wa Aor 
There ;s one thing we w 


Several times you have be 


are kept in strict aftol 
don't even know the mpa 
final figures are abs te 
expended on their a rY .+ 
It is very encouraging * 
divisional meeting Apparent 
problems in our organizat 


Western Ontar suild 
unit with planned periods 


+} 1 ‘ es 
+ + } < 4 
Necrology 
; : ; ¥ . Mat ? 
A Ba : R A 
Directors and Officers 
Elections 
Prospect 
»+ ; business 
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... where we'll be looking for you with the warmest welcome, the usual 


big red apple, and an interesting display of Dennison Goods. 


Dennison 


Framingham, Massachusetts 
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Collective Bargaining 


By Robley D. Stevens, J.D. 

(Former official representative, U. S. Department 
of Labor; author of Essential Management Records, 
The Writer's Search, Labor Relations Audit, and 


so forth) 


gw SINCE THE CHARACTER of collective bargaining 
agreement changes continuously and many of the 
clauses and provisions may undergo significant altera- 
tion, management ought to have procedures and up- 
to-date records for analyzing them. 

Collective bargaining under the LMRA has become 
a permanent factor in the employer-employee asso- 
ciation. When management co-ordinates all available 
forms, records and information, it will recognize that 
its structure under the “free enterprise” system can 
carry on effectively. 

The battle is on now, that approximately 16 million 
workers are organized and governmental intervention 
is apparent when management and labor unions do 
not work out plans under the applicable labor laws. 

How does your management handle “across the 
table” procedures? What techniques does it apply? 
Does your opponent turn the table on you? Is your 
management always on the defensive? Does it under- 
stand the strategy used by labor unions? Does it read 
union publications to ascertain attitudes? Does it 
solicit the co-operation and help of the Federal Media- 
tion and Conciliation Service and the National Labor 
Relations Board, to insure proper treatment? 


Check List for Management 


On the other hand, if your management is willing 
to accept the proposals and/or demands of organized 
labor, it will know little of the anatomy of collective 
bargaining factors. What perspective does your man- 
agement take on the following? 


Union to supply all workers 


Temporary employees to |} replaced by union members 

Extra help to have union permit cards 

New and present employees to join union in 30 days 

Union to help with efficient production 

Demoted supervisors to join union 

Referal of disputes to arbitration procedures 

Incentive wage provisions 

Supervisory, clerical, and office employees excluded from 
collective bargaining contract 

(jroup bonus plan 

Separate procedure for routine technological, and other 
rate changes 

New wawe rates for new 

Management-labor co-operation in time studies 

Production standards 

Vacation and holiday pa 

Minimum work requiremer 

Disciplinary action 

Discharge, transfer and reir tements 

Promotions, accidents and seniority 

Dismissal pay, drunkenness and legal deductions 

Unemployment compensatior 

Payroll computation method 

Administration of apprent training programs 

Establishment of job evaluation plans 

Rates of pay, hours of work and overtime compensation 

Learners, reclassification 

Aptitude testing, merit ratings 

Profit-sharing plans 

Reduction in workweek 

Wage structures 

Recordkeeping practices 

Ascertaining labor law « 


Financial information on labor costs 

Management must have complete records of infor- 
mation on these collective bargaining factors for pro- 
tective purposes. It can accept the task of negotiating 
with labor unions, like any other business function, 
if it will analyze them accordingly. Once management 
recognizes the importance of handling these factors, 
it ought to work out a mutual contract. 

Has your management made great strides on these 
increasingly important elements? Does it solve specific 
and concrete points as they arise? How does it handle 
the exclusive rights and/or privileges of organized 
labor pursuant to applicable labor laws? Does your 
management ignore and/or reject practical solutions? 

Does your management attempt to sell labor unions 
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- interest to every management. 


and workers on accepted management functions that 
have proven themselves beneficial to all? 

Management’s persistence in dealing with all such 
collective bargaining factors is worthwhile, 
grievances occur. It requires a relatively short period 
of time to keep posted. It will take more than 
shadow-boxing to settle the labor problems with which 
management is constantly faced. Perhaps labor-man- 
agement committees on safety, suggestions and so 
forth, should be formed in order that management 
may obtain an over-all picture of precise situations. 

Does your management re-examine its present poli- 
cies and endeavor to determine what is missing in the 
recipe for better management-labor association? 

Violations of labor laws can prove costly. Does your 
management attempt to analyze and understand the 
motives of organized labor? After all, management 
requires facts when bargaining with workers, labor 
officials and Government agents. 

Does your management adopt the “horse-trading” 
approach, or the “defeatist” attitude? Does your man- 
agement attempt to keep union demands to a mini- 
mum? How does it handle concessions? Does it try 
to stabilize the employer-employee relationship? Does 
your management have a staff of researchers and 
negotiators for dealing with labor unions? 


Handling Union Contracts 

How many conferences does your management hold 
prior to signing a contract? Does your management 
insert clauses in the collective bargaining agreement? 
Does your management insist upon the insertion of 
amendments in contracts? How does it work with 
NLRB examiners? What amount of “free speech” does 
your management exercise prior to, during and after, 
the signing of a contract? Does your management 
believe in appeals? 

Instead of standing by for organized labor’s reaction, 
is your management building up a strong defense? Is 
your management openly hostile toward unionization? 

By handling these collective bargaining factors, 
management within its framework can profit and, 
possibly eliminate, further litigation. 

The unprecedented rise of union contracts is of 
To put the matter 
more broadly, management must solve its collective 
bargaining problems. 

In view of this, it is probable that management will 
want to adopt a different approach for finding a solu- 
tion. Is your management unable to cope with col- 
lective bargaining because of the complete absence 
of records, information and skill? In any event, it 
ought to have many counter-proposals and a basis 
for rejecting demands submitted. 


Time for Negotiation 

The time management sets aside for negotiation 
with organized labor is valuable. Is your management 
conserving that precious thing—time? In the present 
economic, social and political structure of America, 
it appears that all managements have a selling job 
to do. What broadest approach is your management 
using to reach its goal? The guessing game won’t 
work in labor relations, just as it won’t work in 
making profits! 

Leadership is required to solve the many collective 
bargaining factors management is faced with. Does 
your management have trained executives to work 
out a clear-cut and easily understood system for 
workers? Does your comptroller have accurate and 
adequate financial information when your manage- 
ment gets a “subpena duces tecum’’? 

Do your workers misunderstand your management 
structure? Is your management laying a sound 
groundwork to handle the continuous process of col- 
lective bargaining? Does your management have a 
systematic procedure for handling company rules, a 
code of internal promotion and an employee service 


9 
plan? Turn to page 306, please) 
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Really scientific achievement is considered 
accomplished only after timeless research . . . 
and indefatigable testing. ROSE Products 
are produced that way! Laboratory tested 

. proven... dependable. Rose Products 
are dependable because they rank highest in 


performance and satisfaction. 


Specialists in the manufacture of: 


MASTER UNITS (Plain and Printed) 
SPIRIT CARBONS 

HECTOGRAPH CARBONS 
Hektowriter Rolls 

Also Duplicating Fluid and Hand 


Cream 


Via! 
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Acme Announces Personnel Changes 


C. E. Attwood, executive vice-president of Acme 
Visible Records, Inc., has announced several new ap- 
pointments of management personnel. 

W. M. St. John will be general sales manager, in 
charge of all Acme sales. He has been in the Acme 
organization for some years, having been district man- 
ager of the Washington and New York offices, and 
most recently vice-president in charge of Eastern 
division sales. His long experience in the visible record 
business and a thorough knowledge of government, 
industrial and dealer sales make Mr. St. John particu- 
larly well suited to the position he now assumes. 

A former lieutenant commander in the United States 
Navy and at present manager of Acme’s Washington 
district office, V. E. Deinlein was appointed vice-presi- 
dent in charge of U. S. Government sales of all Acme 
offices. 

M. J. McMurry, long time member of the Acme or- 
ganization, has been appointed vice-president, special 
assignments. Mr. McMurry was formerly Acme district 
manager in St. Louis and Chicago. 

Headquarters of Mr. St. John and Mr. McMurry will 
be at the home office in Crozet. Mr. Deinlein will have 
his office in Washington. 





Chattanooga Company Elects Father, Son 


Chattanooga, Tenn.’s oldest business concern, the 
T. H. Payne Company, has elected a father and son to 
the posts of chairman of the board and president of 
the firm. 

The new chairman, Charles H. Howell, is in his 51st 
year with the stationery, books and office supply com- 
pany. Following the death 30 years ago of T. H. 
Payne he was named president. 

Thomas P. Howell, the son, who has been with the 
company for 20 years was vice-president prior to the 
recent election. He is also treasurer. 

For its entire 87-year history the business has been 
under the ownership and management of the same 
family. 





Stein Shifts Emphasis to Tufide Production 


Because of increased volume of business Stein 
Brothers Manufacturing Company has decided to dis- 
continue the manufacture of luggage and to use the 
facilities made available to increase the production of 
Tufide and leather zipper cases, portfolios and brief 
cases. 

The company exhibited its line of leather goods at 
the Luggage and Leather Goods show held in Chicago 
in August, and will show at the NSOEA convention to 
be held in Chicago in October. 





E. P. Hambly Joins San Bernadino Firm 


Arrowhead Office Equipment Company, San Berna- 
dino, Calif., has announced the appointment of Earle 
P. Hambly as manager of the firm’s stationery and 
office supply division. 

In making the announcement, Charles L. Dometrius, 
general manager, said that Mr. Hambly would have 
full charge of the rapidly expanding office supply de- 
partments of the company’s two stores. 

Mr. Hambly has been in the stationery business for 
over 30 years. 





Cincinnati Firm Appoints Distributor 

John B. Kirven has been appointed distributor for 
Cincinnati Time Recorder Company in the Dallas and 
north central Texas area, it was announced in July 
by C. F. Steinmetz, vice-president 

Mr. Kirven has been connected with the business 
machine industry in Dallas for the past 35 years——CAP 
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L. E. Waterman Moves Plant to Connecticut 


The L. E. Waterman Company, the headquarters of 
which have been in downtown New York for more 
than half a century, has consolidated its manufactur- 
ing and administrative operations in Seymour, Conn, 
The announcement was made in July by F. D. Water- 
man, president of the company. 

At the same time the company has been reorganizing 
and expanding its executive department. Robert D. 
Howse, president of Electro-Physical Laboratories, 
Stamford, and former president and general manager 
of Argus Cameras, has been elected a director and 
executive vice-president. He is chief executive officer 
of the company’s domestic operations. 

George R. Weppler, formerly a director and general] 
production manager of Industrial Tape Corporation, 
has been elected vice-president in charge of manu- 
facturing. 

Other new officers include Gordon F. Gilmore, secre- 
tary and treasurer; Charles S. Kernaghan, former 
Waterman sales manager, vice-president in charge of 
sales and merchandising, and Robert D. Scott, vice- 
president in charge of research and development. 

The company pians to maintain a suite of offices in 
Manhattan as a top management and sales head- 
quarters. 





Tufnell Goes to All-Steel as District Manager 


Del Tufnell has joined All-Steel Equipment Inc., ag 
district sales manager in charge of dealer sales in the 
southwestern states of Texas, Oklahoma and Arkansas, 


Del Tufnell 





For more than six of his 25 years in the industry, 
Mr. Tufnell resided in Houston, Tex., while associated 
with Remington Rand Inc. He will make headquarters 
in Dallas, Tex. 





Office Supply Firm Opens in Lake Wales, Fla. 


Business firms in Lake Wales, Fla., and adjoining 
towns are able to shop locally for their office supplies 
now that the Florida Office Supply, Inc., has been 
opened. 

The firm had its formal opening at 427 Park Ave., 
Lake Wales on July 12, and is said to stock the largest 
line of office requirements in the area. 








Jack May, well known in the city, is managing the | 
store. He is putting special emphasis on service. His | 


assistant is Eleonor Broderson. 


Mr. May was employed in Lake Wales for about 10 


years before going into the army during the last war. 
For several years he worked for the Tyler Office Sup- 
ply, Inc., Winter Haven, Fla. Starting there in the 
shipping department he worked his way to a sales 
position where his customer relations work was so suc- 
cessful that he was made manager of the Lake Wales 
store.—JL 





Chattanooga Company Expands Facilities 


The Office Equipment Company of Chattanooga, 
Tenn., headed by Woods White, president and treas- 
urer, has leased space at 803 Broad St., in order to 
expand its facilities. The store will, after this addition, 
form an “L,” making connection with the storeroom at 
108 W. Eighth St.—EEG 
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now With new Form-Flo base. 
y, 
d 
rs 
. . ee 
1 Adjustable in a jiffy to 
. . . . . 
the individual physique | 
ig ; t 
2S ® Here’s an office chair for men that’s bound to head the sales H i 
D parade—the Cosco Executive! : ' 
Here’s why: (1) Six comfort adjustments, made without : ' 
tools, that fit the chair to a man’s own physique, his own work i ; 
habits, hi wn ideas of comfort. (2) Sturdy, all-steel construc- : ; 
‘ tion, with foam rubber-cushioned, saddle-shaped, revolving : i 
‘ seat and new one-piece Form-Flo base. (3) Du Pont “‘Fabrilite”’ H ; 
upholster nd Bonderized, baked-on enamel finish in all pop- : ; 
0 ular offic lors. (4) More comfort, more convenience—a : i 
. ' 
create el . 
aap ovtaing gy eo ' 4 : : For angle For height ! 
Here hair that you'll have no trouble at all in selling to i of backrest. of backrest. ; 
management as a profitable inv estment in attracting the best ; For depth For height : 
pers . getting top working efficiency . . . improving : of seat. of seat. ' 
office : rance ! 
mx a5 ee. . ’ a : ! 3 For slope 6 For tension ' 
Make the Cosco Executive your leader in America’s leading ; of seat. of tilt action. : 
line of all-steel office seating . . . including an armless model to cementite chia ieee hae ' 
match the Model 18-A Executive; arm chairs, side chairs, and : ; 
secretarial chairs. Stock and feature them all. Nationally advertised 
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Custom-built quality at mass-production prices 
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Oklahoma Firm Makes Local Installation 


The Oklahoma Bank & Office Supply, 121 N. Broad- 
way, Shawnee, Okla., recently completed installation 
of furniture and equipment in the new home of the 
Home Federal Savings & Loan Association at 120 N. 
Bell, Shawnee. 

The building was completely remodeled with a 
modern-type front of slanted glass and marble walls. 
The interior is in the modern manner to suit the needs 
of the company and to provide a fit setting for new 
and modern office equipment. 

Installations by the Oklahoma Bank & Office Supply 
included a Mosler four-hour vault five-door; four 
legal-size four-drawer Globe-Wernicke filing cabinets 
in the vault; a 77-inch walnut table in the directors’ 
room and Executive furniture by the Executive Furni- 
ture Company, Oklahoma City, to match. In each of 
the officer’s private offices there are a walnut Executive 
desk, a big Executive posture chair with side chairs to 
match, a stenographer’s posture chair by the Ohio 
Chair Company, waste baskets and duo-letter trays in 
Virginia walnut to match. Walnut executive chairs by 
Stationers’ Manufacturing Company, Ft. Worth, and 
other chairs by Gunlocke complete the furnishings. 

The Oklahoma Bank & Office Supply is owned by 
Bob Bizzell and Ernest Russell, president and vice- 
president, respectively. They have owned and operated 
the firm for the last five years. 

The business originally was the Peerless Office Sup- 
ply Company, owned by Jake Winn, who sold it in 1942 
to Otis Hobbs and Bud Dierker. The name was then 
changed to the Oklahoma Bank & Office Supply. In 
1946 they incorporated with Mr. Hobbs as president 
and in 1947 sold to Bizzell and Russell —EVH 





Publish Annual of Industry in India 

J. Stewart Allan is the editor of the “The Office 
Equipment & Stationers’ Annual of India,” published by 
Excels, Ltd., 1/155 Mount Road, Madras, India. 

In his preface Editor Allan declares, “I trust that this 
journal, the first of its kind in India, will be read and 
appreciated by government and commercial organiza- 
tions, which should serve as a ready reference book 
to determine their final choice for the purchase of 
office equipment and stationery products. .. . I hope 
therefore, that the Office Equipment & Stationers An- 
nual will be the lengthened shadow that will help 
spread efficiency throughout the length and breadth of 
India.” 

The volume is replete with articles concerning the 
origin of machines and systems for the office. Illustra- 
tions are profuse. 

A directory of suppliers and manufacturers is in- 
cluded. 





R. L. Unser Joins Boorum & Pease 


Boorum & Pease Company has announced the ap- 
pointment of R. Lawrence Unser as credit manager. He 
takes the place of Tom Edwards, long-time head of the 
credit department, who has been indisposed with a 
foot ailment. Mr. Unser, for years a friend of Mr. 
Edwards, goes to Boorum & Pease from the General 
Pencil Company, where he handled credits and col- 
lections. 

Mr. Unser has been a trustee of the Stationers & 
Publishers Board of Trade in New York City and is 
an active member. 





Autocopy Moves Location, Expands Plant 

The removal of its factory and offices to 12150 S. 
Peoria St., Chicago, has been announced by Autocopy, 
Inc. 

The most modern, improved machinery has been 
installed including special, large tanks and equipment 
to fill the one gallon cans and 54-gallon drums of 
duplicator fluid, manufactured by the firm. 
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Clary Multiplier Announces Promotions 


Several appointments, promotions and raising of a 
sub branch to full branch status, have been announced 
by the Clary Multiplier Corporation. 

Paul Meichle will leave the Detroit branch of the 
organization to take over the management of the 
Chicago branch. Starting with Clary six years ago as 
a salesman, Mr. Reichle became manager of the Cleve- 
land branch, then went to Detroit where he again 
started as a salesman and rose to be branch manager, 
He now takes over the post in Chicago vacated by the 
resignation of Clifford Ellis. 

Succeeding Mr. Reichle in Detroit is William Boylan, 
who joined Clary in Detroit in 1948 as a salesman and 
was promoted assistant manager in 1950. 

Appointed to a newly created post, Edward P. Drake 
will be Clary’s electronic sales-engineer. He will sell 
and aid in the adaptation of Clary electronic equip- 
ment to firms throughout the United States. 

Mr. Drake, who joined the company in 1943, has been 
in the engineering field for 25 years and played an 
important part in developing Clary equipment, adding 
machine and cash register models and electronic de- 
vices. He will now work principally with digital read- 
out machines and electronic counters. 

The Salem, Ore., sub-branch has now been given a 
full branch status, to serve the Williamette Valley 
area. A sub-branch at Eugene, Ore., will continue to 
be operated as such. The Salem manager is Lionel 
Domreis. 





G. D. Schad, Jr., Promoted by Bogota Firm 
George D. Schad, Jr., son of the president of Nucraft 
Furniture Company, has been promoted to production 
control manager by the Camancho-Roldan Company, 
Bogota, Colombia, the largest manufacturer of office 
furniture in South America. 
After training in this country as a wood finishing 


G. D. Schad, Jr. 


technician, Mr. Schad joined the Bogota firm in a 
similar capacity. He expects to return to the United 
States in about a year’s time. 

Mrs. Schad and their two children are with him in 
Colombia. 





Stationer Returns to Seattle 


A. L. Tredway, manager of Voight’s Pioneer Office 
Supply Company, Klamath Falls, Ore., for the past two 
and one half years, has resigned his position in order 
to return to Seattle where he was formerly well known 
in the stationery field. The move is prompted for 
family reasons. 

At the present time Mr. Tredway has no definite 
plans but will vacation for about two months. He may 
be reached in care of the office of his son, Dr. James 
C. Tredway, 328 Cobb Bldg., Seattle 





Victor Award Goes to Florida Dealer 

Joe M. Taul, Fort Lauderdale, Fla., pioneer business 
machine dealer of Broward county, has received the 
merit award of the Victor Adding Machine Company. 

The award, and engraved gold trophy, is made each 
month to the outstanding Victor dealer of the nation. 
A gold plated adding machine, designating the winner 
of the trophy, is on display at Taul’s show window, 
during the month.—JL 
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@ 177 different styles and 

colors. @ Single or double tops. 

© All top corners rounded. ©@ Manila in 8, 

9%, 11,14 and 17 pt. @ Letter, Legal and Invoice sizes. 

® Kraft in 8 and 11 pt. @Red Fibre in 11 pt. @ Pressboard in 
2 grades. @ Colored folders. © Packed 100 to a box, 500 to a carton. 


Write for catalog and prices today. 
\MBER LE & INDEX CO. « Filing Specialists Since 1868 « Kankakee, Ill. 
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We're looking forward to seeing 
you at the National Convention in 


CHICAGO ss 


They'll be waiting and wanting to 
We like to attend N.S.0.E.A. Conventions because .. . see you. 


Wituiam M. Fiercuer 
The Programs are well planned and well executed and Sales Manager 
Arpert S. BRAND 


the featured Speakers are always interesting. ; 
: - Merchandise Manager 


rchal We come away with good ideas ideas that are refresh- Oliver F. Pecor 
ndre@ Boston 
ar ing and rewarding. 


Jerome J. Savage 
New York 


We see what’s new in the Stationery and Office Equip- 
Austin R. Waterbury 
ment Industry. Chicago 


Arthur S. Jansky 





We enjoy meeting and talking to old and new friends. Chicago 
: ; . Kenneth E. Henderson 
We like the friendly atmosphere that prevails at all Chicago 
N.S.O.E.A. Conventions. Royce B. Way 
Chicago 
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Odessa Printing Company Moves 
REPORTED BY ART CARROW 

Established in 1944, the Odessa Printing & Stationery 
Company has moved into its new store at 115 W. Fifth, 
Odessa, Tex. 

The firm was purchased two years ago by George 
Baker of Fort Stockton, J. D. Saunders and Cliff Word. 


Remi 


Two Views Inside Odessa’s New Store 

J. D. Saunders is manager of the company and has 
had many years of experience in the industry working 
for Carpenter Paper Company and Kerr Paper Com- 
pany. 

The printing plant is operating from the old address 
at 410 N. Grant until a new location is ready for moving 





G-W Financial Report Cited for Excellence 

The annual report for 1951 of The Globe-Wernicke 
Co., Cincinnati, Ohio, has received a “Merit Award” 
citation from Financial World in its 12th annual sur- 
vey of annual reports. Weston Smith, executive vice- 
president of the publication, said 5,000 annual reports 
were entered in this year’s competition 

Judging of the annual reports is on a basis of edi- 
torial and statistical content, format and typography. 
Globe-Wernicke’s annual report for 1950 also received 
a Fnancial World merit citation 

R. H. Hammer, vice-president of finance, secretary 
and treasurer of the company, directed the preparation 
of the annual report. Production was under the direc- 
tion of W. Kesley Downing, sales promotion manager. 





Remodeled Store Adds, Enlarges Departments 


A remodeled store front and. interior housing new 
and enlarged departments is the achievement of the 
Wilson Office Supply Company, Wichita Falls, Tex. 
The firm has also been selected as the Hallmark-dealer 
in the town. 

The store interior has been rearranged, redecorated 
and air conditioned. A bride’s department has been 
added, while the office equipment and furniture de- 
partments have been rearranged and enlarged. The 
store has a gift section and gift wrapping department, 
also a sales and repair service for electric shavers. 
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Announce Two Appointments by G-F 

Two managerial appointments have been announce@ 
by The General Fireproofing Company. 

J. M. Boehne, a former district manager, has been 
named manager of shelving sales, a position which hag 
been vacant since early 1951 due to government re. 
strictions. 

Mr. Boehne joined the company as a dealer salesmay 
in Providence, R. I., and became a district manager i@ 
1948. During the war he spent two years overseas ¢ 
an army captain. 

The other appointment is that of J. H. Peterson ¢ 
district manager of the states of Idaho, Montana, O 
gon and Washington. 

Actively engaged in the office equipment field sin 
1923, Mr. Peterson joined G-F in 1934 at the Ss 
Francisco branch office. He was made district mar 
ager in 1939. 

In 1947 he bought an interest in Rosser & Sutton, th 
firm’s Yakima, Wash., dealer, but he sold it early 
year. 

Mr. Peterson is governor of District 11, NSOEA. 





May Company Publishes Mailing Piece 

A bright direct mail circular, printed in blue ang 
black on white stock, has been sent out to the stas 
tionary industry by the J. L. May Company, Inc. With 
ample space left for the address, the circular proclaims 
that “Maco tags and labels are your best buy” and 
suggests the reader should “take a look at the Macgl 
house and meet the family.” The family, each illus- 
trated in its own room in the “house,” includes red 
border labels, shipping tags, metal rim tags, layaway 
tags, alteration labels, shipping tags and self adhesive 
tags. 

The mailing piece refers the reader to the company’s 
M-50 catalog for information about the complete line. 





Niagara Falls Firm Stimulates Summer Business 


Summer service business was stimulated in a novel 
manner this season by the Niagara Office Equipment 
Company, Niagara Falls, N. Y., with the suggestion 
that owners of typewriters should have their machines 
cleaned and adjusted while on vacation. 

The firm used a newspaper advertisement to attract 
service business. The copy read: “Have your typewriter 
properly cleaned and adjusted while you are away on 
vacation. Work done at a price you can afford by 
factory trained mechanics.”—GET 





Sheaffer Names Merchandising Manager 

F. E. Troy has been appointed merchandising man- 
ager of the W. A. Sheaffer Pen Company, it was an- 
nounced in July by R. H. Whidden, vice-president and 
general sales manager. 

Until his appointment, Mr. Troy was sales manager 
of the firm’s central division. He has been with the 


F.. E. Troy 


company since 1940 except for three years of service 
with the Navy from 1942-1945. He has also served if 
Sheaffer’s sales department and has been territorial 
manager of the Milwaukee and Davenport, Iowa, terri- 
tories. 

As merchandising manager he will be in charge 08 
sales planning and promotion 
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10 DRAWER 
STEEL UNITS 


2 
16,000 Card 
Capacity 
* 


Built To Last 
A Lifetime 










Electrically welded. Stacking feature for additional draw- 
ers. Olive green and Cole gray baked enamel. 


No Cord Height Width Depth Price 
10335 3x5 40%" 12%" 16” $41.50 
10346 4x6 45%" 14%" 16” 46.00 
10358 5x8 50%" 18%” 16” 58.00 
10369 6x9 55%" 20%" 16” 70.00 


With locks $2.10 extra per drawer. 


No. 2712 
LETTER-SIZE 


$3995 





LULVLAERTLAG 


DRAWER PARTITIONS 
PRICE 85« PER SET 
Order by Number 


ss ek 


ALADLEREGSA 


Lock for all drawers... $10.00 additional 


MULTI-DRAWER CABINET. Contains 27 drawers (let- 
ter-size ). Ideal for office forms, printed matter, photo- 
graphs, etc. Green or Cole gray baked enamel finish. 
Outside dimensions . . 37%” high, 30” wide, 13%” deep. 
inside drawer dimensions. .3%” high, 9” wide, 12” deep. 
LEGAL SIZE No. 2716 
with 16” deep drawers instead of 12” drawers... $49.98 
Price Colorado ond Wes! of the Rockies 
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No. 1200 
$950 


The above file equipped with a combination 
dial lock (only YOU know the combination). 












No. 1200Y Letter Size $1450 
No. 1500Y Legal Size. $1575 














LETTER FILE. Made of heavy gauge furniture steel, 
electrically welded throughout. Smooth gliding ball- 
bearing rollers for easy action even when heavily 
loaded. Extra heavy formed reinforced channels run 


full length of case inside. Olive green finish. 

Width Height Depth Price 
No. 1200 Letter Size bein SO 12%” 24%” $9.50 
No. 1500 Legal Size... 17” 12%" 24%” 10.25 







No. 854 


‘4 4° 


PORTABLE FILE. Keep your private papers really pri- 
vate. A compartment with lift cover under lock and key 
for current records and visable data, plus a ball-bearing 
suspension filing drawer for other records. 4 swivel 
castors and 2 spring compressors. walnut, mahogany, 


No. Green or Gray knotty pine finish 
854—30'%" High, Letter Size $44.95 $53.95 
858—30'2" High, Legal Size................ $54.95 63.95 


Additional lock for lower drawer odd $2.50 


STEEL EQUIPMENT COMmPAN Y 
285 Madison Avenue, 


New York 17, N. Y. 










COLE'S new 


SECRET VAULT 














be used for cancelled checks. 


| COLE ste: courment CO., INC., 285 MADISON AVE., NEW YORK 17, N. 
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SAVES TIME... All your records at your finger tips 
SAVES MONEY... Prevents pilfering of supplies and tools 


REALLY PRIVATE...Concealed vault safeguards your valuables 


The “MERCHANTS” File 


A heavy gauge steel cabinet containing two 
ball-bearing letter files, index drawer for 
3x5 or 4x6 cards (3200 cap.); 2 adjustable 
compartments under lock and key; steel 
safety vault with large vault size dial lock 


(only YOU know the combination). 


32” high, 30%” wide, 17%” deep. Olive 


green or Cole gray, baked enamel finish. 


plow 9GI2 


With plunger lock which automatically locks 
all drawers. No. 1370PL......... 


The “EXECUTIVE” File 


Two ball-bearing letter 
files. Two adjustable com- 
partments, under lock and 
key, two index drawers for 
3x5 or 4x6 cards (6400 ca- 
pacity). 37%” high, 30%" 
wide, 17%” deep. Olive 
green or Cole gray, baked 
enamel finish. 


No. 1478 .....$59.95 


With plunger-type lock which 
automatically locks all draw- 
ers. No. 1478PL ..... $69.85 


The “DIRECTOR” File 


Similar to above except in- 
stead of the card drawers 
a third letter size filing 
drawer has been added. 


The above with plunger lock 
thet automatically locks all 
drawers. No. 1473PL. .$63.85 





Grained walnut, mahogany or knotty pine finish$12.50 additionol. 


higher in Texas, Colorado and West of the Rockies 


RAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST 


UR GUARANTEE OF QUALITY 
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PRONTO STORAGE FILES 


or less active records.. 


Letter Size $355 


thle tininae FIBRE BOARD STEEL Leaal Size $4435 
DRAWER FRONT DRAWER FRONT g a 
SUGGESTED USES 


Width Height width Height Length] PRICE om iar 4 Check Size $240 


OTHER SIZES AND PRICES 


Single Carton iar 4 Carton 

STURDY CONSTRUCTION — Prontos are bull 
275-lb. test corrugated fibre board and 
forced with steel on the shell and the four 

of the drawers. 

SAVE FLOOR SPACE — Constructed so thet 
interlock into solid units and stack as hig 
the ceiling, saving valuable floor space. | 


LOCATE YOUR RECORDS EASILY — No more 
of fussing and fuming. With Pronto files youd 
get at all records just as easily as in your 
active files. 

BEAUTIFUL APPEARANCE — Pronto files are be 
tiful in appearance, finished in an attractive 
green. The steel drawer front matches your 
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“These numbers have removable divider partitions. {Packed 6 to a earton—all others 12 to @ carton. lar ati office files. 
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PRONTO FILE CORPORATION 


285 Madison Avenue New York 17, N. Y. 





























































Vacations are Big Business 


gs Opportunities are lush for the big vacation season 
just at hand—opportunities to equip vacationers with 
portables and pens, with writing materials for that 
favorite “Wish You Were Here” refrain, so ubiquitous 
on cards and in letters to folks and friends back home 
to make them feel sorry for themselves. 

Everywhere throughout the country in the mid- 
summer period vacations are big business for those 
eatering to the vacationer. The stationer has a prime 
opportunity to sell to those leaving the city before they 
start and to incoming vacationers and tourists in their 
midst 

In the first place, each year has witnessed the greater 
liberalization of the system of vacations-with-pay for 
workers. Other “pluses” for the vacation spenders are 
larger incomes for other members; the many wives who 
work; the husband-wife teams, and teen-agers em- 
ployed on Saturdays. 

Vacationers in this country spend some seven or 
eight billion dollars a year, conservatively estimated, 
quite a horse-choking roll even in these days when you 
can’t find a horse to choke. But highways are choked 
plentifully by spenders, leaving part of each roll at fill- 
ing stations, taverns, restaurants, motor courts, slot- 
machines, inns, resorts, camps and other spots, as they 
travel “our rocks and rills, our fields and templed hills.” 

Some 60 or 70 million people take their vacations 
in private cars in America each year and motor vaca- 
tion trips grow in numbers. The vacationer equips him- 
self with writing materials even on a fishing or camp- 
ing trip—tto tell about the big ones caught or those that 
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3 got away, hook, line and sinker. 
i Allin all, Americans are more vacation-minded than a2 MODEL és 
Z ever and the economy of the nation with its immense S-BILLER 
= workers’ wages and staggering government spending 
—. programs, bestows new economic benefits in each of 
the 48 state hares that need not go by default, nor 
other type f retailers or merchants in other than 
stationery 
The vacation-minded stationer angling in on this 
business has a full share coming from his finger in the 
ie—CMI 
J. A. Trainor Heads Controllers 
¢ J. A. Trainor, vice president and controller, Commer- MODEL “SS” 
ial Controls Corporation, Rochester, has been elected 
president of the Rochester Contro] of the Controllers 
Institute 
The following have been elected directors of Institute =” 
Controls in their respective areas: John H. Bossert, 
40 a 
ry STANDS 
da TIFFANY, above all, STANDS for highest 
quality at lowest annual cost. Tiffany builds the 
- finest office machine stands available and has 
: a world-famous reputation for quality. 
ot i J. A. Trainor P 
hig Tiffany Stands have such unusual features as 
the adjustable open top, Ye” thick angle steel 
‘sale as Dictaphone Corporation, Bridgeport: construction and heavy iron castings that cover 
ne invernal audl I Wicta one Or ) . , : 
« } Wayland S. Bowser, controller, Blaw-Knox Company, pe ey No wonder Tiffany is — choice of 
yor Pittsburgh; G. J. Grikshell, comptroller, Addresso- ice workers and management every where. 
re =6graph-Multigraph Corporation, Euclid, Ohio (Cleve- 
land Control), and John F. McGovern, comptroller, ; 
ete Gray Manufacturing Company, Hartford. 
ive f? 


ale Cngagements 


Marvin Resnick, sales manager of Orna-Metal Prod- 





icts Company (Skyliner desks), is to be married on 

September 14 to Miss Bernice Kotner of St. Louis, Mo. 

The wedding will take place at the B’nai El Temple in POPLAR BLUFF, MISSOURI 

St. Louis with Rabbi Julian Miller officiating. - F a 
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PICTURE "ON FRONT 
COVER. A view~of the 
banking area of» the 
First Federal Savings & ¢ 
Loan Association, San 
Diego, Calif. Desks in 





the installation, made 
by Austin Safe & Desk 
Company, San Diego, 
were produced by the 
Leopold Company. 
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Note Upstairs Second-Floor Window for Display at J. Andrew Smith Co., San Antonio, Tex. 


Furniture specialization pays 


@ RECOGNIZING THE trend to- 
ward “utter specialization” in all 
forms of business, and adapting it 
to office furniture sales, has re- 
sulted in a highly unusual opera- 
tion at the J. Andrew Smith Com- 
pany, office furniture dealers of San 
Antonio, Tex. 

Probably one of the most serene, 
smoothly-operating office furniture 
outlets in the country, the J. An- 


J. A. Smith 





drew Smith Company has set some- 
thing of a record in the fact that 
approximately 50% of its annual 
gross volume is sold to “drop-in 
customers.” 

The remaining 50% is rung up by 
two outside salesmen, who confine 
their operations primarily to the 
sprawling San Antonio metropoli- 
tan area. 

J. Andrew Smith, veteran of more 
than 30 years in office furniture and 
equipment selling, carefully planned 
the firm’s promotion in that way 
when he moved into the current 
handsome building at 505 Soledad 
Ave. Later events justified his con- 
fidence,- and the “inside-outside” 
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sales ratio has remained constant 
ever since. 

Like most office furniture dealers 
and stationers who have never had 
the opportunity to build a building 
specifically for their own special- 
ized businesses, Mr. Smith has been 
searching through most of his sales 
career for “the ideal office furni- 
ture plant.” 

Two years ago, he found the an- 
swer in the present building, orig- 
inally designed for an automobile 
dealership but, through a fortuitous 


chain ‘of circumstances, equally 
well-situated for office furniture 
sales 


The building, to begin with, is 
extremely large, with 4500 square 
feet of display space downstairs, 
and 5,000 square feet upstairs. 
Built on steel and concrete piers, 
the building likewise has provision 
for adding four additional floors if 
necessary, so that if the need for 
eventual expansion arrives, Mr. 
Smith can go up, rather than mov- 
ing, usually the case 

Equally notable is the fact that 
the J. Andrew Smith Company has 
“two addresses.” Unlike the usual 
furniture show room, the building 
“goes all the way through to the 
next block” and thus the store has 
two fronts of almost equal size, one 


such as is 


by ROBERT LATIMER 


as 
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at 505 Soledad, and another at 504 


Main St. 

Approximately 160 feet separates 
the two fronts, and inasmuch as 
both streets are heavily traveled, 
the San Antonio office supply deal- 


er has twice as many opportunities } 


to exhibit his wares. 


With the two 70-foot, all-glass 
fronts, combined with the huge 
square footage on the first floor, 


dealer Smith has adequate space to |} 
necessary. | 


show over 100 desks if 
However, he-prefers to give an im- 
pression of extreme spaciousness 
and “separation” to his displays, 
and there is absolutely none of the 


em 3: 


ed 


a 


crowding too often found as a con- | 


tiguous factor in office furniture 
display. 

On the Main St. side are impres- 
sive “executive set-ups” with many 
complete offices worked out side by 
side. Lower-priced, faster-moving 
office furniture is shown on the 
Soledad St. side, primarily because 
one-way traffic passes here at high- 
er speeds which limits the “dis- 
play impression” which can be 
carried to every passerby 


PRINS ER URMRRANERR Te e RURS tm a ame MURR IN a SH 


The sales floor is broken up into fj 


separated areas for desks, files, 
tables and chairs. Remarkable is 
the fact that there is nothing but 
office furniture shown anywhere on 
the sales floor, except for one com- 
pact display of files. 

The only other items which might 
conceivably fit into the office sup- 
ply classification are folders and 
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guides which the store must, na- 


turally, carry for the benefit of its 
file customers. Except for these, 
the stock is 100 furniture. 


The showroom has been “divided” 
in a simple manner by the use of 


brilliant pastel colors in sections. 
Walls, running back from the Main 
St. to the Soledad front, incorpor- 


ate 20-foot sections of avocado, 
mulberry, forest green, brown, and 
so forth, combined with a char- 
treuse ceiling, and rich plain color 
tile floor 


Green is Asset 

It is simple to direct an inter- 
ested customer into the “forest 
sreen” section for example, when 
he is looking for desks of a specific 


size or price range. Also, these 
colors, which closely approximate 
Guild hues, have been chosen be- 
cause they offset rich wooden furni- 
ture to maximum value. 

‘We have found that polished 


looks its best against 
Mr. Smith smiled, “and 
colors are variations 


brown wood 
dark green 
so, most of oul 
of green 

none of the huge 
itilized for selling, 
except for an occasional display of 
traded-in furniture. Instead, here 
a complete office furniture recondi- 
ioning plant has been installed, 
together with a custom shop, cap- 
able of duplicating any piece of 
manufactured furniture in the 
showroom building “custom- 
rder’” work when desired. 


Surprisingly 
second floor 


The Smith Company’s general 
offices run down the left wall of 
the building to a door which opens 
out upon a private alley, which is 
pleasant con- 
venience. The most valuable single 

standpoint of con- 
efficiency which Mr 
Smith can point out about his im- 
s the truck dock 


a source of much 


isset Irom tne 


venience and 


pressive building 


New Capital National Bank, San Antonio, 
Equipped by the J. Andrew Smith Firm 
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By off-setting the wall of the first 
floor in 12 feet on the Soledad St. 
side, the truck dock which branches 
off parallel with the private alley, 
is thoroughly protected by an ex- 
tension of the second floor above it. 

This dock accounts for the dis- 
parity in square footage between 
the first and second floor, of course, 
but the San Antonio office furni- 
ture retailer cheerfully sacrifices it 
in favor of the “all-weather load- 
ing facilities” which the dock pro- 
vides. 

Equally important is the fact that 
the dock opens upon a huge eleva- 
tor, some 18 feet long by 10 feet 
wide, originally designed to trans- 
port automobiles from floor to floor, 
and actually big enough to accom- 
modate a full carload of office 
furniture. 

There is never any problem in 
moving heavy loads of furniture 
from one floor to another because 
the spaciousness of the elevator 
makes it easy to use hand trucks 
and dollies without crowding. The 
elevator can, in fact, be likewise 
used for storage space during rush 
seasons, without difficulty. 


Make Use of Ads 


During the two years of opera- 
tion in the new building, the J. An- 
drew Smith Company has made 
heavy use of clever newspaper ads, 
all of which Mr. Smith writes him- 
self to play up the versatility and 
specialization of its services. 

Pointed out is the fact that the 
custom furniture repair department 
on the second floor is able to match 
any factory-produced office furni- 
ture of any sort, and that the firm 
employs several master craftsmen 
in this type of specialized work. 

The exclusive specialization in 
office furniture lines, rather than 
office supplies, is likewise heavily 
emphasized, and this fact has 
proven particularly valuable in 
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Imposing Capital National 
Bank Interior at San Antonio 


bringing in customers who want to 
buy furniture from a dealer who 
carries it as his sole line, rather 
than as a “sideline.” 

Striking from any standpoint is 
the “second floor display window” 
shown in the accompanying photo- 
graph. Originally, a row of win- 
dows equal to the size of the street- 
level row graced the second floor. 
However, those on either side of 
the center pane have been painted 
in to conceal the storage area and 
furniture repair operations going on. 

Dropping a “stage” back from the 
window, in the form of a shallow 
wedge, five feet deep, and enclosed 
with slanting sides, Mr. Smith can 
display single desks, tables, banks 
of files, and so forth, up where they 
are bound to attract attention and 
under brilliant fluorescent lighting 
at night. The result has been that 
the building attracts much atten- 
tion, from long distances away. 





Lavish Capital National Bank Surroundings 
are Enhanced by Furniture from J. A. Smith 
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Here's an invitation to stroll 





by MARIE TAYLOR 


special writer 


@ ONE OF THE MOST beautiful 
and modern executive furniture 
Guild galleries in the country was 
opened in May by the Business 
Furniture Company in Indianapolis, 
Ind., in commemoration of the 
firm’s 30th anniversary 

The furniture is shown on the 
entire second floor in roomettes or 
groups with all accessories, just as 
it would look in the customer’s own 
office. C. S. Ober, president, be- 
lieves this makes it easier for the 
customers to comprehend the story 
of color and fine furniture in the 
office. 

The newest and most unusual 
treatments are presented as well 
as the more conservative trends in 
office design and decor. Here is 
proof that offices no longer need to 
look austere and the value of at- 
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tractive surroundings for the mor- 
ale of employees and customers, as 
well as for the executives and pro- 
fessional men themselves, can read- 
ily be seen 


Color Brings Beauty 

With 37 Guild colors from which 
to choose, the floor sparkles with 
many jewel shades in leather, up- 
holstery, carpet, drapery, lamps, 
pictures, oil paintings, water colors 
and ceramics. Here the customer 
may see the latest in lighting, wall 
treatments, glass partitions, plastic 
Plant decorations, and so forth 

Opposite the elevator on the sec- 
ond floor is a wall of plexiglass in 
walnut paneling. Walnut fixtures, 
the newest in lighting, sweep the 
light up on one wall, and down on 
the other. 
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Beautiful Gallery 
Foyer Invites 
Visitors 


The ceiling of the entire floor has 
been lowered to 8 feet, 3 inches in 
height. The floor of the rectang- 
ular foyer, which extends along the 
east wall, is covered with Kencork. 
Samples of office furnishings are 
shown at the front end of it. Wall 
paint colors on one by two foot 
placques, wall paper, swashes of 
drapery and carpet samples are dis- 
played on a fixture which has a 
solid board back and a floor board. 

The display fixture is the right 
height so that a salesman can stand 
behind it and face the customers, 
who are comfortably seated in yel- 
low leather upholstered chairs. In 
this way a salesman presents & 
complete idea of color scheme from 
which the customer can make his 
choice. 

This display fixture folds up and 
1952 
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r the showing of 
samples before nventions, and so 
n. The stock room, im- 
mediately it k of the display 
fixture, ha or in a side wall 

that the k shelves are con- 
ealed from t istomer when the 


is easily pa 


its office engineering service 
facilities to make 
drawing f he customer show- 
wall tre t, carpet, lighting, 
ure peries and accessories 
match. A nditioning is also 
nstalled e firm 
the pposite the stock 
om, a ling to a center 
allway 1 red by sections of 
lamorou ublex walls, en- 
used in genuine walnut. A group- 
of lu ical “plants” calls 
ttentior firm’s supply of 
astic plant roductions 
The re of the foyer is 
ide up ol furniture group- 
ngs, eacl h its own pleasing 


Even Potted Plants 


A rectangul room across the 
en building, divided 
helves decorated 
separates a con- 
é rom an executive’s 
The e outside wall is 
red wi I cloth drapery in 
‘arpet is olive 


The massi' nference room has 
walnut Guild gold leather 
hairs, al essories which in- 
ide ash in gold ceramics 
Ceramics e way, are made 
specially f he firm. One wall is 
Guild i the other two 
Erin gre adow. The ceiling 
nd incandescent 

ich is a 1 e departure from 
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the flat f illumination 
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Three-Tone Scheme Guild gold leather chairs, olive green 
irpet and gray Rialto cloth draperies are the colors used in this 


igaqme ~ 
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suite. The table is walnut 
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In the handsome adjoining office, 
one wall is paneled in olive green 
leather. The other is of Flexwood— 
a flat cut walnut—finished in grey 
to match the furniture. This wood 
may be finished in various other 
ways. 

Along the west wall are several 
rooms completely furnished. One is 
devoted to a matching secretary 
and executive's office suite. The two 
rooms are ingeniously divided by a 
partition of Trancite roofing mate- 
rial in a corregated effect, erected 
on a pipe construction. 

Cardinal red is used on the up- 
holstery, warm grey for two walls 
and the carpet, and Erin green 
shadow on a third wall. Victorian 


prints were specially made with 
Erin green frames and warm grey 
mats. 

Cardinal red is echoed in the 
draperies of the executive's office. 
The green is picked up in the leath- 
er sofa, lamp bases and huge cer- 
amic spatterdash ash tray. The 
furniture is bleached walnut. 

The next room shows an execu- 
tive office with a working unit 
which is a conference desk and a 
hutch unit combination. A luxuri- 
ous decor is provided by the rich 
hickory brown shadow walls and 
carpet and Erin green wool-uphol- 
stered chairs. The frames of the 
pictures repeat the furniture wood, 
and the mats are of Erin green 





Modern Simplicity 


This elegantly simple group shows modern furniture 


finished in gray with unusual wall treatment. The right wall is panelled in olive green 
leather while the left wall is of Flexiwood finish to match the furniture. An olive green 


carpet completes the scheme. 
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Tuscan Group ... This Tuscan group is luxuriously displayed 
with bottle green leather furniture and carpet. The print drapes 
are green and gray, while the walls are painted warm gray 
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upholstery cloth. Accents of black 
are in the lamp and accessories. 
The wall behind the saddle tan 
leather sofa, has a small patterned 
wall paper with green predominat- 
ing. 

The next area extends to the 
north wall and across that end in 
an inverted L shape. Carpeted in 
gray, it shows one traditional and 
two modern office furniture groups, 
each with a different wall color 


Ultimate in Furniture 


The finest furniture of all, the 
Tuscan group, is housed in a sepa- 
rate room. This is the ultimate in 
dignity and beauty. The carpet, 
drapes and leather are bottle 
green. Three walls are gray. The 
fourth wall, covered with drapery 
in a large design of green and gray, 
is a background for an elegant 
sofa. Three magnificent lamps are 
in silver leaf, topped with silver 
shades. 

An admirer of paintings, Mr 
Ober feels suitable art affords a 
Satisfying psycological effect in 
business establishments. On all 
floors, the walls are hung with oils 
and water colors to suit different 
tastes. Illuminated, they add a cul- 


tural splendor to the store. 

During the modernization pro- 
gram of the store, all-glass front 
doors were installed. A new hori- 
zontal sign in red with yellow let- 
ters in neon lights, was built to 
extend out in a triangular shape, 
so that it may be seen from a dis- 
tance. 

The elevator was modernized with 
grain matched walnut paneling and 
hickory brown carpet. 

Eight-foot high ceilings are in 
the store’s walk-in windows, and 
they have a design of Mitchell 
modular lighting. One window is 
reserved for modern furniture, the 
other, for traditional style. A pro- 
fusion of color used in the former, 
makes it very striking. 

The store carries a complete line 
of office furniture which is shown 
on all five floors. The Business 
Furniture Company has made many 
complete office installations in 
banks, insurance companies, manu- 
facturing plants, for lawyers and 
doctors. One job carries on to an- 
other by word of mouth. The firm 
serves a radius of approximately 75 
miles from Indianapolis. 

Every three months the firm 
sends out a mailing piece—a beau- 


tiful magazine for executives, called 
“Prestige.” Its color photographs 
of office installations have brought 
many sales. 

Four thousand engraved invita- 
tions to the opening of the Galler. 
ies were mailed to executives and 
professional men. The event was 
advertised in the local newspapers, 
The store remained open on Thurs- 
day night to accommodate out-of. 
town people 


Founded in 1922 


Mr. Ober founded the business 
in 1922 and his enthusiasm and 
vision met with almost instant suc- 
cess. He is civic minded, and has 
given a great deal of his time and 
talent for the advancement of the 
city of Indianapolis. 

His son John grew up in the busi- 
ness and while in school, he worked 
at the store on Saturdays. He grad- 
uated from Indiana University 
three years ago and now is treas- 
urer of the company. Like his 
father, he is intensely interested in 
the new approach to selling—more 
satisfied customers through the use 


of the Executive Furniture Guild | 
Galleries and the selling of com- Jj 


pleted offices 





Desk display and office combined 


solves serious space problem 


@ A PRACTICAL MEANS by which 
the office furniture dealer can 
heighten the interest of prospects 
in desks, files, and other office 
equipment, and at the same time do 
away with the serious space prob- 
lem, is by equipping his own office 
with actual samples of office furni- 
ture. Such is the experience of 
Roberts Printing & Stationery Com- 
pany, dealers in Hutchison, Kans. 


Leonard B. Wilcox, head of the 
firm, has capitalized upon this idea 
by instigating a “slow turnover” 
plan in the office at the rear of the 
store. This means that most of the 
desks actually sold by the firm have 
seen some service in the office 


There are at least four desks in 
constant use at the Kansas office 
supply store, out where nine out of 
10 visiting customers can see them 
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in use and where it is possible to 
more graphically explain the ad- 
vantages of each. 

Each of the desks in the office has 
been chosen because it illustrates a 
particular time-saving or efficiency 
point, according to Mr. Wilcox. “For 
example, double pull-out trays, spe- 
cial divided compartment drawers, 
typewriter or comptometer wells 
and varying heights of desk tops 
can be more effectively demon- 
strated to a prospective customer if 
they are actually in use,” he said. 


Invitation Pays 


“Often, inviting a customer to sit 
down at one of our own office desks, 
and to experiment with the special 
features of that model in actual use, 
will bring a sale to head much more 
rapidly, than a lot of enthusiastic 
discussion, the use of photographs, 
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or sitting down at a ‘dead’ desk. 


“The customer may find that the 
desk fits him from the standpoint 
of height, convenience and reach, 
and these facts will impress them- 
selves upon him more sharply if he 
picks up papers, reaches for a desk 
pen, and otherwise, sees the model 
in actual use.” 


Display of this nature means, of 
course, that the desks must be 
watched closely and changed from 
time to time, to prevent serious 
marring, scratches, or other dam- 
age, which would result in mark- 
downs. However, wear of this na- 
ture has not proven a_ serious 
problem, and it is nothing unusual 
for a customer pleased with a desk 
thus shown “on active display” to 
order the very desk shown sent to 
his office —RAL 
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Steel on parade 


g “WE JUST GOT TIRED of looking at our furniture 
department three years and decided to do some- 
thing about it says Harold J. Hampton, president 
f Indianapolis Office Supply Company, Inc., Indian- 
apolis firm has done 

Out of that decision came a completely refurbished 
metal furniture department featuring the products of 
The General Fireproofing Company. Many visitors 
have told Mr. Hampton and his associates that this 
is the most beautiful and complete display of metal 
desks and aluminum chairs that they have ever seen. 

Each section has been finished in different colors 
on the walls, thus helping customers to visualize the 
they would prefer in treatment of their walls 


olors 1 
when rem 
In the private office layouts, the walls in each have 
finished differently. There is heavy green carpet 
lored in the other. The flowers are 
and provide a lively atmosphere as 
the wall and furniture colors. 
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iness furniture department invites inspec- 
lis firm 
‘fice arrangement. Walls in the various 
reated in a variety of colors. 
play in the refurbished quarters 
ivate office arrangement. 
we displayed efficiently 
aluminum chairs on parade. 
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Indianapolis Office Supply Dresses Up to Sell General Fireproofing Steel Furniture 
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Don Braley, president 
Ralph Bender, vice president 


Fred Chindgren, sales manager 


WATSON MANUFACTURING COMPANY, Inc., 
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62 ©] 800 LINE_HORIZONTAL: UNITS, 
| 3234, "" wide by 18" deep» 
| Provide countless combinations for FROORROASES 
\ BUSSES — SAFES — BOOKCASES. — VAUET) UNITS 
- * | 
4 30 @ 3100-4INE COUNTER HEIGHT | UNITS © 
417" high by 28!/2°-deep - 
DISAPPEARING DOOR UNITS —-SNAP-ON TOPS / ey 
CONTINUOUS LINOLEUM TOPS». —PAWNELLED/ ey :— 
/.<KND STREAMLINE COUNTERFRONTS NS eel 
24 \ es ~ 4100 LINE UPRIGHT-UNITS—=~ * 24° 
= 517/," high by 28175" deep ; Stator 
LEDGER—TARIFF—BILL—LETTER—LEGAL # —S§«—S«_—E__ss «isaeerenny ~ 
with all standard units-and. optional inserts NY LSSp 


® : 
\ 18 s 400 HIGH LINE UNITS~ e 18 
V4 , 7134" high. : 


DOCUMENT FILES, ROLLER’ SHELVES’— with 
or without STEEL CURTAIN — LEGAL BLANK 
AND PIGEON HOLE UNITS forSTATE, COUNTY | 22 
and MUNICIPAL ‘RECORDS 
* — 
3 e FIVE DRAWER UNITS e te | 
57!/2"" high by 28!/3" deep 


LETTER — LEGAL — LEDGER and: TARIFF SHEETS 


FSi; 


When you a 1 dealer for the complete line of 
Watson stock files you also have at your command 
the Watson facilities for custom built equipment 
or Banks, Court Houses, City Halls and Hospitals. 


A RECENT TYPICAL COURT HOUSE INSTALLATION—}> 


Win with Watson rite for 1952 Catalog. 


1 
WEIR A 


TB WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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Thomas Furniture Sofa & Chair, Series No. 265. Thomas Furniture End Tables 
and Coffee Table, Series No. 285. All with new Dekoron "' plastic-armored’’ tubing. 


oat great new 


Thomas Furniture feature! 


Now—more sales for you—with the tubular 
steel furniture that’s more beautiful, durable, 
saleable—Thomas Furniture featuring NEW 
Dekoron tubing! This high-grade carbon steel 
tubing is covered with beautiful Tenite II 
plastic that’s chip-proof, mar-proof. 

Note the great sales advantages! Gleaming 
plastic-covered tubing . . . so rich and hand- 
some to look at . . . so comfortable to touch, 
winter or summer. Beautifies Thomas famous 
styling and magnificent upholstering. And this 
durable plastic armor resists scratches, scuffs; 
cleans easily with damp cloth. Dekoron colors 
—maroon, forest green, brown, neutral gray— 
are warm and brilliant, stay new-looking 
always. 

Remember only [homas-Dekoron furniture 
gives you fine Thomas styling, superb crafts- 


“PLASTIC-ARMORED” TUBING 





Note how beautifully maroon Dekoron 


plastic-armored tubing 


contrasts with 


fine Thomas upholstering. Never be- 


as this. 


manship and NEW Dekoron plastic-covered 
tubing. Your customers will want to know 
about, see and BUY this exciting NEW furni- 
ture. Perfect for offices, hotels, hospitals, other 
institutions. Write today for full data. 


Dekoron® Plastic Tubing is manufactured by Samuel Moore & Co. 
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Thomas Furniture, Series No. 1700, covered with Kalistron*®. 





See how you profit ways... 


with Thomas Furniture covered with Kalistron 


Kalistron’s completely different “color- Kalistron’s amazing ability to STAY 

depth” beauty attracts customers, starts ° > new-looking helps clinch initial sales 
' : a . 

selling for you at once! P& .. leads to profitable repeat business! 


The unique beauty and durability of this Thomas Furniture 
result from Kalistron’s decorator colors being fused to underside of clear, 
super-durable Vinylite sheet. This undersurface is never touched, so 
Kalistron’s beauty never shows wear, And color glowing 
through guarding Vinylite creates a “richness in depth” 
a that’s breathtaking and sales-making. 


Learn more about Thomas Furniture covered with Kalistron. Send coupon 
for sample of Kalistron, Nail-File Proof Test and complete data. 





as Furnicure 





] 
- Thom 


rolina alistron 
High Point, > j-file © (sample of K 
other informanion- 


d me 
vos y nail-file) and 
a 


116 laden CO 


* TRADEMARK 
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“PHYA 
for YOU... 
Mr: ine Reé/ Dealer 


Y 
~ PROPER SEATING 


i \ 





















‘ | 
Qn REST CHAIR FINISH 
iy) 


aE Ss) Prominent FINE-REST USERS 


fm copies mailed FREE 
to Fine-Rest dealers and their 


salesmen—write for yours today! 








able in many localities. Why not 
sell the accepted best . . . FINE- ' 
REST. Write for complete details. 
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Dealer Franchises are still avail- 
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—and the Most Desirable Dealer Franchise 


THE EXCLUSIVE SHAW-WALKER DEALER 
offers his customers 4,000 items matched in 
appearance and matched for results. All bear the 
symbol of quality — “Built Like a Skyscraper” — 
the best-known trade-mark in the office equip- 
ment industry. 


The exclusive Shaw-Walker Dealer leads the 
field with products not available elsewhere, exclu- 
Sive items that buyers want. 





You can fill all demands for time-saving, space- 
saving and fire-insulated products when you have 
the enormous Shaw-Walker franchise. It’s the 
trade’s most valuable! Ask about it. 


GHAW-WALKER 


MUSKEGON, MICH. 





Home Office... 


— 





ARGEST €Ex 


VSIveE MAKERS OF “OFFICE FURNITURE ANDO FILINS ‘EQUIPMENT In THE “WORLD 
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tHE HARPER ric 


by Metalstand 


A full suspension, quality file at surprisingly 
low cost! 22, 20 and 16 gauge furniture 
steel used throughout. Dustproof, enclosed 
bottom shelf. Full suspension —8 rollers 
to each drawer. Handsome forged alumi- 
num hardware. Beautiful baked enamel 
finish—green or gray. Also available in 
Grained Walnut and Mahogany. Legal or 
letter size—2, 3 or 4 drawers. Style shown 
here: 4-drawer letter file. Height 52”, 
depth 26”, width 1442". Drawer clear- 
ance 12%" x 10%" x 25%”. 


a's 


a. 


Write today for illustrated circular showing com- 


plete line and prices with dealers’ discounts 


METALSTAND COMPANY, %c. 


7316 to 7524 STATE ROAD 
PHILADELPHIA 36,PENNSYLVANIA 
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pepa Touch Mi-b@ 


TYPEWRITER STAND 


Amazing new device makes raising, lowering 
really easy! Touch right pedal to raise—for 
smooth, swift rolling. Youch left pedal to drop 
and lock into firm typing position. Construc- 
tion: heavy gauge, welded furniture steel—set 
up, ready to use. Two spacious, piano-hinged 
side leaves steady, absolutely level 16'x36" 
working space. Four handsome finishes: walnut, 
maple, gray, green. 


Other style METALSTANDS for every office use. 
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OF 


bility and outstanding Com- 
fort combine to make Boling 
Chairs a Better Buy .. . a fact 
quickly recognized by buyers 
everywhere! If you want to 
sell more chairs, sell Boling! 








See us at the National 

Stationers Convention — 

Chicago, Ill., Oct. 4th-8th 
Conrad Hilton Hotel 


Space 504-A, 505-A, 507-A 


No. 4858 


- oe 
—_ 


™ 


- 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY NORTH CAROLINA 





OFFICE APPLIANCES, September, 1952 123 




















‘Trust our TRUST DEPARTMENT" 


ree. cme 
apace 








® A perfect blending of modern efficiency 
and the quiet dignity that influences cus- 


tomers . . . that’s Wiltshire Modern by 
Imperial America’s most beautiful 
office. 


These two assets are the big reason 
why banks insist on Wiltshire Modern 
when they make large installations. That's 


Businessmen become well- 
acquainted with all Impe- 
rial lines ®hraggh strong- 
selling ads i these publi- 
cations . . makes yo@r 
job easier... boosts Seor 
sales. 











wiltshire modern inspires confidence in Jackson bank 


why the First National Bank of Jackson, 
Miss., ordered Wiltshire Modern for their 
entire Trust Department, pictured here. 

You'll sell more office furniture if you 
offer Imperial’s Wiltshire Modern to your 
customers. Write us today for the Impe- 
rial story. 


EVANSVILLE 7, 


Member w Wood Office Furniture Institute 
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The “COMPTROLLER” 
_ No. 824 


Sdern styling and tailoring combined 
Wi posture-formed backrést in full tilting seat and back 
4 make this swivel arm chair ideal for 
generateffice use; Feam rubber spring-filled seat and 
atms adilite,its comfort. Upholstered 
in Dur&h andySheltmoor fabric... or Eagle Ottawa 
genuine leather...in a wide variety of 


pve 


colers. Your low price is only... 


$78.30 ea. List 


slightly higher in zones 2 & 3 


above price for Duran only 


PREPAID TO DESTINATION 


in shipments of 100 Ibs. or more 


> TY gay re 4 
a ie , 
1 5 i 

_ . ‘ 


VN Teas | UWdelis CHAIR CORPORATION 
a "4 
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Dedicated to Wood Craftsmanship for 70 Years 


SOOURLEDOESEASOROSUUGETEONUGUENGULONONURTEOSOL ONCE OOORIEOLUAEEREGECUEORGAIEORDAEERESEOOTNOHOORE DONS DOROEUESECU OULU CDDOEOEEOOROROREOTEOROONAORO EN EONS _ 


sae the tients of 


Ascotin inalin gG he yers 








tral 5 


DESK 


CHALLENGER SUITE 











No. 8269—69x38 Walnut Only. 





Made in a Complete Line 


. when you are in Chicago Kepresentatives 


for the N.S.0.E.A. CONVENTION _— ee 


3525 S. Western Bivd. 


Cc ONTA G T U S Dallas, Texas 





(Telephone MOnroe 6-0614) William (Bill) Tonkin 
: 3515 Griffith Pk. Blvd. 
Mrcarsersnnennenecsncvevenseonsennsscnvecssenneenesces ieiteeieeed : Los Angeles, Calif. 


CATALOG AVAILABLE ON REQUEST 


CENTRAL DESK MANUFACTURING COMPANY 


454-456 NORTH ARMOUR STREET « CHICAGO 22, ILLINOIS 
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“Business is good .. . and here’s 


one of the reasons why... 











See our complete line 


NSOEA CONVENTION 








Booth 501A 
Conrad Hilton Hotel + October 4-8 
—— 
OFFICE APPLIANCES, September, 
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No. 1742F 


Sure, business is good . . . and there's a mighty good reason 
for it! Take a fine combination like this JOHNSON No. 1742F 
Executive Chair and the new No. 1515 Guest Chair .. . and 
you've got yourself some easy sales any day of the week. This 
pair of distinctly modern chairs is tremendously popular right 
now, and they're building profitable business for JOHNSON 
Dealers all over the country. Why don’t you try them, and see 
how good your business can be? 


LET US SEND YOU the complete details of the big line of 
JOHNSON BUSINESS CHAIRS. Write for our catalog, today. 


JOHNSON CHAIR COMPANY 


4401 W. North Avenue ° Chicago 39, Illinois 
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POPULAR DRAWER COMBINATION 


"" PEERLESS © 
6600" series ¥ 









New distinc- 
tively designed 
hardware with 









Note the convenient 
arrangement of the card 
file drawers. 






aquteomatic 
drawer latches 
made integral 
with the handle 
for streamlined 
appearance. 

















Torque plates 
welded onto the 
upper corners of 
each drawer open- 
ing. These plates 
hold the drawer 
absolutely true. 
Keep the case rigid. 













Side locking 
follower blocks. 
Cannot cock or 
jam. Lower 
bracket pre- 
vents papers 
from slipping 
underneath. 





All these Features make sales easier 


Here is a file cabinet that fills a need of many of 
your business and professional customers. This 
No. ‘6603’ Peerless Cabinet provides three 
standard letter file drawers plus two double 
compartment 3 x 5 or 4 x 6 card file drawers. In 
addition to its utilitarian features it includes 
a 
















number of distinctive Peerless advantages 


in design. 















LET The ‘6603" Cabinet is modern in every detail 
with smart, trim lines that match any office 
Strong sturdy ball bear- lan Other drawer arrangements are also avail. 
ing suspension slides. able in the high quality Peerless “6600” Series 
It will pay vou to push the entire Peerless line. 
= q Some valuable dealer locations are now open. 














PEERLESS steer EquipMeENT Co. 


6604 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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COUPER Ope 


eR Se 





The Board of Direct 








rs’ Room of The National Dairy Products Corporation, New York 


Where important decisions are made you-will find the vote is for 
GENUINE UPHOLSTERY LEATHER 


Leaders in business, the professions, govern- 
ment, look to leather to give their offices and 
conference rooms the distinction that measures 
up to their leadership. Genuine Leather ex- 
presses their good taste and sound sense of 
value. Leather makes their offices more color- 
ful, inviting, comfortable. Leather appeals to 


them for the long wear that it affords and the 


THE UPHOLSTERY LEATHER GROUP - 


American Leather Manufacturing Company, Newark, N. J. 
Blanchard Bro. & Lane, Newark, N. J. . 
The Lackawanna leather Company, Hackettstown, N. J. 
OFFICE APPLIANCES, September, 1952 


Tanners’ Council of America + 


Eagle-Ottawa leather Company, Grand Haven, Michigan . 


simple care that it requires. You may lift your 
own selling to new levels of leadership and profit 


by showing and selling 







more and more fine fur- 
niture upholstered in 


Genuine Leather. 





141 East 44th St. + New York 17 


The Ashtabula Hide & Leather Company, Ashtabula, Ohio 


Garden State Tanning Inc., Pine Grove, Pa. 
Rodel Leather Manufacturing Company, Newark, N. J. 
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- Installations 






The B. L. Marble Chair Co. fur- 
= ‘ —— = nished the comfortable chairs, 
. : ————— impressive in appearance, for 

: : = : the House of Representatives 

Chamber in the State Capitol 

Th ii, it it i Building at Jackson, Miss. In- 
stallation was made through the , 

+ ee Office Supply Co., dealer in 

Jackson for B. L. Marble chairs. 


The Sacramento Bee, Sacramen- 
to, Calif., selected Globe-Wer- « 
nicke Streamliner steel desks in 
gray finish for all departments 
of the modern new plant recent- 
ly opened. Shown is the attrac- 
tive arrangement of these desks 
in the newspaper's advertising 
department. Joe Morton, man- 
ager of the Sacramento branch, 
H. S. Crocker Co., Inc., handled 
the installation. 


* 
The utmost in leather-covered 
seating comfort was sought and 
achieved by the American Noa- 
tional Bank, St. Paul, Minn., 
through the Milwaukee Chair Co. 
The Leslie Schuldt Co. of St. Paul 


planned this directors’ room. 
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Equipping the beautiful new $2,- 
700,000 high school at Birming- 
ham, Mich., The Worden Co. 
furnished 24 of the No. 242 
over-hang desks (inset) for teach- 
ers. These desks have a fop size 
of 52 x 32 inches special specifi- 
cations. The furniture was sold 
through Worden’s dealer, Pip- 
san Saarinen Swanson Asso- 
ciates, Bloomfield Hills, Mich. 


The light, airy offices of Millers 
National Insurance Co., Chi- 
cago,, are completely Globe- 
Wernicke equipped and include 
G-W “7000 Line” steel files, 
Streamliner steel desks and steel 
horizontal sections. The well- 
laid-out installation was made 
by Marshall-Jackson Co., Chi- 
cago. 


Seating by the Milwaukee Chair 
Co. for the desired executive 
type of customer comfort was 
used in equipping the personal 
loan department of the Seventh 
Ave. office of the Industrial Bank 
of Commerce, New York City. 
Clark & Gibby of that city was 
the dealer chosen for the in- 
stallation. 
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Installations 


When Macy’s of New York City 
opened what is claimed to be 
the world’s largest optical and 
optometrist department, the firm 
selected Steelmaster card cabi- 
nets made by Art Steel Sales 
Corp. to safely and conveniently 
file the customer's prescriptions 
and vital departmental statistics. 
These card cabinets have instant 
positive compressors. 


The First National Bank of La- 
fayette, Lo., selected desks by 
The Leopold Co., in order to 
gain the handsome appearance 
and the efficient working space 
needed. General Office of La- 
fayette was chosen to provide 
this installation. 


Security Stee! Equipment Corp. 
was the manufacturer chosen to 
supply the equipment providing 
the utility and comfort necessary 
in working conditions at the Vik- 
ing Pump Co., Cedar Falls, lowa. 
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Harter Corp. posture chairs pro- 
vide comfortable seating in the 
office of the Bigelow Sanford 
Carpet Co., Inc., Chicago. This 
installation was made by the 
Harter dealer, Marshall-Jackson 
Co., in Chicago. : 


Another attractive installation of 
Leopold desks was made in the 
offices of Steiner-Rouse & Co., 
stock brokers of New Orleans, 
La. L. D. LeBlanc, Inc., was the 
dealer who provided this set-up 
for efficiency in a particular type 
of office in conjunction with a 
stock brokerage board. 


When the Foster Engineering 
Co., Union, N. J., equipped its 
offices with new steel desks, Se- 
curity Steel Equipment Corp., 
was selected as the supplier. 
This view shows the refurbished 
quarters of the organization. 
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Installations 





Seating in the new Police Ad- 
ministration Building, Houston, 
Tex., is exclusively Fine-Rest from 
Aluminum Seating Corp. This is 
one of the finest and most mod- 
ern police headquarters in the 
country. Cargill's of Houston 
equipped this police conference 
room with Fine-Rest SE-675-A 
senior executive posture chairs. 


An Imperial Wiltshire conference 
desk in walnut provides an im- 
pressive setting for this executive 
office of the |. J. Cohen Corp., 
Kansas City, Mo. American Of- 
fice Equipment Co. of that city, 
dealer for the Imperial Desk Co., 
made the installation. 


Arm chairs of the No. 401 style 
manufactured by Jasper Seating 
Co., were installed by General 
Office Furniture Co., Los An- 
geles, in the Los Angeles Harbor 
Junior College, Wilmington. 


September, 


1952 
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Pictured is the export office of 
the Goodyear Tire & Rubber Co., 
Akron, Ohio. This is one of the 
many Goodyear offices com- 
pletely equipped with Fine-Rest 
aluminum chairs made by Alu- 
minum Seating Corp. All Good- 
year installations, whether in the 
field or in the Akron general of- 
fices, are made by Foster-Bod- 
man Office Supply, Akron. 


Bene & Co., Providence, R. I., 
selected the Imperial Desk Co. 
Wiltshire modern in bleached 
walnut in meeting the needs of 
the Providence Gas Co., for 
beauty and working efficiency. 


When the library of the Wil- 
mington Junior High School, Wil- 
mington, Calif., was equipped 
the No. 82 library chair made by 
the Jasper Seating Co. was 
chosen to provide the maximum 
of utility and comfort. General 
Office Furniture Co., Los An- 
geles, did the installation. 





Installations 


OFFICE 


Democrat Ptg. & Lithographing 
Co., Little Rock, Ark., installed 
the Ranger series of W. H. Gun- 
locke chairs in this board room 
of the offices of the Arkansas 
Game & Fish Commission in 
Little Rock. The firm’s contract 
included the whole color scheme, 
drapes and other furnishings as 
well as seating. 


This attractive installation of 50 
Steel Age desks manufactured 
by Corry-Jamestown Mfg. Corp. 
was recently placed in the mod- 
ern offices of the Colonial Sand 
& Stone Co. at 30 Rockefeller 
Plaza, New York City. Atlantic 
Office & Industrial Equipment, 
Inc., made the installation. 


An imposing desk manufactured 
by the Jasper Office Furniture 
Co. sets: off'ythe office of ‘an 
execdtive) of fe Bankers Fire & 
Marine Insurance Co., Birming- 
ham, Ala. Re-Print Co. of Bir- 
mingham worked out the instal- 
lation for.the insurance firm, 
meeting requirements for beauty 
and utility in furnishings. 
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W. H. Gunlocke Chair Co.'s 
Ranger Series chairs were chosen 
to provide comfortable and at- 
tractive seating in the new con- 
ference room of Phillip Morris 
Ltd., Inc. 


The efficiency and appearance 
of the Customers Underwriters 
Adjustment Co., Chicago, is en- 
hanced by the installation of 
Corry - Jamestown Mfg. Corp. 
Steel Age desks. Leonard D. 
Kenney Co. was the dealer who 
outfitted these offices. 


This 36-piece installation was 
made by E. A. Holscher Office 
Furniture Co. of St. Louis, Mo... 
for The Reardon Co., water paint 
manufacturers of that city. The 


Holscher firm used the products 


of Jasper Office Furniture Co. in 
concéiving the attractive layout. 


-- 





Sectional Furniture 


ttt the” Distinguished Tiemann’ Ma on 





The Niemann label is always your assurance of unsurpassed Smartly Different! 
excellence in furniture craftsmanship . .* the ultimate in The New ROCK-IT 
modern furniture design for commercial use. The sectional 

units shown in the room scene above—No. 252—are built in See it... 
the fine Niemann tradition. The grouping consists of left and 

right chair units and a center unit without arms, The units ROCK-IT 
have comfortable loose cushions and are upholstered in Gen- at the NSOEA Show 
uine Leather, U. S. Naugahyde or Du Pont Fabralite. Match- - 

ing sofa and chair also available. Sofa made with twin cushion Conrad Hilton Hotel 
seat and back effect . . . Dealer inquiries invited. Room 550-A 


A century 0 aN CMa nt) Ren, 


yee ~ COR PORATED 
15 ycae* pe wesrecdl Avsalet&<auw ren _ 
ate EAST “Sinee ST.,.CHECAGO,1tLL. 
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NEW STREAMLINED DESIGNS 
















































































FOR LUXURY LINES AT BUDGET PRICES! 








| Office life can be more beautiful .. . 





Par : é : : 
Bore: ” Pee ay " 
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MODEL L-540 
54” x 30” 


MODEL L-540 
(back) 


Haskell classics—with the reflection of custom-built 
quality, beauty and efficiency throughout! Unusual 
values at budget prices. They offer all the features of 
Haskell’s PR-Line (see opposite page) plus the fol- 
lowing: 

Center drawer with full size pencil tray 

Each pedestal equipped with a strong dictation 

slide 

Adjustable glides—from 291/, to 301/2"’ 

A positive compressor in file drawer 

Recessed back on double pedestal model 

Personal locking drawer on top right 

Smooth island base 

Detachable islands on double pedestal models 

Hood on center drawer rear — to prevent papers 

from falling out 


MODEL L-423 
42” x 30" 





PR-JUNIOR 
36" x 18” 


PR-230-LH 
42” x 30” 
also 
PR-130 
36" x 24” 


Only the cost is low! The quality exceptionally 
high for moderate price range. By any compari- 
son, nation’s best values. Check these features: 


Heavy furniture steel 

All rounded corners 

Standard linoleum tops bound with aluminum 
Baked enamel finish 


All drawers fitted with heavy channel run- 
ners that float over flat nylon bearings for 
smooth, quiet operation 


Complete dustproof bottom 


Standard colors: Gray or Green with match- 
ing or contrasting linoleum tops 


All PR Models available with center drawer 
and pencil tray at slight extra cost 


All pedestal drawers interchangeable 
Attractive satin-finish hardware 
All models available left hand 





























TABLE SPECIFICATIONS 

















HASKELL STEEL DESKS AND TABLES 
SOLD BY BETTER DEALERS EVERYWHERE 


‘nea 











HASKELL 


¢) Jee eee ee ee | 








303 E. CARSON STREET, PITTSBURGH 19, PENNSYLVANIA 








A DEPENDABLE SOURCE OF SUPPLY FOR YOU 


The National Lock Company manufactures a 
complete line of quality hardware for use 
on most every kind of office appliance. Let 


us figure on your requirements for desks, file 


DOT ARLE 


Latches, locking and a 
stationary handles 

.. ideal for use on 
steel lockers, cab- 
inets, wardrobes 
and utility boxes. 
lalelitel (Mele Mi olelan-| 
and escutcheon are 
made of pressure 
die cast zinc alloy. 
Choice of several 
popular finishes. 
Can be keyed alike 
or all different. 


A wide selection of sizes in single 
and double-leaf construction, cap- 
able of withstanding rough usage. 
Made from select steel and reg- 
viarly provided in plain finish. 





: P 9 Cc 
Distinckwe Hardware... 
ALL FROM J SOURCE 


s, Casters, Locker Hooks, Hinges, 


Everything for Office Appliances 
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cabinets, wardrobes, lockers, cash boxes or 
whatever you make in this line. Take ad- 
vantage of getting everything from one 
capable source of supply...National Lock. 


Vocker F fl Handles 


— 
Oi = 


1? hes f me 
naustric 
sche 

en ality Db 
years and yeors 


trouble-free serv 








Jee 


| Comtination Socks 
| 


National Lock has established ar 
enviable reputation as a major 
supplier of quality locks. Lever 
and pin tumbler types with either 
dead bolt or spring bolt actior 


NATIONAL LOCK 
COMPANY 


ROCKFORD e« ILLINOIS 





YOU CAN “STEP-IN” TO NEW 


PROFIT PEAKS with 
JASPER CHAIR CO., CHAIRS! 


Are you just meeting last year’s chair sales... or 







are you stepping ahead to new figures, year after 


year? 


If you're desiring expanding volume and new profit 
peaks . . . follow the example of Jasper Chair Co. 


chair retailers all across the nation. 


They're creating solid, substantial chair business 
on a foundation of Quality ... plus VALUE... in 
Jasper Chair Co.'s quality line of BETTER Chairs. 


For greater volume and new profit peaks . . . 


See...-‘Show...and SELL... 


“The 
RIGHT CHAIR 
at the 
RIGHT PRICE” 







“Step-in” Our Booth at the 
NSOEA Convention, Room 
505, Conrad Hilton Hotel. 
Chicago, Oct. 4-8. 


Jasper Chair 


oo ae JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Saics Mer. 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
385 Madison Ave. 








Fred Deutsch (Southwest) 
Route 7, Box 415, Northaven Rd. 666 Lake Shere Dr. 











0: Dallas, Texas Chicage, Ill. Space 844 New York, N. Y. 
YAS >) \ South R. A. Browne, (West) Jack S. Doran, (Northwest) 
ver : ap Aendleay: = Io — 2925 Revere Ave. 538 E. 9lst St., 
Se. Peterchers. Flerids Oakland. Calif. Seattle 5. Wash. = 
PEE on me 
0 
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‘The Challenge 


To keep ahead, rather than following the pack 
. to insist on higher and higher engineering 















and manufacturing standards, rather than to use 
current conditions as an excuse for lowering 
quality ... to refuse to compromise customer 
relationships for temporary gains that turn into 
future dissatisfactions . . . these are the things 


that have enabled A*S*E and AvS-E dealers to 


A‘S-E and 


parade . 









. this is the challenge which wi 






met iff keeping AsSsE ; 
position of lead 





A’S-E Storage, Combination, 
and Wardrobe Cabinets. A 
variety of sizes and styles. 


The famous A-S-E Line of Desks 
and Tables is unexcelled for con- 


iy, vertibility and flexibility. 











A-S-E Files are made in a size << 


or style for every need — all | el 
the finest in their class. |}_—— 


ALL-STEEL EQUIPMENT INC. 




























600 CLEVELAND AVENUE AURORA, ILLINOIS 
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DO/MORE is a name that signifies more than 
leadership in posture chairs. To thousands, large 
and small companies alike, it symbolizes a stand- 
ard of service that assures continuous satisfaction 
on the part of individual users. This nationwide 
recognition adds up to acceptance by both em- 
ployees and their employers ... the result of 25 


years pioneering in the field of posture seating. 





A Variety of Models, each tailored 
to the job, make Do/More posture chairs easy 
to sell for company-wide installations. Each chair 
adjustable » the individual for correct 


posture and day long comf 


DOMORE CHAIR COMPANY, INC. eixnart indiana] & 
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Primarily, almost 70 years of Cabinetmak- 
ng Experience, resulting in the production 

of over 2,500,000 units backed by the 
reputation that has established “the Stand- 
ard for Comparison” throughout the world 
1 Wood Office Furniture! And... 





Constant application of latest 
technical developments thru 
the use of newest equipment 
and materials available . . . 





Ingenious innovation of materials and 
equipment where production and product- 
mprovement will benefit most... 





Incessant standardizing of 





‘ . ane workmanship and _ utilization 

a = As of material, and rigorous in- 
iD poy oe spection, with customer satis- 

a s+ faction the only goal... 

; Ultimately, the vast resources of Standard 
Lie repeatedly prove themselves in the prod- 
= . t which the customer receives... real 
Ae evidence of the true control over the pro- 
e—, duction of our units — “from Forest to Fin- 


shed Product.” 





____ The 4500 Group 


This modern, island-base line is the best of 
wood craftsmanship and finish incorporated 
in functional design! 

Foot-free ease of movement, ample work- 
ing areas and correct, comfortable height 
make work easy for the user! 


But above all this, there is the warm, genial 
nature of wood at its finest: in Walnut, rich 
and lustrous, or in Palomino, light and appeal- 
ing to today’s eye. These units are an office 
decorator’s dream, no matter what Finish is 
specified. Features of every description com- 
plete this Group — the answer to “specifica- 
tion-bound problems of customer and seller. 

6 

There are 23 units from which to select a 
complete, functional office layout. No need 
to worry about meeting diverse labor require- 
ments in today’s office layout—and no need 
to disrupt office routine by using changeable- 
design units. Here are permanent, depend- 
able units made for the job — by the folks 
who know how! Write us for full information. 














We'll be seeing you at Room 539A The Conrad Hilton Hotel —N.S.0.E.A. Convention Oct. 4th 


93 not standard unless cfs Manufactured by the Standard Furniture Company, Herkimer, N.Y. 
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a SS 


| || 
| WHAT'S MEILINK GOT 
i UNDER THEIR HAT 

F THIS YEAR? 








BOY! 4 
THAT LINE 56" a) ae y 
IS TOPS! y 





Say: 

















| @_ fy N.S.0.E.A. CONVENTION 


| BOOTH 61 
} ROOM 561-A 








CONRAD HILTON Hotel 
Chicago- Oct. 4 to 8th 














FILIN: STEEL SAFE COMPANY - Toledo 6, Ohio 


Warehouses and distribut in: New York—Expo oo ept. °* Philadelphia * Boston 
Wa shin ngto D. G © Chicago | e Dera ° hs t Worth °* ome * Seattle 
Los Ange * San Francisco 


A, B, C label safes, home vaults, insulated files, business machine, typewriter stands 
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No, 612 slo: 672 
No. 1805 No, 624 
t 
_o* °, 924 


yo No. 920 thobt 
THERE’S SAFETY IN, NUMBERS 


| Why risk the loss of a sale through lack of variety? The 
Sturgis line is 20-chair strong and every number is a winner! 





There are many reasons for being a 


q | 4200 No. F Sturgis dealer, and not the least of these 
No- 275 is the over-all completeness of the line. 
| ai 425° "Sturgis offers 20 different executive, 

N No. 1210 secretarial, stenographic, high base, 


guest, reception and institutional chairs 


= 


‘800 No. 635FF all posture-designed for the person and 
the purpose. 

It is as hard to lose a sale with this variety 

1225 as it is easy to sell good sized installa- 

tions and then keep on expanding them. 

Sturgis metal chairs are so well designed 

and built that repeat orders are a natural. 











Se EP He Wt OP He PH OP PO 





You can’t see all 
the quality that's 
engineered into 
Sturgis chairs. 
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A Great 


Insurance Company 
Buys... 


HOOSIER DESK 
assurance! 




















e You are cordially invited to 
visit the Hoosier Desk Exhibit 


Room 537-A NSOEA Convention 
Conrad Hilton Hotel - Oct. 4-8 








HOOSIER DESK COMPANY 


















HOME OFFICE—CIVIL SERVICE EMPLOYEES INSURANCE UNION—SAN FRANCISCO. 
INSTALLATION BY: STEVENSON & SON — SAN FRANCISCO. 


It is with considerable pride that we point to the office 
furniture installation pictured above .. . the refurnished 
offices of the Civil Service Employees Insurance Union 
at San Francisco, California. Stevenson and Son Office 
Furniture Co. recommended Hoosier walnut conference desks 
for the executive offices and Hoosier walnut island base 
desks for the general offices. The Hoosier ‘Empire 1000 
Series’’ Desks are outstanding performers wherever used 
. and they are available in a complete matching 
line suitable for executive, general office, clerical and 
special purpose. The Empire No. 1000 series like all 
Hoosier Desks are “Built True Clear Thru” reflecting all 
the warmth and character that wood and 


fine wood craftsmanship endow. 


A N A 
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GUARDSMAN 
SAFES 


a complete line 
to serve you 











... including 


e Flame-Guard Insulated Files. 

e Underwriters’ Labeled A-T20, B-T20 and C-T20 
Safes 

e Steel Safe Interiors which are adjustable. 


e ‘E’ Rate Money Chests—both lug and bolt type. 

e “C’ Rate Money Chests (chests carry Underwrit- 
ers’ Relocking Label). 

e Steel Cladded Chests. 

e Drivers’ Depositories. 

e Hopper Money Chests. 

e Truck and Church Chests. 

e Underwriters’ Labeled Vault. 


Doors ('2-1-2-4-6 hours). 

e Bank Equipment—Safety Deposit Boxes, Auto 
Drive-in, Night Depositories. 

e Wall and Underwriters’ Labeled 
special size Safes. 


$ see us at the NSOEA Convention 
é room 520-A 


[JUARDSMAN COMPANY 
SAFE 


John Retertion 


LAPORTE, INDIANA 


_big savings __ 


on 3 popular 











VALENTINE SAFES 1] Sunion'* 


vv re isle D H., 
Tai 1S5te” D. 
ixstoe~ iste” x. 10” 

; 


Capacity yio2s cu. in, 


wt. ibs. 
X85 O95 
MAINLINER 
ONE (ittustratea) 
= hat te eal H., 15” 
INeuDE 5” it., 11” W., 
Capectt 1800 cu. in., 
wt. 175 Ibe. 


Same exterior as Main- 
liner-Senior, 


MEST Q95 


MAINLINER 
SENIOR 


OUT SIDE— pass” H., 

16%" W., 1 

Insipe—is” H., 12” W., 
>. 





Capectiy 25092 cu. in., 
wt. 210 Ibs, 
Same interior as Main- 
liner One. 


MAINLINER ONE price $9 995 


QUANTITY DISCOUNTS best specifications 


3-6 3%, 6-11 4%, 12 5% °f,any small safes 
in eddition to Full Deslers Discount °> Creesient 









PROMOTIONAL HELPS ‘a 
Beautiful 10 x 16 direct mail advertising ° Extra Day-Lock 
self-mailer imprinted your return address Optional. 
on order card. Envelope stuffer with order © Vermiculite 
form on back. Newspaper mots—1 and 2 Insulation. 
column. * Tongue and Groove 

Has this actual Test Label Door. 

FIRE INSULATED SAFE CLASS 

TYPE 
ORTH AMERic, 


Sare association “VY SER. # 








——»> visit us room 520-A 
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the 
Privateer 


WALL 
SAFE 


The Shape 
of a 
Cement 
Block 








$ 5 99. PRICE 


There's no personal strong box to match the PRIVATEER! it's 
the shape of a concrete block—'/2" solid steel door—'%"’ solid 
steel walls—S & G combination lock, 14° wide, 72" high, 6” 
deep—weighs 50 pounds. Comes equipped to anchor in concrete, 
bolt to shelf or to replace concrete block. Handy shelf. One or 
two bond boxes with key lock, optional, to fit on shelf $2.90 
each list. 

Great new PRIVATEER 10 x 16 advertising self-mailer now 
ready. Also envelope stuffer with order form back. 


NSOEA CONVENTION 
CONRAD HILTON HOTEL 
CHICAGO, ILLINOIS 


ALENTINE 


SAFE & LOCK WORKS, INC. 
LA PORTE . INDIANA 
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Distinctive 
Leopold Features 


= * 
© 1 
=| 


G 


Dulux Finish 


Smooth, clear finish is toug! 
durable resistant t 
cigarette burns and liquid 





Utility Slide 


Handy for over-the-desk 


conferences or dictation. Installed to 


order at low cobt 





Adjustable Height 


Glides make it easy 


to adjust desk height from 29 t& 
inches. Ideal for uneven 


a r 
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For easier sales, bigger profits, offer your prospects 


Leopold’s complete selection of outstanding office furniture. 


Each piece of Leopold equipment is carefully designed, 
beautifully styled and expertly built . . 
needed . . . save 


extra durability 


Help your prospects plan and outfit their offices attractively, 
fhciently, correctly with Leopold’s complete line 


profitable investment for you and your customers 


THE 


Suburban Trust Company, Bethesda, Mary 
land, Leopold Installation by Chas. G. Stow 
Company, Washington, D. C. 


. Saves space where 


time and money by providing maximum utility, 





<0,00/0/ COMPANY 
a 


MEMBER OF THE WOOD OFFICE FURNITURE 
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Merchandise 


by color 


and design 


by BEATRICE 


g MERCHANDISE 
ture through colo! 


motion 
Moreover, 
client company in 
and higher employs 
ing fatigue and 
an office 


results 


> 


Approach an officé 


with the personalit 


the business in mind 


fice furniture witl 


walls, lamps and ai 


dynamic and ¢ 

Results will be re 

surroundings that 
and employees t 

pily each mornings 
¥ 


and rising 
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MILLER 


OFFICE furni- 
and design—and 
their own pro- 
volume. 
will bring the 
reased efficiency 
e morale, reduc- 


sales 


labor turnover in 


furnishing job 
ies and nature of 
Correlate of- 
floor coverings, 
essories into a 
ul whole. 


ilraw executives 
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produce more efficiently 


This is 
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Another Office Interior by Gail Auerbach Where 
Walls are Contrasted by Deep Browns and Green 


OFFICE 


APPLIANCES, 


1 Gail Auer- 
Inc., of 
ses. Sales vol- 

y upwards 

51 the high- 
rospective cli- 
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tiveness of 


ched illusion 
irked effect on 
ities but it is 


September, 


A Calm and Quiet Effect for the Busy 


Executive's Office 


is Achieved Here Through Use of Deep Browns and Grays 


accepted that people work better 
in surroundings harmonious with 
their emotional makeup,” explained 
Vice-President Auerbach as he re- 
called data supporting his views. 

“Music affects workers similarly. 
Wasn’t it established that the pro- 
duction of factory workers at par- 
ticular plant was stepped up 300% 
by the introduction of music? A 
background that ties in with the 
basic feeling of a person makes him 
a happier, better adjusted individ- 
ual. That’s where greater efficiency, 
higher productivity and reduced 
labor turnover come in.” 

Mr. Auerbach illustrated with a 
number of office interiors he had 
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done. At the Goverment Employees 
Insurance Company of Washington, - 
lobby and salesroom were done in 
bright greens, yellows and deep 
browns, with desks adapted to func- 
tion: a conference desk for clients, 
an overlap for tabulation, a re- 
cessed back desk for executives. 


Brightly-patterned draperies, pic- 
tures, low-volume music and plant 
niches contributed to a relaxing 
quiet home atmosphere that ap- 
pealed to both clients and em- 
ployees. 

Despite the highly competitive 
labor market in the District of Co- 
lumbia where government oppor- 
tunities attract employees from 


Deep Green Walls, Orange Upholstered Chairs 
and Blond Walnut Furniture 


t Off an Office 
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private business, the Government 
Employees Insurance Company has 
a negligible turnover for which the 
office decorative scheme, according 
to Office Manager W. R. Tinsley, is 
largely responsible. 

Many of their employees coming 
from distant points over the coun- 
try, find their roots in the home at- 
mosphere provided by the colorful 
and comfortable decorative setup. 

Mr. Auerbach recalled a very ac- 
tive, tense and restless executive 
kept on the go by the pressure of 
work whose office he had furnished. 
With walls done in deep browns and 
grays, an effect of calm and quiet 
was achieved with receding colors. 
It reduced tension. 

When a prospective client who 
has visited a number of office inte- 
riors completed by Mr. Auerbach 
assigns his office for redoing to 
Office Furniture, Inc., the designer 
presents him with a book of some 
40 colors’ to indicate his preferences. 

“His selection gives me a key to 
his personality in addition to what 
I have gathered in conference with 
him,” explained Mr. Auerbach, who 
is a member of the Executive Office 
Furniture Guild. 


“An extravert might select bril- 
liant or advancing colors for a very 
lavish color scheme. Once I have 
the color key to his personality, I 
work around the nature of his busi- 
ness, size of office, structure defects 
of rooms, exposure, in other words, 
physical layout. The colors may 
have to be tempered and toned 
when other physical considerations 
are taken into account. My end re- 
sult is an interior in which a man 
can work harmoniously and effici- 
ently.” 


The effect of noise and its detri- 
mental effect on efficiency are fac- 
tors taken into consideration. Car- 
petings, heavy draperies, acoustical 
tile ceilings absorb sound and con- 
tribute to quieter offices. 


If a conservative customer indi- 
cates a preference for traditional 
office furniture, the effective use of 
color will bring that interior up to 
date and give it a modern and func- 
tional appearance. 


“Color in office furnishings is not 
a flair that is available only to those 
who can afford it,” commented Mr 
Auerbach. “It costs no more to plan 
office furnishings decoratively and 





functionally than to throw togethe 
standard equipment. There 
greater satisfaction for the cug 
tomer, however, and for the em 
ployees and visitors.”’ 

Although this office furnitup 
realist has had basic training @ 
color and design, he believes sale 
men can be trained to this approag 

“It is not training that can & 
gathered overnight,” he assertem 
indicating that those with a fee 
for color and design would fare be 
ter than those without. “Go 
around and visiting offices t 
have been furnished from this views 
point, studying the correlation @ 
floor coverings, walls, furniture 
draperies and accessories would be 
the first step. 

“A great deal of literature 
available from the Guild as well as 
from the public library. Our sales- 
men have gathered their experience 
in this way.” 

Mr. Auerbach cautioned, however. 
that one effective decorative scheme 
could never be lifted and outrightly 
applied to another office. Decor in 
each case has to be the outgrowth 
of the particular personalities and 
needs of that office. 









Specialization in flexible desk lamps 


leads to more office furniture sales 


@ MAKING A REAL specialty of 
“flexible” office desk lamps of the 
type which employ a spiral-cable 
flexible shaft and a green plastic 
“buttercup” shade, has consider- 
ably promoted sales of office fur- 
niture in all classifications for 
Commercia! Products Company, op- 
erated by Lou Berstein in Denver, 
Colo. 

The handsome desk lamps, which 
include single bulb, double and even 
triple models, are the answer to a 
real “vacuum” which has hereto- 
fore existed in office furniture de- 
sign, according to Mr. Berstein. 

“Lamps have always been a prob- 
lem for the executive, office man- 
ager, or business firm which is 
attempting to work out a tastefully 
designed, eye-pleasing office,” Mr. 
Berstein said. 

“For example, the businessman 
may be able to purchase readily a 
striking desk, matching table and 
chair, desk pad and file. Invariably, 
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however, it is difficult for him to 
find a lamp which combines use- 
fulness with beauty, and more im- 
portant, which harmonizes in a 
moderate fashion with the rest of 
the office. 


“Our theory is that this new de- 
velopment in lamps is the ideal 
answer. The executive working at 
his desk, can, for example, utilize 
one flexible arm and shade to il- 
luminate a page of finely-typed fig- 
ures on one side of the desk, and 
another, for the sheet to which they 
are being transcribed, a posting 
machine or a typewriter, without 
straining his eyes, or having to 
move the lamps again.” 


Colorful window displays, with 
the serpentine, arched lamp shafts 
intertwined through the window, 
have attracted a lot of additional 
Sidewalk attention to Commercial 
Products Company 


A variety of colors in plastic 
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shades, ranging from the familiar 
deep green of the typical office, up 
to bright red or yellow are con- 
trasted from one lamp to another 
to get attention, while in each lower 
corner of the window displays are 
showcards which point out the 
multiple uses to which the versatile 
lamps can be. put. 

Also, a sample of each lamp ap- 
pears on every desk through the 
Commercial Products Company’ 
showroom, and it is nothing un- 
usual for a customer who came if 
primarily in response to a lamp 
window to wind up purchasing of- 
fice chair and desk, as well. 

The Denver office furniture firm 
is a bit off the beaten track in the 
downtown shopping district, and it 
has required something exceptional 
in the way of displays to attragt 
desired attention. Specialization it 
these modern desk lamp styles has 
proven “the ideal answer”, accord- 
ing to Mr. Berstein —RAL 
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john A. Marshall Displays Steel Lines 


Attention is Also Given to Wood Display 


Avail yourself of available outside aid 
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Featuring a G-F Mode-Maker Desk for the Executive 


The factory supplemented his in- 
structions by the use of talking 
moving pictures, well-produced, 
dealing with G-F desks, chairs and 
filing cabinets. 

We put on a series of seven or 
eight buffet luncheons at our store. 
We invited 18 or 20 of our customers 
or prospects each time. Our sales- 
men were hosts to their own guests 
and after the picture was shown 
most of them spent as much as an 
hour on our floor. It was like Macy’s 
at rush hour. 

We have found that every com- 
pany whose lines we handle are 
glad to have their representative 
spend as much of this kind of time 
with us as we want 

Recently, we added a nationally 
known line of room conditioners. 
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A vice-president of the company 
brought the head of its service de- 
partment and we had a sales ses- 
sion with each of these men. The 
result was that our men began sell- 
ing air-conditioners at once. In- 
cidentally, this is proving a good 
boost to our summer sales. 


When we have such sales meet- 
ings we bring in our entire organ- 
ization, because we feel that any- 
one who works and handles our 
products in anyway should be cap- 
able of putting up a sales talk. 

The other day our truck driver 
brought in a good lead. He saw 
the need for one of our items and 
told the man about it. 

We ask our advertising agency to 
have its representative present as 
often as possible. It enables her 
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to write better copy, because she 
knows the features of the lines 

We have also taken advantage to 
the fullest extent of co-operating 
with our factories in their advertis- 
ing programs. Three of our largest 
suppliers have at times circularized 
our select direct mailing list. This 
has been done by them, at regular 
intervals, and so mailed that the 
mailing piece has every evidence of 
coming directly from us. 

We have been invoiced a few 
cents each for the literature and 
it enables us to put “big time” ad- 
vertising material into the hands 
of our customers at a cost of only 
a few dollars per mailing. The ex- 
pense of doing this ourselves, even 
if the literature were furnished at 
no cost, would be prohibitive 


The average office equipment 
dealer cannot afford to set up a 
department to handle direct mail 
and other forms of advertising. The 
result in our own case was that we 
seldom sent out a direct mailing, 
and when we tried to do so, were 
not consistent enough to get results. 

We do not endeavor to write our 
own newspaper copy. For years 
we have carried our ad in the Sun- 
day financial section of our local 
paper. Sometime ago we made an 
arrangement with a small agency 
to handle all our copy. This we 
have found to our distinct advan- 
tage. First it is better handled and 
second it gives us an “out” with all 
the 1000 and 1 organizations, news- 
papers, and so forth, that call us 
for ads 





1 cannot close without saying g 
good word for sales schools con 
ducted by our supplies. Everyone} 
of our salesmen have attended threg} 
to four different schools. The train. 
ing received is not only retained by 
the individual, but is passed on by 
him on his return in sales meetings 
of our own. 

All in all, there is a great deal to 
be taken for the asking from your 
supplier—he is anxious for the 
dealer’s co-operation and the bene- 
fits gained by the dealer are of 
such proportions, they should by 
no means be overlooked 

We feel that we are an integral 
part of our supplier’s organization, 
That’s the way he wants us to feel, 
and so that makes it unanimous. 











by E. A. TYRE 


vice-president, manager 
Mead & Wheeler Company, 
Chicago, III. 


@ WE FEEL AT TIMES that we 
give too much free service in the 
office equipment industry, but you 
can be sure it pays off in the long 
run. A satisfied customer is our 
biggest asset. 

There are many ways by which 
we can give that extra little service 
or suggestion which means so much 
to our customers, but seems trivial 
to us. After all, office equipment 
is our business and the more we 
know about it, the better we can 
serve our clients. That sometimes 
makes the sale much easier, too 

Service starts with the first call. 
Be on time for your appointment, 
have all your catalogs and prices 
with you, and know where they are 
in the brief case. A few photos of 
installations are helpful too. 

Have a representative display of 
all the lines you sell. Keep your 
store neat and well lighted so that 
you can display your merchandise 
to the best advantage. It is a good 
idea to keep all the various color 
blocks, leather and fabric samples, 
and so forth, in one certain spot, 
so that any one can go right t 
them without keeping a customer 
waiting while you have to hunt 


O 
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Service 


sells more office furniture 


them up. The same applies to cata- 
logs and literature that you give 
oul 

Learn all you can about the spe- 
cial purpose desks, chairs and filing 
equipment in your lines so that you 
can suggest them to your prospect 
In many cases, you can effect a 
saving in office operations and 
space that will more than pay for 
the new equipment. 

Don’t forget the layout kits that 
are available today. You can show 
just where each piece of equipment 
can be placed to the best advantage 
of the space available, and smooth 
operation of office routine. 

Between the time the order is 
placed and delivery can be made, 
keep in touch with your customer 
for any unforeseen changes that 
may have to be made. Also, check 
your stock so that you can order 
in whatever pieces you need to 
complete the job. 


Check All Deliveries 

Follow up the factory order so 
that you can get it in plenty of 
time to check it over before delivery 
Due to the almost universal use of 
carton packing, shipping damages 
have increased to the point where 
it is necessary to give every piece 
of equipment a thorough examina- 
tion to save exchanges later on 

Train your delivery men to 
handle the furniture properly and 
to be careful not to mar the cus- 
tomer’s property such as doorways, 
walls and carpets. Also it is well 
for these men to know how to make 
minor adjustments, particularly on 
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posture chairs sent on approval as 
they must be adjusted to the per- 
son properly or the reaction will be 
unfavorable. If the customer has 
to wait for a service man or Sales- 
man, he is likely to set the chair 
improperly and you will have a 
harder selling job on your hands. 
On most any installation, the 
salesman should make it a point te 
be there at the time of delivery o 
soon after, to see that everything 
is in order, and in a good many in- 
stances, can suggest some addi- 
tional items that may have been 
overlooked or will be necessary to 
complete the installation 


Need Better Selling 


Prices in our industry compared 
to former standards are high, as 
well as in any other line, so it be- 
hooves us to do a better selling job 
by showing that new equipment will 
actually increase efficiency and, in 










many cases, save space; all of which 
adds up to lower overhead 

Encourage the people in your of- 
fice to learn as much as possible 
about your merchandise, so that 
they can handle telephone business 
while you are out or busy on the 
floor. That will encourage your 
customers to call oftener when they 
know they can get immediate in- 
formation. 

Most of the services mentioned 
here cost us nothing, but intelli-j 
gent use of them will do much to | 
help get that order. 

In other words, let’s be office 
equipment specialists, and make 
price a secondary consideration. 
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G-F Installed These Leather-Covered Banquettes, 41/2 feet 
from End to End, in Equipping Lounges of the Luxury Liner 


G-F helps in outfitting 
liner United States 


GENERAL Fire- 
December of 


bear fruit and the company built 
furniture during the next few years 
for such outstanding deluxe United 
States ships as the S. S. America, 
S. S. Panama, S. S. Ancon, The 
American Presidents, 


proofing Company 
1949 received 


spaces for the 


s S. United State was the cul- 


rk for shipboard 
fire-resistant 
y spent many 


disaster em- 
reducing as 


| aboard a ship 





Leather Covered Arm Chairs 
Furnished for Liner Comfort 











APPLIANCES, 






vessels for such well-known lines 
as Matson and Robbins. 


Prior to 1930 there had been some 


experimental use of aluminum in 
the manufacture of chairs. G-F 
believed that the design possibilities 
in aluminum were almost unlimited, 
and they felt that its inherent 
light weight could be combined with 
modern fabricating processes so as 
to increase its strength sufficiently 
to make it an ideal metal for chairs. 


After considerable experimental 


work, the company began to manu- 
facture aluminum chairs for office 
and institutional use and were the 
first company to market a complete 
line of aluminum chairs on a na- 


tional scale. 
The almost immediate public 


acceptance of aluminum chairs led 
G-F to consider expanding the use 
of aluminum chairs beyond the of- 


fice and institutional field. Alumi- 
num’s light weight, attractive mod- 
ern appearance, fire resistance, and 
resistance to corrosion made it a 
“natural” for marine furniture. 

At first aluminum was used in 
marine furniture only for seating 
units, but G-F continued to advo- 
cate its use for all types of marine 
furniture because of its unique com- 
bination of fire and corrosion re- 
sistance and light weight. 

This advantage was fully realized 
by the designers of the S. S. United 
States, Gibbs & Cox, and the ship- 
builders, the Newport News Ship 
Building and Drydock Company, 
and aluminum furniture was select- 
ed for this ship, the largest and 


Turn to page 240, please) 






G-F Twin Chest of Drawers 
for S.S. United States Suites 
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J. K. Gill accentuates office 


@ THE LATEST ADDITION to the 
expansion program of the J. K. Gill 
Company, Portland, Ore., is the new 
fourth floor office furniture and 
equipment department. It is com- 
pletely remodeled with colorful 
walls and pillars to set off the dis- 
plays of furniture and office en- 
sembles. 

Walls are in light green with the 
pillars in a light geranium, and 
rubber tile set in a pleasing design 
for contrast. 

Gill’s skillfully uses color in dis- 
playing office furniture. Walter 
Sandman, manager of the office 
furniture department, says, “We 
realize that new offices and new 
business structures are designed 
with a full appreciation for color, 
and we try to help each client in all 
the phases of color harmony for his 
particular problem.” 


Lighting is Impressive 


New flourescent lighting, using 
eight banks of the most modern 
fixtures, brings out to full advan- 
tage the colorful walls and pillars 
The ceiling is in a neutral white for 
maximum good lighting 

All desks are displayed as sep- 
arate units complete with acces- 
sories. Ample space around each 
makes inspection easy for custom- 
ers. This “easy way” of showing 
the features of a desk have helped 
considerably in selling. 

This new department also fea- 
tures an all-steel desk and equip- 
ment section, as well as the com- 
Dlete display of wood furniture. A 
large, newly-designed display room 


J. K. Gill Co. Steel Furniture Section 
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Wood on Parade in J. K. Gill Co.'s Office Desk Display 


is used for director’s tables and 
chairs, bookcases and _  specially- 
built office furniture 

Ten thousand square feet of mod- 
ern office desks and office equip- 
ment make this one of the North- 
west’s most complete displays 

George Halling, general manager 
of The J. K. Gill Company, also 
states 

“Architects have completed their 
designs and builders are now at 
work on the remodeling of the en- 
gineering supplies and artist ma- 
terial department on the downstairs 


furniture 





level. The feature of this depart- 
ment will be new accessibility of 
traffiC from the elevators. In the 
past the only entrance has been the 
front stairway ' 


“Now, we will have a complete 
traffic flow through this very im- 
portant department, which will 
have the most complete stock of 
architects’, engineers’ and artists’ 
supplies in the region. More than 
4500 square feet have been added | 
to this department under the re- 
modeling program scheduled to be 
completed in August.” 








Directors’ Room Display at Gill's 
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B. L. MARBLE 




















you offer the| best) to the 





discriminating Executive 


As fine paintings are ageless—so the 


traditional designs of the great furniture 








masters of the eighteenth century. 


These QUEEN ANNE designs, being part 


of that great era, are interchangeable 


th . , 

sal with and supplementary to CHIPPENDALE 
n tne 

and GEORGIAN pieces in forming 

iplete : , , 
oo groupings for the fine executive office. 

Wil 
, As in a fine living room, so in the finest 
call offices, an air of distinction and elegance 
Laaeu 
a is achieved by a blending of these 


unsurpassed contemporary Eighteenth 


Century pieces. 


SEE THESE and many other 
interesting new designs at the 
N.S.0.E.A. show in our dis- 
play space, ROOM 517-A, 
Conrad Hilton Hotel. 





For best results in selling, these chairs should be 
grouped with desks and other accessories of appropriate 
design and “spotted” prominently on your display floor. 


Gor such an intimate piece of furniture at a chair, there it no satisfactory substitute Jor WOOD! 


THE B. L. MARBLE CHAIR COMPANY 


Bedford, Ohio 
e 
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Awaits IN SPACE 504-A, 505-A, 507-A 
CONRAD HILTON HOTEL 
OY, CHICAGO, ILLINOIS 


NATIONAL 
STATIONERS CONVENTION 


OCTOBER 4-8 
MYRTLE DESK COMPANY 
F — DESKS HIGH POINT, NORTH CAROLINA 




























EET MR.LYON,D.D.S.” 


*Dealer of Diversified Services 


LYON’s national organization of steel equip- 
ment dealers serves virtually every segment of 
business and industry—with a diversified line of 
products totalling more than 1500 different stand- 
ard items. (A very few typical Lyon Products 
are shown below.) 





Factories, shops, warehouses, offices, churches, 
clubs, hospitals, homes—Lyon dealers sell and 
serve them all. 


No wonder their sales volume is consistently 
large. No wonder they don’t have to wrestle the 
‘peaks and valleys’’ problem of more limited and 
less diversified lines. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 928 Monroe Avenue, Aurora, Illinois 



































A PARTIAL LIST OF LYON STANDARD PRODUCTS 
Kitchen Cabinets °¢ | Toter ker Racks Display Eq t ef t 
Cabinet Benches ® Bor Ro Ne , alias — , a a 

Storage Cabinets ° ° 

Drawing Tables ° ° 
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HOW TO CREATE A BRAND NAME 


FIRST take a really fine line of 
products .. . take Security Steel’s beautifully 
designed, efficiently planned and matchlessly 


made new line of steel office furniture. 





Ee 


















































TO THAT FINE LINE add the 
distinctive name CRESTLINE, 
which stands for top quality. 
Wrap up the name in an attractive 
blue-gray label so the consumer 
will immediately know that he 
is buying the finest furniture on the 
market . . . furniture bearing 


the CRESTLINE Label. 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 
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RiteformBeats'EmAllHollow = 


When it Comes to VAL 
ke —, 







Nation's Best 
and Lowest 
Priced Typist 
Chairs 


No. 125 






... and Riteform Has Value Packed, 
Modestly Priced Aluminum Chairs,Toof = 


The 1345 “Manager” illus- Z 
trated at left combines the og 
ultimate in comfort and Ps 
styling. Adjustable tilt ten- ihe 


sion and seat height make 
it a truly “personal” chair. 
Spring back gives constant 
support for paper work. 
Shift to rigid back makes 
it a perfect conference 
chair. Back slope and deep 
foam rubber cushioning 
provide perfect comfort. No. 1435 Price: $88.00 
Square aluminum frame 
and aluminum base _har- 
monize with any suite. 
Roomy: seat 1914" x 
174"; back 18”; between 
arms 2014” 





7 


Illustrated at right are 
aluminum spring tension 
models. Modified styling 
bring these chairs into the s 


budget price class. 
No. 1425 Price: $48.00 





W 


| no need to cut your profit or “sell down” when your customers want 
unusual values in office seating. The Riteform line is built for critical shoppers 
who want a lot for their money. Despite their attractive prices, Riteform chairs offer 
outstanding posture features and styling to your customer, and give you full profit. 
The Riteform line also offers you one source buying, lowest transportation cost, fast 


delivery, low inventory investment. Write for complete catalog and price list. 


No. 920 — 
17 x 15” spring 


. seat = $36.00 “2. 
P No. 915 We CATAL RITEFORM CHAIR CO., INC. 


OFFICE 47 balic 2300 Ellis Ave., St. Pauwl, Minn. 





See the complete Riteform 
line at the NSOEA Conven- 
tion — Booths C19-20-2] 
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The story of 
a problem 


@® ROY E. HEGG, president of the 
San Diego Federal Savings & Loan 
Association, San Diego, Calif., had 
a problem. 

Four times during the 66 years 
San Diego Federal had been in ex- 
istence, the working area had be- 
come too limited, forcing a move to 
larger quarters. 

The city, too, was continuing to 
grow. During the same 66 years the 
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and its 
solution 














The imposing exterior of the Sq 
Diego Federal Savings & Log 
Assn. building where the Aust 
Safe & Desk Co. surmounted thy 
office equipment problems pr 
sented by the circular construg 
tion. 


In the president's conference 
room (center left) the contrast of 
the walnut paneled walls and 
the lighter walnut of the desk, 
together with the two tones of 
leather in the upholstering of the 
davenport and chairs, gives an 
atmosphere of greater expanse 
in the closed room. Beauty can 
also be efficient (lower left). 
Here are the Art Metal steel 
desks and aluminum chairs. 
Postindex visible files hold all 
depositors’ signature cards and 
counter reference material. 


population of San Diego had i» 
creased from 5,000 to 350,000. 

Obviously it was becoming nece# 
sary to find a location near ta 
center of this growing city t 
would permit a continuing expat 
sion of facilities to meet the com# 
tinuous growth. 

Furthermore, the nature of bus 
ness in a savings and loan assoc 













tion requires personal contact. 
can not sign papers or de 
money by telephone. As a co 
quence this new location must h@ 
either convenient street parking 
provide “drive-in” windows 
customer parking 

The development of a circ 
work area which could be enla 
by converging on the enclosed c# 
cular lobby provided one solution= 
but created another problem—H@ 


OFFICE APPLIANCES, September, 195 








oc rie © OM DB era ot we 


) 
tl 
0 
tl 
tl 


OF 











> Sar 


Lustiz 
d th 





= 
pre 


struct 


lave 





ean one fit square office equipment 
into a round work room? The first 
step toward this solution was to call 
in the Austin Safe & Desk Company, 
ttd., of San Diego 

It was apparent during the early 
planning that some of the tradi- 
tional arrangement of furnishings 
would, of necessity, be supplanted 
by more modern methods. For in- 
stance, to retain a friendly atmos- 
phere in the lobby and to achieve a 
closer relationship between custom- 
ers and officers, it was determined 
to omit ustomary marble rail 
and gates und in most financial 
institutio1 

Custom built davenports were de- 
signed to be placed on one side of 
the circular lobby. The occupants 
of these davenports, while awaiting 
their turn to transact business at 
the nearby desks, would be facing 
away from them, giving greater 
privacy to those at the desks. The 
davenports, shaped as segments of 
a circle 42 feet in diameter, were 
grouped match the curving 
counters e opposite side of the 
lobby 

Through the close co-operation of 
the office: the San Diego Fed- 
eral, the architect, and the Austin 
Safe and Desk Company, the entire 
lobby was developed as a harmon- 
ious unit while the over-all 
planning is nowhere obvious in its 
methods, there is an undeniable 
atmosphere of friendly welcome ap- 
parent upon entering the room. 

The walnut desks, saddle-tan col- 
red executive chairs and pine- 
green guest chairs blend in visual 
accord with the tan of the ceiling 
and the green of the walls above 
the wal flexiwood wainscoting. 

It was in Mr. Hegg’s conference 


room that the greatest success was 
harmonizing the fur- 
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nishings to the space and to the 
function. There are few offices in 
the West which so perfectly reflect 
the atmosphere of substantial in- 
tegrity. 

The large, curved walnut desk is 
the focal pivot for the surrounding 
furnishings, and the lighter color 
of this desk, custom built by Carl- 
ton-Surrey, optically separates it 
from the darker tones of the pan- 
eled walls. Conversation between 
the several occupants of the daven- 
ports and chairs is made convenient 
by the curving design. In addition 
the overhanging top of the desk 
makes for more comfort and effi- 
ciency for those taking part in a 
board meeting or conference. 

Beauty is paramount throughout 
the bank and the furnishings from 
Austin Safe & Desk Company are in 
harmony. Recessed lighting fix- 
tures, the directed lights from the 
windows and the brilliant colors of 
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the murals, give the impression of 
an old-world gallery. The murals 
depict the discovery of California 
at San Diego, the early settlements 
and the growth of the modern city. 

Austin Safe & Desk Company had 
the utmost co-operation of suppliers 
such as The Leopold Company, 
Sikes Company, Inc., Art Metal 
Construction Company, Carlton- 
Surrey, Herring-Hall-Marvin Safe 
Company, Jasper Office Furniture 
Company and manufacturers of 
miscellaneous accessories. 

All parts of the building draw 
high praise from both the casual 
visitor and the office efficiency ex- 
pert. In every room it is apparent 
that the beauty, comfort, conven- 
ience and overall efficiency of the 
equipment furnished by the Austin 
Safe & Desk Company has provided 
the solution of what, at the outset, 
seemed to be an extremely difficult 
problem of office furnishing. 






Stock Leopold desks and Sikes 
posture chairs are used in the 
grouping of the work area for 
the officers and their secretaries. 
Austin Safe & Desk Co. was 
made conversant with the duties 
to be performed at the individual 
desks and placed them accord- 
ingly. 





The home planning department 
is completely equipped with Art 
Metal steel furniture. The office 
installations provided make avail- 
able all the newly-developed 
business accessories adding to 
both efficiency and comfort. 
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At Right .. . The Pacemaker series in 
Nubian finish. Rug, lamps, pictures, drapes, 
chairs, desk, cabinet—all are part of this 
fascinating ensemble that invites purchase. 
Color and design harmony is maintained 
despite a flexibility that permits the pros- 
pect to choose a basic hue such as brown 
or blue. 


At Left .. . The “frosted walnut” Pg 
maker series “package. From floor covey 
ing and drapes to furniture and acogg 
sories, this office is complete. With no @& 
tail omitted, it can be offered by a dealg 
at a price that opens a new market. Myrip 
planners show here what can be done fy 
dealers in their own display rooms. 


"Package" selling at moderate prices 


Myrtle Desk Company plan permits dealers to 


offer interior decorator service results 


without customer service costs 


a 


@ SELLING ALL the furnishings for 
an executive office in a “package” 
deal has been practiced to a greater 
or less degree by office furniture 
salesmen for many years. When a 
prospect was interested in a desk, 
the alert salesman found opportun- 
ity to expose chairs, waste baskets, 
desk trays and other accessories 
The average dealer had such items 
in stock. 

Going the whole way of providing 
ALL furnishings such as rugs, 
drapes, pictures, and so forth, as 
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well as the basic furniture items, 
was a process reserved for the rela- 
tively few dealers who could afford 
an interior decorator as a staff 
member. Further, the total cost of 
complete and integrated furnish- 
ings for a private office was at a 
high enough level to limit the mar- 
ket sharply 

Faced with the dual difficulty of 
obtaining interior decorator skill 
and setting up purchasing machin- 
ery for the myriad accessory items 
that transform the business office 


into comfortable, convenient and 
attractive day-time home, the aver- 
age office furniture dealer regret 
fully turned his attention to th 
traditional methods of selling ind- 
vidual pieces of furniture. The 
“package” selling idea looked goo 
and appeared to be lucrative, but # 
required increased capital and it 
volved more work, if nothing els 
Apparently, only the big deal 
could afford it. 

The picture began changing a feF 
years ago when Tom Powell aie 
Tom Pitts of the Myrtle Desk Com 
pany got their heads together 
Tom Evans of the Bennett Ad 
tising Agency. The three Toms, 
helpful suggestions from @ 
Myrtle staff members as well® 
dealers, began evolving a “packé 
selling plan that would bring thi 
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mainder of the “package” selling 
display, a set-up that can be dupli- 
cated at a nominal cost by Mr. 
Average Dealer. In function at the 
Myrtle factory the displays have 
proved their value. Almost every 
business executive who was exposed 
to them wanted to buy when he was 
told how low the “package” prices 
are. 

That is the crux of the program. 
The “package” price in each case is 
amazingly low because all the items 
involved are standard merchandise 
and are available from the Myrtle 
Desk Company along with the var- 
ious lines of Myrtle desks. All the 
work of assembling the correct ma- 
terials and items from the stand- 
point of color and design harmony 
has been done by the Myrtle Desk 
Company. Hence, all purchasing 
for a “package”’ office is from one 
source. All the headaches of getting 
For Junior Executives .. . Simple arrangements of desks and chairs with varying the job done right are eliminated, 


backgrour ve strong exhibit values. This display at the Myrtle factory can be so far as the dealer is concerned. 
duplicated ealer's store at low cost, the backgrounds being made of standard, 
inexpensiv« terials available locally 





Another amazing factor in the 


profitable selling method within the 
reach of verage office furni- 
ture daeale 

Today e Myrtle plant in 
High Point, N. C., there are four 
‘packagé tices on display. Even- 
tually thers ill be eight. A color 
co-ordinati ‘enter and a junior 
executiv« e make up the re- 





At 


Right Myrtle Raleigh Series in a 
ely sett : model for “package” 
ioes an effective job 

for colors, textures and 

1rries its own distinct 

Unity is achieved at 


F 





At Left ... The charm of Georgian 
styling. Everything is “en rapport” in this 
grouping of office furnishings for a discrim- 
inating executive. Even the plant can be 
included in the price of the “package.” As 
in all of the Myrtle model offices, the 
“package” can be varied to include fewer 
items, and different colors just so long as 
design harmony is maintained. 
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plan is its flexibility. With the fur- 
niture items available in several 
finishes, and floor coverings and 
drapes in almost innumerable 
standard designs and color combi- 
nations, practically every whim of 
the prospect can be satisfied. If the 
display carries a predominant note 
of red and the prospect abhors red, 
he is taken to the color co-ordina- 
tion center where there is an or- 
ganized profusion of rug and drape 
samples, upholstery material 
swatches and color cards. There he 
can select the designs he wants in 
the colors he likes. In addition, 
each basic “package” can be ex- 
panded or reduced in numbers of 
furniture or other pieces in accord- 


ance with the wishes of the pros- 
pect. 

Obviously, some training is needed 
if dealers and their salesmen are to 
make the most effective use of this 
market opportunity. Myrtle officials 
are arranging a series of two-day 
courses at the factory. A thorough 
explanation of the plan plus talks 
by representatives of the manufac- 
turers of the accessory items will 
give those in attendance a sound 
foundation on which to build “‘pack- 
age” sales. Each student will be 
given a mimeographed copy of all 
talks given during the course as 
well as a sales kit consisting of a 
copy of the new Myrtle catalog, the 
accessories packet, sets of uphoi- 





stery and drapery material Samples, 
color sample books and other visyg 
aids. 

For use back home, dealers wij 
be provided with advertising may 
and suggestions for radio scripts 
Every three months a mailing pieg 
featuring one of the model office 
will be made available for dealer 
use in building prestige and pro. 
moting the “package” selling ide 
Thijs will be supplemented by 
monthly news letters telling abou 
the progress of the program in var. 
ious parts of the country. 

The Myrtle “package” plan wa; 
several years in developing and js 
now ready for launching. It ap. 
pears to be headed for success. 





Brands advertising 


@ BUILDING A NEWSPAPER ad- 
vertising program on the theory 
that office managers and business- 
men in general are highly “brands 
conscious”, has proven excellent 
merchandising technique at Han- 
son-Flotte Company, office furni- 
ture dealers of New Orleans, La. 

Under the plan, Hanson-Flotte 
Company runs regular weekly news- 
paper ads, two columns by three 
and one-half inches, each of which 
presents a desk, file, table, or some 
other basic piece of office furniture, 
on a “brands basis”’. 

Each successive ad features the 
product of a different manufac- 
turer, with some of the outstanding 
points of that manufacturer’s de- 
sign played up, and a reproduction 
of the trademark appearing some- 
where in the ad. 

For example, during late June, 
an ad featuring G.-F. metal desks 
was headed “G.-F” Metal Desks, 
Modern, Convenient, Fireproof.” 
Copy below pointed out “First 
Choice for Business Offices Every- 
where.” The Series 1600 was shown, 
stressing gray finish, fireproof 
drawers. chromium hardware and 
other assets. 

A week preceding another pop- 
ular manufacturer’s product was 
similarly emphasized, with the ac- 
cent on the variety of tops avail- 
able, including a calculator well, 
folding typewriter rest and swing- 
out drawer. All-in-all, more than 
a dozen brands will be featured in 
this way, it is believed. 

Results have been surprising, ac- 
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builds steady furniture sales 


cording to the Louisiana office fur- 
niture firm—proving conclusively 
that businessmen in general have 
learned to “look for brands” in buy- 
ing all office equipment and furni- 
ture, just as they have learned to 
do so where automobiles, clothing 
and home appliances are involved. 

It is not surprising, the Hanson- 
Flotte Company points out, that 
men who have been in business of 
one type or another for decades, 
should notice that a particular 
manufacturer’s product outwears 
that of another, or gives exception- 
ally good service. Therefore, brands 
which have benefited from heavy 


national advertising, or which the 
office manager has himself had 
experience with, get the nod. 

The newspaper ad series, it & 
felt, serves both to identify the 
store with a variety of favorite 
brands, and at the same time, t 
dispel the “shortage worries” which 
have groundlessly concerned many 
local businessmen. 

It is highly reassuring, Hanson- 
Flotte Company has found, to the 
businessman to find that he can 
not only have the office furniture 
he desires, but likewise to make 4 
definite brands choice, and receive 
delivery —RAL 





Brand goods sell 


m EACH WINDOW OF the Schwa- 
bacher-Frey Company, stationers 
and office outfitters, Los Angeles, 
Calif., featured a single line as a 
holiday gift, and each stressed the 
brand of the item shown. 

“We pride ourselves on our na- 
tionally advertised lines,’ said a 
representative. “It speeds up sales, 
for no sales talk is needed, since 
people are familiar with the quality 
of the articles through using it, and 
seeing it illustrated and described 
in their favorite magazines.” 

Office furniture and equipment 
was given a big boost. A display 
featuring office chairs was floored 
with yellow matting, and had a red 


fastest 


background, with large circula 
panel of deeper red, on which were 
large cut-out figures of youth and 
maiden sitting in office chairs. 

Four of the actual chairs wer 
shown, two on the platform and two 
on the floor, with cards “For Mem 
and “For Women.” A long stip 
card on the base of the platform 
called attention to the nationally 
advertised chairs. The wallpaper— 
white reindeer and sleigh on reé 
ground—added a Christmas touch 

Other windows, in a holiday set 
ting, called attention to fountal 
pens, typewriters, small leath® 
goods, desk sets, file cabinets an 
office furniture-—WBS 
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New Ultra-Modern Office Home of the American Bowling Congress, Milwaukee, Wis. 


Milwaukee firm equips bowling offices 


gs MILWAUKEE, WIS., is truly a 
wlers’ cit [It was there that the 
1952 tournal t of the American 
Bowling Co! s produced a world 
ry re h 7,735 teams par- 
pati March 22 to June 


The ent alleys, 40 of 
them, wert ise every day from 
a.m. until 12 midnight. 
Recognizi this intense interest 
in | i Northwestern Fur- 
niture Company of which C. A 
Netzham1 les manager went 
fter and su fully signed a con- 
for pping the directors’ 
‘lf-owned, ultra- 
lern office me of the American 
Bowling C on Capitol Drive, 
f M ree’s finest boule- 


i 
nyry 1? The cé 





Mil e firm equipped the 
which can be 

led vy for a conference 

m thi the employment of 

un accordi r. Two Mutschler 
Brothers | ny Samson tables 
and 24 40! 1 Milwaukee chairs are 


The table f16x4and 8x 4- 

it dim« Combined, they 
form a t 4 x 4 feet. The chairs 
if pil n top grain leather 
a wainu pecial finish. They 
room which has 
green cal cocoa walls 
irniture Company 
prou e figured in the 
lippil e imposing center 


= 2 





the members of the 


A. B. C Mutschler Table, Milwaukee Chairs are Used Here, Too 
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NUCRAEFT of Grand Rapids 


TODAY’S OUTSTANDING LINE OF WOOD OFFICE ACCESSORIES 
See Complete Line at Room 533, Conrad Hilton Hotel, NSOEA Convention, Oct. 4-8 


Here are 3 of our Latest Fast-Selling Numbers. 


Write us also for BOOK CASES—UTILITY 
CABINETS—PHONE STANDS—TABLES— 
COSTUMERS—LETTER TRAYS 





No. 140 
No. 634 END TABLE 
; WASTE BASKET 
Size 24” x 14” x 22” high. ; 
rs Size 13” x 13” 
One shelf, approx. 8” below apron. x 1414” high 


Made in genuine walnut and rift oak 





















No. 70-1-3 CREDENZA 
66” x 21” x 29” high 
Pedestals 19'2’— 

W 19” deep inside 
Knee space 24” wide 












Made in walnut only 






Write for Illustrated Catalog of Complete Line and Dealer's Discounts 


NUCRAFT FURNITURE COMPANY 


1615 EASTERN AVE., S. E. GRAND RAPIDS, MIC 


— SALES REPRESENTATIVES — 
MR. M. V. FOLLIN 220 Fairbank Road, Riverside, Illinois MR. O. D. MANN 2919 Rosedale, Houston, T 
MR. ARTHUR R. FREY 3851 Davenant Ave., Cincinnati, Ohio MR. ROSS R. WEST 115 Front St., San Francisco, 
MR. GEORGE B. WRAY 130 West 42nd St.. New York, N. Y 
H. W. KOEHN, JR. 122 Columbia Drive, Williamsville, N. Y. 
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See 
ALMA ON Display 
at the 
tional Stationers Convention 
Conrad Hilton Hotel 
Chicago 
noces 904-A, 505-A, 507-A 
October 4th—8th 








This is the New 4 Draw- 
er Executive Model No. 
1666-F4, but one of 
the several additions 
to the Standardizer 
Series. 

















Make ALMA- 
more than ever... 


The Line of Least Resistance 





Back View of the 1666 


-F4—a glimpse of the ° 
New Look in this pop- 
ular series. What has been done to the remainder of the 


Alma Line? 
Sie" —— 
S—— ———... 


The answer is “PLENTY,” more than we have 
space to show here. Every series in the Alma 


Line has its share of improvements to help you 


The 1666-F4 Executive sell more. See them at our Chicago Exhibit — 
Desk is now equipped 
with a generous dicta- or get your name on our mailing list for litera- 


tion slide at back of 
desk—also useful for 
convenience of that im- 
portant visitor. 


ture when it is ready for distribution. 


And. don't forget that ALMA DESK CO. 


all Alma 1600 Stand- 


ardizer Desks now have HIGH POINT, N. C. 


DENSIFIED Knee Space 
Posts—made perma- 


nently harder than iron : 

—no dents, no splint- j 

ering to harm clothing j I ) | ‘6 ) 
| C 
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‘Taylor 
Chairs 


at the National 
Stationery and Office 
Equipment Association 
Convention in Chicago 
OCT. 4-8 


See these and other new designs—as well as 


the old favorites — Taylor Space 551A —Taylor’s 





enthusiastic sales staff will be there to greet you. 


No. 3801 Profile 


No. 3801% 


FOR NEW OFFICES—OR TO MODERNIZE USE 


my yy SCE 1816 


THE TAYLOR CHAIR CO. ¢ BEDFORD, OHIO 


WRITE FOR DETAILS 
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THE Cupreme PLATFORM 


ENDORSED BY ALL PARTIES 


iE L@eam SUPREMFis headquarters for a complete line or popular price steel 
cabinets... steel lockers... steel shelving and steel parts bin units. 


ie Laem SUPREME assures superb quality and finish plus unexcelled long- 


life construction. 





ie L@eem You'll appreciate SUPREME'S design features: assembly without 
visible bolt heads on fronts, sides and tops of cabinets—plus many 


others. 


\JE L/L deaca >UPREME saves you transportation and warehousing casts because 


we make knock down shipments...properly packed in safety-guarded 


cartons. Easy to assemble! 





Ode Laem SUPREME provides prompt delivery—made possible by our large 
inventory backed by the facilities of our vast, modern manufacturing 


plant. You'll appreciate SUPREME dependability ! 


upreme of Maspeth 


ee 





THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT—QUALITY, UTILITY AND ECONOMY 


FREE! New price list and catalogue of complete SUPREME line. 





Write today 


SUPREME STEEL PRODUCTS, INC. 


52-85 74th Street, Maspeth 78, Long Island, N.Y. , 





AVAILABLE IN STANDARD 
GREEN OR GRAY FINISH 


SUPREMACY IN STEEL propucts 
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available in wood or steel 


avenve * 


gactmoee 


MEET TODAY'S NEED 


FOR PRIVACY & SPACE SAVING EFFICIENCY 


FUNCTIONAL 


OFFICE- eff 


The perfect packaged office 


A catalog functionally designed too ... a selling tool as 
distinctive and flexible as the product it represents. OFFICE- 
ettes, engineered to fit any office plan, accommodate 25% 
more workers, provide over 30% more work space for each 
... the perfect profit package for you . . . New catalogs 


available now. 


(WRITE FOR THIS NEW CATALOG 


Conventional office furniture— 
desk and table for each work- 


er—accommodotes nine. 
marTLano 


= = ° ° 


ercr 


Same group with Arnot Func- 
tional Office Groups—accom- 
modotes twelve persons 


‘ARNOT AND COMPANY, INC. 


922 PARK AVENUE BALTIMORE 1, MARYLAND 
Dealer Franchises Available 
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2687 '/2 Davenport 


Diamonds in your own 


Selling should not stop at the office! 
Gunlocke’s lounge furniture can be sold not only for 
the office, but for clubs, lodges, institutions . . . 
hotel lobbies. Yes, new customers are the diamonds 
we mean, and they're not always in offices. 
Feature Gunlocke davenport No. 2687! 
nd Gunlocke chair No. 2687. 


Sell their easy comfort and 


lsome appearance. Stress the 


g wearing qualities of their 
grain leather, their rugged construction. 
\nd remember, there’s a complete line 
f Gunlocke lounge furniture. Better send 


for the full-color catalog today. 


The W. H. Gunlocke Chair Company 
Wayland, New York 


Please send me your catalog illustrating Guniocke’s new 
lounge furniture in full color. Thank you. 


Name 
Address. 


City and State 








| 








- Now a new, larger 


Junior Executive 
Chair 


The “top brass” look at an economical 
price—that’s what Gunlocke chair No. 
628R provides for the rising young 
junior executive. 

This new, durable, roomy chair is 
bound to move fast. Just point out the 
adjustable form-fitting back and the 
molded foam rubber seat with the cool 
fabric cover. Then let him sit back and 
try it. 

He'll get the idea. It’s ideal for both 
general and private office use. 


Both chairs feature the one-piece steam-bent arm. This means 
added strength, fine design and long wear. 2 3 | | 


Made to accompany Gunlocke chair No. 628R, this hand- 
some companion piece was recently given top honors in con- 
temporary design. And it’s comfort-plus. Featuring a seat 
which tapers from front to rear, it will actually invite guests. 
You'll find the details of this and other fine office furniture 
in the Gunlocke CHAIR Catalog. Write for it today. 









FIFTY YEARS OF 
PROGRESS IN MAKING 
OFFICE CHAIRS _ 


— 


——= —— 
< z =< Log pve 
Ca — & Hee 


uP" H GUNLOCKE CHAIR COMPANY 



















WAYLAND, NEW YORK 














































The Greatest Contribution ever Announced for Office Equipment Dealers’ Profit Pictures 


S$ HOPING you're on hand in booth 105 
vhen we spring our big surprise at the NSOEA 


conve! 


for the grand opening. By the way, our own Die- 


] } 
DO 


To Be Opened at 
NSOEA 


Convention 


nterested as you. The only hint we can give 
months of planning and work have gone 
and you can be assured of a very worth- 

v of what lies ahead for our present Die- 


tion in October. Can’t tell you what it is 
but this is your personal invitation to join us 


d dealers don’t know the secret so they will be 


Diebold 


canton 


2. ohio 


serving business for over 93 years 


convention, 


bold Dealers and those dealers who join us in the 
future. The best part of the convention is getting 
acquainted, so don’t disappoint us, we'll be glad 
to see you. - ¢ 
DIEBOLD DEALERS CLUB 

The Diebold Dealers’Club will be located at 
the Conrad Hilton Hotel and all Diebold Dealers 
and their guests are cordially invited to make full 
use of the club’s facilities during their stay at the 


Diebold Dealers’ Club will be located in room 1518A Conrad Hilton Hotel 


i 
=, 
ed 

CARDINEER 
ROTARY FILES 
Today's fastest 
method of hand- 
"Gg inventory, per 
omnel and mar 
other records 


OFFICE 


APPLIANCES, 


a a 
NZ 
V-LINE 

POSTING TRAYS 
Speed up machine 
billing. Ideally 
suited wherever 
large accounting 
forms are handled. 


September, 


FLEX-SITE 
RING BINDERS 
Compact record 
keeping with the 
added conven- 
ience of visible 

margins. 


1952 


TRADEX 

FILES 
Vertical visible 
control at a glance 
for inventory and 
production records. 
Work goes faster. 





DIEBOLD 
LABELED SAFES 
Protect vital rec- 
ords of every de- 
partment against 
fire and theft. New 

modern design. 





1 
— 
| 
==) 











DIEBOLD VAULT 
ROOM DOORS 
Fire and theft pro- 
tection for all gen- 
eral business 
records stored in 

central vault. 
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SAFE-T-STAK 
STORAGE FILES 
Finest low cost 
storage of inactive 
records for all de- 

partments. 


(Oty 


DIEBOLD 
CHESTS 
Protect money 
against burglary 
and holdup where- 
ever bulk cash 
must be handled. 
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/ Masland Duran 


all-plastic surface and beautiful colors with 
.  |FABRIC-BACK 


| Masland Duran 


upholstery grade 














*Trade Mark Reg. U. S. Pat. OF. 








Masland is ready to meet every preference. Now you can specify 
Masland Duran plastic upholstery with fabric-back or without 
it. Both are nationally advertised Masland Duran. Both are the 
same in superb color-fashion, comfort and practicality. This 
new fabric-backed grade can also be applied to walls with or- 


dinary wall paper paste and moulding trim. Write for samples. 


THE MASLAND DURALEATHER COMPANY «* Dept. 64, Philadelphia 34, Pa 
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HERE’S A TABULATING CARD FILE 


with 4 Swe-fre SALES FEATURES! 





» REMOVABLE TRAYS! Each tray of the Steel 


Age Tabulating Card File can be easily re- 
moved and carried right to the desk for maxi- 
nium efficiency while working. The high tray 
sides assure full record protection and permit 
stacking of the trays. 


.-78,000 CARD CAPACITY! With 10 wide, 


deep drawers and 20 trays, the Steel Age Tabu- 
lating Card File provides ample space tor fast, 
efiicient filing of up to 78,000 cards. 


ute Invited D 


——>" to visit our display 

at the N.S. O. E. A. Convention 

Room 521, Conrad Hilton Hotel 
Chicago - October 4-8 
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3.BALL BEARING SUSPENSION! Portable 


trays fit snugly in smooth-gliding ball bearing 
suspension tray drawers that take the tug out 
of drawer operation. 


. THE RIGHT PRICE! Steel Age Tabulating 


Card Files enable you to offer your customers 
quality files at a very reasonable price. If you'd 
like to have more information about these 
highly efficient Steel Age Tabulating Card 
Files, just drop us a line. 


Steel Aae 


Corry-Jamestown Mfg. Corp 
Corry, Pa 
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FOR THAT dressed-up BUSINESS LOOK 






A 2e€W SerzeS OF SOFA AND CHAIRS 


featuring complete flexibility of arrangement, 






smooth styling, quality construction and price economy 






Sectional furniture at its 
best. Absolute flexibil 
for the executive office, 







reception room, loung 






etc. Made in genuine 





nut and oak. Big-Foam 





rubber seat over spring 
Foam rubber back and 






arms. Available in a 





variety of upholstery 





terials and colors. At- 









tractively priced. 







Two seater sofa and chair. 
Made in genuine walnut 





and oak. Big-Foam rubber 
seat over springs. Foam 
rubber back and arms. 
Upholstered in top grain 
or machine buff leather, 









Kalistron, Naugahyde, 
Madagaska and Fabrilite. 
Upholstered furniture 
tailored to the needs of 
the office equipment dealer. 
Attractively priced. 













Building upholstered lounge chairs and davenports for commercial use requires 
specialized knowledge. We know what these special wants are and we have 
designed a line that fills the bill for office equipment dealers. There’s a STA 
TIONER’S unit for any business application you run into. So . . . boost your 
furniture sales and your store’s prestige the easy way by dealing with the 
“Upholsterers to American Business.” 








“ Upholslerers lo write 
merucan Business” today for 
1414-20 W. TUCKER STREET complete 


MANUFACTURING C0. FORT WORTH, TEXAS ——— 
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The Efficiency of Modern 


Form follows function . . . and alert American 
business men have shown a keen appreciation for 


the simple beauty of contemporary office furniture. 


Combine the matchless beauty of American hardwoods with the 
nctional efficiency of modern design, and you'll find yourself 
imiring the Cosmopolitan series by Jasper Desk. A space-saving, 

eye-appealing example of the cabinet-makers’ art, equalling the 


est custom-built creations. 


The Jasper Desk Co., Jasper, Ind. 
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Enginceeted WAYS TO BETTER BUSINESS 








unkink office work! 


l FASTER FILING AND FINDING ==. 
G/W Safeguard Filing System is the last word é 
in fast, accurate filing service. Standby in 
innumerable offices—for years. See it and 
youll understand why. 












2 FLASH FACTS! 


G/W Visible Record equipment recognizes no 
equal in the fast insertion and removal of 
visible records, and in easy both-sides posting. 
See it for convincing proof. 














3 VERTICAL CARD SYSTEMS 
The secret of smooth, fast vertical card records 
is a fool-proof index system in good equip- 
ment. Compare the G/W Safeguard card sys- 
tem with any you are now using. 


4 PROTECT BIG PAPERS 











Cello-Clip suspends BIG papers — tracings, 
drawings, maps, charts — vertically, smooth, 
fully protected. It’s the FAST, SAFE way to 
file BIG papers. 


These and 4000 other aids to good business 
are sold and serviced by your dependable 
G/W dealer; find him in your classified "phone 
book listed under “Office Equipment.” 





Engineering Specialists in 
Office Equipment, Systems 4 
and Visible Records Cincinnati 12, Ohio 
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BROADER PROFIT BASE 
FOR G/W DEALERS 


Among the 4000-or-more businegs 
aids made by Globe-Wernicke and 
sold by G/W dealers, the 4 selected 
from the “Systems” division prod. 
ucts are good for add-on sales. 


They are widely used and more 
widely needed. To sell them re. 
quires only a_ service-angled 
approach. 


A customer buys file folders—and 
should be reminded of the need for 
Safeguard Filing System. It’s a 
thoughtful service and an added 
profit. 


An order for file cards instantly 
suggests the Safeguard Filing 
System to turn a card file into 
a simple, speedy system. 


These and other G/W Systems are 
featured in the accompanying ad 
vertisement appearing in BUSE 
NESS WEEK, NEWSWEEK, and 
METHODS. Your best prospects 
and customers are exposed to the 
remarkable and exclusive selling 
points of these items. 


How can you better or more 
easily broaden the base of your 
profit making than by adding 
related merchandise to every 
sale? 


At least REMIND your customers 
that these helpful office systems are 
available—through YOU. 


The advertisement gives the 
salient point for each item. And 
frequently a mere mention of 
the system will do the business. 
Read the ad; see that your 
salesmen know about it, and 
USE it. 


Cordially, 


yy” 


Elmer G. Rahe 
Vice President 
Sales 
Globe-Wernicke 
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Planning a modern store building 


=, - 


by DON WITTIG 


g IN THESE DAYS and times, with high costs inhibit- 
truction of new downtown buildings, and 

hard to find and renting at a premium, 
niture dealer must take what he can get 


ing the c 
suitable s] 
the office fur 
and arrange it the best he can. 
Some 
having sé 


sonable even they are faced with tripled and 
juadrupled building costs when it comes to moderniz- 
ing their buildings. As for the newcomer to the 
ffice furniture field—he faces a very real and some- 
times a very serious problem 


Secured a Good Location 


old-timers may have been fortunate in 
i down-town sites when prices were rea- 


We wert rtunate, when we leased our present site 
a year a 1 securing a good down-town location on 
Navarro St ithin half a block of Travis Bank, in the 
heart of _ 
But we were even more fortunate in being able to 
secure a second store unit facing Martin St., and cross- 
ing the r of our main store unit, forming a sort of Exterior View 
irregular ‘“] Otherwise, we would have had no rear 
entrance to the main store 
This ““] irrangement, however, This type of front does away with 
provided us with plenty of planning the nuisance of changing window 
headaches before we solved all of displays—and if it is argued that 
the probl the whole store must be kept spic 
The first step was to cut a door and span, well, I am for that, too. 
through from the Navarro section It should be kept that way any- 
f the store to the Martin St. sec- how, and if full-view fronts will 
tion—and then we found that the compel the office furniture man to 
two floors had not been laid at the do more polishing and dusting—so 
same le iking it necessary to much the better. There is a big 
rovide » connectng the two temptation to let dust accumulate 
levels if it can’t be seen from outside— 
There was any question as but dust on a desk-top is alto- 
whic] t should constitute the gether too visible from the street. 
main store. Navarro St. unit faced We gave considerable time and 
a mai and-south traffic line thought to our decorative scheme 
Moreove t was wider and pre- for the store, finally deciding upon 
sented ypportunities for the brown, tan and green, with the ceil- 
rrangemé¢ and display of mer- ing an off shade of white. 
handis« 30 we concentrated on For the floor we selected brown 
rubber tile that would be easy to 


naking the “new furniture” 


Store on Parade 


A sen essed entrance was in- 
Stalled, i ich a manner as to at- 
tract tl rth-bound traffic on 
Navarr which was a one-way 
artery, wit] traffic moving north 
We put full-glass display win- 
dows al full-glass door, giving 
custome! view of the entire 
Store. Thus the entire Navarro St 
store j isplay window, so to 
speak 

We n full-view displays 
OFFICE APPLIANCES, September, 


clean, yet would not show dirt too 
easily. We made the north wall a 
cool shadow of green and the south 
wall tan. The colors are cheerful— 
yet not too dark for a store whose 
only outside lighting must come 
from the front 

For lighting fixtures, we adopted 
two rows of electric lights sus- 
pended from the ceiling, with spot- 
lights above the front display win- 
dows to highlight merchandise on 
display. 

The office we located at the rear 
right-hand corner, next to the 
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of Don Wittig’s Store 


ramp leading to the second section. 
This is convenient to the stock- 
room and to rest rooms at the rear 
of the main store. And from my 
desk, I can get a view of both the 
new and used furniture depart- 
ments, making it easy to wait on a 
customer in either department. 


Desks Displayed 
The recessed display window and 
door made it a “natural” to set the 
desks along the right wall of the 
main store at an angle, thus break- 
ing up the usual monotonous lines 
of furniture found in most office 
furniture stores and giving a pleas- 
ing appearance to the entire unit. 
I have always contended that the 
most attractive store can be ruined 
if the furniture is unattractively 
displayed. 
Our biggest 
second unit. 
True, it provided a rear outlet 
without which we could not have 
operated the store. 


But the problems of how to ar- 
range the space so as to provide for 
(a) a display window, (b) a receiv- 
ing, shipping and storage depart- 
ment and (c) a used furniture dis- 
play department almost had us 
stopped 

We determined to put in a re- 


headache was the 


Turn to page 188, please) 
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Intensive sales training .system pays off 


by LESLIE E. DUNKIN 


feature writer 


g@ “WE LIKE TO CONSIDER our 
organization six years old rather 
than 29,” stated George King, vice- 
president of Office Engineers, “for 
that is really what we are. We feel 
that our success has been built on 
intensive sales training.” 

An unusual situation developed 
in 1946 which makes the six-year 
period more nearly correct than 
the 29. Officers Engineers, Inc., 
of 116 S. Michigan St., South 
Bend, Ind., was founded 29 years 
ago by Karl G. King, Sr. However, 
the war took the sons of the 
founder for several years as well as 
most of the sales personnel. 

In 1946, the two sons, George and 
Karl Jr., returned to the business 
but within a few months two of 
the key executives of the firm, one 
of them their father, passed away 
The young men were left with a 
good business but not enough ex- 
perienced personne]. 


Realized Weakness 

George King smiles when he says, 
“We look back now and smile at 
some of the Navy tactics we tried 
to pull and they just did not stand 
up. We realized our weakness was 
lack of sales training. 

“We were young ourselves and 
were interested in younger person- 
nel. We found many young men 
coming out of the services who de- 
sired to get into really good jobs 
We all needed sales training. 

“We also recognized,” Mr. King 
continued, “that there was a lot of 
business waiting. Demand for 
office furniture had built up during 
the war shortages and we knew we 
were going after our share of that 
business. 

“We called in the manufacturers 
of our leading lines and laid our 
cards on the table. We needed some 
sales training. We-solicited all the 
training they could afford us. For- 
tunately, we represent a few leaders 
who were glad to give us that train- 
ing.” 

A program was set up where by 
the manufacturers’ representatives 
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not only visited the store on their 
scheduled itineraries but for special 
sales training as well. A system of 
sales meetings had been carried on 
previously by the store on a once- 
every-week-or-two basis. This had 
to be adjusted to meet the new 
plan. 

Due to the fact that the manu- 
facturers’ representatives are lim- 
ited by their itineraries, it was 
thought best for the meetings to be 
conducted on call to suit the sched- 
ule of the traveling person. In this 
way, the time most convenient to 
them could be chosen and they 
could spend two or three days with 
the store without being pushed for 
time. 


Meet in Evening 

The meetings are conducted in 
the evening and last about three 
hours. Two types of sessions are 
used. The first gives information 
on the product so the store sales 
person knows it inside and out. The 
second session is on creative selling 
of the item. Both types are con- 
sidered important. 

One item is taken at a time and 
by the time they have moved down 
the list of pieces carried, they are 
ready to start over. About one 
meeting a month is devoted to 
office furniture. 

The better manufacturers are 
glad to co-operate in such a pro- 
gram, Mr. King said, and are 
equipped to give it successfully. The 
type of field man who gives the 
training is important. He should 
be one who is competent to train 
others. 

Six years of this method of in- 
tensive training has proven by re- 
sults alone that it is a wide method 
of operating. “We thoroughly rec- 
ommend it to any progressive deal- 
er,” stated Mr. King. 

He reviewed the selling picture 
since 1946 when for about two 
years and a half it was no task to 
sell. Later, when sales quotas were 
the rule, Office Engineers carried 
through the era in an excellent 
way, largely because of the inten- 
Sive sales training program. 

The firm looks forward to the 
time which is again approaching 
when it will be on quota instead of 
allocation. This is welcomed for the 
officials feel with the proper sales 
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training they will be able to exceeg 
their’ quotas again. 

Much of office furniture selling 
is concerned with selling companiog 
pieces. This is included in the pro 
gram along with the concentratiog 
on separate items. 

Mr. King pointed out that safe 
were a good example of how in 
tensive sales training could builg 
sales in a single item. He said hi 
firm was slow in getting interestej 
in safes. As he put it, “Safes wer 
bought from us, rather than we 
selling them.” After the sales train- 
ing, safes showed marked advance 

About 90% of office furniture 
sales are made on the outside. How- 
ever, many times a customer wants 
to see the furniture and comes int 
the store for that. As inside and 
outside sales personnel are entirely 
different, this inside showing & 
taken care of by either the store o 
floor manager. 

Since this is true, these manager 
must be trained to take care of this 
angle of the sales. Hence, they are 
in on both the inside and outside 
sales training program. 

All outside salesmen are trained 
in the selling of all products. There 
is no specialization on one piece a 
furniture. Emphasis here is on 4a 
combination of pieces and the mai 
who is trained to sell all pieces can 
do this more easily. 


Continuous Program 

“We feel that we are an example 
of what can be accomplished in siz 
years when intensive sales training 
is used,” said Mr. King. “We were 
fortunate in recognizing immedi 
ately our need and also fortunate 
in having lines where the man 
facturers were co-operative in help- 
ing us solve our problem. 

“Our program has been continu 
ous since 1946. All of our outside 
personnel are post-war so everyone 
of them had this training as theif 
sales background. Since my brothe 
and I did not have a period of 
training under my father, we wef 
as much in need of it as anyone. 

“We are really sales minded here 
now,” he finished. “We are antick 
pating what we consider the climal 
of our program when a plentifd 
supply of merchandise will show 
the results of our intensive sale 
training.” 
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Success in selling used furniture 


g WHILE THERE IS HARDLY a 
full-line commercial stationery 
establishment that does not trans- 
act some business in used furniture, 
as well as in the used “heavy” equip- 
ment of the trade, there are still 
many erstwhile progressive dealers 
who seem to have overlooked the 
possibilities in developing used 
furniture into a real feature of 
their stores 

There are many firms who say: 
“Yes, of course, we sell high-grade 
used office furniture,” but the fact 
remains that they haven’t organ- 
ized their merchandising of it on 
the best basis 

Whenever there is an acute short- 
age of high-grade ysed furniture 
and reconditioned appliances, such 
as develops during any war, con- 
sciousness of the importance and 
profitability of this phase of the in- 
dustry is quickly regenerated. 


Demand is Constant 
The truth is that the used furni- 
ture business is an important at- 


tendant activity of new furniture 
merchandising. That is because 
even when new furniture, both 
wood and steel, is normally avail- 
able, there is constant demand for 
high-grade used office equipment. 
Reference to the classified adver- 
tisements in any large newspaper 
will prove the truth of this state- 
ment 

It may be said, furthermore, that 
ised furniture selling is as logically 
and inherently related to new fur- 
niture merchandising as the selling 
of used automobiles is to the mer- 
chandising of new automobiles. The 
fact is that there is a very strong 
analogy between these two lines of 
business in a dozen different par- 
ticulars 

There is, of course, considerable 
latitude for variance of judgment 
as to the basic importance of used 
furniture as an auxiliary to the sell- 
ing of new office equipment. Opin- 
ions pro and con depend upon the 
Sales volume as well as the storage 


and processing facilities of any 
given stationery outlet. 


by VICTOR N. VETROMILE 


= 
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office machine business. 





CAPABLE MANAGEMENT BUILDS 
TRAFFIC AND REPUTATION 


= THE CORRECTLY managed used furniture department in- 
creases store traffic, as well as overall volume of sales considered 
on an annual basis, for the simple reason that any person or 
firm who has need for office furniture, whether used or new 
equipment, will certainly be a continual buyer of the diverse 
smallwares and supplies of the stationery trade. 

Good used furniture, therefore, is not a sideline, but to the 
contrary, is directly and definitely profitable of itself. 

It can be a real reputation-maker, because the ability to sup- 
ply good slightly used office furniture—structurally sound and 
with lustre restored—caters to a stable demand. 

The used desk, chair, or filing-cabinet demand bears the same 
relation to the stationery trade as does the used typewriter or 


Provide a man with one or more high-grade slightly used 
desks when he needs them for some special purpose, and he'll 
return to you when he needs new desks just as surely as the 
man to whom you sell one or more high-grade used typewriters 
will return when he wants new typewriters. 








These opinions are also influenced 
by whether used furniture transac- 
tions are so few and so incidental 
as to amount to nothing more than 
an accommodation service or side- 
line or have been developed in fre- 
quency and dollar-volume to the 
stature of a successful and profit- 
able feature of the store. 


One of the primary reflections 
that suggests itself quite naturally 
is whether the dealer who is regu- 
larly advertising new furniture— 
perhaps even a distinctive line for 
which he holds the exclusive fran- 
chise in his community—can con- 
gruently advertise and display used 
furniture. 

The best answer is a question: 
“Why Not?” There is profit in both, 
and an opportunity to cater to busi- 
ness in both. 

Used furniture merchandising 
certainly does not hamper new fur- 
niture selling, nor does it detract 
from new furniture sales volume, 
provided it is handled according to 
correct and experience-authenti- 
cated principles. 

Quite to the contrary, specializa- 
tion in high-grade, thoroughly re- 
conditioned used furniture of 
known name is a force for building 
a futurity market for brand-new 
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office furniture, meanwhile keeping 
the sale of high-grade business fur- 
niture out of the conventional 
second-hand store. 


The selling of such furniture has 
the same power to propagate good 
will and future sales of new office 
furniture as the selling of high- 
grade used typewriters has to cre- 
ate future sales of new machines to 
the satisfied buyers of good used 
machines, or as the selling of de- 
pendable used cars has to propa- 
gate future sales of brand-new 
automobiles. 


Here’s Illustration 

An illustration from my own ob- 
servation is typical. Two of my old 
newspaper associates opened an 
advertising office in a large Con- 
necticut city years ago. They had 
a reasonable amount of cash capi- 
tal, but owing to the fact that such 
an enterprise is exceedingly specu- 
lative they decided to install two 
slightly used executive-type desks 
if they could find two known-name 
desks that were sound and pre- 
sentable. 


Realizing that office equipment is 
a highly specialized business, they 
didn’t go to the typical “second- 
hand furniture dealer,” but, to the 
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contrary, to the best-rated full-line 
stationery establishment in the city. 

They explained their require- 
ments to this dealer—a fellow who 
handled nothing but triple-A grade 
used furniture that had been re- 
stored to showroom lustre—and the 
dealer recognized immediately that 
he had at least one desk in walnut 
and another in oak that would 
please them, but he was not sure 
that his inventory contained a pair 
in either wood. 


Wanted A Pair 

The prospective buyers had such 
a strong liking for one of these 
desks that they were greatly disap- 
pointed when the dealer found that 
he did not have a pair available in 
the same wood. 

This stationer, however, was bent 
upon service-giving and long-range 
good-will cultivation, and to the 
pleasant surprise of these prospec- 
tive purchasers, he offered to ac- 
company them to the store of a 
competitor who, this dealer said, he 
had reason to believe might have 
just the desk needed to make up the 
pair, because he recalled having 
seen such a desk recently in the 
used furniture salesroom of that 
competitor. 

After this enterprising and far- 
sighted dealer had telephoned to 
his friendly competitor, the three 
men went straightaway to the other 
establishment where they found ex- 
actly the unit needed to match the 
other desk. 

To the very evident amazement of 
the two advertising men, the first 
dealer related to the second dealer 
just what he had been able to sup- 
ply and what he intended to charge 
for it, and with equal candor the 
second dealer acknowledged that, 
as the values were identical, so 
should the price be identical. 

The buyers were happy to pay 
that price right then and there, at 
the same time expressing their 
thanks to the first dealer for his 
extraordinary interest and co-oper- 
ation in locating for them just the 
desk that they had to have and 
sparing them the labor of searching 
for it. 


This stationer— the fellow who 
went so far afield of conventional 
concepts of helping a buyer—didn’t 
profit a nickel from the sale of the 
second desk when he ushered that 
sale into his competitor’s store—but 
he profited by many future sales of 
office supplies and equipment which 
were directed to his store by these 
two advertising men after they had 
acquired a clientele. 

They never forgot his friendly 
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zeal in assisting them to find just 
the furniture that they desired and 
to buy it at an advantageous price. 

This advertising agency, after 
gradual growth through several 
years, eventually flourished, and 
when the time came for re-equp- 
ment and expansion of facilities, it 
shouldn’t be much of a guessing- 
contest to name the stationer who 
installed the office furniture and 
fixtures. 

This single illustration is suffi- 
cient to show that, in any situation 
in which the prospective purchaser 
has predetermined upon the instal- 
lation of used equipment, supplying 
that equipment never frustrates the 
future sale of new equipment to 
that buyer. Instead, it tends to in- 
sure the future order, provided the 
buyer has been thoroughly pleased 
with the reconditioned equipment. 

The business of “buying up” sec- 
ond-hand furniture indiscrimi- 
nately and selling it for whatever 
it will bring is simply second-hand 
furniture selling. Such a procedure 
is, of course, incompatible with the 
promotion of a strong department 
of desirable used office furniture in 
a stationery and appliance outlet. 


Must be By-Product 

Generally, as I see it, the only 
used furniture merchandising that 
is logically inherent and construc- 
tive in the stationery industry is 
that which issues, virtually as a 
by-product, from the sale of new 
furniture. 

This means that, in order to have 
an important used furniture sec- 
tion, the stationer must be doing an 
important new furniture business, 
and when viewed in this light, it is 
not difficult to see the compatibility 
of the one with the other as sources 
of store traffic and profit. 

Understanding this fact, it is not 
difficult to see likewise why, in 
order to be an economically sound 
feature of a full-line stationery 
establishment, a used furniture sec- 
tion must be promoted along the 
same lines as new Office furniture. 
The conditions are similar so far 
as advertising, salesmanship, and 
attractive display are concerned— 
never relegated to the status of an 
inferior activity which is the error 
that, in my opinion, causes some 
dealers to feel that used furniture 
selling is unprofitable, or perhaps, 
“bothersome.” 

Just as the trade-in system is the 
foundation of used-car selling and 
used-car demand, so the trade-in 
idea is the basis of used office furni- 
ture sales and the demand for used 
office furnishings. 
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At one and the same time, there. 
fore, good used furniture is an ag 
cessory to the sale of new furnituy 
as well as a result of the selling ¢ 
new furniture, the profit often be 
ing quite satisfactory in the om 
situation as in the other. 

By this I mean that it is possibj 
for the business transacted in useg 
equipment — considered collectively 
during a certain period—to be re. 
atively as profitable as the sale ¢ 
an equal number of new furnitur 
units, provided only, however, that 
trade-in appraisals are made 
shrewdly and the stock-turn is g@ 
a brisk rate. 

The dealer, who would develop, 
strong and active used furnitur 
department instead of a mis-namej 
“Used Furniture Department” that 
he has unwittingly permitted to be. 
come mere storage space for unsal- 
able or stock-bound trade-ins, must 
advertise his.used furniture ané 
used appliances. He must use ref- 
erences in every newspaper adver- 
tisement, direct-by-mail circular 
or local radio broadcast, even 
though subordinating his advertis- 
ing of used wares to his advertising 
of new merchandise. 

The over-all profitability of the 
advertising of any large stationery 
establishment in the average city 
of good size is sure to be increased 
by this means because the dealer 
addresses his advertising to both 
classes of furniture demand. There- 
fore, he has two chances to sell a 
well as a double stimulus to buye 
traffic from the accumulative fore 
of his advertising over a long period 

He attracts more buyers, which 
means more customers when those 
buyers are well served, which ff 
turn means more profit, and that’s 
what every stationer expects to de 
rive from his advertising expendi- 
tures. 


Is Steady Line 

As good used furniture is staple 
and the demand for it is reasonably 
continual irrespective of season, 
any dealer who has developed thi 
line to the stature of an important 
feature of his store, can depen#t 
upon it to contribute its share @d 
profit and traffic quite as much @ 
any other department. 


It is a fact of trade experient 
(at least, this is true in cities of any 
considerable population) that tho® 
Stationery establishments that hav 
achieved widespread reputation # 
headquarters for office furnitur 
and machines are constantly selling 
the largest number of units of boil 
new and used furniture. 

This fact is conclusive refutati@ 
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of any notion that the maintenance 
and promotion of a used furniture 
department is likely to detract from 
new-equipment sales. 

Often the quest for good slightly 
ysed desks, typewriters, and other 
office fixtures is to fill some special 
need for supplementary equipment 
for extra or occasional use. It is by 
no means suggestive of inability, or 
even disinclination, to pay for 
brand-new equipment if the buyers 
felt that new equipment was really 
needed for their purposes. 


Buy in Large Lots 

For examples, business schools 
sometimes buy two or three dozen 
slightly used typewriter desks and 
rebuilt typewriters, because of the 
rapid rate of depreciation incurred 
by typewriters in their typewriting 
practice rooms. Similarly in the 
newspaper business in which the 
abuse of writing-machines has long 
been a notorious tradition, publish- 
ers sometimes buy aS many as 25 
desks and typewriters on a single 
order 

Likewise, so I have been told, the 
rapid equipment-replacement rate 
on office furniture and machines 
caused by the “brutal” punishment 
to which such equipment is tradi- 
tionally subjected in the clerical de- 
partments of all the big railroad, 
steamship, insurance, and industrial 
offices, is the explanation of these 
large buyers being in the market 
periodically for quantities of sound 


reconditioned and refinished office 
furniture 

According to my observation, all 
the more-successful dealers hand- 
ling office furniture sell both wood 


and steel equipment, and naturally, 
their used furniture sections con- 
tain a variety in both types. 

The basis of the used office furni- 
ture business, when it is operated 
within the framework of a station- 
ery business, is of course, the trade- 


in policy which is undeniably a 
powerful implement for selling 
more new furniture and especially 


the more-expensive new creations in 
Office desks and chairs 

When a reasonable volume has 
been attained, the secondary sales 
of used equipment are usually quite 


as profitable—that is, proportion- 
ately, in relation to annual dollar- 
volume—as the sales of new equip- 
ment. It may often mean a good 
Dusiness in used furniture during 


some “slump cycle” of trade when 


there may not be much activity in 
new furniture selling. 

Such used furniture and office 
machine selling adds very little, if 
anything, to the general overhead 
OFFICE APPLIANCES, 
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PUT EMPHASIS 
ON DEPARTMENT 


A used furniture department 
can be, and certainly there is 
no reason why it should not be, 
quite as interesting and attrac- 
tive as any other department 
of the business. It should be 
as clean and well-illuminated 
as the main furniture show- 
room—not maintained like a 
dark storage vault. 


In a large, full-line estab- 
lishment in which there is a 
continual large- volume turn - 
over of office machines as well 
as office furniture, it could be 
identified as the “Used Equip- 
ment Department.” 


Before opening such a de- 
partment to the public and ad- 
vertising it as a feature, a 
dealer should naturally as- 
semble a reasonable assort- 
ment of units in a wide range 
of prices so that he will be 
able to start on a strong com- 
petitive basis. 


—especially in a store having ample 
space for the work of recondition- 
ing such equipment as well as ade- 
quate facilities for storing it a rea- 
sonable time. 

No extra delivery expense is 
involved because trade-ins can be 
picked up when the new items are 
delivered, and of course, there are 
no dismantling costs such as char- 
acterize the typical trade-in of a 
printing-press, a soda fountain, or 
other heavy machinery. 

In instances where the main 
salesfloor itself is already depart- 
mentalized to the limit of its area, 
there may still be opportunity to 
operate an attractive used furniture 
and appliances department in the 
basement of the establishment as 
typified by a very attractive “Used 
Equipment Economy Basement” 
that I saw in a large commercial 
stationery establishment in New 
Jersey. 


Must Follow Policy 

Dealers who do not practice the 
trade-in policy are inevitably cir- 
cumscribing the development of 
their furniture business in any 
competitive market when the other 
dealers do practice it. 

“Liberal Allowance” shouldn't be 
advertised, however, because the 
stationer must bear in mind that 
the trade-in allowance made in 
many sales of office furniture 
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freezes some of the profit until the 
used furniture accepted in part- 
payment has been sold. 

There are instances, of course, 
when the dealer knows while mak- 
ing the sale of new furniture just 
where he can place, almost immedi- 
ately and at a fair profit, the furni- 
ture that is being taken in trade. 
But as this situation is the excep- 
tion rather than the rule, the trade- 
in allowance should always be 
calculated cautiously with due re- 
gard, not only for the nominal 
profit-spread on the new equipment 
when sold outright, but also for the 
time it will probably take to sell the 
traded-in units. 

Some used furniture, of course, as 
is true of some used automobiles, 
has no trade-in value whatever. 
The soundest trade-in investments 
always result from “style change- 
overs”—that is conversion from 
good enough to the latest and best 
in the market as differentiated 
from the replacement purchases 
that are necessitated by long or 
excessive use of old equipment. 


Must Be Wary 

The only safe trade-in policy is 
to accept only furniture the salabil- 
ity of which, at a satisfactory net 
profit after re-conditioning, is rea- 
sonably assured. The allowance 
should always be conservative, with 
an experienced eye kept on the 
probable time required for resale, 
and the dealer should personally 
examine and appraise the proposed 
trade-in unit before quoting any 
allowance. “Known” name units 
are, of course the most-salable in- 
vestments whether in new or used 
furniture and whether of wood or 
of steel. 

Sales promotion must be applied 
to used equipment just as much as 
to new equipment, if the dealer 
would be sure of turning his stock 
within the time when profit-shrink- 
age begins, usually about five or six 
months. This requires that he oper- 
ate a salesroom of used equipment 
—not a storeroom. 


The dealer should learn the best 
probable outlets for good used fur- 
niture in his locality. For illustra- 
tion, one dealer learned that the 
purchasing agents of several of the 
largest factories and warehouses in 
his trade area were always on the 
lookout for rugged used furniture 
for shipping department, receiving 
department, and basement use be- 
cause of the rough use to which 
office furniture is subjected in those 
departments of their establish- 
ments. 

Used office equipment merchan- 
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dising requires strict and vigilant 
inventory-control if it is to be con- 
ducted with profit. At frequent in- 
tervals, even though the stationer 
knows that his trade-ins are being 
sold off regularly, the inventory 
sheets should be checked and revised 
so as to show the net true worth of 
all used stock on hand. Only by 
some such means can the dealer 
avoid the mistake of piling up such 
merchandise faster than it can be 
sold. 

Some dealers, when their current 
stock becomes too heavy for their 
storage facilities, find a ready mar- 
ket for disposal of it in lots to 
wholesale distributors of recondi- 
tioned furniture. Such wholesalers 
obtain the ordinary trade discount 
on quantity purchases, but this dis- 
count is very small as compared 
with the total dollar-inventory of 
the used equipment thereby con- 
verted into cash for reinvestment. 

In smaller markets, where such 
channels of disposal are not avail- 
able, the stationer might well con- 
duct an annual used equipment sale 
which should have strong advertis- 
ing value for his business as a 
whole. Incidentally, there are cabi- 
net-making factories, I have been 
informed, which offer a market for 
the sale of desks, tables, and pianos 
made of high-quality hardwoods 
which these factories reuse in the 
fabrication of their products. 


Worthy of Label 


If the stationer is really intent 
upon building a reputation for 
high-grade refinished office furni- 
ture, it is just as logical and desir- 
able that the label of the store be 
put on such equipment as upon 
high-grade rebuilt writing-ma- 
chines. 

“All Sales Final” is justifiable 
policy in used furniture and equip- 
ment merchandising, but of course, 
adherence to this rule requires that 
the stationer never knowingly take 
the slightest risk of selling any desk, 
chair, or appliance that might not 
give the buyer complete satisfac- 
tion. 

The inventory sheets should show 
the date each unit was placed in 
stock and the code-mark indicating 
the trade-in allowance, but the re- 
sale prices of the merchandise 
should be plainly displayed on each 
piece in the used furniture show- 
room. 

There have been instances when 
the used equipment department has 
been developed to the mercantile 
stature of what is virtually a busi- 
ness within a business—important 
enough in volume and profitability 
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to warrant the employment of a 
used furniture manager of long ex- 
perience in this specialty. These 
managers are charged with the 
whole responsibility for producing 
a satisfactory profit. 

The advertising of used equip- 
ment departments of this scope and 
caliber, which are, of course, seen 
in only the large trade centers, is 
conducted independently of the 
general advertising of the establish- 
ment. The traditionally favored 
medium for the promotion of used 
equipment sales, based upon long 
experience in the stationery indus- 
try, is newspaper classified adver- 
tising. 

A general or “directory-style” ad 
can be published six days of the 
week in the regular “Used Store 
and Office Furniture and Fixtures” 
classifications, but specific offer- 
ings with descriptions and prices 
should be published in the so-called 
“Displayed Classified Section” of 
the Sunday editions. 

While it is inevitable that an oc- 
















casional unit of salable used o 
furniture will find its way into 
ordinary “second hand furnit 
outlet, it is important and desi 
that everything possible be done 
keep the used office equipment 
mand in the domain of the 
tionary industry where it rightf 
belongs. 

Constructive used furniture m 
chandising within the framew 
of new office furniture selling 
certainly help to maintain invio 
ble the function of the stationer 
the logical distributor of everyt 
in the category of office furnit 
and office machines. 

That is the distinctive specia 
function which the stationery 
dustry achieved as a lasting re 
of the hard-fought campaign wa: 
by OFrFrice APPLIANCES 40 years 
to take the office furniture busin 
out of the department stores 
the household furniture stores 
make the distribution and sale 
office furniture the exclusive fune 
tion of recognized stationery outle 





PLANNING A NEW STORE 


cessed display window on Martin 
St., come what may. It was a good 
down-town street, and it seemed a 
shame to let the space go to waste. 
So we did just that. On the other 
hand, the receiving and shipping 
departments had to be right behind 
it, for convenience, if nothing else. 
So we located them there. 

That left the rear of the Martin 
St. unit to be devoted to used fur- 
niture. 

We separated the shipping de- 
partment from the used furniture 
department through the use of a 
high tool board, in which all of the 
tools needed for opening crates, 
crating furniture, and making 
needed repairs on used furniture 
are carefully kept. It is convenient 
for our workers, and it keeps cus- 
tomers from getting in their way 
while at work. 


Desk is Convenient 
And just behind the office, on the 
second level beside the ramp, a desk 
is kept for convenience in working 
in the used furniture department. 

Used furniture is kept polished 
and dusted, even if it isn’t visible 
from the street. 

And although most customers 
come into the main store and go 
from there to the used furniture 
department when they make a pur- 





(Continued from page 183 





chase in it, the path is kept cle 
to the entrance on Martin St., ang 
a good number of customers, a 
tracted by our used furniture d 




















plays there, come in through thi 
entrance. 








Our store, of course, is not 3 








ideal one. 








It is not the sort of a store 3 











would have built, if we had haf 


plenty of money with which & 
build it—and ample space on whid 
to build. 























Best Available 

But we think it is a good examp 
of what can be done when spat 
is limited and two units have to ® 
combined to provide receiving ani 
shipping facilities. It is well k 
cated. It is convenient for custom 
ers and for workers. And it i 
attractive. In short, it is a good eF 
ample of making the best of wha 
you can get. 

So my advice to today’s office fur 
niture dealer is: If you can’t @ 


























































exactly what you want, don’t & 
that stop you. 
A little planning imagination 











plus a little good taste in decoratin 
—can often change the most doubt 
ful location into an attrac 
showplace. A good location is @ 
main thing. Get that and you c@ 
trust your ingenuity to do the rem 
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JAM'EM IN OR 
GRAB’EM OUT — THEY’RE SAFE! 


The generously rolled tray edge of each drawer cradles the 
file cords into place without the least opportunity for scar- — 
ring or marking. Nicked edges and torn corner rejects are 


no more 





> 
. & 
2 
x 


_ Twenty-two separate file drawers each with 


FOR Haste W\\HOUT ee 





balling Cod Fie 


The NEW Browne-Morse 4a Card File No. 2022W has been 
designed to give more speed and greater ease of handling while afford- 
ing file cards maximum protection from everyday use. Tattered and 
torn file cards that.cost time and money are eliminated , . . 
rips and indentations Calising machine rejects disappear. File No. 
2022W is another Browne-Morse unit of efficient office equipment 
made to meet today’s business demands. See and read the story below. 


wrinkles, 


PLENTY OF STRENGTH 
90,000 CARD CAPACITY 





a large rolled edge give much added strength . 
to the unit. Additional reinforcement is given 
by 10 cross rails on the front panel, 3 vertical 
U-thannels on each side, and @ solid sheet 
metal top, bottom and back. 

The exclusive Browne-Morse Glider Extension Arm gives “Feather Touch" 
action because of even load distribution on all points of the glider arm. 
Contour of the raceways exactly fit the contour of the balls in the meng 
orm, eliminating excessive wear and flat spots. 


To remove a drawer from the 
cabinet you merely pull out 
the Glider mounted tray and 
lift the drawer off. The tray 
then glides back into place. 
individual drawers are in- 
terchangeable. An exclusive 
Browne-Morse feature allows 












(100% COMPRESSION 


Moving from the rear-of the file to 
within Y% inch of the front, . the 
Browne-Morse friction type. com- 
pressor unit will lock at any posi- 
tion to compress any number of 
cards firmly in place. A smooth- 
faced compressor pane! eliminates 
indentations on your cards, reduces 
rejects. 


Architects of Efficiency for America’s Offices 


Browne-Mborse 


MUSKEGON 


each drawer to be slipped 
back info ony opening while 
the troy is in closed posi- 
tion conserving much-needed 
gisle space and eliminating 
unnecessary handling of 
trays. 












VISIT OUR EXHIBIT 
ROOM 532A 
CONRAD-HILTON HOTEL 
N.S.0.E.A. SHOW 











MICHIGAN 


MANUFACTURERS OF STEEL OFFICE FURNITURE, FILES, DESKS, ALUMINUM POSTURE CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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This picture can 


frees. 


For new ideas in office planning, write for ‘‘Tooling Up Your Office’’ 
METAL OFFICE FURNITURE COMPANY, Grand Rapids, Michigan 


190 


ture into benefits for you. 








...if you see the 


with Steelcase furniture. Your Steelcase dealer can translate that pic- 

He can show you how Steelcase saves val- 
uable floor space, speeds up work flow, increases efficiency and improves 
morale. Steelcase is more than a name—it’s a principle of efficient 
engineering. Interchangeable, standardized parts provide complete 
flexibility to changing work requirements. Beautiful, modern colors 
and finishes make surroundings more attractive. Everything is de- 

ned for comfort and convenience. Your Steelcase dealer is an expert 


on economical office engineering. See him! Now! 


voy Look for Steelcase in the classified 


section of your telephone directory. 


— eB ey. Yi 


Busiriess Lquipit reril 
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dealer who features 


Sraeeénoe 


The picture shows a portion of an office that is completely equipped 




















You asked for 





LOWEST-PRICED 











e safe all dealers have been waiting for... 
t fe your customers demand. A low-priced quality 
fe which will be the leader of your safe line. Modern. 
ned. Carries label certifying it has passed the 

laboratory test for fire resistance up to 
for one hour. Has the same type welded body 


tensile steel . . . the same fire-resistant insu- 











it... here it is! 


PROTECTALL ANNOUNCES AMERICA’S 


QUALITY SAFE! 


bh 


RETAILS for only SIQIO 


SM i 


Attractive! Easy to handle! Carries label certifying it has passed 
the standard laboratory 1700 F one-hour fire test. Gives real 
protection at a price that will bring in plenty of new customers 
for youl Protectall's usual big discount applies 


lation as all Protectall Safes. Equipped, too, with the 


same heavy-duty, precision-made combination lock. 


Be sure to see it at the N. S. O. E. A. Convention 
or fill out coupon today for complete information. 
Don’t miss the chance to cash in—with the safe that 


promises to be America’s best seller! 











“Come and see the ‘Veep’ 
and me at the N.S.O.E.A. 


Convention,”” says the Protectoll 
Indian Girl. (Miss Chicago 1952) 


BOOTH 45 
CONRAD HILTON HOTEL 
.\ CHICAGO 





OCTOBER 4 TO 8 








Protectall Safes 
Syracuse New Cfo 


eee eewrwneeenwneeneneeeneneer eee eneee eee 





Protectall Safe Corp. 
926 S. Salina St., Syracuse, N. Y. 


Please send me complete information about the new “VEEP.” 
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FIRM NAME pianapminneai 
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ADDRESS 
CITY i ZONE STATE 
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TO ALERT 

OFFICE FURNITURE DEALERS 
WITH AN EYE TO 

FUTURE PROGRESS AND PROFITS__-___ 


potato - 


For over a decade the members of the 
Wood Office Furniture Institute have been 


cooperating to bring you such assistance as... 


AN IMPROVED PRODUCT TO SELL. Many of today’s designs and : 
features are a direct result of WOFI-sponsored research. 0 
it 
MORE “HOW TO SELL IT.”” The Office Furniture Merchandiser, sales 
clinics, films and a host of training literature have been employed . 
to improve retail sales technique. 
N 


CONSUMER PROMOTION AND PUBLICITY. A continuous program] y 
of consumer education and publicity has been maintained directing} 


the consumer to your store. 


NOW ...WOFI is readying a new plan of services for dealers that 
will eclipse anything ever offered to the office furniture dealer by 
any group or individual. We are sure you will welcome it as a means 
of increasing your sales and the services you offer to your own 


customers. Watch for news of this new plan at an early date. 








THE ACTIVITIES OF WOFI ARE MADE POSSIBLE THROUGH THE COOPERATION AND 
FINANCIAL SUPPORT OF THE FOLLOWING MANUFACTURERS: 


Alma Desk Co. * Clemco Desk Mfg. Co. * Doten-Dunton Desk Co. * Hekman Industria 
High Point Bending & Chair Co. * Hoosier Desk Co. * Huntington Chair Corp. * mall 
Desk Co. « Indiana Chair Co. * Indiana Desk Co. * Jasper Chair Co. * Jasper Desk @& 
Jasper Office Furniture Co. * Jasper Seating Co. * The Leopold Co. * Myrtle Desk @ 
Rockwell-Barnes Co. * Wells Furniture Mfg. Co. * IN CANADA—Art Woodwork, U® 
Office Specialty Mfg. Co., Lid. * The Preston Furniture Co., Ltd. (associated with Canadiat 
Office & School Furniture, Ltd.) * Preston-Noelting, Ltd. * Standard Desk Mfrs., Ue 


THE WOOD OFFICE FURNITURE INSTITUTE * 730 I1th STREET, N.W., WASHINGTON 1, D.C 
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See the new FIRM-BASE 
a revolutionary idea 
in typewriter desk design 

. at 517-A Conrad Hilton Hotel 
during the 
National Stationers’ Convention. 
lt gives Jasper 


Office Furniture dealers 


another sales advantage! 





KEEN JUDGES OF WOOD QUALITY 


Select Jackson Desks 


plan your office layout for peak ef- 
ficiency. Count on your capable Jack- 





DIERKS LUMBER CO L 

Konsos City, Mo 
Installation of 116 Jock 
son Desks by CRAMER 
Safe and Office Equipment 
Co., Konsos City 





“Office 
Master’’ Desks — rich in the natural 
beauty and warmth of fine native 


Small wonder that Jackson 


son Desk dealer to help you. 
woods — were the exclusive choice 
of this major producer of timber and senp NOW FOR YOUR - 
FREE GUIDE TO LOWER OFFICE COSTS 
and name of your Jackson Desk 


dealer. Write Dept. D-2. 


T Tl MEMBER OF WOOD OFFICE FURNITURE wesTITUTE 
There's no better time than now to = 


JASPER OFFICE FURNITURE CO. 


ASC PER, te Se eS aera se U. S$. A. 


lumber. You too will favor the smart, 
clean-lined appearance of Jackson 
Mastercrafted desks . 
te their good looks in every way. 


. . they live up 











ACROSS THE COUNTRY .. . in every desired market . . . convinc- 
ing advertisements like the above are building ever-greater 
preference for Jackson Desks. Month after month, these effec- 
tive messages are driving home—to over 3 million executives— 
the “gospel” of good office planning, with good desks from a 
good source. Such constant pre-selling is bringing more and more 
customers to Jackson Desk dealers. Their present sales are at an 
all-time high. Their future prospects are brightest in the business. 
In selected areas, some dealerships are still available to qualified 
office equipment retailers. Write today for details. 


JASPER OFFICE FURNITURE CO. 








JASPER, INDIANA - U.S.A. 
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SPECIFY 






rooms and 
rior construction, 
hardened ball bearings swiveling freely in uninter- 
rupted raceways. Low over-all height, dust-proof con- 
struction. Bearings lubricated at factory 
Furnished with either Ruberex (cushion 
tread) or Plaskite (hard tread) wheel. A 
very easy swiveling caster. 


Designed especially for use on chairs in offices, study 
libraries, where quiet is essential. Of supe- 


NOELTING 


Style! Kindof {| Diam of | Weight Per 
No Wheel Wheel Set of 4 

~— -+ - -+ 
2478 | Ruberex 154" 1Lb. 6 Oz. 
2473 | Ruberex 1 Lb. 10 Oz 
2378 | Plaskite 154" 1b. 40z 
2379 | Plaskite 1 Lb. 10 Oz 


Packed 1 Set in Individual Display Carton 








WOOD FURNITURE 
DOUBLE BALL BEARING 
SWIVEL CASTERS 


this caster has two full rows of 


Copper Oxidized Finish 




















and Ruberex Cups 
stationary furniture protect floor 
s. Made in fadeless 



















Faultless Unbreakable Rockite 


for heavy 


coverin 
brown shade. 
8QU ARE CUPS 
Size of Cc ‘ashien 
Style No. | Opening Base 
$c41i2| 134° | Ruberex 
$C4134| 1%" | Ruberex 
$c4200| 2 Ruberex 
$c4 2%" Ruberex 
$C7 112 he’ | 
SC7 134 3%" «OC 
$c7200| 2 
$C7 258 | 25%" 


Hard 
Base 


Rockite 
Rockite 
Rockite 
Rockite 


FURNITURE CUPS FOR 
STATIONARY FURNITURE 
Packed 1 Set in Individual Display Carton 








CASTERS, _ 


CUPS and GLIDES 


for more complete applications on more types of furniture, 
oat more profit. It’s the Quality Line priced for volume sales. 


METAL FURNITURE DOUBLE BALL BEARING CASTERS 








ES439 


Diam 


Whee 


15%” 
154” 
2 
_y 


ES Series offers combined features of Double Ball Bearing 
Swivel construction, and pivot bearing stem for steel sockets 
Ideal for light duty metal tube furniture 


Weight 
of Kind of Set of 4 
| Wheel J 
Plaskite 14 
Ruberex 1% 
Piaskite Ih 
Ruberex 1h 


STEEL SOCKETS FOR ES CASTERS 


et N 


imber 


IDR 


Inates nickel piat 


nd Tube OD 


777 


810 1" 
872 1g" 
872 Ve 
844 1 
844 i 
894—.902 "ty 
1.072 14" 
1.072 14" 
1.120 1% 
1.120 14" 
1.816—1.830 1 1g’ 


1.430 Square 1!” Square 


ed stee! skgt 


EW SERIES WITH FRICTION GRIP STEM 
Double ball bearing swivel with two com 


plete rows of balls 


Low overall height 






















NRS 


CUSHION 


CHAIR 
GLIDES 


gx 
faz, 


Base Weight 

No Diameter Per Set 

NRS 078 14” 16 Oz. 

iS NRS 116 Ty” 2%, Oz 
- NRS 114 14" 3°54 Oz 
NRS 112 144” 4\, Oz. 


ROUND CUPS 
~-—-- -- , W eight 
Size of | Cushion Hard Style Diam Kind of Set of 4 
Style No | Opening Base Base N Whee Wheel Lbs 
RC4138 134" | Ruberex “ 
RC4 158 15%” Ruberex Ew338 154 Plaskite 1\% 
RC7 138 1%" Rockite Ew438 1% Ruberex 1\% 
RC7 158 154” Rockite EWw339 2’ Plaskite Ike 
Ew439 2° Ruberex 14 
~_ 
Faultless quiet Cushion Chair Glides = 1100 SERIES LIGHT DUTY 


are mounted in live rubber. Steel re- 
inforcing frame prevents nail pulling 
out. Base of hardened steel, copper 
oxidized, impervious to wear. 


Packed 1 Set in Individual Display Carton 





























e 


Faultless Gettes Chair Glide 
with machine screw attach 
ment. 8-32 thread. For use on 





airs. 


SRS CUSHION CHAIR GLIDES WITH 
MACHINE SCREW ATTACHMENT 


Base Weight 

No Diameter Per Set 
SRS 078 14" with Nut 144 Oz. 
SRS 116 Thy” with Nut 2% Or. 
SRS 114 14° with Nut 3% Oz. 
SRS 112 114” with Nut 4% Oz. 


Packed in Bulk 





bearing surfaces hardened, 


* DOUBLE BALL BEARING CASTER 


Has two complete ball races, 
using best grade balls, all 


king pin 
Furnished with Roller Bearing 
Ruberex or Plaskite wheels. A very 


strong, dur 
Style Kind of 
N Wheel 
1123-3 Ruberex 
1123-4 | Ruberex 
1131-3 | Plaskite 
1131-4 Plaskite 


Rubber Tired 


special 


construction, dustproof 


able caster 
Diam Size Lbs. Cap 
Wheel Plate Each 
3” 4x4 200 
+ 4x4 250 
i 4x4 300 
4x4 350 


Wheels Available 














metal ch 
UMBRELLA TYPE GLIDE FOR METAL TUBING 


Especially designed for quick, permanent application to office, school and 
institutional metal tube furniture. Special tools needed to remove. Rubber 
cushion insulates metal from metal, 
steel umbrella. Nickel finish base 


| &- 


FAULTLESS CASTER of ©) 


194 


Base 


I 


DRS 078 
ORS 116 1 


Chicago 


Cleveland, Dallas 





eliminates noise or vibration. Spring 






Socke ibing Tubing 

: N Inside Dia Uutsi Dia 
201 4375 
203 5625 . 
204 625 ‘ 
208 870 1 


0 Detroit, Grand Rapids, High Point 















ndianapoly 


8000 SERIES DOUBLE BALL 
BEARING GRIP NECK CASTERS 


A top quality double ball bearing office chair caster. Com 
bines lowest overall height for this type precision construc 


tion... 


Style 


No 


8375 
8378 
8379 
8478 
8479 


jele 


dustproof design 
choice of hard or cushion tread composition wheels 


copper oxidized finish 


| 
) 
k 


4 


R-ho = 


.. lubrica 


Packed 


{f Wheel 


Canadian 


OFFICE APPLIANCES, 


ted, hardened raceways 


one set in box. 

i Weight 

er Per Set 
Plaskite 1 tb. 
Plaskite 1 tb. 
Plaskite 1 Ib. 5 oz. 
Ruberex 1 Ib. 
Ruberex 1 Ib. 5 oz. 


PORATION | DEPT. OA-52, EVANSVILLE 7, INE 


New York, St Louis 


Factory: Stratford 


September, 1952 
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T ake a good look at your 

you spend more than half of 

r waking hours at it. This desk 

be a helpful assistant, or it can 
1 down by its limitations. 


Art Metal desk is a planned 
sk. Ie is built around you — the 
1irements of your particular 
our methods of working. It 
bles you to put your hands im- 
ately on anything that is 
led. It helps you get more done 


ess time, with less fatigue 


» am Art Metal desk you can 
select the drawer arrangement and 
king area best suited to you 


1 your job. Drawers are inter- 












" There's an Art to Desk Efficiency 


Planning to move of re- 
office? Write for ¢ 
recognized Art Me 

Office Stondards o 

Or, coll on your near 
Dealer. He's on of 
en? traine 
eam f? - 
ssn ath 








Is the desk} you sit 


af really yours? 





changeable, can be re-arranged or 
replaced as new requirements arise. 
An Art Metal desk is handsome 
and modern in design. It offers you 
built-in comfort, easy-gliding 
drawers, and the very highest qual- 
ity construction, 


Your own desk work can be expe- 
dited; your employees can become 
better workers when your desks 
are Art Metal-planned for each 
work station. Write today for the 
free “Manual of Desk Drawer Lay- 
out.” Or, consult your nearest Art 
Metal Dealer for an analysis of 
your desk requirements. Art Metal 


Construction Company, James- 
town, N. Y. 






5 al 






























— for greater 
efficiency 





_— for greater 
sales! 


In Art Metal desks you have the 
opportunity of selling more than 
attractive appearance, modern design, 
quality construction. You can sell 
more than a desk — you can sell 
greater personal efficiency. 


Show your prospect how 

Art Metal desks are planned for 
each individual, how they will 
help him do a better job 

with less effort. Take advantage of 
this unique, powerful appeal. 

It will lead to greater sales. 


To back up the Art Metal story 

of planned efficiency you have the 
comprehensive, sales-stimulating 
“Manual of Desk Drawer Layout.” 
Give all your prospects a copy. 
And behind that you have 

Art Metal’s experience of more than 
60 years in the design and 
manufacture of the finest in 
business equipment. 
Art Metal 

Construction Company, 
Jamestown, N.Y. 








NEW line of 
Lower priced chairs 


















NEW...SHEPHERD 


'*2800”’ Series 


Low in price—bhigh in quality. Designed 

to give more value for the money than any 
chair on the market. Your choice of 
coverings ... DuPont Fabrilite, Clairmont, 
Gros-Point or top grain leather in a 

fine selection of colors. Write for 


additional information. 


No. 2830 


See the new ‘2800” 
Series displayed at the 
NSOEA Show. Oct. 4 - 8. 
Shepherd Room No. 547 


Q Soler! 


CHAIR JCOM PANY 









No. 2820 





|: No. 2810 


OFFICE AND FACTORY 1916 MAIN STREET, MELROSE PARK, ILLINOIS 
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SOLD 
EXCLUSIVELY 
THROUGH 
DEALERS 
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For Executives 


Royal Metal Mfg. Co., 
221 N. LaSalle St., 
Chicago 1, Ill. 


New models of Royal Metal 
chairs include the executive 
(top) and junior executive 
(bottom). The former is an 
adjustable swivel chair fur 
nished with 24-unit hourglass 
coil spring seat mounted in an 
all-welded steel frame. A 
shaped, padded back and 
streamlined island base 
equipped with rubber kick 
plates are other features of 
this luxury chair which has 
overall dimensions of 22 x 22 
inches. The junior executive 
tubular steel chair features 
the same construction as that 
in the matching executive 
chair, except that this chai 
is designed specifically for the 
busy worker who must have 
the freedom of a chair with 
out arms. 
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Rock-It and 
Modern Sofa 
Niemann, Inc., 

330 E. Ohio St., Chicago, Ill 


Recently announced is the 
Rock-It (right) for executive 
business office. It offers 
the trade a new idea in 
office chair styling and 
functional design. The 
chair, illustrated in leather 
upholstery but also avail- 
able in Naugahyde and 
Fabralite, will be shown 
for the first time in Nie- 
mann’s exhibit, Room 
550A, at the NSOEA con 
vention. Pictured above is 
a No. 285  twin-cushion 
modern sofa furnished in 
top grain leather but also 
available in elastic Nauga- 
hyde and Fabralite. 





Rol-Dex Rolling Record Units 


Watson Manufacturing Co., 

63 Taylor St., Jamestown, N. Y. 

Production per worker is claimed to increase 25 to 60% 
with Rol-Dex, Watson's modern filing method. Records roll 
to the seated operator quickly and easily. Pictured is a 
three-level Rol-Dex unit. Intended primarily for active 
records, units are custom-built for both small and large 
quantities of records and any size form. A new, informative 
catalog is available on request to Dept. K at the above 
address. 


OFFICE APPLIANCES, September, 1952 











2 


Soundguard Desk 
The Globe-Wer 


said to eliminate the metallic noise and 

ed with metal desks, has now been de- 

the Soundguard, it has been added to the 
steel desk line. Sound-absorbing material like 








szutomobile undercoating is applied with pressure guns to 
the interior of the pedestals and back panels of the desk 
while the inside of the drawer fronts and bottoms of slide 
mms have a ind-absorbing fluted paper lining. Structural 
features include four vertical reinforcing box channels at 
each corner of the pedestal. The height of the desk is ad- 
justable between 29 and 30% inches with complete change- 
bility of ba mponent parts. A special feature is a 
esk-arm slide ble-card record tray 


> © © ¢ © © © for today’s office 

















Inc 


York 17,N. Y 


rult is a feature 
No. 1478, pro 
personal papers 
1 place where 
ws the dial com 
two ball-bearing 


Money Chest 

Guardsman Safe Co., 

La Porte, Ind. 

These chests have square steel body 
one inch thick and round lug type door 
which is two inches thick in front of 
lock. They are equipped with four- 
tumbler Yale & Towne combination lock. 
There is a hidden auxiliary lock so that 
the chest may be opened even though 
the combination dial is damaged. Ex- 
posed parts are interchangeable to 
effect easy repairs. An Underwriters 
Laboratories approved relocking device 
is included. All chests have Under- 
writers label. 








Murphy-Miller, Inc. 
Owensboro, Ky. 


Side Chair and Sectional Unit 





1djustable compart 

nents ler key. Two index 

lrawers have 6,4 ipacity for 3 x 5 

4 x 6-incl I The file is 37% 
ches high es wide and 17 


ches deep. Fir baked enamel! in 
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This company is offering the No. 530 (left) 
ample-sized side chair primarily designed as 
companion chair for Nos. 520 and 521. It is 
made in solid walnut or rich walnut finishes 
or in oak for a wide variety of finishes. Up- 
holstering is done on four-coil spring construc- 
tion and soft rubberized hair. Pictured above 
are sectional unit chairs Nos. 4204, 4012 and 
4026 (left to right). Seat size, the same for all 
three patterns, is 21'2 x 18 inches. Height of 
seat from floor is 152 inches and height of 
back from floor is 29 inches. These are pro- 
duced from oak wood in limed oak, bisque, 
silver fox, ebony, golden oak, walnut and 
mahogany finishes. 
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Serv-Mor Wardrobe 
Appliance Products Co., 
2034 Jenifer St., Madison 4, Wis 


Double capacity has been provided in 
this new Serv-Mor wardrobe unit with 
two hanger bars to handle 72 garments 
The all-welded steel unit measures four 
feet long and is two feet wide and 76 
inches high. It stores garments from 
both sides and has three spacious hat 
shelves and a large lower shelf for 
rubbers. Any number of units can be 
used end to end. It is shipped set up 
and is furnished with casters and Sturdi 
hangers at nominal additional cost. 
Finish is office gray although other 
colors are available at no extra cost 
on orders of ten or more. 
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General Office Chairs 


Taylor Chair Co., 
Bedford, Ohio 





Rounding out its line of wood chairs, Taylor recently added 
two new adjustable posture, general office chairs. These 


chairs, No. 9831!2VR 


ventilated seats of 


and 98324%2VR (right) have 
or leather over air-foam 


rubber. Companion chairs are Nos. 9833 and 9834. 


Sentry Wall Safe 
Brush-Punnett Co., 
545 West Ave., Rochester 11, N. Y 


Dealers are finding a demand 
for this wall safe in farms and 
homes, says the manufacturer. 
The Sentry is designed to fit 
snugly into the cinder block wall 
of a new home or it can be 
easily mounted in brick in an 
old home. Some dealers are sell- 
ing the product on an installed 
basis through special arrange- 
ments with a mason. This safe 
has a fully-insulated (with Ver- 
miculite) door, built and tested to 
withstand 1700 degrees F. for an 
hour or longer. Capacity is 1,750 
cubic inches and the lock is a 
three-wheel, screw-wedge com- 
bination type. 


Flexi Bookcases 
Borroughs Mfg. Division 
American Metal Products Co 
5959 Linsdale, Detroit 4, Mich 


Sliding shelves which need no bolts are @ 
feature of the Flexi bookcase made of I@ 
gauge steel. The cases are finished in gray 
or green enamel. Measurements of this 
model, No. 4218, are: height, 42 inches; width 
38 inches; depth, 12 inches. 
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Cosco Chairs 


Hamilton Manufacturing Corp., 
Columbus, Ind. 


Two of the newest Cosco model office 
chairs are the No. 18A (left) executive 
chair and the No. 20L side chair (right). 
Streamlined styling, rich-looking finish 
and upholstery are advertised features 
along with sturdy, all-steel construction. 
Six easy adjustments are possible, all 
without tools. Upholstery includes one 
inch foam rubber latex and the back- 
rest and armrests of Model 18-A are 
padded with Tufflex. Seats are covered 
with Fabralite in green, brown, maroon 
or gray. 


bh tor The 


nless_ steel 
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Single Door Cabinet 


Supreme Steel Products, Inc. 
52-85 74th St., Maspeth 78, L. I., N. Y. 


This firm is now manufacturing a single 
door file-high storage cabinet equipped 
with three adjustable steel shelves. It 
is designed to provide sanitary and con- 
venient storage facilities in easy prox- 
imity to any office’s existing filing de- 
partments. Yale grooved-key locks are 
part of the equipment, these having die- 
cast chrome handles. Assembly is made 
without visible bolt heads on fronts, 
sides and tops. Dimensions are 24 
inches wide x 26 inches deep x 52 
inches high. It is available in standard 
green or gray finish. 


Boltaflex 


Bolta Product Sales, Inc. 
151 Canal St., Lawrence, Mass. 


An adaption of Boltaflex plastic for round-the-clock duty in 
covering the severe modern lines of a bench is shown here 
in use at the New Port of New York Authority Bus Terminal. 
Fabricators are Chairmasters, Inc. The material is claimed 
not to chip or peel, resists staining, scuffing and fading. 
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No. 180'2 Chair 
The B. L. Marble Chair Co 
Bedford, Ohio 


A form-fitting upholstered back and 
a seat upholstered with foam rubber 
over springs are featured in this 
executive posture chair. The outside 
of the back is equipped with a 
sponge rubber bumper “%sths inch 
in diameter, encased in leather and 

extending all around the exposed 6 € * bal % 
1rea. This added feature protects 
the chair from damage due to con 
tact and also protects the object 
against which the chair comes in 
contact. The arms are upholstered 
over soft foam rubber. Chairs are 
available for prompt delivery 


Utility Cabinet 
Dolin Metal Products, Inc 
315 Lexington Ave., Brooklyn 16, N. Y 


Newly-introduced is a line of utility 


cabinets, among which is the pictured 
No. 4210. This is an all-steel, electrically 














welded, counter-high unit equipped with Space-Master 

two locking drawers measuring 12 x E. W. A. Rowles C 

le x 4 inches each. These are de Arlington Heights, II! 

clared to be ideal for books, papers 

small parts, valuable tools and other A new desk and chair unit called the Space 
111 items. The cabinet has two ad Master is declared to combine all the fine features 

ustable shelves and two-way paracen of good classroom seating with a unique modula 

tric locking device on doors. Overall jesign that enables both the desks and the chain 

limensions are 42 inches high, 30 to be stacked or nested to save space. With little 

inches wide and 18 inches deep. Avail- effort an entire row of lesks can be moved into 

able in either green or gray baked line, nesting each desk within the other. The desk 

enamel finish, the suggested retail price is claimed to have a larger-than-average sloping = 
$44.95. writing surface and a roomy book box. Legs of 


the desk and chair are made of one-piece hollow 
metal tubing. 





Assorter Units 

J. R. Geller, 

Box 14] Oakland Garden Sta 
Flushing, N. Y 


The man who uses a great number of 
forms, letters, invoices, and so forth, in 
his daily routine will be interested in 
this method developed by the Wage 
Stabilization Board for handling its 
problems. Instead of the old style 
wooden pigeon-hole units on each desk, 
the members have installed a series of 
modern steel assorters. These units have 





sliding trays with an indexing tab at Tea 
the front to indicate the forms held p 
within. Adjustable back stops on each 0 
of the trays permit the user to “size the 82S 
tray’’ according to the dimensions of the Th; 
particular form it contains. The units na 
come in a variety of sizes and may be ot 
' pith O l or ve § 
Commander Globe ron Men either horizontal or vertical of 
Replogle Globes, Inc., “9 
“se 0 
315 N. Hoyne Ave., Chicago 12, ! = 
This popular 12-inch Commander globe is being plo 
nationally advertised in Life, Ladies Home Journa “a 
and Parents magazines. It is the globe that in al 
cludes a 96-page book, “See the World que 
Globe,” which describes all the modern-day us¢« not 
of a globe. fun 
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New Bronze Finish 
La Salle Produc?s Co., 
























its smokers and ash trays. 


well as in satin chrome finish. 





Tablet Arm 
P n Manuf fu 7 C 


recision 
9 Chicag Ave Evanston, Ill 


I my es the addition to its line 
fa tablet arm which can be attached to Preci 


on’s tubular stee hairs using interlacing strips 

woven plast webbing, attached with an 
exclusive cli; The resiliant, ventilated comfort 
{ these chairs makes them a natural for class 
rooms, corporation instruction rooms and other 

ces where ire required to take notes 
t fill out forms trys the manufacturer. The 
hardwood tablet arm is available in black lac 
quer finish to match the black plastic arm rest 
normally furnishe n these chairs, but can be 
furnished in othe I n request, 


OFFICE APPLIANCES, September, 1952 


2216 N. Clybourn Ave., Chicago 14, Ill. 


A new finish known as golden bronze 
has been produced by this company for 


color blends equally well with dark 
walnut or bleached walnut, oak, and all 
the lighter wood finishes. The pictured 
new metal smoker, No. 140-X, is similar 
to the firm's popular No. 150, but with 
a more heavily-weighted base, is avail- 
able in both the new golden bronze as 
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Modern Chairs 
Indiana Chair Co., Inc. 
Jasper, Ind. 


The firm is introducing a pair of chairs in a newly-designed 
modern group available in genuine walnut, mahogany on 
genuine walnut, quartered light golden oak or quartered 
Softone oak. No. F-1 (right) and F-2 (left) can be covered 
with either genuine top grain leather, genuine deep buff 
leather, elastic Naugahyde or Tolex. 





Vul-Cot Waste Baskets 
National Vulcanized Fibre Co., 
Silmington 99, Dela. 


The two numbers pictured have been added to the line of 
waste baskets in order to meet the wishes of 
dealers for an attractive receptacle that will nestle against 
the wall, side of the desk or in the desk well. The 5A 
left) is the No. 5 made rectangular instead of square and 
the 2A (right) is the No. 2 with a square instead of round 
top. Both new numbers are available in Vul-Cot standard 
colors of maroon-brown and olive-green. 














D0C modern | 
island base 
group 
in the 
picture-frame 
motif 








‘No. 5380 WE 
4 Drawer 
80 x 42 
Nothing achieves the popularity 

of the Conference type desk — 





visit the 


CLEMCO DISPLAY 


N.S.0.£.A. CONVENTION 
CONRAD HILTON HOTEL 















om furniture — a blending of the richness of the 

- pleture-frame motif with o streamlined desk patter. 

ae The result is a group that has a sleek and graceful look — 
yet sacrifices none of the advantages of ample-sized pieces. 


We Here is a new design idea in executive office 


CLEMCO DESK MANUFACTURING CO., INC. 


ie THE LEADER FOR HALF:A CENTURY 
ee ae ‘BLOOMFIELD, INDIANA — 
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Transfer Time is 
Fofits Time / 


BERGER 
STEEL TRANSFER CASES 


Here's a full 25% inches 
of clear filing space. 





Protect records against 
moisture, fire, vermin. 


Berger cases lock both 
vertically and horizontally 
assuring rigid stacking. 


How’s this for space- 
saving high stacking? 
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These drawers open 
easily. No binding. 


Bi 


There is no satisfactory 
substitute for the Berger 
| reinforced channel frame 










construction. 


Oke again, business men everywhere are facing their 
annual problem of finding safe, compact, and easy-to-use 
storage for inactive records. It’s your chance to make big- 
volume sales fast. You simply demonstrate how Berger's 
heavy-channel frame construction and reinforced drawer 
heads make Berger Steel Transfer Cases extra strong, extra 
rigid and extra durable . . . how they allow space-saving 
high stacking . . . how they give a full 255 inches of clear 
filing space. 

Point out that Berger all-welded steel construction protects 
valuable records against damage due to moisture, fire and 
vermin. Tell customers that Berger has furnished business 
with more channel-reinforced steel transfer units than any 
other manufacturer. 

Make transfer time extra profits time. Stock, display and 
sell Berger Steel Transfer Cases in sizes for ledger sheets, 
legal forms, letters, invoices, checks and tabulating cards. 
Write today for complete information. 


BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION 
1038 Belden Ave. . Canton 5, Ohio 


an. > 
REPU! BLIC |) 
i ’ - 
STEEL OFFICE ; 
EQUIPMENT 















See BERGER Stee! Office Equipment on Display at the N.5$.0.E.A. Convention 
Chicago, Illinois, October 4—8. Room 545, Conrad Hilton Hotel. 


205 





THIS 


This generously sized solid waln 


lowest priced swivel chairs. 


PRICED 
TO RETAIL UNDER s790.° 


e Solid walnut wood. 
e Seat has a coil construction unit 


tempered to proper resiliency and an 
additional 1" rubberized hair pad over which 


fluffy cotton has been applied. 


e 2inch ball bearing casters—your choice 
of hard or soft roller. 


e Finished with 2 full coats of lacquer. 


AVAILABLE IN 


US ELASTIC 
NAUGAHYDE 


OR OXFORD GLAZE 
LEATHER. 


“Wasaga 


vane vompeny 





The exactness with i 

rs which Mur-Mill 

poral upholstery effect pte 

peincir re office chair can only b 

sek oun y an examination of thi 5 

<a oe See our yee at th 

Riad * and Office Equipment As 

i es a — 
—October 4-8 ‘: 
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ADD POWER TO YOUR SALES WITH 


MUR-MILL NO- 523 


ut swivel has 


that air of unpretentious importance that makes 
an easy sale. .-- So well construc 
maintain its good looks for years to come. - - - 
Yet the price is only a few dollars above the 















ted that it will 
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INCORPORATED 


CMNMECORO KEM UKY 


WRITE DEPT 
- MO FOR YOUR MUR-MILL CATALOGUE TODAY! 


M : 
atching side chair available 
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Offiee Furniture Built for a Beautiful Future! 





upholsteyed i 












Leading Office Furniture Manufacturers 
Select ELASTIC U. S. NAUGAHYDE Because... 


* Strongest fabric backing—won't split or tear 
* Stretchable—hugs contours for beauty and comfort 
* Tough—resists wear and aging 


* High-slip finish—resists soiling, easy to clean 





STATES 


COATED FABRICS DEPARTMENT - 


@ UNITED 





APPLIANCES, 





RUBBER COMPAN Y 


MISHAWAKA, INDIANA 











STOW & DAVIS FURNITURE COMPANY 


EXECUTIVE FURNITURE MANUFACTURERS 


80 FRONT AVENUE, S.W. + GRAND RAPIDS 2, MICHIGAN 
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ook full of words these photographs 
ern design, fine steel construction... 
juality of Harter chairs. Advanced 
thods enable Harter to deliver this 
es that make each chair a standout 
idds up to more sales to your most 


stomers and more profits for you. 


WHARTER 


STURGIS, MICHIG 


AN 
QUALITY CHAIRS 


COLOR cece 
COMFORT... 
_ QUALITY... 


and you can count on profits 








MODEL 700 
Presidential Armchair 


MODEL 65 


Executive Posture Choir 
MODEL 710 


Matching Side Armchair 


THE 


COmPLETE 
HARTER LINE 2c. 


EQUIPS YOU FOR EVERY 
CHAIR SALES OPPORTUNITY 


Space permits only a few representative photos ot 
Harter chairs. Still they give an idea of the com- 
plete Harter line. Add to this the wide choice of 
finishes and upholsteries and you can see how 
Harter equips you to compete for all office chair 
orders. And these quality chairs are top values 
you'll be proud to sell. That’s what makes the 
Harter franchise a valuable business asset. Write 
for literature on the complete Harter line. 


RARER 


STURGIS, MICHIGAN 


QUALITY CHAIRS 


MODEL C1900 
Big Chair For Big Men 








FOR YOUR 
CUSTOMERS WHO 
DEMAND THE 
FINEST IN MODERN 
: FILING EQUIPMENT 







THE VICTOR 


a( BESTLINE FILE & 


A Leader In Quality 


Experience proves that the discriminat- 


ing buyer will insist upon the Victor 


Bestline File. No other file offers more 
in appearance, in efficiency, in rugged 
construction for true long-range econ- 
omy. The smooth, noiseless operation of 
the Victor drawer suspension makes even 
the most heavily loaded drawer open or 
close with finger tip action. These are 


some of the features that have made 


a Se 


Victor Bestline the choice of those who 


want the best in modern filing equipment. 


In addition to all standard heights and sizes, the Victor 
Bestline includes a full line of card and check files. 
Counter and cupboard equipment, insert drawers and 
filing accessories are available to fill every filing need. 





VISIT OUR EXHIBIT AT THE NSOEA CONVENTION IN CHICAGO 
Booths 15 and 16 on the main exhibit floor and on the Sth floor foyer 


R, THE VICTOR SAFE & EQUIPMENT CO., INC. 


“ 
NORTH TONAWANDA NEW YORK 
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iy 


MODEL s22 





the biggest value in 
Comfort, Beauty and Quality... 


Ki NG Posture Chairs 


King offers the biggest chair value an office 
dollar can buy. Its royal seating comfort 
steps up office efficiency. There are 8 hours 
a day of posture-perfect comfort built in to 
every King chair. The handsome styling 
and custom-crafted quality of the entire 
King line is instantly appealing. You'll find 






volume sales easier to make and easier to 
Comfort 
ww close, And, you'll a quire a measure of cus- 
tomer satisfaction you've never before 
enjoyed. Management and personnel are 
Wi Beauty mutually pleased investment-wise and 
comfort-wise...that means repeat business 
W Durability 
Wi Economy SEE THE 


COMPLETE KING LINE 
OCT. 4—8, 1952 
BOOTH C-5 
CONRAD HILTON HOTEL 
BASEMENT 
EXHIBIT HALL 


Today for King Literature and Price List 





JASPER TABLES 


. 9 . 
oes fs) most versali e 


TABLE LINE 
for the 


OFFICE 
CAFETERIA 


CLASSROOM 
LIBRARY 


STUDY HALL 





No. T560 

30° x 50 

30 x 60 Tops: | THICK, 5 ply veneerec 
30°' x 72 banded with '/5'' oak or wal 


out 2 drawers nut veneer Rail and leg 
corners we rounded Legs 
square, tapered 


With or with 





No. T1060 

34"" x 60 Tops VA thick 5-ply ve 
36°" x 72 neered, edges have heavy 
42" x % lumber rim of oak or gum 
With or without 2 drawers well rounded. Legs, rails and 


drawer fronts selected oak 
on oak tables and selected 
gum on walnut tables 





Here are office tables designed to boost your table sales and 
satisfy your customers. Every unit uses Quality Materials and re- 
flects Superior Cabinet Work. 

Standard K.D. construction with heavy corner braces. Legs are 2'/2 
square at largest point with ample rounding on edge. Bases are 
finished in sateen sheen, with two finish coats after sealing. Tops 
receive three coats lacquer rubbed du 

FINISHES AVAILABLE: Blond, Notural, Light Oak, School 
Brown, Walnut and Mahogany. 


WRITE FOR COMPLETE LITERATURE 


JASPER TABLE 


ques )«€©=6 COMPANY, INCORPORATED 


JASPER INDIANA 
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why INVINCIBLE Desk and Table Tops 
are “Tops” for Beauty and Durability 





INVINCIBLE 


OFFICE 


APPLIANCES, 


METAL 


September, 


FURNITURE 


1952 


Careful attention to so-called “minor details” are major 
factors in the superiority of Invincible office equipment. 
The drawing at the left shows details of steel tops on tables 
and desks in “MODERNAIRE” — the up-to-the-minute 
line of steel furniture. Note how the linoleum is molded 
around the attractive curved edge . . . how it is protected by 
the stainless steel binding, from being scuffed by contact 
with chair backs or movement of objects through aisles. 
Corners — where tables and desks are subjected to greatest 
wear — are protected by stainless steel caps. The entire top 
and binding fit into the desk rim of angular, heavy-gauge 
material which is securely bolted to the corners of each 
pedestal. Rim easily may be removed in case user desires 
to change the top size of desk at some future time. For 
detailed information on other construction features which 


help convince users that Invincible furniture is a wise invest- 


ment ‘‘for better business living’’ — write the factory direct. 


UN: 
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The Embassy line of Jasper Desk 
Co. was chosen by Office Furni- 
ture, Inc., in furnishing this junior 
officer's space in the imposing 
Suburban Trust Co. quarters in 
Hyattsville, Md. 


Art Metal Construction Co. El 
Units are installed in the medical 
department of the Connecticut 
Mutual Life Insurance Co., Hart- 
ford, Conn. They provide more 
effective utilization of space by 
reducing office floor require- 
ments by about 30% and afford 
more privacy to those dictating 
and talking on the telephone. 


Dignity and hospitality are ra- 
diated in this office of the presi- 
dent of the Columbia Savings & 
Loan Assn., Washington, D. C. 
The walnut paneled walls har- 
monize with the distinctive Shaw- 
Walker executive suite made up 
of desk, bookcase, hutch, table 
and cushioned chairs. 
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The assistant vice-president of 
Suburban Trust Company, Hunts- 
ville, Md., in real estate loan de- 
partment, uses desks from the 
Jasper Desk Co. This installa- 
tion, too, was made by Office 
Furniture, Inc. 


The Kasle Steel Corp. office in 
Detroit, Mich., is equipped with 
Art Metal Construction Co. Air- 
line desks. The chairs are the 
Art Metal aluminum office mod- 
els of the clerical and secretarial 
posture type. The installation 
was made by the Art Metal De- 
troit branch office. 


Shaw-Walker desks and Correct 
Seating chairs provide working 
efficiency and eye appeal in the 
new, modern offices of the Auto 
Owners Insurance Co., Lansing, 
Mich. At each work station the 
employee has a Correct Seating 
chair designed for his job. This 
installation was made under the 
direction of the R. P. Lewis Co. 
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= |nstallations|s 
ivi 
General Fireproofing Co.'s Mode- 
Maker desks, Goodform chairs 0 
and Super-Filers are installed in ) 
the general sales department of a 
the W. P. Fuller Paint Co., Los 
Angeles, Calif. The installation 
was designed to secure a maxi- i 
mum of efficiency as well as a! 
over-all attractiveness for the oré 
office. ne: 
me 
Sk: 
ter 
ha: 
t e *s * = 
thi 
Arnot Office-ettes, flexible units tor 
which may be quickly assembled it | 
or disassembled, make this at- sel 
tractive installation by Jos. Gins- ! 
burg, Inc., of Chicago. The scene in 
is in the offices of Bell and Gos- cus 
sett Co., Morton Grove, Ill. hol 
spe 
kee 
ap] 
the 
7 
mu 
his 
spe 
his 
s 
ma 
wol 
out 
hac 
is 
& & * 8 nit 
Inct 
Another part of the installation E 
Hy of Bell and Gossett Company, of 
: N) Morton Grove, Ill., by Jos. Gins- rou 
i a | burg, Inc., of Chicago. Pictures sen 
: 1 show the general and sales de- cier 
i if partment of the firm. Arnot Of- inte 
, fice-ettes are also installed in sior 
A] the industrial sales department. T 
offi: 
dea 
pea 
hav 
wel 
con 
of t 
wot 
his 
E 
con 
mal 
niti 
€ eo - -) acc 
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Style belongs in the office 


by LESLIE E. DUNKIN 


STYLE are playing 
in all dec- 
the average busi- 

realize that this 
means his office, too,”’ stated Art 
for Business Sys- 


g “COLOR AND 
a more important part 
rating today but 


ness Man does ni 


Skages, salesman 
tems, Inc., South Bend, Ind. 

“The salesman of office furniture 
has to carry this idea to him.” 

We are not only selling more 
ind better furniture when we do 
this but we a » doing the cus- 
tomer a service. The way in which 

i the basis of our 


re ais 


it benefits him 


selling program.’ 


Personal satisfaction stands high 
n these benefits. Mr. Jones is ac- 
istomned to a beautifully decorated 
home and thinks very little of 


im of money to 
He is proud of its 
takes his friends 


+ fF 
» Ol} 


spending quit 
keep it that way 
appearance anda 
there to show 
The salesman 


must switch this w: 


f office furniture 
iy of looking at 
home to the office where he 
; tume and where 
are made. 

He needs t how this business 
man that Mr Jones certainly 
would not wa go back to the 
uut-of-date furnishings that she 
ago but here he 
office fur- 


spends much 


his business deal 


, 
had 10 or 15 year 
still usin his first 


ire 


Increases Efficiency 


He should have the satisfaction 
working ell-planned sur- 
oundings This will increase his 
sense of well-being and so his effi- 


iency. The esman should take 
{ int pride of posses- 


come into this 
ice will judge the man and his 
extent by the ap- 
Li ice so he should 
have that ffice up-to-date and 
his clientele 
ability. So another 
the business man 
would be thi od impression on 


] 7 ; } ; riv 
i-aesignea live 


Ss business tacts 

Employee relations are of much 
average business 

gain the office fur- 

has a talking point, 
Skaggs. The em- 


oncern to tne 
man and here 


nhiture salesmal! 
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ployee who can come into an office 
which has some style along with its 
efficiency will be more satisfied and 
hence there will be less turn-over. 
The worker who is well pleased with 
surroundings is a more efficient one 
and will be able to turn out more 
work. 

“The office furniture salesman 
often runs into the business man 
who says, ‘I made my fortune on 
this desk, so I want to keep it,’” 
Mr. Skaggs said. “Then the sales- 
man needs to point out the impres- 
sion it is making on everyone who 
comes in.” 

People are conscious of appear- 
ance today and prefer to do busi- 
ness in attractive surroundings. 
They are also inclined to judge the 
business man’s methods by the style 
of his office. Whatever the public 
sees should be especially in style 
and up-to-date. 


Style, Color Important 

“We are going into an era of 
much better price furniture,” Mr. 
Skaggs stated. “This is particularly 
true as it applies to executives and 
to their second group of executives. 
Style and color are both more im- 
portant than they used to be. 

“If we are able to give the execu- 
tive what he wants, in personal sat- 
isfaction, efficiency and improved 
employee and clientele relations, 
the price is secondary,” he contin- 
ued. “Price can be by-passed when 
you are selling style.” 

Furniture sold from the style 
angle is usually more expensive 
than other but not necessarily 
harder to sell. The average person 
if he finds what he likes and what 
will not only serve him efficiently 
but will look well and give a good 
impression in the process, will be 
willing to pay the higher price 
without much resistance. 

Mr. Skaggs thinks it is much eas- 
ier to begin at the top price level in 
selling than to begin at the lower 
and try for the top. Once the cus- 
tomer has seen the better merchan- 
dise he is less satisfied with the 
lower. 

It is always possible to drop 
into a lower price bracket if neces- 
sary but by showing the top styles 
first it creates a desire to have the 
advantages of this quality which 
will offset the price angle. 

Even steel office furniture can be 
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styled up by the use of color in 
floor covering and walls, Mr. Skaggs 
said. This will make the business 
man conscious of the style angle 
and may later make it possible to 
sell office furniture which has been 
designed with high style in mind. 

Most buyers want help in plan- 
ning their offices. The salesman 
should take into account their 
tastes and plan accordingly. 

It is part of the salesman’s train- 
ing to know how to give this advice. 
Mr. Skaggs thinks there are suffi- 
cient sources where such informa- 
tion is to be found that this need 
not be a stumbling block. The 
salesman himself can acquire it by 
reading some of the home decorat- 
ing articles in consumer magazines, 
talking to decorators and furniture 
people, as well as the manufactur- 
ers of the office furniture. 

It is often easier to sell style to 
the top executive than it is to the 
firm’s purchasing agent, he said. 
This man is the one who uses it and 
when the want is created in him, 
the selling job can go on from there 
more quickly. He sees the advan- 
tages of the best appearance which 
the purchasing agent may overlook 
in his emphasis on efficiency or 
service. 

Mr. Skaggs pointed to one large 
installation, where style was em- 
phasized, as being of such satisfac- 
tion to the executives of the com- 
pany that smaller installations had 
been obtained through their en- 
thusiasm. These secondary jobs 
took less selling since they were 
already “half sold.”’ 


A Good Example 

This large installation was said 
to be an example of what could be 
done along the line of style. All 
furniture was chosen from the style 
angle. In the president's office, sul- 
phur yellow was used in the daven- 
port and club chair with sunrise red 
in the side arm or guest chair. The 
office had light paneling so dark 
walnut desks and desk chairs were 
used for contrast, in line with the 
latest decorating trends. The secre- 
tary’s desk harmonized with the 
president’s. Floor covering and 
draperies were also used. 


“Household furniture people have 
done a good job of making people 
style conscious,” Mr. Skaggs said. 
“Office furniture people have been 
slow in coming to it. There is no 
reason why an office need not be 
colorful and in good taste. We just 
have to go out and convince the 
business man that he deserves the 
best.” 
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ANDERSON 
a ICKEY 
yA 7 Here’s four drawers of 
efficiency The 1900 Line 
is available in all 
drawer-combinations, in- 


cluding insert - drawers 
for filing cards or checks. 





Here’s a worthy addition to any office—the Ander- 
son-Hickey 1900 Line Filing Cabinet. Whether it's 
in a dealer’s show-window, on a convention floor or 
at work in an office, its lustruous finish and smart design 
win plenty of plaudits. Anderson-Hickey “know how” of 
office equipment manufacture provides additional sales 
appeal in assured longer life and trouble-free perform- 
ance. You too, will find the 1900 Line the best dollar- 
for-dollar filing cabinet on the market. 


Cardinal | Dates, Ve. 


SOLE DISTRIBUTOR 
5631 W. MADISON ST. CHICAGO 44, ILL. 
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will make 
satisfied customers 
for you! 





Yourre invited to visit us at 
the National Stationers’ Con- 












vention in Chicago . . . Room 
539, Conrad Hilton Hotel .. . 
to see America’s leading and 
best selling line of wood office 


chairs. 


Mr. Krieg and Mr. Eckert will 
be on hand personally to greet 
you—and to demonstrate the 
profit opportunities of Craffts- 


man Chairs. 


September, 1952 
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America’s 
fastest 
growt ng 
line 


At the NSOEA Convention 
in Chicago, October 4th-8th, 
Booths 364 & 365 
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and S.MN.A, 
Chests, both encosed and 
nonencosed in vorious 
sizes. 








and S.M.N.A. 
two and four-hour safes 
in various models. 





ond S$.M NLA, 
File and Record Vault 
Room Doors in 2, 1, 
4, and 6 hour clossifico 
tions—grout and 
grout installations 


York Safe and Lock 


UNDERWRITERS” 
ond S%.M.N.A, 
one-hour safes in vari- 
ous models. 





UNDERWRITERS® 


UNDERWRITERS’ 


UNDERWRITERS’ 





The most famous name in protection 


labeled 


labeled 


labeled 


lobeled 












FOR SELLING ME 
A GREGSON CHAIR! 


Gregson Arm Swivel Choir 
(No. 53) and companion Arm 
Choir (No. 51). Available in 
solid ook in light, soffone, or 
lime finishes; and walnut or 
mohogaony finish on pecan. 
Upholstered in Tolex Plastic 
Leathercloth, top-grain leather 
or buff leother. 


A satisfied customer is a big asset . . . and you are sure 
of customer satisfaction with every Gregson chair you sell. 


GREGSON CHAIRS are handsomely styléd in a variety 
of woods and finishes. There is one to fit the taste of your 
fastidious customer. 


GREGSON CHAIRS are comfortable. You can work all 
day long with a minimum of fatigue 


GREGSON CHAIRS are top dollar values. A popular 
priced chair line that is smart, handsome and comfortable 
Dollar for dollar, you can't offer a better buy. 


YES ... your customer will thank you for selling him a 
Gregson chair. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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BOOTH 142 
EXHIBIT HALL 


HEADQUARTERS FOR COSTUMERS- 
ASH TRAYS — SMOKERS 


He La Salle we 


Known from Coas? to Coast 


INTRODUCING “GOLDEN BRONZE” 


The new, modern luxury finish, which blends as harmoni- 
ously with dark walnut as with light bleached furniture 
finishes. 
















No. 155 





All steel cos- hal 
tumer Sturdily 
constructed. Un- i 
breakable hooks, 
boll turned ends Finishes: bright 
21” spread. 68" or satin chrome 
height. Finishes: 1 
Golden Bronze, 
Satin chrome 
throughout and 
grey or olive 
green with satin 
chromehooks. In 
units of six, 
weight 60 
Ibs 





and statuary or 
golden bronze 






| 
| 














“Sa 


No. 150. Large size No. 320. Snuffer type 
sturdily built for heavy smoker. By removing 
duty 11” base, 8 top ring, the oversize 
amber glass liner, 11/2 inner ash receptacle 
post. Top held rigidly can be emptied, cleaned 
level at all times with and replaced in a few 
patented ‘“‘collar.’’ seconds 


Both bases heavily weighted. Individually boxed. 











No. 140-X New 
modern design 
Extra heavy 11” 
base. 8” liner 
134” post Ship- 
ping weight assem- 
bled ready to use 
about 17 Ibs 
Golden bronze 
bright or satin 
chrome 








No. 201. — Stainless Steel 
Tray, 14” Heavily 
weighted 11" base. Over- 
size. Easy to clean re- ‘ 
ceptacle. Nothing to get 

out of order Shipping 

weight assembled ready 

for use about 19 Ibs. 

Golden bronze; Bright or aero 
satin chrome - ; 


— Write for Catalog — 


LASALLE PRODUCTS CO. 


2216 N. Clybourn Ave., CHICAGO 14, ILL. 
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REFRIGERATED 


P, nguin Refrigerated Bars 
take their rightful place 
alongside the finest 
crafted furniture. Specially de 
signed refrigeration units are 
craftsman-fitted into splendid 
cabinets that are decorative 
as well as functional pieces 


custom 


There's a Penguin for every 
period - Modern, Traditional 
Contemporary. Rich, fine fin 
hardwoods 
selected-grain veneers in. Ma 
hogany, Walnut and Limed 
Oak (Softone hand-rubbed 
to a long-lasting 
Mirrored top opens into a 
spacious service bar. The left 
hand compartment is refrig 
erated while the right-hand 
compartment serves as a 
liquor and glassware storage 
compartment 


ishes in and 


lustre 


ideal for home, office, showroom 


executive office, club, den etc 


Température 


e Cube Troy 

frosting Utility Tr 

Telaele|: Compartment 
d« with 


Adjustable 


SMALLER CONSOLETTE AND CABINETTE MODELS AVAILABLE 


Write ¢ 


- 
>. 
or ee 


wi) | ea | NGE aS INDUSTRIES, INC. 


31-28 Queens Bivd., Long Island City 1, N. Y. 


eres mone 
for you in y 


MONEY SAFES 





Sl 
PENGUIN 
Bars sell 
a quality 





market 


Every PLACE OF BUSINESS in your com- 
munity which handles a large amount of cash 
— particularly those which keep open after 
banking hours—needs a modern burglar-resistive 
money safe. 

The insurance discount made possible by the 
installation of one of these safes quickly pays 
for its cost. Among your primary prospects are 
food stores, filling stations, restaurants, taverns, 
theaters, taxi companies—to mention just a few. 

Illustrated is one of many models. This is 
the Herring-Hall-Marvin Inner Door Money 
Safe, rated Class “E” Mercantile and Class 
“H” Bank. All models are available in steel- 
clad reinforced concrete block. 


Two plunger buttons automatically 
control patented devices that lock 
door and dial in true position 
for closing while door is open. 
Neither dial nor door can be 
turned while door is open, 
thus eliminating costly re- 
pair bills resulting from 
bent bolt and burred lugs. 






COMPLETE 
CATALOG 
ON REQUEST 





Main Offices and Factory in Hamilton, Ohio. 
Seles and Service Representatives in All 
Principal Cities. 











OFFICE APPLIANCES, 


September, 1952 221 




















Vou DE K DREAM 2 4 
= COME TRUE! _2 'g 


| 
| 
| 
a ) p 
aK 
Y/ 
4 
“Dp : f ae 
VW ~ 
y 


/I| 


| 
\ | 
| 
































Stop dreaming... 





start scheming. 


See the new SKYLINER line 
of steel office 











furniture at: 


Room 361+ CONRAD HILTON HOTEL 
NSOEA Convention 
CHICAGO - OCT. 4-8 


Our wide-awake representatives will be 
on hand to welcome you and discuss the 


profit advantages of the SKYLINER line. 


Orna-Metal Products Co., 2412 So. Seventh St., St. Louis 4, Mo. 
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Cramer Posture Chair ¢, 


1205 Charloty, 


Kansas City, Misso 
Urj 


0., Ine. 
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COME TO 
WESCO’S DISPLAY 


ROOM 507—OCT. 4-9 
CONRAD HILTON HOTEL 


If you're interested in quality prod- 
ucts with appeal and a program 
that will convert more prospects 
to sales—you'll be interested in 
the WESCO plan! We have some- 
thing new to help YOU sell WESCO. 
You'll find out all about it in Room 
507 of the Conrad Hilton. 


Search the Conrad-Hilton 
over and you won't find a 
better 4-drawer file 


Here's double effi- 
ciency for yow 
Houses 4 x 6 cards, 
checks, 2-drawers of 
correspondence, be- 
sides o spacious 
storage cabinet 





Here's the answer in a small file—big 
in value. WESCO has all the features 


'© meet your customer's requirements 


In case you un't make the big con- 
clave in Chicago, don’t miss WESCO’S 


offer A reauest for information—on 
your own letterhead—will bring all the 
details 


SILL 
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ANNOUNCES A 


PRICE REDUCTION 
plus NEW 
designs 






Easing of Government restrictions 
means manufacturing savings, passed 


on to you in lower costs . . . also en- 
ables us to reinstate many discontinued 
items including Thermos Sets, Letter 
Trays, etc. 


Always Somethin; NEW! 
Send for New illustrations including 
Brochure of the NEW 133 pattern, pic- 


tured above . . . in Genuine Bronze, 
styled for America’s Finest Offices. 


SMITH METAL ARTS CO. Inc. 
1721 Elmwood Ave., Buffalo, N. Y. 


PS. See us in Chicago « Oct. 4-8 
~~" Room 522 - Conrad Hilton Hotel 


National Stationers & Office Equip’t. Show 
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,> 
BUSINESS 
WEEK 


INDIANA DESK ADVERTISING 
HITS PROSPECTS IN YOUR MARKET 


Over a million people subscribe to publications con- 
taining Indiana Desk advertising. Many of those readers 
live in your market . . . read the Indiana Desk ads... . 
are favorable to Indiana Desk equipment. 


We actually have a list of “ready-to-buy” prospects 
in many markets . . . people who have written us for 
their dealer’s name. In any area we can show you how 
you can produce sales from Indiana Desk’s national adver- 
tising. Let’s get together! 


Indiana Desk 
Model 151312 
Fleetline 


Conference Desk 





ILILLLL ILM LS) ae 


JASPER, INDIANA * U.S.A. 
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LD PAVERS PEST ALCO ES eal Pel LD 
DOWNEY, (Los Angeles County) CALIF. 


60 Walker Street, New York 13,N.Y. 
36 North Clinton, Chicago 6, Illinois 
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IT’S EASY TO SELL 
AN OBVIOUS INCREASE 

IN WORK " 
EFFICIENCY e 


Md 







Re (L-, 4 [| Dealers 


sell more than aluminum 
office chairs when they 
stress the full five-point 
adjustability exemplified by these three 
models. Here is individual posture fitting 
at its best ... and at its handsomest, 
most durable best. No other chairs can do 
more in terms of proper body support, 
comfort and fatigue elimination for the user. 
Which means that Rest-All Dealers are, first 
and foremost, suppliers of one of the most 
direct and effective means to increased 


work efficiency. It's a potent aid to chair 


sales. It must be so because both the Ohio 
Chair Company and its dealers have long 
been enjoying a steady growth that is the 
trade. 


talk of the 





The Rest-All 
Stenographic 
No 585 












The Rest-All 


Executhve Swivel 
No. 1100 ad 
The Rest-All 
Clerical 


No. 700 









Write for new terature in 
natural colors, on the complete 
Rest-All Cha n 






28 W. MADISON AVE., YOUNGSTOWN, OHIO 
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NO. 500 
TRANSFER FILE 


The RIGHT 
tion of drawers anc 
shelves. 42 

18" d 





NO. 4210 
UTILITY CABINET 


de script” 
yreratur® 


av all able 


The most economica 
steel cancelled check 
cabinet. Ten drawer 
—24 Geep 





NO. 710 
CANCELLED 
CHECK 
FILE 


A top quality plan file 
37'2"' w 25 

y ai h. inside 
rollers per drawer 


NO. 1535 
PLAN FILE 


me “me ROOUS INC. 


KMLYN 16 N.Y 
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¢ Model 


Dominating this model office 
scene is a beautiful wood desk 
of the Indiana Desk Co. in the 
Sheraton line. Furnishings are 
in keeping with the richness of 
the period design. All exposed 
solid stock of the desk are in 
select grade American black 
walnut and face veneers are 
figured quarter-striped, sliced 
American black walnut book 
matched for herringbone effect. 


Carlton-Surrey, Inc., has fur- 
nished this office with matching 
back table to Carlton-Root desk. 
Completing the comfortable 
scene is a No. 1102 judge's 
swivel chair. These desks are 
walnut or Honduras mahogany 
and most of them are leather- 
topped 24-karat gold tooled. 
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This insurance execu- 
tive’s office by the Exec- 
utive Furniture Guild is 
displayed at the Guild 
Workshop in the Exhi- 
bitors Building in Grand 
Rapids, Mich. The Stow 
& Davis desk element 
is especially designed 
for the type of small 
conferences that are 
common in such an of- 
fice. Colors used in the 
office are soft greens 
and grays with yellow 
sofa pillows and leather 
chairs and desk acces- 
sories. George W. 
Reinoeh! was designer. 


The Myrtle Desk Co. 
uses a massive desk to 
grace this model office. 
The desk is in the Ral- 
eigh 8000 series. All 
other furnishings of the 
office are in keeping 
with the richness and 
solid comfort desired by 
an executive. 








Volume Sales & Profits 


with 


Casters 


for office 
furniture 


@ Attractively packaged, with new black satin 
“Dulite” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 


In 1-5/8” and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs. 


THE COLSON CORPORATION 

ELYRIA, OHIO 

Please send data on Colson Casters for office furniture — also 
information on Colson’s new profit-producing merchan- 
dising plan. 

Nome..... 

Company 

Address 

a ..Zone State 


a ee Oe 
ce ee ee ee ee ee ee ee oe 






ELYRIA, OHIO 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 





STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap. 
pearing glass front panel 
for clear visibility. Avail 
able in three different 


sectional sizes: 


H Ww D 
12" x 3534" x 11" 
15" x 353%" x 11YQ" 
18" x 353%" x 1A" 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 





THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 
Made of heavy Gauge Steel . . . Electrically welded 
construction and completely reinforced throughout . 

Baked-on enamel finish in Green or Grey. 


Write for Catalog and NEW price list 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 


i A TT 
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: of 

call CHAIR NO. 1006 
anel All aluminum. Com- 
vail- muc pact design for 
rent maximum seating 


efficiency. “Eme- 
coated” anodized 
aluminum surface is 
diamond hard. Will 
not chip, scratch or 
corrode in any at- 
mosphere. 


more.. 
>| A 


7? 








filing 
cabinet.. 


a Hall’s Th UV Wi, 
RECORD FILE 


WITH UNDERWRITERS’ LABORATORIES LABEL 


Capitalize on the 


ure of 
uminum 


CHAIR NO. 1003 


All aluminum. Up- 
holstered seat, top 
and arms — in 
green, maroon, 
brown or gray 








Ordinary filing cabinets don't provide proper pro- ‘ 
plastic coated 
tection for valuable records. Here's the modern aa re 
fabrics. “Scuffless 
solution—a safe and a filing cabinet all in one— “sate b d 
each drawer as effectively insulated as a standard GUM SES S 


diamond hard. 
Most handsome 
executive chair 
made. 


office safe 


Three-drawer and four-drawer cabinets—letter and 
legal sizes—key or combination locks. Caster base 
at small extra cost. Choice of gray, walnut, oak and 





as advertised in 
BUSINESS WEEK 


mahogany finishes. 


certified protection The Class ‘‘C"’ (one-hour with 


impact test) label of the final authority—the famous 
Underwriters’ Laboratories—is your assurance of 






dependable protection. 






HANOVER, PA. 


Catalogue and prices 
minum Furniture 


on request 


THE HALL 


(\ $ A 4 E U..1NC 
808— 10th St., N. E. 
CANTON 4, OHIO 


Successor to The Hall's Sofe Co., Cincinnati 


ATION, 
EMECO Alv 





Tell me more about 


e catalog | | | 
st “ dealer franchise information 
ete 










Sen 
Individual Name.. 


-- 

t “«a2e7F 
~-<--7 

"=e 


i = 


Leoder in Aluminum Office Furniture, Emeco Corp., Hanover, Pa. 
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VUE} yD) = 


OF 
HOLLAND, MICH. 








Abo 


66''x42 
29"' Height 





260 on Top 





vesen bs 


A quality line of Desks, Gen- 
uine Leather Chairs and 
Suites with warmth, loveli- 
ness and serviceability. 





242 ST — 42” x 32” 


242 ST 
42''x32" 


ie 





Our Secra Type typewriter 
desks do not restrict use to 
large size desks. 


For particulars or literature, 
write ... Ask for new 
catalog. 


Worden Company 


200 East 17th _ ° Holland, Michigan 





co 





“= toa star 


<—_ 


i 


% Here’s your business horoscope for 1953 


* MORE SALES! 
* EASIER SALES! 


% Not astrological fiction . . . but plain fact... 
if you hitch your sales wagon to a brand new 
star salesman . . . Indiang’s colorfully illustrated 
1953 catalog. 


% This catalog is a high powered, streamlined 
sales tool designed to help you sell more Indiana 
chairs this year. Use it to advantage on your 
sales floor and in your customers’ office. Its hard 
hitting visual appeal makes it easier for your cus- 
tomer to buy . . . easier for your salesmen to 
ring up sales. 


% Additional copies of any pages are yours for the 
asking. Put them in your sales portfolio . 
dramatize your proposals with them .. . give 
them to interested prospects. Watch them pay 
off in extra sales! Send for your catalog today! 
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@ You'll 
better chairs, if you feature pos- 


sell more chairs, 





ture-fitting styles with Seng Syncro- 
Tilt Action Control. Office Chairs 
which are Seng Equipped promise dol- 


lars-and-cents benefits in improved 





working comfort and efficiency. 

Progress in seating comfort starts with SENG Precision Built 
Syncro = Tilt Controls — designed for the right combination of 
smooth-operating swivel-tilt-reclining, and body-fitting chair ac- 
tion. That's why SENG is an important sales-builder in executive 
chairs. USE this advantage on every sale. 

SPECIFY SENG CHAIR ACTION CONTROLS on the new 
executive chairs you buy — for easier selling, higher unit sale, 


gteater customer satisfaction. 


The SEND Comaary 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 


SINCE 1874... WORLD'S LARGEST SPECIALIS 
IN FURNITURE HARDWARE 





OFFICE APPLIANCES, September, 1952 










“VW ENGINEERS 
V| AD AGENCIES 
V| MUNICIPAL OFFICES 
(| PRINT SHOPS 
J] MANY OTHERS 


“PLANMASTER” 
& “STAKMASTER” 
New steel base, Sectional “all-purpose” filing 
wood top draft- cabinets. Available in one, 
ing tables. three, four & five drawer units. 








Open your doors to new sales opportunities with 
STACOR’S line of fine all steel equipment. Lifetime 
steel construction plus the most efficient modern de- 
signs ... an unbeatable combination for solid results. 


NEW ITEMS! WE'LL BE AT THE SHOW 
NEW LIBERAL DISCOUNTS! WITH OUR FULL LINE 
Write today for illustrated BOOTH 234 


catalog sheets and prices. 


STACOR 


EQUIPMENT COMPANY 


770 East New York Avenue Brooklyn 3, New York 
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/amealate Delivery On i 
STEEL STORAGE CABINETS 


(ADJUSTABLE SHELVES) 


e COMBINATION CABINETS 
For Wardrobe and 
Shelved Storage. 


e WARDROBES 
For Clothing Only. 
Sizes on Storage, Combination 
and Wardrobe Cabinets: 18’ 
to 24” Deep. 302" to 78" 
High. Single or Double Doors 
Yale 3-Way locking Device. 


e UTILITY RACKS 

No Doors. Adjustable 
Shelves. 12” to 24” Deep. 
3012" to 78” High. 


COLORS 
DuPont Gray or Green Baked 
Lacquer Enameled Finish. 


(Abe 0% Whide for: Out Price List 
WEA; 
one 
STEEL PRODUCTS CORP. 


1112 East Cary St. ¢ Richmond, Va. 
PHONE - 7-6650 














Vermiculite ' 


welded steel 
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111 PIONEER STREET, BROOKLYN 31, N. Y. 





all-purpose 


Smo-King 
SMOKER-BRIDGE LAMP 


Combines lamp and ash tray. . . 
the ideal unit for double duty service 
in offices, homes, hotels, railroad 
terminals, restaurants, 
showrooms, stores, institutions. 













# 105A—Modern design . . . durable finish 
Heavily weighted base resists tipping 

Shade adjusts to any convenient angle by swivel 
Flexible gooseneck arm, ash receptacle with 
6” glass tray. Height — 56”, Shade — 16” 

in assorted colors. Packed 2 to a carton 

May also be had without Ash Tray — #105 


Write for complete descriptive literature, 
prices and discounts. 





N/E King PRODUCTS 


NOTE OUR NEW ADDRESS 







LG Die atneen Glalne)illeme atlualiatine 


For The Reception Room and Offic« 


vedutitul vuren§ tailoring 
: . genuine Formica in 
a wide variety of colors 
and quality chrome 
plating combine to make 
Ard's products practical, 
yet beautiful, and there- 
fore doubly pleasing to 

your customers 
No. 22C Lounge Chair. 
Deep, wide, heavily pad- 
ded no-sag spring seat 
assures the utmost in com- 
fort List Price $59.50 
No. 327 End Table. Plastic 
Duran or Formica top 
available in most any 
color. Standard height 25’’. 
List Price $24.50 


No. 14CB 8-hook Revolv- 
ing Pedestal Costumer with 
gleaming chrome column 
and 12” diameter wheel. 
Tall and graceful, but 
won't topple over with its 
heavy cast iron base. 

List Price $28.90 
No. 44C Double Lounge 
features generous seat 
width for two persons 
Expertiy upholstered and 
luxuriously padded 

List Price $91.90 
No. 66C, Available, Seat 3 
persons. List Price $119.00 
Send for Catalog 
Write for catalog sheets 
of ovr complete line of 
Quality Furniture for the 





Reception Room and Office. 
Sold through Dealers only 


Manufacturing Company 


19 VINE ST., BOX 442, EVANSVILLE 8, INDIANA 
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1. MASTER 
NO-DENT 


FURNITURE CUSHIONS 
and GLIDES 


Make new business friends by 
suggesting MASTER No-Noise 


| -# e No-Vibration furniture 
| — CUSHIONS and GLIDES. 


Cushion your floors 


CTT 








| NOISE 

| 1— | VIBRATION 
J Ne DENTS 
GOUGES 











WRITE FOR COMPLETE DETAILS 





MASTER iret sion an 
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STEEL FILING CABINETS 





STEEL DESKS AND TABLES 


Fashioned to the most 
discriminating taste. 


WRITE FOR CATALOG F&F 


MANUFACTURING COMPANY _ 
AURORA, ILLINOIS e- 


; 
oe 
> Tepe € 
rae E 
a Wik ton 
he 
7 ‘5 

















Mao's 
noses ff NEW MODERN 
EVERY- All Steel 
WHERE 
mf) SOS 
Shops * Extra Heavy 21” Base 
Business * 1%” Square Steel Tubing 
Industry * %” Solid Steel Hooks 
Service * Ball Tipped, Unbreakable 
Trades ° A Full 66” In Height 
* Office Gray, Green, Brown 
IS A 
REAL Meets The Big Demand! 
TOP 
VALUE! SEE 
OUR COMPLETE LINE 
of New & improved Items 
ROOM 502 


Note the cast steel ends, 
to the wide, 21” spread NSOEA SHOW 
bose, te proses tipping 

ond assure longer weor 

and greater stability. Oct. 4-9 








Conrad Hilton Hotel 


Write for literature, 
price list 


MASO STEEL PRODUCTS 
Dept. A 81 W. Van Buren St Chicago 5, III 
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the Best in Zeymo i icma bit: 
TYPEWRITER | 


STANDS 
get KOL 


@ Scientifically 
constructed out of 
quality steel to 
withstand long 
usage & support 
unusual weights 
solidly and de- 
pendably. 





Eye-appeal to at- 
tract sales. Built 
to assure re-orders 


Priced to Give You a Satisfactory Profit CAN’T TIP, COLLAPSE, UPSET or SLIDE 


Rounded Seat Corners! Metal Rubber-Covered Leg Caps! 














Other exclusive models equipped with rubber cushioned 
caster sockets for quiet efficiency. Utility stands too when- 


ever you need them. Here’s a safety all steel, indestructible folding chair 


that adds lounge chair comfort to sturdy depend- 


PROMPT DELIVERY GUARANTEED ability. Welded tubular frame . . . special safety 
a a construction . . . baked enamel finish . . . choice of 
and Dealer's DISCOUNTS colors. Cushion rubber feet . . . noiseless action. A 


nationally recognized value! 


2 i , 
KOL, INC. a kee a a IONIA MFG. CO. « IONIA, MICH. 


Another Vanguard y > 


HANDSOME, STURDY, ALL-STEEL 


UTILITY CABINET} 


> SUITABLE FOR EVERY 

































fr 


Fritz-Cross 














—— HOME AND OFFICE 
. Wins immediate favor for its | 
Built rugged utility and streamlined 
. good looks! Made of husky fur- 
especially niture-gauge stee! throughout, 
for the with permanent boaked-on en- 
P ame! finish in choice of Office 
Junior Gray or Green. Fiush-mounted 
Executive door has genuine Yole lock 
° with two keys fo protect valu- 
ad ables, important records, etc., 
It Ss mon- in roomy interior. Rounded cor- 
sized, ners ond brass-finish handle 


emphasize modern styling, and 
prevent injury or damage to 


clothing 


brute-strong 
and designed 
for masculine 
comfort and 
pride. 


AVAILABLE FOR 
IMMEDIATE DELIVERY — 
ORDER NOW! 


Made by the ) 


Manufacturers of the . > 4 5 
Well-Known Manupacliring Cm 





No. 350XL 









THE FRITZ-CROSS CO. 





300 East Fourth Street Gack Genes tia $3 WEST JACKSON BOULEVARD 
ST. PAUL 1, MINN. ~ _ ee 
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THE BIGGEST DOLLARS WORTH in STEEL OFFICE EQUIPMENT! 


(FOR YOU AND YOUR CUSTOMERS) 


#158-R 
STORAGE CABINET 


One shelf; complete with lock & keys 


Non-Suspension 
ye ONE AND TWO DRAWER 








STEEL FILING CABINETS 18” x 18” x 30” 

We 3 PIECE STEEL DESKS #138-C 
Prime Steel THREE 
Electr cally Welded — 
Ball Bearing 





Two double index drawers for 
3x5 or 4x6 cords & one letter 
size drawer. Removable center 
dividers. 15" x 24” x 30”. 





Compressor Follow Blocks 


Aluminum Pulls COMBINATION 3 PIECE DESK 


Easy to assemble. Available in grey. 














Noo 



































Finished in A“ - m * 
punaranies re 25%" x 50” x 30” (24” depth) 
Green Permanized 
Baked Enamel #143-T Te aaaes —>) 
J TELEPHONE CABINET = 1 o LS) #1140-A i 
iES 16” x 20” x 30” “> o.% BUND YOUR FILE || «, 
a FEW TERRITOR “| Complete with lock & keys. [AP oS To Any Height Desired 
AVAILABLE F eS aS [ois ol Letter & Legal Size 
5\STRIBUTORSH! —_ (24” depth) me 
— peretsy — 
-o _ gt a) 
INDIVIDUALLY CARTONED #150-R gi S— 
PROMPT SHIPMENT 4 DRAWER #127-A 
. STATIONERY CABINET 27 DRAWER CABINET #240-A 
mplete Details 291," high 29%," x 12%" x 35% FILE BASE 
te For Catalog Inside drawer dimensions Each drower 3 in height 





& Price List — 4” high x 12%” wide 9¥e" x 11%0” x 3” high 








ST. MARKS METAL PRODUCTS : 


1709 ST. MARKS AVE., B’KLYN 33, N. Y. + HYacinth 8-1188 





OUR NEW MODERN FACTORY 


Increased Space and Manufacturing Facilities make possible Better and 
Faster Service to all buyers of 


| CLARK LINE SHELVING 


e /mmediate Delivery 
e Complete Size Range 
e Superior Quality 
e Stronger 
© More Attractive 
e Heavy Gauge Steel 
@ Colors: Olive Green—Harbour Grey 











Write for Our Catalog 


She Clark Line 








|  R. K. CLARK CO., INC. + 2840 4TH AVE. SO. + MINNEAPOLIS 8, MINN. 
= 
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Furniture 


goes to 


church 


by ALBERT S. KESH 


feature writer 





N 


Colonial Equipped St. John’s on the 


@ ENTERPRISING OFFICE furni- 
ture dealers can find a worthwhile 
market these days by going after 
church business. It means tieing in 
sales with the vast upturn in reli- 
gious building development which 
is one of the marked characteristics 
of the past decade. 


In these troubled times the public 
is turning more and more toward 
spiritual solace in an attempt to 
solve the problems of this Atomic 
Age. Churches are keeping up with 
the times by remodernizing old 
structures or building new ones and 
a keen demand exists for adequate 
furniture to fit in with the new sur- 
roundings. 

A firm which has gone in inten- 
sively for this business with bene- 
ficial results is Colonial Furniture 
Company of Newark, N. J 

The 30-year-old organization first 
sought to develop this outlet as a 
fill-in for the slack seasons, but now 
finds that orders come in through- 
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Mount, Bernardsville, N. J. 


out the entire year. Church sales 
are discovered to be just as impor- 
tant as the other lines handled 
which includes courtroom, lodge 
and the more standard lines of 
office furniture and equipment. 

Colonial’s six salesmen are all 
fairly well versed in the intricacies 
of church orders. This may become 
somewhat complicated at times due 
to the demand of various denomi- 
nations for ecclesiastical insignia 
and other differentiations which 
the religious sects require 

A knowledge of the _ historical 
antecedents of the church groups 
and details of what is wanted, such 
as a type of water fount or con- 
fessional, is required 

“Our main appeal to church cus- 
tomers is adequate facilities to take 
care of all their needs at one time 
and in one place,” points out Jack 
Werfel, president of the company. 

“Churchmen know that when 
they come to us we'll do a complete 
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A typical installation of chur 
furniture by Colonial Office Fur. 
niture Co. at St. Anthony’ 
Church, Paterson, N.J. 


job for them from the planning 
stage on through to the entire dec- 
orating job and that they don’t have 
to call on several suppliers to have 
the entire job completed. We've 
built up a reputation as an author- 
ity in this field and can offer a type 
of service that the more casual 
seller of this equipment can’t give.” 

To furnish this service, Colonial 
employs a full-time artist and plan- 
ning engineer. These men meet 
with the church architect or reli- 
gious head, determine their prefer- 
ences, work out blueprints and 


COLONIAL SELLS 
FOR OFFICES, TOO 


Despite its intensity on 
church furniture, Colonial Ot- 
fice Furniture Company has 
not diminished its efforts on its 
standard line of office furniture 
and supplies. 

A competent draftsman is 
employed full time to work on 
office layouts and the company 
has continued to successfully 
maintain its high volume on 
general office supply merchan- 
dise. A well-set-up showroom 
on the premises displays lead- 
ing models of this all-around 
stock. 
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resent a working 
t each individual- 


sketches ana 
plan in color 
istic situati 


This accommodation takes in the 
entire decorating problem, even to 
drapes and curtains, and sometimes 
the painting electricity if need be, 
although these latter two functions 


are farmed « 1 sub-contractor 

The facilitic extended include 
every section of the church that has 
to be fitted—worship hall, kinder- 
garten or Sunday School, commun- 
ity room, kitche *" whatever else 
is needed 

Many of thi bs call for a mod- 
ernization p! It is typical for 
a church customer to ask for an 
estimate rt of the building or 
for a few odd pieces, and then be 


onvinced that the whole interior 
should be ripped out and a com- 
plete “new made. 
‘Small Order’’ Grows 
Recently, Colonial was ap- 
proached by riest of a 140-year- 
ld church wit nly a small order 
mind He soon convinced 
that it wou e more economical 
the lon to have a complete 


small order was 

$22,000 contract 
This inci imply shows that 
t’s just as « take a big order 
n ommented Mr 


y business well 
nough a ( rder can be ob- 
i with t ame effect. That’s 
tuse n irchmen are rather 
le in 1 eguirements, some- 
nes puzzi t the complexities 
the ba 1d will follow the 
ommenda f a good sales- 
est needed.” 
romotion is, of 
rse per recommendation 
m satisfie stomers. Colonial 
ugh jobs of this 
type to take potential buyer 
und on a ir of religious build- 
i show what has 


no ; ) 
Lik aii Lit ‘ A 


Advertising Pays 


T ppl this personalized 
approach a1 reach prospects who 
Ly 1 eard of the concern, 
Colonial beral advertising 
ace in hurch publica- 
ns. Le brochures are 
sent out f1 time to time circular- 
izing this ed group. Build- 
ng report subscribed to in 
rder to fi! eads on churches 
which are nstructed or un- 
erg mode! i I 
Colonial] aroused interest 
ts stock ervices by setting 
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Colonial Office Furniture Co., Display at Convention of 
New Jersey Architects Assn. Held in Asbury Park, N. J. 


up booths at church conventions. 
These displays often lead to con- 
versations by churchmen and archi- 
tects with the salesman attendant 
on hand and sales possibilities can 
thus be developed. 


Final sales closing is often made 
before building committees. In a 
conference before this group plans 
and sketches are presented, esti- 
mates drawn up and complete de- 
tails gone into. Sometimes the 
whole story must be given to an 
individual, such as occurs when an 
heir must probate a will which pro- 
vides a church bequest 

In some instances Mr. Werfel has 
had to appear before the entire 
congregation and recalls with 
amusement such an occasion when 
he was called upon by the pastor to 
make an address from the pulpit 
and came off with high honors even 
though he had to ad lib. 


See for Themselves 

Customers are always urged to 
visit the company’s extensive ware- 
house and sample room where they 
can view a vast array of custom- 
made furniture and specialized 
merchandise. Always in stock are 
from 20,000 to 30,000 folding chairs, 
(not rentals, however), together 
with leading models of church, 
library and school equipment. 


While there visitors also have an 
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opportunity to see the attention 
with which orders are executed and 
the manufacturing facilities on 
hand to turn out the work. 


On the second floor of this block- 
long building and taking up 24,000 
square feet of space is the factory 
area devoted to the production of 
church and lodge room furniture. 
The balance of 66,000 square feet in 
the factory end of the building 
comprises warehouse and_ stock- 
rooms. 


Parking Available 

The ground showroom display of 
office furniture and company’s own 
suite of offices occupies 18,000 square 
feet. Adjacent is a free parking lot 
that can accommodate 100 cars and 
location is but a short distance 
from the central business section 
of the city. 


Mr. Werfel is well known in the 
industry because of his active in- 
terests. He was a director of the 
1952 Atlantic City show of the Na- 
tional Office Furniture Association 
and for the past three years presi- 
dent of the New Jersey Office Fur- 
niture Association. 


He expresses willingness to an- 
swer questions any dealers may 
have in developing church furni- 
ture business. Letters should be ad- 
dressed to his office at 195 New St., 
Newark 4, N. J 
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Macey-Fowler 


“shows” to sell 


@ THE PRE-OPENING of the new Macey-Fowler of 
Boston offices and showrooms at 150 Causeway St. 
attracted large numbers of office furniture dealers 
from all over New England 


Robert B. Hayward, president of the newly-formed 
organization, announced that its specific objective is 
to better serve those in the New England area who 
require the unusual in truly fine office furniture. 


The organization specializes in Stow & Davis execu- 
tive furniture in wood and Steelcase office furniture 
manufactured by Metal Office Furniture Company. - 


Among those in Boston for the occasion were Robert 
H. Bennett, president, and Robert A. Berger, vice- 
president of the Stow & Davis Furniture Company, 
Grand Rapids, Mich.; George C. Ohland, manager of 
dealer sales, Metal Office Furniture Company, Grand 
Rapids, Mich., and Adam J Andrasick, of their New 
England and New York distributing agencies; also the 














officers and directors of Macey-Fowler, Inc., New York, Inviting Visitors in the reception area of Macey-Fowler's . 

N. Y., headed by E. L. Steinbruck new showrooms are attracted to this Stow & Davis No. 7 desk in 9 

Also in attendance was George W. Reinoehl, AID  emeast comes ce ae ee ont ee Py 

design and marketing co-ordinator t] 

of the Executive Furniture Guild 0 

Grand Rapids, Mich., who designed displays. Many ideas are suggested great space and simplicity, while st 

the new offices and showrooms which may be advantageously adequately accommodating the d 

The showrooms occupy more than adapted to the particular design of great variety of wood and steel of- ji 
6,000 square feet on the third floor individual functioning offices fice furnishing items exhibited by 

of the 150 Causeway St. building In planning the space, Mr. Rei- the manufacturers represented. F 
and are arranged to show typical noehl successfull employed color Furniture is shown in workable, 

offices in attractive “model room’ and form to achieve a feeling of Turn to page 240, please - 

h 

a 

a 

' 

N 

i2 

a 

¥ 

r 

e! 

nr 

tl 

8 

Dp 

4 

it 

il 

19 

fe 

\ 

Medel Office .. . Robert H. Bennett, president of Stow & Davis For Display . The Macey-Fowler display area inside the d 

Furniture Co., sits in a model realtor’s office at Macey-Fowler’s main entrance shows an executive desk by Stow & Davis on cork t! 


The desk 


is genuine walnut finish No. 5 and chairs are in green leather 


It is furnished with Stow & Davis wood furniture and chairs in 
No. 6 gunstock walnut. Walls of the office are in warm colors 


tile against a background of genuine walnut panel 
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Top: Note Steel Furniture in Actual Use on Mezzanine; 
Bottom: Hill‘s Big First Floor Furniture Department. 


motorists many blocks away ap- 
proaching the store, could clearly 
see the interior, Mr. Goddard deter- 
mined to test a first-floor office 
furniture department and Hill 
Printing & Stationery Company has 
been fervently glad of the fact ever 
since. 

The office furniture department, 
as pictured, occupies a wide, com- 
modious bay at the left side of the 
building, more than 60 feet deep 
by 25 feet wide. Here, as elsewhere 
in the store, the floor has been 
asphalt tiled, and a combination 
of canary yellow and flat-gray fur- 
nishes the decor 

There is adequate space to dis- 
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play over 75 pieces of office furni- 
ture, not the least of which are 
20 or more executive desks of all 
leading lines, well-spaced and ar- 
ranged into semi-“model office” 
fashion so far as possible. 

Even more important than the 
under-balcony showroom pictured, 
however, has been the left-front 
corner of the store, which, to all 
practical purposes, is a “glass box” 
display office furniture from the 
front or side. Here, under an in- 
tensified lighting system, a dozen 
leading examples of office furni- 
ture are always shown, in neat dis- 
plays carefully contrasted for color, 
style and the season, out where 
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they are seen by thousands of pass 
ing motorists daily. 

“It is a natural step for the busi- 
nessman whose eye is caught by a 
particularly comfortable-appearing 
leather chair to stop, look through 


the window, and be psychologically 


pulled into the furniture depart- 
ment behind,” Mr. Goddard pointed 
out. 

“For that reason, we have found 
a new factor in our office furniture 
sales. This is the drop-in cus- 
tomer or ‘impulse buyer’ who 
scarcely exists when office furni- 
ture must be displayed upstairs in 
an out-of-the-way location.” 

Almost from the outset, the 
“street level” display system began 


showing results, particularly in con- 
sideration of the large amount of 
parking space available around the 
building. 

With no other retail stores in the 
area, and few businesses of any 
sort, the curbs to the front and side 
of Hill Printing & Stationery Com- 
pany are usually free for parking, 
and thus, the store enjoys a steady 
stream of interested businessmen, 
whose eye has been caught by fur- 
niture displayed in the windows. 

Not the least impressive mer- 
chandising assets at the Texas of- 
fice supply store is the broad bal- 
cony, which runs along the rear 
of the showroom. Typical of most 
automobile showrooms, this area is 


partially open, with wide archwajy 
through which the visitor on th 
first floor can see the general offigs 
and executive offices on the meg 
zanine. 

Here, Hill Printing & Stationery 
Company has installed the neweg 
and most modern of steel desk 
files and business machines for ig 
own operations—thus serving both 
functionally and as a “active dig. 
play.” 

Major furniture sales, such @ 
the complete equipping of a Wagg 
newspaper building and a large 
insurance organization, haye 
stemmed from this unusual “pie 
ture” presented to every entering 
customer.—RAL. 





G-F HELPS OUTFIT 


fastest ever built in the United 
States. 

It was really in 1947 that G-F 
had its first connection with what 
was to later develop into one of 
the largest orders in the company’s 
history. In that year they received 
an inquiry from Gibbs & Cox for 
prices on marine furniture No 
indication was given at that time as 
to the type of vessel for which the 
furniture was being considered 

Two years later an order was re- 
ceived from the Newport News Ship 
Building and Drydock Company for 
sample stateroom furniture. This 
was built and shipped to them by 
October of 1949. 

When the actual order covering 
the entire ship job was received in 
December of 1949 it presented G-F 
with a raft of problems 


LINER UNITED STATES 


The order required that all labor, 
material, and workmanship be of 
the highest grade available and 
that all the furniture be con- 
structed of approved non-com- 
bustible materials, and of alumi- 
num. 

The designers absolutely insisted 
that no combustible materials of 
any kind be used, and in fact, the 
only wood on the vessel is in the 
chopping blocks in the galley and 
the pianos. 

This limitation naturally ruled 
out customary cushioning and up- 
holstery materials and required 
many designed innovations never 
before attempted, in the manufac- 
ture of marine furniture 

The quantities of materials re- 
quired for the some 7,000 items of 
furniture made by G-F for the S.S 


Continued from page 157 


United States 
figures. 

About 300,000 pounds of alumi- 
num were used, making the furni- 
ture weight about one-third what 
it would have weighed if made of 
steel. 

Over 9,000 yards of fabric and 
40,000 square feet of leather were 
needed for covering material. 

When the job was completed 
forty-odd freight cars of furniture 
had been shipped to Newport News 
from the factory at Youngstown. 


reached staggering 


The entire order was completed 
by late May, 1952 

When the S. S. United States 
made its maiden voyage to Havre 
and Southampton on July 3, 1952 
it was as rrearly fireproof as human 
ingenuity can make it 





MACEY-FOWLER "SHOWS" TO SELL 


easy-to-view office-like groupings 
each complete with auxiliary pieces 
and accessories. 

In addition to the general display 
area, there are five especially de- 
signed and furnished model offices 
One intended for a physician util- 
izes less than 96 square feet of floor 
space and is an excellent example 
of the convenience, comfort and 
fine appearance that may be at- 
tained in a minimum space through 
intelligent planning and the selec- 


tion of really distinguished furni- 
ture 

Another small office has been de- 
signed for a plant manager or a 
factory superintendent and shows 
how greatly the effective use of 
steel furniture can assist in creat- 
ing a pleasing atmosphere 

Other large offices include one 
planned for a realtor which sug- 
gests many heipful hints to aid him 
in the conduct of his business; an 
office for an industrial executive: 
one for an insurance executive; and 


Continued from page 238 


a most effective receptionist and 
waiting-room area 

The entire space has been em- 
ployed as a pleasant and practical 
guide to buyers and users of busi- 
ness furnishings. It is a delightful 
interior which provides a_ strong 
stimulus for new ideas and in gen- 
eral radiates the Macey-Fowler of 
Boston spirit, which is to offer to 
business and professional people of 
New England a most extensive of- 
fice furnishing service 
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States 
Havre . , : 
1952 “Y and E” folders are tested for stock, strength, nila, heavy Durafile, YawmanotE (red rope), or 


|. Show customers folders that give top service. With or without binders. In Kraft, Empire Ma- 


uman uniformity. color, thickness and finish. Pressboard .. In popular weights. 


2. Show customers how the right folder can make 3. Give prompt delivery! Customers like getting the 
work easier.“ Y and E” tailors the folder to the folder they need — when they want it. Stock the 
job! “Y and E” folders come in all cuts, blank or complete “Y and E” line — deliver immediately. 
printed tabs. In Bill, Letter and Cap sizes. To 
fit “Y and E” or other installations. With any 1. Make reordering easy—for your customer—and 

and type of tab, plain or celluloid, flat or angular for you. Reorder number is printed inside every 

metal, Direct Vision, or celluloid insertable .. In “Y and E” Kraft, Manila, Durafile, and Yaw- 


em- a range of colors. Reinforced or single top tabs. manotk folder. 


in 





busi- Order your “‘Y and E" stock now so you'll be ready at transfer time. 
htful — 


7 eee Also Makers of Quality Steel Office Equ 
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Booth 92 YAWMAN~»? FRBE MFG.(0. 


lhe franchise that means quality merchandise 1015 JAY STREET « ROCHESTER 3, N. Y., U.S. A. 
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AVAILABLE in many distinctive 
styles, Samson tables have been the choice 
of leading companies since 1893 

Beautifully grained walnut, oak or 
mahogany f ...in lengths 
6 to 16 feet. Special sizes, finishes, 
heights and styles are available on 
special order. Write today for 
complete information. 


MUTSCHLER BROTHERS COMPANY 
NAPPANEE, INDIANA 


Lm 
ns mepneumeen 


SAMSON | 


Sex» 2. 
“ny Kany . ve 
‘eee 
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OFFICE AND DIRECTORS’ 
iele] Ga ry-16 2.) 


WARDROBE RACKS for IMMEDIATE DELIVERY 


ALSO MANUFACTURERS OF SAND URNS— SMOKERS —— 
COAT TREES —— WARDROBE RACKS — 
WALL RACKS —— UMBRELLA STANDS, ETC., IN 
3 CHROME STEEL «no 
ALUMINUM 















































FOR 
OUR 
LATEST 
CATALOG 

















No. 669 


No. 812-813 No. 802-3-4-5 UMBRELLA STAND 
2 and 3 FEET WIDE 2-3-4-5 FEET WIDE 18 CAPACITY 


GLARO MACHINE PRODUCTS COMPANY FAR ROCKAWAY, N. Y 
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Precision manufactured — heavy weight — 16” deep — full capacity filing units that 
build up with Steelmaster exclusive build up feature. Can be purchased in singles or setup 
combinations as illustrated. These low cost sectional units have been demonstrated as 
sales go getters. Hundreds of thousands of satisfied users. 





























































ws OUTSIDE DIMENSIONS SHIP. WT. PRICE 
No. Description Ww. H. D. 
F3001 2 file drs. — 1 base ship. set up ee ae 14%” 30%” [3 $30.25 
PFR001C | 2 legal drs. — 1 bose ship. set up (not ill.) | —«s18%” | 30%” 16” | ay ibs. 34.65 — 
| F3002 1 file dr.—I1 storage cupboard with lock—and base 14y,” 304,” 50 Ibs. 30.25 
5 ship. set up (not ill.) — ee 
F3002C | i legal dr. — 1 Jumbo storage cupboard with lock — 18%” 30%” 16” 57% lbs. | 34.65 
and base ship. set up (not ill.) is | | 
F3046 2 file drs. —1 4x6 double card cab. (cap. 3,000 cards) 144," 364%," 16” | 64 = Ibs. 37.45 
- nd base—shp. set up _ eas oe! — Jn ae 
#3048 1 file dr.—1 storage cupboard—1 4x6 double card 144%,” 36Y,” 16” 58 Ibs. 37.45 
cab, (cap. 3, 000 cards}—and base—ship. set up ae : - - me wa a ae : 
F3058 2 legal drs. — 1 double card dr. for 5x8 cards (cap. 18%” 364%" 16” 73 Ibs. 44.25 
3,000 cards — and base ship. set up (not ill.) : ee i - 
F3068 1 legal dr. — 1 Jumbo legal storage — 1 double dr. 18%" 364,” 16” 70 Ibs 44.25 
card cab. for 5x8 cards (cap. 3,000 cards) — and base 
; ship. set up oa 5. _ — —— ere . 
F3000 1 letter dr.—positive compressor—easy roiteg (not i ill.) 14y,” 12%,” 16” 24 \bs. | 12.50 — 
_F3000C | 1 Legal dr. —positive compressor—easy rolling (not ill.) 18%” 124%,” 16” 29 ~—s Ibs. =: 14,50 — 
_F3000S | 1 storage cupboard equipped with lock (not ill.) 14%" "12%" 16” 16 Ibs. 12.50 — 
F3000SC| 1 Jumbo cupboard (legal) equipped with lock (not ill.) 18%” 124%,” 16” 20 sibs. 14.50 — 
Finished in green and grey. If individual locks wanted on file drawer, add $2.75 per drawer, or $2.10 per drawer for card cabinet drawers, 






Prices higher on West Coaste Literature available 


art steel sales corp. 





Immediate Delivery 


new york 63 n. y., u. Ss. a. 


























The perfect short depth heavy weight, heavy duty storage 
unit. For all storage needs. 






































A counter installation unit that serves as a knee space desk. 
Comes equipped with lock on drawer section. 











SPACE 
DESKER 


(KNEE-SPACER) 








OUTSIDE DIMENSIONS 








No 
No. OUTSIDE DIMENSIONS | go ; 
W. H, D. | Ship. Wt.| Price FI600KS i D. _| Ship. Wt. | Price _ 
Overall 24” 361/,” 16” | 65ibs. | $32.95 Overall 21%" | 362” 16” 40 lbs. | $32.95 
Storage 24” lo’ 16” Drawer 19/4” 5 * 14” 




























Grey or green. Indicate color wanted. 


Grey or green. Indicate color wanted. 





These Steelmaster versatile cabinets can be build into low counter 
height 36/2” installations. Display an installation on your floor and 
you'll sell more because Steelmaster is better. 











A versatile unit to organize supplies, parts and stationery. 
Drawers are compartmented on 1” centers giving 12 sec- 
tions per drawer. A wonderful unit. 
































The complete organizer for parts, forms and a hundred 
and one other uses. Drawers comes compartmented on 1” 
centers affording 12 sections per drawer, or a total of 
240 sections per unit. A really wonderful item. 















































st— Literature available | 


No. OUTSIDE DIMENSIONS 
mit Ww “D. | Ship. Wt. | Price Item No. OUTSIDE DIMENSIONS 
Overall | 24 ” | 36/2” | 16 ” | 100lbs. | $43.95 = _ a WS 
Drawer | 9 ” 3 | 15% Overall 24 36!/2” | 16 110 lbs. | $46.75 
T Storage | 10/2” | 10 "| 16 Drawer | 9 3” | 15%" 
Grey or green. Indicate color wanted. Grey or green. Indicate color wanted. 
r) 7 = . ie EPR ? ae 2 a tn 4 a 











oe = 


























Ne Rt ee 















The original and still the best desk high telephone directory 
storage unit to meet all your needs. Equipped with lock. 





A utility open storage bookcase unit to meet many needs 




































































and requirements. Extremely low cost. Some Me OUTSIDE DIMENSIONS 
yy ~_ OUTSIDE DIMENSIONS |e |. WwW. H. D. Ship. Wt. | Price 
; ar | WwW. |) UH. 6| CDs Ship. Wt.| Price || Overall | 182" | 302" | 16” | 40lbs. | $23.35 
B | Overall | 24” | 36%” | 16” | 45ibs. | $21.95 Directory | '6/2 5 16 
3 r | , ‘ . a Compart. — a, ees 1: 
Storage | 24 | 10 16 Be Storage 16/2” 20+4” 16” 
. Grey or green. Indicate color wanted. #1 Grey or green. Indicate color wanted. 









These Steelmaster versatile cabinets can be build into low counter 4 és 
height 362” installations. Display an installation on your floor and 
you'll sell more because Steelmaster is better. 
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sola we 
|| 3) CHECKER 
— 
oe 
: A full-width precision made high quality unit for prints, 
For organizing checks and vouchers. 12 large size drawers _—s parts, photographs, forms, small assemblies, everything. 
— easy gliding — compartmented on 1” centers for maxi- | Wonderful for organizing and keeping requirements at 
* mum divisions. _ fingertip control. 
BT item No. | OUTSIDE DIMENSIONS a item No. OUTSIDE DIMENSIONS 
Gor | Ww. H. | D. | Ship.Wt.| Price | (| CARezy | Ww. H. D. | Ship. Wt. | Price | 
Overail__| 24 " | 362" | 16 _" | 1201bs. | $43.95 fe Overall 24” | 36” | 16 "| tlolbs. | $54.95 
Drawer | 9%,’ 4\/,” 15%,” - | Drawer 20!” 3%,” 15!” 
Grey or green. Indicate color wanted. _ Grey or green. Indicate color wanted. 
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higher on West Coast—Literature available 











ile unit (F3005) 


~ 





DOLLAR By \4L Ic 









fully equipped with 25 hang folders 
and bracket—ready for instant? use. 


















Immediate 
Delivery 
F3005 P 
THE LEYTERO “a q 
A fast sale promotional item. No gamble 4 


—it’s Stclnasles all the way. Order now! . 


ONLY *14 -95 


| OUTSIDE DIMENSIONS 


No. Description Ww. H. D. | Ship. Wt. | Price 

















F3005 The Lettero 1442" 1242" 16" 25 Ibs. | $14.95 


i 














Finished in green and grey. If individual locks wanted on file drawer, add $2.75 per drawer. 
Prices higher on West Coast Literature available 


art steel sales corp. new york 63 n. y., u. Ss. a. 
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-Here’s the Best Buy 
in OFFICE DESKS anywhere! 


















42305—S!INGLE PED- 
tSTAL FLAT TOP DESK 
—Top 42 x 30 x 1h4” 
thick, Rift Oak and Plain 
Sliced Walnut. Panels & 
drawer fronts of Rift Oak 
& Sliced Wainut. Gases 
of plain Oak & one 
Drawer i2%e r 23”"—s”" 
deep, Full dovetail, 
framed-in bottom. All Oak 
interiors. Finishes: Oak, 
Walnut and Mahogany 


Let us ship you a PREPAID SAMPLE on an absolute 100% return guarantee. 
Freight charges invoiced to you after you say you're completely satisfied. 
Write for Catalog of Complete Line of Desks & Costumers 








No. Mere ~F ecutive 
ista e 


enuine 


rawers 


ufacturing company 


220 Institute Place 
CHICAGO 10, ILL. 




















| a ann Chat GOOD WILL is the knack 

of bringing ’em back to your 
store because they like 

your merchandise and service 





No. 333'2 
Revolving Chair 
Matching No. 333 


133 BLEECKER ST., NEW YORK 13, N. Y. 


We've been taking care of the Furniture 
end for leading stores these many years. 
Why not have a good look at the latest 


catalog showing BRIGHT sales-winners? 


No. 9800 Sofa—Solid, durable . 
and BEAUTIFUL! Just one 
of our many attractive models 
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Welch successfully combines 
quality materials and know- 
how construction with easy 
pricing, which means a 
ready market in any man’s 
language. That's why you'll 
find Welch office furniture 
the most profitable line you 
can handle. 


SPECIALISTS 


in posture chairs, stools, 





typewriter stands, costumers 
MODEL 297-S 


Write for literature and 


complete information to... 


DME sunustatas 


x os : ba dl rtd pth nat wr 
sell ona age LB 
yO Wey 


nonsuspension files 

























4-3 and 2- 
Drawer Non- 
suspension 
Files in Letter 
and Legal 
Size. 


} FINISHED IN ATTRAC- 
TIVE OLIVE GREEN OR 
METALLIC GRAY BAKED 
ENAMEL 

» DULL CHROME FIN- 
ISHED HARDWARE 


write for information 


rod mpan 
Wetnam mal bodiets compan 
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P] RABE FLOOR 25k \ 
UNIT meen ASS 








These racks built 
in 36 garment 
units... buy as 
many as needed! 








A STURDY 
WARDROBE UNIT 


shipped assembled — electric welded joints 


Serv-Mor has everything .. . it's neat, 
attractive, strong, spacious, compact! 
Handles more garments in less space 
for offices, schools, institutions, church. 
es, motels, hotels, club-houses, restay- 
rants, halls. Sold in standard and custom 
sized units, floor models and wall 
models. Wall units can be mounted any 
height from floor for best serving 
school children or grown-ups. Write for 
complete information. 


<<LESS WALL UNITS 


Ns \ | 











oe Oe on oF 
4, 


WISCONSIN 




















Invest in 


U. S. 


SAVINGS 
BONDS 











OFFICE APPLIANCES, September, 1952 




















neat, 
pact! 


pace 
urch- 
stau- 
stom 
wall 
i any 
ving 
e for 





952 





Ahead 


WITH THE FINEST 


TUBULAR CHAIR EVER! 



















More durable — and more com- 
fortable than many folding chairs 
costing twice as much, Krueger 
tubular steel chairs boast 





@ Seamless tube frames 


@ Electrically welded and 
riveted construction 


@ Die-formed leg stretchers 
Curved rollededge backresf 


Positive, non-pinching 
seat lock 


@ Silent folding operation 
@ Y-type non-tipping frame 
@ Boked-on enomel finish 


















No. 62, with curved diasdwood 
veneer seat for indoors and No. 
61, with perforated, curved steel 
seat for outdoor use, provide you 
with super quality seating that is 
sturdily buileste fast for oP ne 


Light in weight, quick amd quiet 
folding, a ao 


Vertico! stee 3 bors within 


tubulor leg e extra strength, 
rigidity to °\v hinges, mechanism. 


WRITE FOR CATALOG 
Steel dome fe« nooth gliding 


. Describing complete iplet 
con also be with mar-proof Krueger line of tubular and 
white rubb channel frame chairs. 


EF RUE 


METAL PRODUCTS ». GREEN BAY » WISCONSIN 


The 
LONG-LIFE LINE 
OF OFFICE EQUIPMENT 


aN 


> 



























with 
£ Arches 
Attached! 


Here's the secret 
to quick sales and 
more profit on 
beautiful lami 
nated wood arch 
boards. Arches 
cre already riv 
eted securely to 
the boord. Ready 
to sell now. Don't 
al keep a customer 
ting while you strugg! le to assemble 
arch less work No incomplete 
or lost screws and bolts Note, 
Packed 12 to 





and legal sizes 





Send for catalog and price list today! 


» Stempco line inciuvdes chair mats, 
boards, arm rests, blackboards, 
tumers, desk trays and check racks. 


STEMPEL MANUFACTURING co. 







DALLAS 


2830 ROBERTA ST 


TEXAS 
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There’s 


EYE APPEAL 


nd 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 
ows 
Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30” wide 
—18” deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 
Available in baked 
enamel of olive green, office gray or brown and 

weighs 100 Ibs. 
Truly merchandise of great quality and priced to 
meet market trends. Write 


METAL MANUFACTURING CO. 
MID WEST iis x isth st.-St. Lous 6, MISSOUR 











Designed and created by 


of 
Grand Rapids 






No. 1000 
Revolving 
Chair 
All Walnut 


Overall 
Height 33" 


Overall 
Width 24" 


Seat depth 20° 
between arms 20" 


Back height 
from seat |7"" 


Side Arm Chair 
to Match 


Write for Illustrated Literature and Prices 








GRAND RAPIDS 


LEATHER FURNITURE CO. 


201-207 Front Avenue, NW Grand Rapids 4, Mich 
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MR. DEALER .. . 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 
IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES | 
IMMEDIATE SHIPMENTS | 


Write or call for complete information, | 


prices and dealer discounts 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
74 Broad St., New York 4, N. Y. BOling Green 9-8231 
WAREHOUSES—MIAMI, FLORIDA—NEW YORK, N. Y.—LOS ANGELES, CALIF. 














The entire 
“Top Flight’’ 
line on display 
NSOEA convention 
Visit Booth 326 


Truly the world’s most wanted steel transfer case. . . . The 
attractive brass hardware. .. . The 4-roller bearings. . . . The 
soft office green or beautiful gray hammerloid baked on finish. 
. . » The simple, positive vertical and horizontal stacking ar- 
rangement. ... The heavy furniture steel All these features 


make the famous No. 25R. the most widely used steel transfer 
case in the world today. 


Mail all orders and inquiries 
on Steel Transfer Cases and Filing Cabinets to 


TOP FLIGHT PRODUCTS CO., INC. 


6224 S. OAKLEY AVE. CHICAGO 36, ILLINOIS 
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® ideal for 


. . « Raise the headpiece to any desired 


@ PLANTS 

© OFFICES 

e DORMITORIES position . . . it will automatically stay at 

© HOTELS that position . . . To release the ““Magic- 
GAME ROOMS 

© DENS Hold,” raise the headpiece all the way. 


———— It can then be lowered to the “‘flat’’ posi- 

® pocTors tion. Available in the finest plastic mate- 

i rials in a wide variety of colors. Show 
Leisurest for extra sales!!! 

WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 









COTTERMAN 


WELDED STEEL SAFETY LADDERS 


For Filing Rooms——Stock Rooms 
—Vauilts 
New improved design made from 
1” diameter round furniture tubing. 
Mounted on Swivel Brake Casters 
which allow the ladder to be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
cushioned legs rest on the floor and 
prevent rolling 
MADE IN 7 HEIGHTS: 

18” 2 Step 36° 4Step 63''7 Step 
27" 3 Step 45" 5 Step 72" 8 Step 
54” 6 Step 
2 Widths—20" and 26” 

Send for literature and prices on 
these ladders and our full line of 

Wood Rolling Ladders 
Manufactured by 


1. D. COTTERMAN, 


4535 N. Ravenswood Ave. 
Chicago 40, Iii. 














THE MIDWEST PEDESTAL LINE 


FOLDING TABLES 
the 
““DUHONEY-20” 


AUTOMATIC LOCK 


End seating, giving 
more leg room; double 
brace; steel channel 
apron; plastic edge; 
only some of the many 
advantages of the 
Midwest Pedestal Leg 
Folding Table 

“DUHONEY-20” legs 
fold for easy storing; 
lock automatically 
place — can't collapse. 


CHOICE OF PLYWOOD, 
MIDTEX, FORMICA & 
LINOLEUM TOPS 


STEEL SEATING 


FOR EVERY PURPOSE | | 


WOOD SEATED STOOLS 
a > 


STEEL SEATED STOOLS 
ad 






MAJOR CITIES 














ADJUSTABLE LEG STOOLS 
REVOLVING STOOLS 
POSTURE CHAIRS 
LINOTYPE CHAIRS 


Special Equipment Built to Order 


ANGLE STEEL, INC. 


PLAINWELL, MICHIGAN 
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fe LUXWOOD. 
All-Purpose FOLDING TABLE 


For INSTITUTIONS © BUSINESS © HOMES 








e CHOICE OF STYLE TOPS 
@ ALL POPULAR SIZES 


ALSO FOLDING BENCHES 
AND OTHER EQUIPMENT 


IMMEDIATE 
DELIVERY 


Write for Illustrated Literature and Prices Today 











Manufactured Exclusively by 


THE JAMES P. LUXEM CO. 
3344 N. LINCOLN ST FRANKLIN PARK, ILL 


Pat. Pending 


Extra Value Features 
To Help You Sell 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more rigid at the vital 
points — corner posts. NEU- 
BAUER “TWIN-POST” de- 
sign is actually 2 posts with 3 
strong corners (see inset) 
Shelves fit tightly . . . every 
thing stays in line. Smooth, 
beautiful and strong—adaptable 
for most shelving needs 

18 and 20 ga. steel shelves 
range in 25 sizes from 24”x9” 
o 48”x24”, 16 ga. posts from 


” to 10’. Olive Green or Air 
line Grey baked-on enamel 
Special colors available. Built 
to last, priced to sell... a 
wonderful repeat order builder 





we'll quote through you 
Write today for complete in 
Ask about NEUBAUER 
TWIN-POST” Basket Racks 
for school and factory locker 
vr ms 
2017 Central Ave. 
Minneapolis 18, Minnesota ] 
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SAND URNS 







ELIMINATE 
TROUBLESOME 
MAINTENANCE 
PROBLEMS 


a 


Foremost “Lobbyists” 
for the American Public 





‘ 





CA 
@ DAVE ? 


Se 


@ KEEP PREMISE 


NEAT CLEAN 





* Pressed steel construction for 
greater strength. 





* Rolled inside top head for max - 
imum rigidity. 


* 20 inches high, 10 inches in 


diameter. 
MODEL * Washable baked enamel! fin- 
209 ishes. 
+ Shipping weight approximate- 
ly , ibs. 
No obligation: Write for Co 


Prices and Complete Data 


on other Compco Equipment con “ey RATION 


Dept. |. 2251 W. St. Paul Ave. CHICAGO 47, ILL. 











nothing 
finer 


than 


STANLEY 





fine 
pot The complete line of STANLEY Fine 
Leather Furniture includes Swivel 
Chairs, Side Chairs, Club Chairs, and 






Sofas in numerous styles and designs. 
Available in Top Grain Leather or Du- 
Pont Fabrilite. Wide choice of colors. 
Write for descriptive literature and 
prices. 


STANLEY 


MANUFACTURING COMPANY 
2310 N. MAIN ST. © FORT WORTH, TEXAS 


TANLEY 
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Art Metal's new business offices 


@ THE NEW OFFICE building recently completed by 
Art Metal Construction Company in Jamestown, N. Y., 
has three full floors and a penthouse fourth floor 
This new office building, functional in design, is the 
largest for this purpose in the Jamestown area oc- 
cupied by a single company. Freeburg and Lindquist 
of Jamestown were the architects. 

Art Metal’s new office building with a total of 39,000 
square feet is 200 feet long, 64 feet wide. The founda- 
tion of the building is reinforced concrete on piles 
driven 90 feet to firm soil 


. Imposing exterior of 
new building. 


. Office of Algot J. E. 
Larson, president 
and general man 
ager. 

. Directors’ room. 

. Office of C. L. Elof- 
son, executive vice 
president. 

. Elevator entrance in 
reception foyer. 


. Receptionists’ desk 
and foyer. 








The building is of steel structural frame with exterior 
walls of buff color face brick except for the centraj 
entrance portion which is finished in red face brick 
The intermediate, projected clear glass windows are 
steel framed below a continuous belt of glass block 
8 x 8 inches seven courses high. All exterior marquees 
are of aluminum, as are the silhouette letters in the 
name, Art Metal. 

The interior of the new office building is very 
pleasing in appearance. The first floor includes offices 
of the president, Algot J. E. Larson; secretary-treasurer, 








Art Metal Construction Co. Occupies Imposing New Office Building in Jamestown, N. Y. 
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H. T. Swanson; executive vice-president, Carl L. Elof- 
son; vice-president, dealer sales, L. R. Addington; and 
vice-president, contract sales, R. W. Clark. 


All floors are concrete over cellular steel construc- 
tion. The decorative scheme on the first floor is carried 
out with light green asphalt tile and walls of pale 
green ceramic glazed tile. All ceilings, 10 feet, six 
inches high, are of white acoustical blocks 12 x 12 
inches, providing for sound absorption and light re- 


flectance. The general lighting is a continuous Lumin- 
aire, with diamond lucite lens, using two 96-inch slim 
line fluorescent tubes. 

The first floor also contains the offices and depart- 
ments of D. C. Gourley, purchasing agent; J. Andrews, 
auditor; A. G. Spetz, credit manager; accounting de- 
partment, billing department, mail receiving and dis- 
patching room, payroll room, contract estimating 
department, directors’ room and information booth 
and switchboard 

The foyer of the new general office building is of 
distinctive design, with architectural columns of 
aluminum. A factory display sample room is also 
provided for, enclosed in a low height partition to the 


right of the entrance foyer. 
Open office arrangement of desks provides free work 
flow between departments, with no partitions other 


than files on the upper floors. Tan and red colored 
asphalt tile cover the concrete floors, with walls of 
buff color glazed ceramic tile. Offices of J. Arthur 
Johnson, stock sales and export manager; Roy Wells, 
vice-president, Postindex division; Carl H. Bowen, 
vice-president, branch sales; and Charles W. Simpson, 
advertising and sales promotion manager; cost, adver- 
tising, stenographic, Postindex, order and stock sales, 
traffic, erection and service departments are located 
on the second floor. 

The third floor of Art Metal’s new office building 
contains the office of the chief engineer, LaVerne R. 
Johnson, also the engineering department, research 
department and file room. 

Of special interest is the use of the company’s own 
products in the construction of the entrance, vestibule 
door and main lobby. The columns and elevator front 
are handsomely styled in aluminum with an alumilited 
finish and marble base. Square glass blocks 12 x 12 
inches form the sides of the main lobby. A fully auto- 
matic elevator, located in the lobby, provides trans- 
portation to the third floor. 

Art Metal flush type partitions are used throughout 
the office building for executive offices. The offices 
are equipped throughout with Art Metal Desks and 
files, Correct Seating aluminum office chairs. 





Sponsor National Office Furniture Week 


g THE NATIONAL Office Furniture Association has an- 
nounced that it is sponsoring the second Office Furni- 


ture Week. This year’s event was set for the week of 
October 19-25 by the industry group’s national adver- 
tising-promotion committee meeting at NOFA’s na- 
tional headquarters in New York. 

Office Furniture Week was first set aside by the 
office furnishings manufacturers and dealers in 1951 to 


stress to American business the greater efficiency and 
productivity and better employee morale that modern 
office furniture makes possible. 

1951’s Office Furniture Week was marked by dealer 
members of the National Office Furniture Association 
in 68 cities in 22 states of the United States by means 
of official governors’ and mayors’ Office Furniture Week 
proclamations aided by special store promotions, ad- 


vertisements and show-window displays. 

“With the National Office Furniture Association, the 
major group sponsoring Office Furniture Week, having 
grown considerably in size over last year, we are look- 
ing forward to making Office Furniture Week this year 
an even more memorable and helpful reminder to 
American businessmen than 1951's,” said V. L. Caldwell 
of Philadelphia, NOFA’s national president, in a mem- 
orandum to NOFA local chapters. 

“The major job we in NOFA are trying to do with 
Office Furniture Week is to beat the drums to earn the 
opportunity to demonstrate to businessmen what mod- 
ern office furniture can do for them and their business 
and how the NOFA dealer can help with experienced 
counsel and seasoned advice,” President Caldwell con- 
cluded. 





Chairs in other departments promote sales 


8 THE OFFICE FURNITURE re- 


many customers like to be seated 


and professional men has led to 





tailer who wishes to build up the 
Sale of better-priced executive 
chairs, will do well to strategically 
scatter a few “samples” over the 
first floor of the store, according to 
Waco Stationery & Printing Com- 


pany, office supply organization in 
Waco, Tex 

The central Texas sales organiza- 
tion, like many other dealers, has 
experienced uch “space trouble” 
and has had to confine office fur- 
niture display to the second floor, 
in order to permit ample floor space 
for tables, gondolas and shelving; 
for routine t-moving small sup- 
plies 

However, realizing the fact that 


for a moment to rest while shop- 
ping, the Waco organization has 
“killed two birds with one stone” 
through scattering half a dozen ex- 
ecutive chairs at points throughout 
the first floor. 

These have worked out effectively 
in two ways, according to the man- 
agement. First, there have been 
many “impulse sales” made to busi- 
nessmen who have come in to stock 
up on office supplies, and who, at- 
tracted by the apparent comfort of 
the executive chair, have sat down 
for a minute, and developed a 
strong interest in the chair. 

Second, good will created among 
tired executives, office managers 


the sale of more executive chairs, 
as gifts. 

Waco Stationery & Printing Com- 
pany has been careful to display at 
all times ultra-modern, streamlined 
varieties of office chairs, which in- 
clude all-aluminum models, arm- 
chair varieties, handsomely decor- 
ated “bank president” types, as well 
as posture chairs and light-weight 
occasional chairs. 

In constant use around the first 
floor, these give a hint of the com- 
pleteness of the office furniture de- 
partment on the second floor and 
often, relaxing momentarily in an 
executive chair has been the step- 
ping stone to the sale of a complete 
office of modern, efficient furniture. 


END OF FORTY-THIRD ANNUAL SPECIAL OFFICE FURNITURE SECTION 
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HRemember Ud Faithful 


Wardrobes, Supply Cabinets, 
Telephone Tables, Telephone 
Cabinets, Costumers, Hat 
and Coat Racks, Umbrella 
Stands, Check Desks, Recep- 
tion Room Tables, Display 
Tables, End Tables, Book 
Cases, Magazine and Type- 
writer Stands 


CATALOG AVAILABLE 


QUIGLEY FURNITURE CO. 


Phone Utica 6-2416 
WHITESBORO, NEW YORK 





THE CHAIR | 
OF THE MONTH’ 





3 PASSENGER SOFA 
COMBINING 
APPEARANCE—SERVICE—COMFORT 






° / No. 530 
oe a ee 
DISTINCTIVE QUALITY ALUMINUM 
FURNITURE 
OF OUTSTANDING BEAUTY 


Write for illustrated catalog, dealer prices and discounts 


225 Belleville Avenue 
DIGBY 4-3245 


Bloomfield, N. J. 
BLOOMFIELD 2-4120 








lops. 2 


we oR 3 
TABLES 


by 





Send for Catalog. 





LEHIGH DESK CO., INC. 


106 Duane St., New York @ Factory: Bethlehem, Pa. 
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This 
STEEL 


STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
3 





Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 





Finished in olive green or gray baked enamel. In 
two sizes — 
36” wide, 18” deep and either 72 or 78” high. 
Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL MANUFACTURING CoO. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOUR! 
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“Sale Price Finder’ 
Cuts Lost Motion 


By Harry Arp, General Salesmanager, 
W. A. Holt Company, Waco, Tex. 
g RETAIL MERCHANTS who shy away from staging 


the “store-wide sale” type of promotion because they 
hesitate to tie up many extra hours of time in chang- 
ing price tags, making new signs and so forth, may 
find the solution in a “sale price finder” which we de- 
yeloped a few seasons ago. 


We hold several store-wide sales each year at the 
beginning of each season and at the store anniversary 
date, when we hold a large-scale pre-inventory event. 

Many thousands of items are involved, and like most 
retailers, we formerly found it necessary to handle 


every item at least once, in repricing it in keeping with 
the sale theory. This, however, invariably required 
extra personnel and consumed many additional work- 


ing hours, which might have been saved for other 
purposes 


Experimenting with many ideas for easing the bur- 
ien on the store staff which each sale created, we 
ietermined t let the customer do part of the work.” 
We set up a system whereby it was not necessary to 


hange the price tags in any way, and so that the cus- 
tomer could automatically figure the new price to be 


paid during the sale 


Post Details in Store 


Under the plan, we post throughout the store at 
every conceivable location a copy of the “sale price 
finder.’ This is a printed yellow card, with figures in 
red and black, which is divided into three vertical 
sections 

In each section are two columns of figures, those on 
the left printed in black, representing the regular price 
of every item in the store, and those in red, on the 
right, representing the sale price. At the top is let- 
tered in bright red “Sale Prices . Use nearest reg- 
ular price 

Except for certain price-controlled items, which will 
always be with us, the sale prices cover every item in 
the store. Price figures run all the way from 5c to $10, 
making it possible to use any multiple in order to figure 
the sale price on items priced above $10. 

Reading across from left to right, the customer, at a 
conveniently-posted sign, can quickly determine what 
he is to pay, and the exact percentage of savings in- 
volved. For example, an item regularly priced at 55c 


will be priced at 43c for the sale, while a $9 item ap- 
pears at $7.17. A $3.50 item appears at $2.77, and the 
customer finds to the right of a $1.25 “regular price” 
a sale price of 97c. Of course, there may be frequently 
a few cents difference, represented by odd figures, but 
we have solved this problem by simply lopping them 


off in favor of the customer. 

All of the sale prices on the master list drawn up, 
have been figured to permit us desired markup for the 
period of the sale, and are in keeping with profitable 
business practice. We anticipated at first that some 
ustomers might have difficulty with understanding 


the purpose of the sign, but we found the reverse to 
be true 


Women, able to see concretely the savings repre- 
ented, made larger unit purchases, and this type of 
pricing has been responsible for considerably more 
heavy volume of traffic into the store.—RAL 





Rytex Appoints Sales Representative 
Stuart H. Winslow has been appointed sales repre- 


sentative in the Chicago area and Wisconsin for the 
Rytex Company. He has had many years of experience 
in the papeterie and fine paper field. 

Mr. Winslov 1ddress is 815 Lake St., Oak Park, Il 
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SWIFT 


ADDING 
MACHINE 


SWIFT BUSINESS MACHINES CORP. 
Great Barrington, Mass. Dept. 09 


Send information about the Swift Adding Mochine: 


NAME___ 
COMPANY. 


ADDRESS 


GUARANTEED 
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Widely imitated, widely envied, the Carter Pump Action Stamp Pad combines beauty with utility. Scientific construction provides a s 
evener flow of ink than does any ordinary conventional pad. 


NEW! 


Carter's Foam Rubber Stamp Pads 


For those who prefer Foam Rubber Stamp Pads, Carter 
has a new line of top-quality, top-performing Foam Rub- 
ber Stamp Pads. These new pads ink rubber stamps with 
a gentle touch, yet every impression is clear and crisp. 


They are quiet too . .. no banging is needed to 
ink the stamp. 

Whatever your customer’s preferences, you should carry 
a full stock of both Carter's Pump Action Stamp Pads 
and Carter's new Foam Rubber Stamp Pads. You'll be 
selling two of the finest stamp pads ever made! 










Today, tremendous numbers of precision-built Carter 
Pump Action Stamp Pads are being turned out to 
meet the growing demands of industry for this better, 
jonger-wearing stamp pad construction, 

To do this job, special machines the first of their 
kind — were designed by Carter. This fact is important 
jo every distributor of stamp nads for two reasons: 
1. Machine production makes it possible to pro- 
duce Pump Action Stamp Pads (which cost 
far more to make than ordinary pads) to sell 





at prices in line with those of conventional pads. 
2. These machines permit an accuracy and uni- 
q formity of manufacture entirely out of reach 
of old fashioned methods. These ingenious 
’ machines control such factors as the even 
stretch of the fabric, the amount and uniform- 
ity of the inking, and the perfect “fit” of the 
various layers as they are assembled into mod- 
ern molded steel boxes. 
1 


Precision Control for the First Time 


Countless precision settings assure complete uniformity ... 


: 





in appearance... 


Carter's Introduces “Mass Production” Techniques 
in Manufacturing Pump Action Stamp Pads 


Specially designed automatic machines make precision- 
built pads at prices comparable to those of ordinary pads 


Years of research and test 


These new machines are important steps in a long 
range Carter Program designed to keep pace with 
the greatly increased use of stamp pads and other 
marking devices in industrial and office procedures. 
After years of designing and building, Carter now 
has machines that are turning out more pads. . . 
better pads ... more accurately made pads... than 
ever before in the history of the industry. 


Fully guaranteed for heavy duty service 


Carter’s Pump Action Stamp Pads are acknowledged 
leaders in sales across the country. Offices that use 
them recognize them as the most satisfactory, the 
longest wearing general service pads available at 
any price. Carter’s famous guarantee of 100,000 im- 
pressions from every pad has become a tradition, 


. 
a 


in performance .. . in wear... in every Carter Pad, 


Send for Carter's Marking Supplies Catalog No. Xil. 








THE CARTER’S INK COMPANY 


CAMBRIDGE 42, BOSTON, MASSACHUSETTS 





MAKE OFFICE LIFE 


MORE LIVABLE 


(by selling better office aids!) 


Ganhord's. Penit 


THE INK THAT’S MADE FOR ALL 
BRANDS OF FOUNTAIN PENS... 
NOT FOR JUST ONE! 







Made by ink specialists—leaders in ink improvement 
for over 90 years. 


FREE! 


~- TO ALL EMPLOYEES IN 
THE STATIONERY FIELD! 


Get two 100,000-word bottles of SANFORD’S PENit Foun- 
tain Pen Ink. No cost or obligation. Just send your name, ad- 
dress and business connection to address below. 


? 


“Miss Smith will pour... "’ 
FROM SANFORD’S PENit 
EASY-TO-HANDLE FIFTH BOTTLE! 


FUNCTIONAL DESIGN INK 
BOTTLE FITS GIRL’S SMALL 

HAND! Pour ink, fill wells with 
safety from this SANFORD 
bottle. Offers large bottle 
economy with pint-size 
convenience! 












WEIGHS A 
FULL % POUND 
LESS THAN A 


, 
4 
BLUE BLACK 


Penit 
. 


Protect your customers’ valuable 
Office records by selling them a 
permanent ink. Sanford’s PENit 
ink is one of the two out of five 
leading brands of Blue-Black foun- 
tain pen ink that independent lab- 
oratory tests have shown resisted 
time, light and weather exposure. 
Be wise—permanize—sell PENit 
Blue-Black. 





%-OZ. BOTTLE 
FITS RIGHT 
IN DESK 
DRAWER! 





4. 


SANFORD INK COMPANY « BELLWOOD, ILLINOIS 
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“FIFTH” 
BOTTLE 






Penn-Mar-Va Travelers News Notes 


JOE WARDMAN, CORRESPONDENT 
5713 25TH AVE., SILVER HILL, MD. 


The combined annual outing of the Philadelphia 
Stationers and the Penn-Mar-Va Travelers Club was 
held recently at the Oak Terrace Country Club. The 
affair was attended by 118 fortunate people and an 
excellent time was had by all 


. - + 


The annual outing of the Western Pennsylvania 
Stationers Association will be held September 9 at 
Chartiers Country Club. An afternoon of golf will be 
followed by a well planned banquet. All hands try to 
attend. 


> * » 


Speaking of outings past, present and future, this 
should be an excellent time to plug one that is due. 
The annual combined Washington and Baltimore Sta- 
tioners and the Penn-Mar-Va Travelers club outing 
will be held at the Manor Club, Norbeck, Md., Thurs- 
day, September 18. Plan that itinerary so that you are 
either in Washington or Baltimore on that date. See 
that your club is well represented. Plenty of fun, re- 
laxation and entertainment is on the agenda. 


* * » 


Bill Prickett of Prickett Stationery Corporation, Har- 
risonburg, Va., still waiting to move into that new 
location. The front is now in and the contractor still 
says “by the middle of August.” Lots of luck Bill. 
You may be assured aS many of Penn-Mar-Va as 
possible will be there for the grand opening 


* x * 


Mr. and Mrs. Easter of Easter Supply Company, 
Roanoke, Va., have recently returned from a month’s 
trip to the West Coast. Mr. Easter was a delegate to 
the Methodist Conference in San Francisco. A nice 
trip for a swell couple. 

* * - 

NOW it can be told! The Penn-Mar-Va Travelers 
club will hold their annual breakfast at the NSOEA 
convention, but this year something new has been 
added. The club will present to the president of 
NSOEA as a mark of respect and a token of friend- 
ship, a gavel engraved with his name, year of office 
and organization. As of this date, the place: Conrad 
Hilton Hotel, Chicago, Ill.; time: October 8, fairly 
early!! Don’t forget this date-as we all want an ex- 
cellent turnout on this occasion 

. * . 

Don’t forget the NSOEA Travelers Trophy for se- 
curing new members into either the Field, Dealer or 
Manufacturers divisions. That cup would really look 
grand engraved “Penn-Mar-Va 1952.” 


* * * 


Orange blossoms and that long walk down the aisle; 
Mary Beth Hanson, daughter of Mr. Hanson, buyer 
of Hampton Roads Paper Company, Norfolk, Va., re- 
cently wed Major Eugene Baker. 

It finally happened! John Ankeney of Ankeney Com- 
pany, Cumberland, Md., said “I do.’”’ Understand John 
is still racing motorcycles, but assume that the Mrs. 
will soon terminate this habit. Best wishes and con- 
gratulations 

* 7 * 

Lecnard Wakenight, formerly with Reney Broth- 
ers, Hagerstown, Md., has accepted the managership 
of the newly-reorganized company, Hagerstown Book- 
binding and Printing Company. Work will start 
shortly on an extensive renovation program. The for- 
mal opening of the remodeled store will be in late 
September. 

> . > 

C. T. “Rich” Richardson of the Meyer & Thalheimer 
Company, Baltimore, Md., retired August 30 after 54 
years in the industry. A great friend to all and one 
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Eaton‘’s Corrasable 
Bond. Available in reams 
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and 100-sheet packets. 
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..» by proving the magic of 
end. Corrasable’s erasability 


»ffice 


nrad ' in as ' —s :, , 
airly “Mistakes vanish like magic from Eaton’s Corrasable Bond” is a phrase that gets immedi- 


| eX- ate attention ... an easy claim to prove . . . a winning bid for immediate sales. 
Thousands of people who type, automatically think “Corrasable” (Cor-ra-sa-ble) when 
they think “erasable”. Go after the ones who have yet to meet up with it. Tell them about 





a this boon-to-typists paper. Invite them into your stores to try it: Eaton’s new Corrasable 
lost Bond envelope stuffer will do the trick. Or a newspaper ad. Or a window display. 


\ counter or desk demonstration is easy to set up: a typewriter, a few sheets of Eaton’s 
Corrasable, and a common pencil with eraser on the top are the simple props. Let the 


isle; skeptics type, erase, type over it, then LOOK ... 
uyer ,, ee ; = s . et i i 
a ... That’s sales magic — you prove the claim, turn prospect into customer, ring up a 


profit — with repeat business to come! 


SEE WHAT EATON DOES TO HELP YOU PROMOTE CORRASABLE BOND! 
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> 54 EATON PAPER CORPORATION - PITTSFIELD, MASSACHUSETTS 
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“SPIN A FILE” 
27 Models to choose 

from $8.95 to $108. each list 
“SPIN A FILES” each complete with 
cards guides and cover. Rotory files ore 
excellent for quick accurate filing and 
immediate reference. Cards come in 
27 different sizes up to 5X8 


The “Universal” an all Steel desk tray 
of conventional style. 4 rubber grummets 
Available in 5 colors 
All machines with broke No 221 Ltr Size __ $1.75 list 
No 222 Legal Size 2.10 list 


knob control 





The "Century 
with more room between trays for 
greater accessibility. Labe! holders 
on both sides. Letter & legal sizes 
4 rubber grummets. Available in 5 colors 


No 321 Ltr Size. $1.95 ea list 
Ne 322 Legal Size 2.25 ea list 
Individually boxed. Packed 24 in carton 
No 250 Set of 4 Build Up Posts 
in chrome finish. =~==s—30¢ list 








All Steel, the “Active” Copy Holder is designed 

: for comfort in dictation and for greater efficiency 

MEd Desk Trays . in reading stenographic notes while typing. It's 

me 4 in o set EAE collapsible and adjustable to any angle 


Moemeesk tray Colors grey or brown. 


Set of 4 each 45¢ list List $2.50 each 
per gross $54. list &; 
Catalogue sheets on request. Mar J col & MFC.C O., INC. 
Tel. JAmaica 3-$111 93-34 170th STREET. JAMAICA. L. 
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who will be mi However, I’m sure Rich will be 
around 10 Howard St. very frequently. 
= > 7 
It may seem strange, but your reporter says this is 
a tough job, so how about dropping any news notes 
or tidbits you hear in the mail soon. I will be 
most appreciative 





Pacific Northwest Notes 


Cc. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


With congratulatory and encouraging words, Low- 
man & Hanford Company, of Seattle, helped to open 
one of the newe insurance office homes in the city, 
the National Public Service Insurance Company, just 
peapleted | at 124 Fourth Ave., Seattle. The well- 
stocked fur lepartment of L. & H. furnished the 
new four-s iilding with many desks by Hoosier, 
files by Wants un and Erbe, chairs by B. L. Marble, 
Scerbo, and Do/More, along with draperies and recep- 
tion room furniture of a tasteful and special nature. 

Remington Rand Inc.’s Seattle branch furnished a 
maze of busin«s machines and equipment, while 
Hilding E. Halverson, manager of the Bank & Office 
Equipment Company, Seattle, also shared in the fur- 
nishing and e¢ ent of the labyrinth of new offices in 
the moderni tructure. The firm extended con- 
gratulations to Charles Leber, both founder and presi- 
l company. Tying in with the host 
of other tribute the Dictaphone Corporation stated 


dent of the nat 


We are pr have national public service insur- 
ance company as a standardized Dictaphone Time- 
Master acco 

. = * 

The Unive! Book Store, close to the campus of 
the Universit Washington, was damaged by a fire 
his July whi riginated in an adjacent business 
place. The fl licked through the ceiling of the 
idjacent busin« nd into the store room of the book 

where n lamage to stock was done by smoke 
* > 7 


H. L. Van Ness, the district manager of the Dicta- 
phone Corporat has recently announced appoint- 
ment of Vietor Fomo as sales representative of this 


rporation for S« e, Wash. A hefty athlete and boats- 
man, Mr. F von honors during his years at the 
University of Washington, as crew coxswain in some of 
rsity b Born in Anacortes, Wash., he was 
sraduated University of Washington in 1942, 
served as a vigator in the B-29 ferry command 
ing World War II. He is a member of the Lions Club, 
Alpha Sigma | iternity and The Fir Tree organi- 
zation. Prio1 coming to Seattle for the Dicta- 
phone Corporat he had been assistant manager of 
Sears, Roebuck & Company, in Santa Rosa, Cal. 
> > ” 
Continually branching out its business under the 


anner “If It’s Made of Paper We Have It,” the sta- 


ionery hous hn W. Graham Company, Spokane, 
Wash., has di ped a large “fresh frozen foods” 
locker supply business with inventories of new papers 

il new pape! es. Featured are various wrappings 
for specialized enveloping of meats, poultry, fish, fruits 
egetable requiring different paper for mod- 


ern freezers and lockers. Graham's, that began busi- 
: a tent a great fire, and which flourished 
, has set aside on the Sprague 
floor a rol specialties section” with 
ommercial packaging and freezer kits, poultry bags, 
Quick Freeze Foilrapps, and various cellophanes. 


. . oe 


Louis A. 


Hagman, manager of Burroughs Adding 
Seattle, Wash., has been elected to 
membership i e Seattle Chamber of Commerce. 
_ > * 
Fire, which ised damage in excess of $100,000, 
ized t E. Dahl stationery store of Tacoma, 
OFFICE 
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BERT M. ORRIS CO. 
OMMNCUMLES- 

THE OPENING OF 

NEW OFFICES and WAREHOUSE 
381 FOURTH AVENUE 
NEW YORK 16,N. Y. 

| NOW —Faster Deliveries —Greater Convenience 

4 

4 





: 
4 
: 
4 
. 
- 


= 


More Personalized Service 


@ These new quarters will display and warehouse 
the complete line of Bert M. Morris Co. matched 
desk top equipment. It is an- 
ticipated that shipments will 
be made from this office to 
Pittsburgh and points East, 
including the entire Sea- 
board. Mr. Morris Hamilton, 
our representative in New 
York, will be in charge. 


MORRIS FOUNTAIN PENS 
A Mark of Distinction 
MORRISET 
The “All-’round” Writing 
Implement 
MORRIS MEMO PADS 
A “Must” on Every Desk 
MORRISTRAYS 
Masterfully Designed and 

Engineered 


MORRIS ASH TRAY 
The Executive Ash Tray 


BOOK ENDS 
To Match Modern Office 


Furniture 
* 


BERT M. M\ORRIS-CO. 


8651 WEST THIRD STREET 
LOS ANGELES 48, eee op ly 


Bert MM b N 


Mc 
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Comfort = 4 
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* high-style 


=. —— x tough-built 


* super-value 
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METAL-LUX 
CLERICAL POSTURE CHAIRS 


MILWAUKEE METAL-LUX is a solid selling 
success. Trade and users alike take to 
METAL-LUX functional design and matchless 

high-styling. Add out-of-this-world 
posture seating comfort, dreadnaught 
construction, surprisingly low cost—and 
you have the kind of metal chair value that 
sells. If you haven't yet shared in METAL-LUX 
profits, get the full details now. 


Send for complete descriptive literature 


See Us at Room 535A, NSOEA Conventon, 
Conrad Hilton Hotel, Oct. 4-8 


MILWAUKEE METAL FURNITURE COMPANY 


120 S. La Salle Street, Chicago 3, Illinois 





262 


Wash., this July, destroying large inventories of office 
supplies. Donald Dahl, the owner’s son, who discovered 
the blaze, was injured in the fire. Although he turned 
in the fire alarm at 7:19 am., the Dahl building was 
being swept by flames in the still, dry air by the time 
the first fire-fighters and their equipment responded, 
The firemen had to spend most of the morning wetting 
the stationery and office furniture stocks in an en- 
deavor to prevent the spread of flames, although the 
fire continued to break out sporadically. 


The owner’s son told both firemen and police investi- 
gating that he was the last man in the building when 
it was closed the night before and the first to enter 
the store in the morning, about an hour before he dis- 
covered the blaze. On smelling smoke he took the 
elevator to the basement and started pulling the 
power switches, and rushed back upstair immediately. 
When he tried to open the back door he was driven 
back by volumes of smoke and tongues of flame which 
were then billowing through the three-story building. 
Donald had to be taken to the hospital for treatment. 


A considerable part of the damage was to stationery 
that had been stored in the basement of the building. 
In fighting the flames, water ran into the basement 
adjacent, that of the Bank of California, and caused 
some $5,000 damage. 

. + * 

The J. K. Gill Company, Portland, Ore., staged its 
annual company picnic Saturday, July 12, with di- 
versified outdoor entertainment throughout the day 
at Jantzen Beach, swimming and amusement center 
near Portland. 

oz ” « 

With 25 years faithful and loyal service to the com- 
pany, John D. Carter, manager of the Portland, Ore., 
office of the International Business Machines Corpora- 
tion, has been admitted to membership in the Quarter 
Century Club of IBM employees. 

* om . 


John W. Graham Company, of Spokane, Wash., has 
already launched its “Christmas in July” campaign. 
It has set in motion its “Plan to budget your Christmas 
Gift purchases” by means of the July lay-away plan 
that requires only 10% down until Christmas time. 
Folks can pay precisely as they like until Christmas 
without any carrying charge of interest whatsoever. 

* - > 


R. A. Norton has recently been named as the new 
manager of the Seattle branch office and sales rooms 
of the Addressograph-Multigraph -Corporation. 





Glasgow Becomes Royal Manager in Rochester 


J. D. Farr, office machine sales manager for the 
Royal Typewriter Company, Inc., has announced the 
appointment of J. W. Glasgow, formerly Los Angeles 
portable district representative, as Rochester district 
manager. 

Mr. Glasgow originally joined Royal in 1934 as an 
office typewriter salesman, but in 1940 he became a 





J]. W. Glasgow 


portable fieldman for the company. When the manu- 
facture of typewriters was curtailed during World War 
II, Mr. Glasgow turned to selling Roytype business 
machine supplies. Subsequently, he left for war work 
with the Air Force but returned to Royal in 1945 as a 
traveling representative. He resumed his work as port- 
able representative shortly thereafter, the post he held 
until his recent appointment. 
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For TOP VALUES 
in Aluminum Accessories | 





















No. 60-S 


Contemporary 
SMOKING STAND 


Height 21” — Diameters: 
Base 10 Stem i142". 
Tray 10 interltiner 634" 
intertiner is of anodized 





No. 17-C 
Monarch 
COSTUMER 


Durable 14” diameter 

base—heavily weight- 
in finished ac- — 

curately fitted spun , 

aluminum cover. 11/2” diameter upright of 


aluminum, Will not stain 
—no glass to break. Heav- 
i weighted—approx'- 
mately 10 ibe. each 





Ne. 25 aluminum. 4 double hangers with smoothly 
finished protective knobs. Quickly and easily 
Dutchess assembled. 
TORCHIER 
3} way Mogul! socket i4 ameter shade 
6S” high—1 diar t 14 


No. 75-S 

Modurn SAND URN 
Sosgne 20”. Top way; 
od a ter, 4 
SAND URN deep. een to 
Height 20" — Diameter 10 cee A 
Satin aluminum sand pan urn. Heavily weighted 
Aluminum bottom Available base—12” in diameter. 





nm Gray Biack Dark Green 
and Maroon Packed individu 
" 


Write or Wire for Complete Details 


eee e VALCO company 





1311 Ann Ave., Pe? oe ee a ee 





OFFICE APPLIANCES, September, 1952 263 














FLAGSHIP isn’t just a new carbon paper product—it’s a whole 


new concept of carbon paper manufacture and merchandising! 


Designed to do specific things for the user, this revolutionary new 
sheet was designed to do important things for the dealer, too. For 


* Flagship is curl-proof, example: 
not just curl-resistant Flagship sells on sight. Its crisp, gleaming, efficient-looking 
© Flagship’s metallic bock metallic back tells its own story, makes it easier to sell this quality 


mouns extra weor, easier sheet than one with price appeal alone. 


ified ¥ Flagship stays sold. Its versatility — and its superior working, 
* Flagship makes sharp, handling and lasting qualities — quickly become apparent. You 
permanent copies save follow-up service, add to your biggest asset — customer good- 


* Flagship allows smudge- will. 
less erasures “ Flagship breeds repeat sales. When customers come back 
they tell you why they want this superior brand. Easy repeat selling 


leaves time free to make still more friends for your business. 


Want all the details? Want to see how you can take the “fuss” 
out of carbon paper merchandising? Want to see how you can 
do a bigger job with a smaller inventory? Just write or wire today. 
Some protected dealerships are still available. 





CARBON AND RIBBON MANUFACTURING CORPORATION 
I| General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles 15 
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News Notes from NSOEA District No. 4 


g. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


You folks down Florida, Georgia, Alabama, Missis- 
sippi and parts of Tennessee way are going to be 
seeing a lot of Paul Jenkins soon. He is the new Bain- 
bridge southen representative in that area. Paul comes 
to Bainbridge from The Office Outfitters, Tampa, Fla.., 
where he was outside salesman for several years. Paul 
is well versed in the field of office supplies which fact, 
together with his winning personality, will add to his 
already large host of friends in the southeast. With 
Paul in that area and me in the Carolinas, Ole Dixie 
is gonna be Bainbridge covered like the proverbial 
dew Welcome to the fold Paul. 

> > » 

The “H” bomb has really hit Aiken, S. C. Two brand 
new office supply houses. Aiken Stationery & Equip- 
ment Company, 1812 Richland Ave., skippered by John 
E. Thrailkill, is now open, specializing in business 
machines but carrying a complete line of office sup- 
plies and some equipment. 

Then comes the American Office Supply Company, 
1502 Park Ave., with Howard McKelvey at the helm. 
Howard plans to carry a complete line of office sup- 
plies and equipment. So—you guys who sell stuff get 
busy in Aiken 


* * * 


e Supply Company, Seneca, S. C., is 
moving to a new home smack in the middle of things. 
They are now on the corner of N. Ist St. and N. Town- 
ville St., which should greatly increase their drop-in 
trade. The old cation out on the edge of town was 
no good for this. W. C. Mitchell and Joe Rogers are 
the powers behind the wheel. 


* e » 


Those Harper boys in Greenville, S. C., are at it 
again. This time they are ripping out the front and 
side of their Greenville store, switching the loading of 
the freight el from the front to the side. This 


Oconee Offi 
7 


evator 


gives them much more window space and off-the- 
street loading, a very desirable feature these days of 
‘rowded traffic. Always on the move, those Harper boys. 


. * ” 


Hines McWaters, firm of the same name in Columbia, 
is expect ick from Korea some time in August. 
hope them “Commies” don’t interfere with Hine’s 


5. C 

sure 

lans 
* > » 


John Ross, R Bryan Company, Columbia, S. C., 


iad a tussle with a “backward” automobile recently. 
Seer as how J was standing back of one—just 
before “jaywalking” no doubt—when it backed into 
him, wrenching knee badly. This put John on the 
ripple list few days but didn’t stop him from 
eporting for \v k as usual. 


+ . * 


Columbia, S. C., has a new office sup- 
wever, the only “dope” I have on it is 

i Harold Baker, two ex-Birmingham 

ister boys, have opened the Palmetto 
pany on Meeting Street in W. Colum- 
‘eager Eagle” Locke Morgan for 


I understal 
ply store, too. H 
that D. A. Gray al 
National Cash Re 
Office Supply C 
bit. Thanks 
tnis one 

. * * 
t the firm of Harbin-Kelley Company, 
has undergone some changes. Seems 
moved out and Chilton Day, the 
things carbon, is now the new 


Understand 
Montgomery, Ala 
that Mr. Kelley 
rmer purveyo! 


partner of Mr. Harbin. Didn’t think ole Chilton would 
ever come off the “road” but congratulations boys and 
the best of everything on the new combine. 
> 7 > 

Greensboro, N. C., suffered the loss of one of its old- 
est, in the number of years in the industry, office sup- 
ply men on July 15. Thomas B. Whitehead, J. J. Stone 
& Company, died due to injuries suffered the day 
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the finest tradition in 
CHAIRS 


WOOD OFFICE 


The 
“Classic” 
Group 





MILWAUKEE Dealers enjoy wide acceptance for this 
distinguished group. Here is fine executive character 
and deep, deep comfort worthy of an honored place in 
either modern or traditional office settings. 
“Classic” chairs are generously proportioned, with a 
distinctive cleanness and simplicity of line, 
yet richly and subtly endowed with that quality 
“difference."’ The group includes Executive Swivel 
Armchair, Side Armchair, and Side Chair . . . 


a limited number of MILWAUKEE 
Wood Chair franchises are open 


See us at Room 536A 
at present. Write for details 


NSOEA Conventon, Conrad 
Hilton Hotel, Oct. 4-8 / 


makers of fine chairs for over half a century 





~ 


THE MILWAUKEE CHAIR COMPAN 


Milwaukee, Wisconsir 
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Build up 


STEADY VOLUME 






MODEL 40 


$44>° 


(Plus Fed. tax and supplies) 


ASTER ADDRESSER dealers everywhere are 

building up sales volume with repeat business. 
And all because Master Addresser, with such features 
as ROLLER moistening, CONTROLLED fluid flow, 
VARIABLE margin guide, AUTOMATIC tape ad- 
vancement—has made MASTER the largest selling 
line of mechanical addressers in the office supply 
market. 


NO STENCILS « NO PLATES e NO RIBBONS e NO INK 
Anyone can operate it. Everyone can afford it. 


@ ADDRESSER SALES produce good volume. 
@ ADDRESSER SUPPLIES produce good volume. 
@ RELATED ITEMS produce good volume. 


For every Master Addresser sold. the average user 
buys an equal amount or more of supplies annually. 
Repeat sales from Master Tape, Master Carbon, and 
Master Printing Fluid give dealers a steady year 
‘round volume of sales. Related items—envelopes, 
paper and record cards—produce additional repeat 
business. Master Addresser products are backed with 
national advertising pointed to dealer sales, coupled 
with dealer aids to help you sell. 


MATS e DISPLAY CARDS e« ENVELOPE STUFFERS e POST CARDS 


September ads appear in DUN’S REVIEW @ INSTRUCTOR 
REPORTER of DIRECT MAIL * CHRISTIAN LIFE * NATION’S BUSINESS 


 Aeasior dd rcisee C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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before in a very peculiar accident. He was pinned be- 
tween a backing truck and a taxi-cab, from which he 
had just alighted, breaking two ribs and an arm, to- 
gether with multiple internal injuries. Mr. Whitehead 
had just returned from a week-end at the beach and 
was arriving at the store when the accident happened. 


* * * 


Fred Pittman, the “speedy” Speed man in these here 
parts, tells me that his territory is being shuffled 
around. Fred is now to cover Florida, Georgia, S. Caro- 
lina, Alabama, Tennesse and part of Kentucky. Fred is 
turning over N. Carolina to Vic Brugh and Mr. Shep- 
herd is going to the north central territory. 

. ” ” 

I hear that Jack Miller, the former Webster repre- 
sentative, has gone with S. P. Richards Paper Company, 
Atlanta, as its Florida, Ga., representative and that 
Bob Peacock, Richard’s former representative there, is 
now actively associated with that new firm in Decatur, 
Ga. Still haven’t been able to get the full details on 
that operation but some time, three or four months 
from now, one of my hard working(?) cohorts in this 
journalistic enterprise will send me the facts. 

7 * +. 

Tommy Tompkins, the manufacturers’ representa- 
tive, claims that while being “educated” in Boston 
recently he tangled with a 74% pound lobster and came 
out the winner. I can’t imagine a lobster that big, but 
if I ever do get close enough to one that size to recog- 
nize it, it would probably scare me away. Boy—that 
ain’t no Florida crawfish. 

= * ” 

Alex Patterson, the Birmingham, Ala., manufactur- 
ers’ representative, writes that Gordon E. (Bub) Lips- 
comb has joined his staff and will travel the western 
territory formerly covered by Warren Lewis. “Bub” will 
make his home in Birmingham. 


* * * 


Sanford Ink Company has a new representative in 
its N. Carolina, Virginia, W. Virginia and Maryland 
territory. Carl F. Kaufman, Jr., is the new man. While 
we are in the “Sanford” department, I’m wondering if 
the company is in need of some more “space filler” for 
its very worthy periodical. I say this because Jack 
Lydiard’s picture pops up in it entirely too often and 
he ain’t handsome—that is—to anybody but Shirley. 

* a > 
“Huncan Dines Again” 

In view of the fact that “Huncan’s” 4th District cov- 
erage has been drastically cut down he is going to 
have to depend on “second-hand” information for good 
places to eat. So—for this month George Drane comes 
through with one that sounds like the real “McCoy.” 
George stopped by the Chalet Suzanne, four miles 
north of Lake Wales, Fla., and he says that for good 
food served in a decided “continental atmosphere” it 
was out of this world. Not only that—a cute li! 
“de-icer” serves orange juice and coffee in your room 
before breakfast. I’m goin’ back to Florida—fast. 





3M Appoints Executive Engineer 

Appointment of Donald R. Guthrie, as executive en- 
gineer in charge of engineering research, was an- 
nounced by Minnesota Mining & Manufacturing 
Company in July. 

C. P. Pesek, vice-president in charge of engineering 
and properties, said that Mr. Guthrie will organize 
an engineering research group consisting of three 
sections: chemical engineering, machine development 
and instrument engineering. 

The purpose of the new group will be to provide 
specialized engineering assistance to engineers in the 
company’s various product divisions. 

Guthrie joined 3M as a research chemist in 1939. 
He was made a division engineer in 1944. He received 
his degree in chemical engineering from the University 
of Iowa in 1938. 
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cal advances can render. The Olivetti 
a- Printing Calculator is atrue contemporary 
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ne of modern business. It provides fully auto- 
ut matic multiplication, division, addition 
g- and subtraction, and a permanent tape 
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‘ arranged with your nearest Olivetti 
g representative —there are sales 
e and service offices in over 300 
e cities throughout the United States 
t Olivetti Corporation of America, 
580 Fifth Avenue, New York 36 
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to get a National Adding Machine 
DEALERSHIP 


National Adding Machine dealerships are now open in a few cities. 
Act quickly and benefit from the complete line! 


] EARNINGS! You can make more money—possibly thousands of dollars 


more—from easy-to-sell National Adding Machines! 


2? COMPLETE PRODUCT LINE! Not just the “dealer’s” line limited to 


the lower priced machines, but the complete National Adding Machine 
line of over 30 models, including Desk-Model Bookkeeping machines. You'll 


get machines with wide carriages . . . narrow carriages . . . shuttle carriages 
. split platens . . . hand operated . . . electrically operated . . . one total 
... two totals .. . duplex subtractors. Each has a combination of time-and- 


effort-saving features not found on any other Adding Machine! 


3 SELLING AIDS! You'll have the backing of powerful trade paper adver- 
tisements in the nation’s leading business publications. You get FREE sales 
promotion material. FREE direct mail literature. FREE sales training. 
FREE window displays. FREE counter displays. FREE newspaper mats for 
local advertising. 


4 OPTIONAL SERVICE PLAN! If you now have a service organization, 


you may use it for service on National Adding Machines. If you do NOT 
have servicemen—or if you want to concentrate entirely on sales — The 
National Cash Register Company will handle your service calls. Either way, 
service is no problem! 


5 PRESTIGE! The National Adding Machine is manufactured by The 
National Cash Register Company with 68 years’ experience in building busi- 
ness machines. National dealerships won't be open long. Get your application 
in now! Write—wire—phone TODAY for complete details! 


Adding Machine Division 


THE NATIONAL CASH REGISTER COMPANY - Dayton 9, Ohio 
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News Notes from District No. 5 
FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36, OHIO 

The Detroit Stationers and Travelers Party, held 
July 23 at Glenn Oaks Country Club, was a howling 
success with 225 dealers, peddlers and their “lady 
fairs” in attendance. To those who missed it, don’t 
say we didn’t warn you to be there. 

The day wa ol and the beauty of the club made 
t a perfect day 

Ralph Schafer of Beecher, Peck & Lewis, should be 
ongratulated the way his staff handled things. 
Ralph, in caste 1 didn’t know, is part owner of the 


club 

One of the ; highlights was the annual baseball 
game between the dealers and peddlers. The peddlers 
won even without the assistance of Art Frey, who was 
run out of town last year. At least, that is what I am 
told. He did send a letter but censorship will not per- 
mit its printir 

In the evening over a delightful filet mignon two of 
the old timers were introduced, Lynn B. Emery and 
George Thom, both of Detroit. We hope they will be 
around for years to come. 

Low gross in the golf game was won by that old pro 


use the word loosely) Bill Lashbrook. Of course, he 
had no Cincinnati opposition. 

Second low s went to John McPike of Weis Man- 
ifacturing Company, and he had no competition since 
“Pop” McPike ildn’t make the party. 

Low net went Vern Stough of Lincoln Office Sup- 
ply, Lincoln Park, Mich., and second low net to Joe 
Rabaut of Beecher, Peck & Lewis. He is the guy who 
told your reporter he couldn’t play. Who is kidding, Joe? 

The ladies did allright too, in golf. Doris Lashbrook 
won the low and Gladys Douglas low net. Does 
Ron Douglas play golf? 

We should mention the high game of the day, 
Joe Stuckart of The Carter’s Ink Company carded a 
fancy 163. Keep at it, Joe, you will beat them yet. 

The only casualty of the day was H. V. Pilkington 
f Sturgis Chair Company who turned his ankle in the 
ball game. We hope by this writing he is OK. 

Gene Grennon of Leonard Office Supply and Howard 
Denomine of Bussing’s in Detroit handled the prizes of 

hich there v many. Even your reporter won and 
that is really unusual 

Clyde Thrasher of Ann Arbor swears this is the truth. 
He overheard ellow ask the bartender at the club 
who all the people were. The bartender said they were 
stationers.” The fellow then asked “what are sta- 
ioners?” and the bartender said he didn’t know. The 
fellow then I guess they are gasoline station- 

nd the bartender said “yes.” 


> e . 


ni 
a 
A very nice ling took place in Cincinnati July 12 


John (now call me mister) Long was married to Miss 
Patricia Winter. The best to both of you. 


> > . 

Art Frey and his family have just returned from an 
8500-mile trip through British Columbia. They tell 
me it is one of the best vacations they have ever had. 

= o > 

By the time read this, vacations will be over and 
we will all be hitting the road to pay for them. Soa 


Watch the small towns and highways 
They are really cracking down and 
some of the fell have had to part with part of their 
Northern Ohio seems to be the 
wrong you can’t beat them. 


ra Opportunitie 
tee! Furniture Trade Literature Wanted in India Mallick, sales mar 


word of caution 
lor speed cops 
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.. . and another good-will 
builder to sell your SERVICE! 


PAGE END-ICATOR 


The new platen device thot tells the 


typist exactly how many lines are left 


on the page. 


You saw it at 
the Dallas Convention! 


Now it’s out doing a selling job for you every 


time you install a 


B.F.Goodrich 


PLATEN 


Handle the only platens equipped with 
PAGE END-ICATOR — send in your 
platens for recovering—TODAY! 


Notionally Distributed by 


SHIPMAN-WARD MFG. CO. 


325 NORTH WELLS « CHICAGO 10, ILL 

















in black and white or color 


WITH THIS AMAZINGLY VERSATILE 





RONEO is the most versatile duplicator 
ever designed .. . Efficient, fast and 
automatic, it delivers clear, sharp copies 
in any quantity desired . . . cuts running 
cost to the bone. 


AUTOMATIC INKING CONTROL... 
Prevents ink-stained hands. Put the ink in the 
cylinder and forget it. Roneo inks give at least 
twice the number of copies per Ib. of ink. 


25 SECOND COLOR CHANGE ... . Inter- 


changeable color drums for clean, fast changes. 


DOUBLE-SIDED WORK... 
Can be done on all normal 
duplicating papers without slip- 
sheeting—a big time- 
saving feature. 


PLUS 
MIMEOGRAPHING 
Without stencil- 
cutting 


This exclusive Roneo- 
tronic process makes 

it possible, for the 

first time, to produce 
high class reproductions 
of halftones—pictures 
or photographs—in fine 
detail on a stencil 


its low price 


News Notes from NOSEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 


From the land of the sky blue waters... 


The 20th annual golf tournament is being held ep 
Tuesday, August 26, at Southview Country Club, St. 
Paul, Minn. It’s a day for dinner, golf, and prizes. 

+ . > 

Another golf tournament was that of the Midwest 
Travelers Club on August 22 in Kansas City. The wind- 
up comes on Friday, September 5, with the Milwaukee 
party at North Hills Country Club, where we always 
have a grand time. 

7 > > 

Frederick Sherry Company has moved into a new 
location at 419 Hennepin Ave., Minneapolis, where 
Bob Silver will welcome the travelers. 

* > > 

A very pleasant evening was spent in Duluth, the 
coolest spot in the Northwest, by Carl Hegstrom of Be- 
midji, Elmer Rossin, Charlie Cordray and your truly. 

os - 


Stan Ness of Weygant & Goodspeed Company, Du- 
luth, had a delightful fishing trip—24 nice-sized trout 
add up to real fishing. He may make a fine guide. 

. . - 

George Desmond is now representing Cramer Chair 
in the Midwest and Northwest. We expect to see more 
of you now George—welcome back. 

* > * 

Waterloo was open to Salesman Claude Allen of Gen- 
eral Fireproofing, Herb Johnson of Wilson Jones and 
Earl Collins of Rockwell Barnes while Charlie Cordray 
of Codo Manufacturing, Jerry Smith and Al Collatz of 
Moore Forms were in Albert Lea, Minn. It just shows 
that some men continue to work while others vacation. 

* ” 2 

Let’s pause here and pay our respects to the Jenke 
Kurth Company. Reno H. Kurth passed away after 
being with the firm for 28 years. We extend our sym- 
pathy to his widow and son. 

* + * 

Joe Miazza of Rhinelander Office Supply won $73.00 
in the recent ABC bowling tournament in Milwaukee. 
That ain’t hay, is it, Joe? 

* = * 

News from Waterloo is that Lincoln’s Office Supply, 
109 E. Fifth St., M. H. Renz, owner, is opening a new 
store on the west side of the river at 224 W. Fourth St. 
and will call it Taylor’s Office Supply. C. H. Troutner is 
the manager. 

* + > 

Stoyles Press of Mason City, Iowa, has opened an 
office supply company at 107 E. State St. This location 
was formerly occupied by Loring Supply Company. 

* ” > 


We extend our sympathy to Eugene Perdue, whose 
wife passed away recently. 
* +. ~ 

Klipto Loose Leaf is moving into a new office supply 
retail store. The address is First St., N.E., Mason City, 
Iowa. 

- * * 

Loring Supply Company of Mason City, Iowa, has 
changed the firm name to Hedrick Brothers. The new 
location is at 119 E. State St., where Max and Kenneth 
Hedrick have a beautiful new store. 


* * * 


~~: we es el 


oly +690 


duplicator. Write for Iowa Business Supply Company, 27 W. First St., NE. 





complete detoils. 
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*Model 500 shown with 
FULL REAM FEED 





Mason City, Iowa, is now located with a complete stock 
of office supplies. Gerry Studer is the owner. 
+ 


* * 


In Waterloo, Iowa, the news item is Joe Burright, 
formerly of Lincoln Office Supply, now with Jay Par- 
rott of Waterloo Office Supply. 

= ” > 


In Cedar Rapids, Iowa, Bub Ulfers, formerly with 
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: oundScriber 
| ° DICTATING EQUIPMENT j 
| 
a Winner of Fashion 
Academy Medal 
for beauty of design. 
: 
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is my ‘ Mey 
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on 
Exclusive “Television Indexing’ makes dictate when you’re ready, she transcribes 
se , . . . 
’ vour secretary’s transcription as effort- to fit her schedule. Both of you get more 
less as glancing into her compact. No irri- done, faster, with less effort than ever! 
ly | tating index strips. No straining to hear 
es on a x , : . ~ 
: reception’s bell-clear. No hair-rum- The coupon is your first step toward 
pling headbands. And SoundScriber saves making your secretary even more efficient. 
as so much time for her and for you. You Mail it today. 
W 
th 
SoundScriber Corp., Dept. OA9, 
7 Only SoundScriber Offers You: New Haven 4, Conn. 
~ 1. Automatic On-the-Disc Indexing. 4. “Television Indexing”. Please send me Motion Study Charts. 
2. Two Arm Flexibility. -. and it’s the only dictation a 
t disc useable on long-playing 
: 3. Mail-Chute Size Discs, phonographs—it's 339 rpm. = VHA Address... .. 2.0.0... .cceceeeeeee 
h SEND TODAY 
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T OVERLOOK 
— ASF verticat Fives 
MOOT me eek) | fox OFFSET PLATES 





For the smallest thru the largest offset plate and 
stencil user there is an Atlas ASF Vertical File 


nother 
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tility 
M ultiple uses 
B ig installations 
O ffset plates 
A nother and stencils 
S ale 
F ound 


D eluxe 

E ndurance 
Longevity 
Unsurpassed quality 
X -ceptional value 

E fficiency and economy 
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—— STOP & LOOK 


BOOTHS C-3 and C-4 NSOEA Convention CLEVEL AND OHIO 


siniaihaien 1662 East 118th St., Cleveland 6, Ohio 


272 OFFICE APPLIANCES, September, 1952 

















“ZOmn zo mM? 














Felton & Wolf in Lincoln, Nebr., is now with the Morris 


Sanford Company. George Lazier, who covered parts 
of our district for Boorum & Pease, is now with the 
same firm. He was on the road for B. & P. for approxi- 
mately 15 years. George and his wife are very well. 
Earl Collins spent a couple of nights visiting them. 
George seems content to settle down in one spot and 
says hello to all you travelers. 

o o > 


Godfrey D. Kunz of Napp Office Supply, Manitowoc, 
Wis., who suffered a heart attack, is now at his home 
at 608 Huron St. A card is always welcome. 

> > a 

Earl Collins of Rockwell Barnes Company is back on 
the road again after undergoing an operation. He will 
have something new to show you that he is very proud 
of. Congratulations, Earl. 

7 + * 

Ed Napp, our retiring governor, is interested in a 52- 
foot yacht called the “Vagabond.” It sleeps eight, has 
a galley for plenty and space for a convention. We'll 
be seeing you, Ed 

* * ~ 

The Sherm Reads of St. Paul Book are on their way 

to Portland. He always has a grand trip there when he 


visits his mother and many friends. We would all love 
to ride along. Pleasant journey 
> * * 
Everytime you help the other fellow up the hill you 


get a little higher yourself! 





Speed Products Announces Territory Changes 
REPORTED BY ART CARROW 

During the recent sales convention, Jack Linsky, 
president of Speed Products Company, Inc., announced 
the following territory changes which became effective 
July 15 

Tom Seward, Kansas City, Mo., will cover Missouri, 
Kansas, Nebraska and Iowa (except Clinton, Daven- 
port and Dubuque 


John Peppler, Detroit, Mich., is assigned to Indiana, 
lower Illinois and Michigan (except the northern 
Peninsula) 


C. A. (Chuck) Shepard, Minneapolis, Minn., is to 





| ee 

Assigned by Swingline .. . These men are involved 

in new territorial changes for Speed Products Company, 

Inc l. Tom Seward; 2. John Peppler; 3. C. A. (Chuck) 

Shepard; 4. Victor Brough; 5. Fred Pittman; 6. Art Carrow. 
cover North and South Dakota, Minnesota, Wisconsin, 
northern Illinois (except Cook County), northern Pen- 
insula of Michigan, and Clinton, Davenport and Du- 
buque, Iowa 

Victor Brough, Sandston, Va., is assigned to Virginia, 


North Carolina, Pennsylvania (except the eastern part) 
and southern West Virginia. 


Fred Pittman, Atlanta, Ga., will work in South Caro- 
lina, Georgia, Florida, Alabama, Tennessee (except 
Memphis), southern Illinois and southern Kentucky. 


Art Carrow, Houston, Tex., is given Oklahoma, Ar- 
Kansas, Texa Louisiana, Mississippi and Memphis, 
Tenn 
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B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


RAYTONE 


A REAL DEAL 
for the Retail Dealer 


Share. 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphia 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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S, ¥ 
The pad whose sheets 7 eet 


tear clean and easy 


2. 


The pad that keeps 
paper firmly in place 





The pad that 
takes ink perfectly 





Dependable quality and 
proven service stand as 
the reasons why Mohawk 
is the largest and most 
Joustonding manufacturer 
of scratch pads. Carloads 
of merchandise are pro- 
duced and shipped daily 
to wholesalers and sta- 
tioners throughout the 
United States. Let the 
Mohawk Chief tell you 
HOW to increase your 
paper sales and paper 
profits. 





Packed in cartons of 25 pounds in all 
Standard Sizes 
8Yox1! 4x6 5V2x8\2 
4Vox5\2 5x8 3x5 
Write today for information. 


MOH AWA company 


CHICAGO HEIGHTS,ILLINOIS 





1703-19 East End Avenue ——— 
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In and Around Eighth Region 
With Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 


Our household had a very enjoyable surprise a month 
or so ago when the George Wilkerson family from 
Springfield, Mo., paid us a surprise visit. George 
brought his lovely wife, Joyce, their two sons, Dick 
and Stephen to St. Louis for a couple of ball games 
and other entertainment but took time out to brighten 
our home. George is the widely known member of 
the firm of Elkins-Swyers Company, stationer and 
office equipment dealer of southern Missouri, and a 
graduated Midwest Traveler. 

*« * * 

In July a mail delivery brought an invitation to the 
wedding of James (Melton) O’Brien, Midwest Trav- 
elers Irish tenor and representative hereabouts of 
Boorum & Pease Company, and Elizabeth Ann Marie 
Sheehan of Buffalo, N. Y., which took place on July 
19, 1952 in Buffalo. It is expected they will make their 
home in Tulsa, Okla., where Jimmie has been making 
his headquarters. Our very good wishes to this grand 
couple for many years of real happiness. Jim afforded 
many of us an opportunity to meet this gracious young 
lady when she visited the *th Region Convention in 
St. Louis last spring. 

* ~ & 

Another welcome and interesting visitor to your 
correspondent a few weeks ago, was Richard P. Sted- 
ding, Wallace Pencil Company representative who 
maintains his headquarters at his firm’s Chicago 
office. 


* * * 


Duke, Inc., of Wichita, Kans., has recently under- 
gone a few organizational changes, whereby Homer 
Lay, former buyer and store manager, has been pro- 
moted to vice-president in charge of sales and the 
retail store, and Jesse Whitehead has been appointed 
manager of the office furniture department. Our 
hearty congratulations to these two young men, also 
to Duke, Inc. for its sound judgment. 

In this connection, Sid Hawks, formerly of Hutch- 
Line, Inc., of Hutchinson, Kans., has become a member 
of the Duke organization, where he has taken over 
some of Mr. Lay’s former duties. Sid was, prior to 
going to Hutchinson, with Western Lithograph Co., 
Wichita, when Earl Duke was a member of that firm. 


* * * 


S. G. Adams Company in St. Louis will celebrate the 
77th anniversary of its founding in September of this 
year. This firm is headed now by the two sons of the 
founder, S. G. Adams, personnel being as follows: 

Stephen S. Adams, president. 

Francis K. Adams, vice-president and treasurer. 

Harold Duffy, sales manager. 

Walter Ruedy, retail store manager and stationery 
buyer. 

Walter C. Weihe, manager of office furniture depart- 
ment, has been inactive for past several months, due 
to serious illness. The department is currently in 
charge of R. Powell Adams, a son of S. S. Adams. Con- 
gratulations to these gentlemen and to all the members 
of the Adams organization. 

* - * 
NOTICE TRAVELERS—The Midwest Travelers of 
Greater St. Louis meet the last Friday of each month 
for luncheon and companionship at the Mark Twain 
Hotel in St. Louis, and members of all travelers clubs 
are cordially invited to attend. 

* * 7 

Mr. and Mrs. Dan A. MacDougall of Kansas City 
spent several enjoyable July and August weeks vaca- 
tioning in Canada. Accompanying them were their 
daughter and grand-daughter. Dan, as nearly every- 
one knows, is secretary-treasurer of Midwest Travelers 
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| Deal yourself BiG PROFTS 
_ |with this 2-For-I offer! 


TWO definite-length dispensers . . . plus 






the second dispenser at no extra charge! 


OFFER LIMITED—EXPIRES OCTOBER 31 


| act fast 
. Bottar on this deal . SEE YOUR “Scotch”’ cellophane tape salesman 


| it expires October 31 and there’s an army of your for your stock of these Deal “DS” combinations 
7. 4 customers who'll want to get in on it! These’ .-..or write us direct: Dept OA-92, 3M Co., St. 
new Definite-Length Dispensers deliver measured Paul 6, Minn. 
lengths of tape right to the operator’s fingertips 
. can be set to dispense any length of tape up to 
4” (longer lengths by pressing lever repeatedly). 
Reloading is a fast and simple matter. 











rs 
Stores, offices, packaging plants like the way 
| these dispensers prevent tape waste, speed up seal- 
ot ing and labeling operations. They’re fast sellers at 
< the regular price . . . watch them move when you 
= feature this special 2-for-1 deal! 
The term “‘Scotch”’ and the plaid design are registered trademarks for the 
p more than 200 pressure-sensitive adhesive tapes made in 4 S.A. by Minnesota 
Ly Mining & Mfg. Co., St. Paul 6, opr my makers of 
.- “Scotch’’ Sound Recording Tape, ‘“‘Underseal”’ Rubberized 
: Coating, ‘‘Scotchlite’’ Reflective Sheeting, “‘Safety-Walk” 
ir Non-slip Surfacing, “3M” Abrasives, “3M” Adhesives. 
7 Renssal Export: 122 E. 42nd St., New York 17, N. Y. In 
Canada: London, Ont., Can. 
rs 
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Copy Atle 


gives you more 
to sell. .aam 





....and “more to sell” 
means 


MORE SALES FOR YOU! 





“Copy-rite” is naturally preferred by leading 
business firms—schools and institutions every- 
where BECAUSE of its many, many advan- 
tages. “Rite-Copy” supplies are very heavy 
selling items, too, BECAUSE they insure the 


SEVEN IMPORTANT REASONS WHY 
Copy-rile ASSURES GREATER 
CUSTOMER SATISFACTION —BIG- 
GER PROFITS FOR YOU: 


1. LONGER RUNS OF MORE UNI 
FORM COPIES permitted by roller 
moistening principle. 


2. FASTER WORK—one copy for each 
turn of the handle — face up. 


3. INSTANT STARTING without priming. 
Fluid supply always visible. 


4. NO STENCILS, GELATIN, RIB- 
BONS, TYPE, INK. 


5. ACCURATE ALIGNMENT —ocuvto- 
matic paper feed — accurate 
registration. 


6. VERSATILITY— Copy-rites han- 4 
dle stock from postcards to aS 
9” x14" sheets. \ 


7. Copy-rites are simple, and built Leer as 
to last. Copy 98) nile 
“ 19 


~ 
A 





Durie 












finest duplicating work. The complete line 
of “Rite-Copy” supplies and the full line of 
“Copy-rite” Duplicators (including electric 
model with UL seal) are now available. 


. $214.50 


Jing electric mod- 


Model 1-45-2 
Other units in 


els with 








WOLBER DUPLICATOR & SUPPLY CO. 


1203 Cortland Street, Dept. OA, Chicago 14, Illinois 
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Club, as well as an outstanding representative of Sta- 
tioners Loose Leaf Company. 
. > > 


Word reached us just at the mailing time for these 
notes, of the passing on July 17 of one of our indus- 
try’s most prominent leaders, Arthur Schooley, founder 
and chairman of the board of directors of Schooley 
Printing and Stationery Company of Kansas City, Mo. 

Mr. Schooley started in the printing and stationery 
business in Kansas City in 1893 and had been actively 
engaged in it up to about two years ago, when failing 
health required him to dispose of his interest in the 
company, to his son-in-law, Jay V. Wilcox, who now is 
president of the firm. Upon his retirement two years 
ago, Mr. Schooley was named chairman of the board 
of directors and had remained in close touch with 


all company affairs right up to the time of his passing. 
He had an unbelievable capacity for work, even though 
in his eighties when he retired. 


Services were held in Kansas City on July 18th. The 
list of active pallbearers was composed of officers and 
long-time employees of the Schooley Company. Among 
the honorary pallbearers was L. C. Walker, president 
of Shaw-Walker Company of Muskegon, Mich., a close 


friend of many years. 


> . o 
Further sad news reached us at a delayed date of 
the passing in mid-July of Mrs. Lyle Turner, wife of 


the well known sales representative of W. A. Sheaffer 
Pen Company, who made the family home in Kansas 
City 
7 * > 
Good news was that received about the great im- 
provement in the health of Mrs. Carl Schutz who has 
returned to her home at Branscome, Mo., from a long 


siege in a Kansas City hospital. 
* * ” 
Two Midwest Travelers Club officers dropped in on 
your correspondent late in July for a surprise visit 


which was most enjoyable and much appreciated. 
Dave C. Neuhaus, manufacturers representative and 
president of Midwest Travelers, accompanied by Tom 
Seward of Speed Products Company and vice-president 
of Midwest Travelers Club were the callers. 

+ * » 

As members of Midwest Travelers Club should be 
aware, Governor Pfaff will soon retire in favor of Gov- 
ernor-elect Vaughan T. Williams, but before this hap- 
pens, let us all do everything possible to present 
Governor Pfaff with 10 or 12 brand new NSOEA dealer 
applications. His administration now has a nice record 
of new members, but let us help him to make it an 
outstanding record. Fred did many fine things for our 
club during his term in office, so let us now show our 
appreciation in a concrete manner. Get busy now! 
Time is growing short. 





Smo-King Moves Brooklyn Plant 

In an expansion move, Smo-King Products has re- 
located its plant at 111 Pioneer St., Brooklyn, N. Y. It 
was formerly on Wythe Ave., Brooklyn. The new tele- 
phone number is MAin 4-2676. 

The company now occupies five times as much space 
as at the previous quarters. 

Myron Fields has announced that the company, of 
which he is head, has taken over the manufacture and 
distribution of four items of the Geometric Corpora- 
tion. These are the King, Queen, Prince and Crown 
and will be added to the present line of smokers and 
so forth. Other new items will be added later. 





Patterson Returns to Lincoln, Joins Firm 
Harry E. Patterson has returned from Des Moines, 


Iowa, to Lincoln, Nebr., where he was identified for 
10 years with the office equipment industry. In the 
former city he served as general manager of an office 


supply firm, but on his return to Lincoln he joined 
the sales staff of Capital Office Supply. 
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FOR YOU TO USE 
ONE RELIABLE 
SOURCE of SUPPLY 


For All Your 


INDEXING NEEDS 


For Loose Leaf Materials! 


All These Items Available! 


TABS 


Two popular types. Aico 
Grip Tubular edge in 
6” strips, 8 cclors, 
slotted to insert titles, 
cuts to size wanted. Aico 
Shield Tabs, ready cut, 
with linen skirts, slotted 
to insert titles, 3 sizes. 
Always in demand. 




















SHIELD TABS 


INDEX SHEETS 


Sizes to fit all standard binders; with 
or without extended 
tabs of leather, simvu- 
lated leather, or cellu- 
lose acetate. A-Z, Month- 
ly, State, numerical, all 
standard tab classifico- 
tions. Also with slotted 
tabs for inserting titles. 


Special Indexes 


Made te order to iden- 
tify loose leaf material 
in catalogs, manvals of 
all kinds, any special tab classifica- 
tion. Write for Special Index litera- 
ture to help you sell this big profit 
item. 


Selling Aids To Help You Sell 


Every one of your binder customers is a live prospect for index 


tabbing or index sheets. 
room for your imprint, to 


SEE US AT 


And Aico has consumer literature, with 
clinch the sale. Write for free samples. 


THE NSOEA SHOW! 





Conrad Hilton 
Oct. 4-8th 
Free Coffee-An 


To help increase your sales, 
Aigner offers a complete pack- 
age of planned promotion that’s 
quick and easy to use, yet, really 
“UPS” your sales. See our full 
display of planned promotion at 
the Show. 








New Catalog Soon Available! 
AIGNER INDEXES 


Dept. D-9, 97 Reade St., New York 13, N. Y. 
426 S. Clinton St., Chicago 7, Il. 
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INTRODUCING THE 


PORTA-MATIC 
POSTING TRAY 





Drop Side for stuffing 
or offsetting on Trays 
for ledger sheets. 


Pera 





It's portable . .. it's automatic in operation with 
simplified P.E.C. controls on compression plates 
for fast, effortless operation. The PORTA-MATIC 
is light in weight . . . easy to move and carry. 

For Extra PORTA-MATIC sales... 
.. show them .. display them .Available in 12” 


stock them 


14-3/4” and 18" lengths, and seven widths from 
5” to 11”. PORTA-MATIC Trays for ledger sheets 
have drop side. Trays for card sizes have two 


fixed sides. 
P. E. C. Posting Stands available to hold one or 


more trays. 


Distributed thru Dealers only 


JIPMENT CORPORATION 


Hel Ave., Buffalo 7, N. Y. 
)R..L. Smith Company, 604 Mission St., 
_ San Francisco 5, Calif. 
Ble: Preston-Noeliting Ltd.; Stratford, Ont. 
al Ser 








Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


Our industry has lost one of its most loyal and hard 
workers for Johnny Wright has stepped out of the 
stationery picture. He has sold his interest in Story- 
Wright in Tyler, Tex., to his partner Earl Story and 
associates and the firm will now be known as Story- 
Wright, Inc. 

After 17 years in the firm operating under the name 
of Story-Wright, Johnny Wright has purchased a 
Chrysler agency in Tyler and your correspondent has 
been advised that Ben Garlinhouse of The Globe- 
Wernicke Co. has already purchased a new car from 
Johnny. 


a * * 


Personnel Changes: 


Ernest Ferguson after 20 years with Remington-Rand 
has been appointed sales manager of Lamb Printing 
Company at Beaumont, Tex. 

E. R. “Andy” Anderson is leaving the Cole interests 
in the Valley of Texas, which comprises two stores at 
McAllen and one at Mercedes. 

Hans Renfroe has resigned from Stationers Distrib- 
uting Company of Fort Worth to take over the duties 
of Andy Anderson for Cole Interests. Hans covered 
Southeast Texas for Stationers. 

Bob Walther has been appointed manager of the 
Houston Branch of Stationers Distributing Company 
which will be opened for business on September 1 at 
3110 Lamar St. James Mills will assist Bob in the 
operation of the branch. 

George Johnson will take over the territory of Hans 
Renfroe for Stationers Distributing Company, working 
out of San Antonio, and Art Buchanan will travel the 
Houston trade territory for Stationers. 

Ernest W. Jackson, Jr. is the new store manager for 
the Steck Company at Austin, Tex. 


- - * 


Ray Howard, owner of The Howard Company at 
Midland, Tex., has been elected to the City Council 
and is already giving his all to the proper operation of 
the city government. Ray has also been named to the 
Retail Advisory Council of the Brand Names Founda- 
tion. 

= * = 

Russell Stationery at Amarillo, Tex., has sold the 
book department to Dave Brown,’ formerly vice-presi- 
dent and general manager, who has moved same to 
another location. Charles R. Woodburn has been ap- 
pointed vice-president and general manager. 

Gordon Stevens is now vice-president and purchas- 
ing agent, Howard E. Wilson is store manager and 
Louis Daniel is a new city salesman. 

The Russell Stationery branch at Borger, Tex., has 
been enlarged by taking over the store next door, pro- 
viding a 25 x 100-foot furniture display. 


* - * 


Crain Office Supply at Abilene will open a new store 
at 318-320 Big Springs St. in Midland, Tex., with a 
50 x 100-foot show room, corner lot, parking space, 
remodeled building, air conditioning and streamline 
lighting. Opening will be about September 1 and Dick 
Prather, formerly of Midland, will be the branch 
manager. 


* * . 


Roland J. Berry and R. A. Thomason, Jr., have 
opened a new office supply store at 201 E. Lee St., 
Brownwood, Tex., operating under the name of Berry 
& Thomason. In addition to carrying a large stock of 
office supplies and equipment, they have the Royal 
typewriter agency for 11 counties. 


* > > 


The Dallas Wives’ Club of the Texas Travelers enter- 
tained with a costume kid party at the home of Mr. & 
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TAKE THE FIGUREWORK FREEWAY 














The modern freeway eliminates stop-and-start and gets 


you there the fastest. 


@ MARCHANT, the world’s fastest calculator, 
completely eliminates the stop-and-start shock-and- 
jar common to other calculators by using 
smooth-running gears, continuously meshed from 
motor to dials throughout the calculation. No noisy 


engaging and letting go of gears “on the fly.” 


® And cost-conscious executives have learned that this 


exclusive quiet-flowing mechanism naturally gives 






MARCHANT longest life—hence, lowest operating 
cost. The speed and silence of a MARCHANT 
—as well as the volume of its figurework— 


are unequalled. 


@ MARCHANTS are universally 


endorsed by management for their volume of figure 





production ... preferred by operators for their 





ease and simplicity of operation. 


MODEL EFA 





The MARCHANT MAN in your phone book 


MORCHONT ann | 


Call him or mail the coupon. 


- Mail this 1 Coupon with your business letterhesd to get our free | 

: GUIDE TO MODERN FIGURING METHODS 
ILLUSTRATED BOOKLET ABOUT MARCHANT CALCULATORS (_] | 
; MARCHANT CALCULATORS, INC. 


GAKLAND &, CALIFORNIA P9 
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NEW IN K SENSATION - 
—revolutionizes cineca ecient | 
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/ BK DUPLICATING INK 
i e | 2 = 4 v? y Ta q 
wi : y DON’T CONFUSE Im- : 
y r F press “Formula 27” with r 
any other ink you’ve ever . ty 


seen! This instant-drying 
ink is entirely new—result 
of years of laboratory re- 
search! Works perfectly in 
all rotary stencil duplica- 
tors—open or closed drum. 





——— 














In %-lb. handy plastic 
“squeeze” bottle, or 1-lb. C 
attractive metal container. y 
F 
\ seed fies) TO LAST THE WORLD'S FIRST SI 
| i‘ | & SETTER UAPRESSION® PERFECT DUPLICATING INK S 
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DRIES KEEPS HANDS NO SMUDGE— “TYPEWRITTEN” WON'T HARM mr 
INSTANTLY CLEAN! NO OFFSET! LOOK! ; OR CLOG th 
as it leaves the cylin- Weoterproof, yet Sheets come clean Sharp, clear copies STENCIL! 
der—no slip-sheeting never stains hands and stay clean! look like individually Won't horden cloth Sl 
needed! os washes off easily typed sheets! pads or corrode metal *j fc 
with soap and water. ports. tl 
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New 


~—Every pair he 


“TWIN-PAKT” 





PROTECTION 


rmetically sealed 


in air-tight envelope—stay factory 
fresh until used! 
New PACKAGE APPEAL—A tri- 
umph of modern package design. 
Easy to open . . easy to close 
- easy to sell. 
New EASY COPY-FITTING—Pat- 
ented ‘“‘ACCURA-SEE” Line Counter 
tells at a glance how many lines 
used—how many left. 
New EYE COMFORT—Soft ‘’NO- 
GLARE” green color is easier on 
the eyes while typing—easier to 
proof-read, too! 
New SUPERIOR QUALITY—Finest 
materials make IMPRESS more dur- 
able . . . won't “‘bleed,’’ smudge,,. 
or rub. 
New MATCHLESS PERFORMANCE— 
IMPRESS cuts sharp and clear with 
typewriter or stylus—runs cleaner, 
lasts longer! 


IMPRESS! 


NEW FEATURES in 


STENCILS 


IMPRESS is making stencil news with 
features dealers and customers want— 
features that will bring you new sales 
—new profits! 


SELL THE BEST 


l “PERSONALIZED" IMPRINT 


builds repeat business for you. 
in gold on every 
Write 


Your name 
box at no added cost. 
for full details TODAY. 


SELL 


Hlinois 


INC Merchandise Mart e Chicago 54 
i * New nd Rett. Se Dup sting Fa 


The PRINT-O-MATIC CO., 
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Mrs. Ward Silliman in Dallas, Saturday night, July 5. 

Chicken for two was the menu furnished by each 
wife. Mr. & Mrs. S. (Tommy) Thompson won the 
blue ribbon for the prize on their costumes. About 25 
couples attended 


Odds and Ends: 


T/Sgt. Warren C. Bair, formerly of J. C. Bair Com- 
pany, Austin, stationed at Bergstrom A.F.B., will be 
released from active service by August 1. Capt. Burt 
Kayser, formerly of American Pencil Company, ex- 
pects to be discharged from active service August 7... . 

Jarvis Office Supply, Sweetwater, Tex., moved to new 
quarters on August 1, one block south on Oak St... . 
Bob Wells, salesman for Kerr Paper Company, Ama- 
rillo, has entered the Air Force and completed basic 
training at Fort Leonard Wood, Mo... . 

Davis Office Supply at Hobbs, N. M., has been 
changed to Jax Office Supply Company, with Jack 
Hutton manager. Roy Davis, formerly owner of Davis 
Office Supply, died recently. ... J. Harold Chancellor 
is the new buyer for West Texas Office Supply, Mid- 
land. .. . Vernon Garner replaced Bryan Kearby as 
buyer for Pampa Office Supply, Pampa... . 

Tom McClure, representative of General Fireproofing 
Company, has resigned effective September 1 after 25 


years of service . Frankin Banner-Tribune of 
Franklin, La., will open a new office supply store 
shortly Bud Adams, manager of Childress Office 


Supply, Childress, Tex., has returned from two weeks’ 
reserve training at Francis E. Warren AFB. in 
Wyoming. . 

Blair-Hamilton Office Supply of Vernon, Tex., has 
sold its printing department and added an additional 
25 feet to the store. The Memphis Democrat of Mem- 
phis, Tex., has completed a remodeling job of the store 
and front Mrs. Bonnie Pettit is the new buyer for 
Quanah Tribune Chief at Quanah, Tex. 

> * > 
The Jones boys, Virgil and Murray, have completed 
the remodeling of their store, Alexandria Office Equip- 
ment Company, at Alexandria, La., in time to celebrate 
their fifth anniversary. 

Five years ago, they established the company and 
since that time have built a firm of enviable reputation 
for good service and reliability. The boys have been in 
the office equipment and allied businesses for over 20 
years 


Some More Notes: 


Jim Kelley has taken over the Kerr Paper Company 
territory formerly covered by Bob Wells. He will work 
in close co-operation with G. B. (Babe) Hallmark, who, 
in addition to going to Detroit to buy a new Cadillac, 
is now on vacation visiting the paper mills of which 
Kerr Paper Company is the distributor... . 

Raymond Bailey, formerly with Dupree Office Supply, 
Hobbs, N. M., is now with Terry County Printing & 
Office Supply, Brownfield, Tex. .. . Olton Enterprise at 
Olton, Tex., has put in an office supply department. 
Royce Vernon is in charge... . The Seminole Sentinel 
has also established an office supply department with 
Louis Redell in charge... . 

Vick Lamb, formerly with Hale Center American, 
Hale Center, Tex., has bought the Ruidoso News in 
Ruidoso, N. M. Bob Vaughn is associated with Lamb 
in charge of the office supply department. ... Gage 
Printing Company of Odessa, Tex., has added an office 
supply department Bledsoe-Hendrix Office Equip- 
ment of Roswell, N. M., has completely remodeled 
the store 

Mr. and Mrs. Roy Kerr, Kerr Paper Company, Ama- 
rilo, with their son and daughter have completed a 
three-week tour of South America by air, visiting Rio, 
Lima, Buenos Aires, Panama, Canal Zone and Central 
American countries 
1952 
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Model 6-6-0 


Totals 99,999.99 


vy 
1 e 

a Sb 
Totals 99,999.99 


YOUR CHOICE 


OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD .. . the same national advertised models 
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SEEN AND HEARD IN 


SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


Earle P. Hambly, a man well known in the stationery 
business, has recently been appointed manager of the 
supply division of the Arrowhead Office Equipment 
Company in San Bernardino. This firm has been in 
business for 25 years and operates in Riverside and San 
Bernardino Counties. 

During the last three and a half years Mr. Hambly 
has been manager of the retail department of a San 
Bernardino stationery company. He took over his new 
work about July 15. 

For a number of years Mr. Hambly was sales man- 
ager for the Aldine Printing Company at 232 S. Spring 
St., Los Angeles. He then formed a company known as 
Earle P. Hambly and Associates and as head of this 
firm operated a stationery and office supply business 
in Santa Monica. On leaving that company he went to 
the position in San Bernardino which he held until 
taking up his new work in July. 

A son, Norris Hambly, is now purchasing agent for 
the Beverly Office Equipment Company at 363 §. 
Robertson Blvd., in Beverly Hills. 

The Arrowhead Office Equipment Company operates 
a second store in Indio, Calif. 

. * * 

Returning from an extensive trip in the Middle West 
and East, which included visits to Chicago, Detroit, 
New York, Philadelphia and Cincinnati, Dick Young- 
quist, general sales manager of the Charles R. Hadley 
Company, reports that in his opinion business condi- 
tions are excellent. 

“Our sales of business systems in June exceeded any 
previous month in the company’s history,” Mr. Young- 
quist said. “Upon my return I find that our July sales 
are ahead of last year, making this the largest July 
volume in our history. As suppliers of business forms 
to every type of business, from the smallest retailers 
to the largest manufacturers and distributors, it seems 
to me that our increased sales indicate clearly that 
business activity is on the up trend,” he continued. 

o * * 

Ed. Harrington of the Pasadena Stationery and 
Printing Company, 45 E. Colorado St., Pasadena, re- 
ports a recent visit to the states-by Al Krader of Hono- 
lulu who was formerly associated with Heinze, Bowen 
and Harrington of Phoenix, Ariz. About two years ago 
Mr. Krader moved to Honolulu where he is connected 
with a similar line of business. He was accompanied on 
this combined business and pleasure trip by Mrs. 
Krader. 

7 - . 

Russell Davis, proprietor of the Alhambra Office Sup- 
ply Company, 112 W. Main St., Alhambra, and governor 
of the 14th District of the NSOEA, reports a recent 
visit to the West Coast by Irwin Weis, president of the 
Weis Manufacturing Company, Monroe, Mich. He was 
accompanied by Mrs. Weis. They came especially to 
attend the wedding of their son, Ted, in Palo Alto on 
August 2. While in Southern California they visited 
the Alhambra Office Supply and other accounts. 

Mr. Davis and his family recently returned from 4 
vacation spent at Feather Lake in Northern California. 

* - * 

The Southern California Office Machine Dealers 
Association held its July dinner meeting at the Verdugo 
Club in Glendale. Wives of the members were guests. 
The meeting was mainly a social event. Al Foxcroft, 
the president, conducted a brief business session and & 
short talk was given by Harold Mann, executive secre- 
tary of the NOMDA. 


+ * . 


Bob Picou, proprietor of California Inked Ribbon 
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Supplies, 4556 E. Slauson Ave., Maywood, says that 
dealers served by him report an up trend in business. 
Mr. Picou serves the independent dealers on the West 
Coast. 

Two new men have been added to the indoor ribbon 
winding department, according to Mr. Picou. 

+ - - 

Here are a few news briefs from the Clary Multiplier 
Corporation 

Opening of the full-status branch office in Salem, 
Ore., under the management of Lionel Domreis, Pro- 
ducers Club member and formerly one of Portland’s 
star salesmen, places another star in the Clary flag, 
making a total of 28. 

George Siegel has been promoted to the position of 
assembly supervisor at the San Gabriel factory. He is 
now responsible for the operation of the entire assem- 
bly department reporting directly to A. G. Hall, vice- 
president in charge of manufacturing. Mr. Siegel has 
been with Clary for six years. 

Robert Boyden, Clary chief engineer, has been elected 
president of the San Gabriel Chamber of Commerce 
for the year 1952-53. 

Three important service promotions have been an- 
nounced by John Winters, general service manager of 
the Clary Corporation. 

Robert Brown, service manager of the Detroit 
branch since January, 1951, has been appointed to the 
vacant post of eastern regional service manager, work- 
ing under Frank Randall, eastern regional manager 
in Linden, N. J 

Herb Gents, well known Phoenix service manager 
and vice-president of the 1951 Producers Club, has been 
promoted to fill the post vacated by Mr. Brown in 
Detroit. 

Harold Hinchman, serviceman of Phoenix and re- 
ceiver of Producers Club membership and Serviceman- 
of-the-Month honor in October, will be the new acting 
service manager in Phoenix. 

* - a 

The Johnston Adding Machine Company, 10939 Van- 
owen St., North Hollywood, opened in December, 1951, 
has been experimenting for the past several months on 
new products made to sell exclusively to dealers. Ad- 


—— 


“Adding Machine Co. 





Home of Johnston Adding Machine Co. 
ditional information on these items may be obtained 


by writing to the above address, according to R. W. 
Strack, the purchasing agent. The new modern plant 
has a floor space of 10,000 square feet. 

W. E. Johnston, president of the company, started 
his career in the office machine field some 27 years 


ago with the Dalton Adding Machine Company 
of Kansas City. After the Dalton Company was 
merged with Remington Rand Inc., he was named 


manager of the Kansas City branch. For eight years, 
until the formation of the new company in December, 
Mr. Johnston served as manager of the business ma- 
chines division of Remington Rand in Los Angeles. 

Several key men in the office machine industry are 
on the Johnston staff and all are enthusiastic backers 
of the new Johnston Adding Machine, according to 
Mr. Strack 

> > o 

Norbert Mayer, proprietor of the West Coast Platen 

Company, 643 San Pedro St., Los Angeles, in checking 
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his dealer accounts following the recent earthquake 
reports that as far as he could learn no typewriter 
dealer in Southern California suffered any losses. 
However, the opening of a new store by County Sta- 
tioners in Ventura, scheduled for July 31, was delayed 
for one month due to minor earthquake damage, ac- 
cording to Mr. Mayer. 
+. > > 

The Southern California Chapter of NOMA held an 
area conference and dinner meeting in Long Beach, 
August 15. The principal speaker was Beach Strom, 
area director from Fresno. 

Howard Mackin of the American Calculating and 
Typing Service, who announced the above, also tells 
of a visit to Los Angeles by Arthur B. Gunnerson of 
New York City, secretary of the National Association 
of Cost Accountants, on August 22 when he visited the 
annual all day board meeting of the Los Angeles chap- 
ter. Mr. Gunnerson is on a fact-finding tour of the 
West. 

Harry Lange, vice-president of the Cutter Labora- 
tories, Oakland, Calif., has been chosen as the kick-off 
speaker for the Los Angeles Chapter of the NACA at 
its first fall meeting to be held Tuesday, September 9, 
at the Elks Club, Los Angeles. Mr. Lange will speak on 
budgets, a subject on which he is considered a national 
authority. 

A goodly delegation from Los Angeles headed by 
Robert S. Williams of the Rexall Drug Company, is 
planning to attend the annual regional conference of 
the Internal Auditors Institute, to be held at the Hotel 
Georgia in Vancouver, August 22-23. 

+ > * 

Mrs. Mona Finch, assistant secretary of the Station- 
ers Association of Southern California at 215 W. Sey- 
enth St., Los Angeles, and her husband, at this writing, 
are vacationing in Minnesota, their former home. They 
made the trip by car. 

* * - 

Calculators Ltd., 332 S. La Brea Ave., Los Angeles, an- 
nounces the introduction by Plus Computing Machines, 
Inc., of the new Figureflow Plus Calculator. The new 
model is ultra streamlined, has an entirely new 
feather-touch keyboard action with a new double ac- 
tion clearance, and keylock action that has been 
relocated for easier and faster operation. 

Larger dials give greater answer visibility and sub- 
traction keys have been redesigned for greater ease 
and efficiency. 

Plus Calculators are available with or without the 
key locking mechanism, and the new model is offered 
at no increase in price, according to L. J. Burt, manager 
of Calculators, Ltd. 

The advent of the new model has served to help in- 
crease the firm’s volume which is more than 50% 
ahead of the same period of last year despite the nor- 
mal and expected slowdown of business during the 
summer vacation period, Mr. Burt states. 


Whdding Balls 


Richard Lee Allen, son of Mr. and Mrs. Claude Allen 
of Youngstown, Ohio, was married on July 26 to Miss 
Mary Lou Beach of Poland, Ohio. This is now a real 
“G-F” family, for in addition to father Claude, and 
Allen, who is entering his senior year at Youngstown 
College this fall, the bride is also employed by The 
General Fireproofing Company in the sales department 
offices. 





The marriage of Liliane, daughter of Mr. and Mrs. 
Robert Maes, of Antwerp, Holland, and Jean, son of 
Dr. and Mrs. Georges Van Den Abbeele of Bornhem, 
Holland, took place at St. Augustin Church in Antwerp 
on Saturday, July 12. Father Georges Mees, Curate of 
Malderen, officiated at the ceremony. 
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KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 

Oregon Trail Travelers president West (MMM) Davis 
has appointed Dick (B&P) Zeisler the entertainment 
chairman for the Portland group’s activities this year. 
Dick has announced that the annual picnic will be 
held August 23 at the lovely summer home of the Les 
Hunters, Carrousel Farm. Wayne (MMM) Davis is 
helping Dick with the picnic and says that all mem- 
bers will receive an invitation early in August. Plans 
for the annual Christmas party will be given later. 

> > * 

Harold E. Dahl’s store in Tacoma, Wash., suffered a 
terrible fire in July with almost a complete loss of 
inventory and fixtures. A few days later Harold was 
holding a real “Fire Sale” to dispose of what merchan- 
dise was still in a salable condition. In a letter to his 
trade Mr. Dahl announced that he will be located 
temporarily in the old Pioneer, Inc., location at South 
12th and A Sts. In the future he will be in the office 
furniture business only. The Travelers wish you the 
best of luck in getting under way again and admire 
the spirit in which you have taken this crippling blow. 

7 * - 

The University Book Store in Seattle also felt the 
effects of a fire recently. The fire was in a restaurant 
next door to the Book Store. Manager Lyle Goss says 
that they had some smoke and water damage but 
the fire was held under control and did not reach 
their store. Although Lyle says the damage to the 
Book Store was minor he didn’t mention how many 
grey hairs he picked up while it was going on. 

> * . 

Lots of personnel changes in the Pacific Northwest 
recently. Harry Sutton and Chester Branner have 
moved from John W. Graham’s in Ellensburg, Wash., 
to Lowman & Hanford in Seattle. Harry is working 
in the art department while Chester is in stationery. 
Danny Dever is now a general line salesman for Low- 
man’s, having left Pioneer, Inc., in Tacoma to make 
the move 

” * . 

Charlie Feltch, who was with Koke-Chapman in 
Eugene for the past 17 years, has purchased the Para- 
mount School & Office Supply Company located at 991 
Oak St., Eugene, Ore. Miss Zelma Perini, formerly 
Charlie’s co-worker at Koke-Chapman is also a mem- 
ber of the new firm. They have changed the name to 
The Williamette Stationers. Good luck on your new 
venture 


” . ~ 
Larry Moore has left the Commercial Book Store in 
Salem, Ore., to accept a position with Koke-Chapman 


in Eugene. The Travelers will be seeing you in your 
new location, Larry, and wishing you the best of every- 
thing. Eugene being a little farther from the city of 
Portland than Salem we doubt if we'll see as much of 
you at Francis Fowlks “marching and chowder club,” 
in the future. However, this is a small price to pay for 
progress, I guess 
» * * 

Dave (Joe D. Hale Co.) Rudnick working Central and 
Southern Oregon in July and reporting both the news 
and the weather from that area. It was a little too 
warm for Dave in Roseburg and Medford and he says 
he may start handling a side line of air-conditioning 


inits for that country. Its a cooling thought, Dave, at 
any rate 
* > . 
Biggest news item of the month is the fact that 
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Lowell Jones of Kubli-Howell in Portland is the very 
proud father of a boy born July 10. Named Scott Craig 
Jones, he weighed in at seven pounds and is a very fine 
looking baby. Mother Ruth Jones is doing well and is 
looking fine. Lowell is taking his new duties as a 
father very seriously and a sight never to be forgotten 
is Lowell giving Scott his bottle. 

Jack and Esther (Webster Carbon) Ellis poured 
through Portland over July Fourth on a quick visit to 
the Northwest. Picking up their old buddy, Art (J. K. 
Gill) Weaver, they visited their many friends in Port- 
land. Saturday, July 5, found the Ellis’s out at the Les 
Hunter farm for a barbecue along with the Dick Zeis- 
lers and the Francis Fowlks. Les obtained some fine 
steaks from the chef at the University Club for the 
occasion. 

However, Jack Ellis soon took over in the food de- 
partment and said he would prepare the steaks in the 
true “California Style.’”’ There seems to be a difference 
of opinion over the results and the question of whether 
the meat should be close to the fire—not so close to the 
fire—or even in the fire will probably never be settled. 
However a good time was enjoyed by all and the Ellis’ 
visit will not soon be forgotten. 

* ” . 

Franklin (Bankers Box) Rising visited Seattle and 
Portland early in July. In spite of beautiful sunny 
weather in the Northwest, Frank said it was a very 
wet trip for him. 

Another visitor to Seattle recently was Bob Smith 
of The R. L. Smith Company of Oakland. Bob was 
being shown around by his salesman, Clint Martin. As 
usual Bob looked very tanned and very fit. He reported 
that his recent trip to Europe was a wonderful experi- 
ence but rather rugged traveling at times. 

7 - * 


Helpful Hints Department. If you have been worried 
about how to make a “grapestake” fence, Bob Needham 
is your man. Bob is now an authority on splitting red- 
wood posts into stakes for such a fence, having spent 
most of his summer week-ends building one for his 
expansive back yard. The result is very handsome but 
Bob admits that it never would have been completed 
without the help of his wife Maxine. She stood over 
him with a whip to keep him at it. 

. * ” 

Speaking of the Needhams, Bob Wills of their store 
staff recently took a vacation and he and his wife 
dropped in at Harold’s Club in Reno for a couple of 
days. Bob says he played a bit of blackjack for some 
good financial gain and furthermore was able to leave 
town while he still had some of the “loot.” 

_ + 7 

Ray Sweeney, manager of the engineering depart- 
ment of Lowman & Hanford’s in Seattle, isn’t one to 
do much worrying, but he is certainly puzzled these 
days about his car. It seems to be in perfect shape 
when he parks it in the lot near the office but too 
often when he picks it up that night he has a bent 
fender or two. The parking lot claims they NEVER 
do anything like that and of course Ray says he 
NEVER hits anything. It is very interesting and quite 
a mystery. It would be fun except its getting a little 
rough on the Sweeney pocketbook 

> * ~ 

Gourmet’s Corner. Our food expert, Bob (Oxford- 
Invincible) Davis gives us this month’s report on where 
to eat in Salt Lake City. Bob says the best food there 
is served at the Fort Douglas Country Club. Since this 
is a private club you will have to get members Wayne 
(ZCMI) Hall or Adrian (Pembrcoke’s) Pembroke to get 
you in. Next best place in town is ‘“Aleck’s” says Bob 
and he also recommends the roast beef at the Hotel 
Utah. Thanks, Robert, for your report. I imagine that 
a copy of this column—and $5.00 will get you a good 
meal at any of these spots. 

“OUT WHERE THE HANDCLASP’S A 
STRONGER.”’ 


LITTLE 
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QUEEN RIBBON 


EXECUTIVE OFFICES: 
28 WYTHE AVE., BROOKLYN I!, N. Y. 
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THE QUALITY LINE OF FILING SUPPLIES 
AND GUMMED SPECIALTIES 


AT LEADING 
STATIONERY 
STORES 
THROUGHOUT 
THE COUNTRY 


* VERTICAL FILE GUIDES 


* GUIDES 
* FOLDERS 
* INDEX CARDS 
* INDEX TABS 


Ye TRANSPARENT INDEX TABS 


* BLANK INDEX STRIPS 


(O] PROT 


\ GUMMED 
O) PATCHES 


7 ROLLED LABELS 
WE PROTEX LOOSE LEAF PATCHES 
YK ADDING MACHINE ROLLS 
WK PAKNEAT SEALING TAPE 


* PIN TICKETS 


\.52 MAIN STREET 
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RAM ets one to 


Get More Orders 
Out of Old Accounts 


Continued from page 20 

This information would have to be known anyway 
in credit transactions or orders requiring delivery, but 
it is desirable that the names of cash buyers should 
be known also 

There are two important reasons. These buyers are 
bound to feel gratified when distinguished by their 
own name in the salesman-buyer relationship—by 
acknowledgment of the fact that the salesman recog- 
nizes them as customers, not transients or strangers 
who were never in the store before and may never 
come In again 


Get the Name and Address 


When the stationer knows a customer and that cus- 
tomer disappears suddenly, remaining away for a con- 
siderable time, the stationer who is personally ac- 
quainted with most of his customers will know where 
to look for him—that is, where to address him in his 
follow-up campaign for back-sliders. 

The name-and-address record is the answer. The 
stationer couldn’t very well look in the city directory 
for a tall man wearing a brown overcoat and locate 
the missing customer that way. 

Names and address are invaluable in all kinds of ad- 
vertising and trade promotion—especially, for compil- 
ing mailing-lists for direct-appeal advertising to the 
homes or offices of one’s customers. 

When a new party begins coming into the store, the 
logical inference is that he has located his office, store, 
or factory somewhere in the general locality; also, that 
he likes the store, either as the result of his personal 
impression of the business, or as a result of someone’s 
recommendation 

If, after a reasonable time, this party is not seen for 
several weeks, the correct inference may well be that 
something has gone wrong. At this point, the stationer 
should write him a letter; or possibly, have a telephone 
chat with the customer. Anyway, a good customer 
shouldn’t be let stay away too long without the sta- 
tioner manifesting friendly curiosity as to the probable 
explanation of the fact. 

A lurking competitor often finds his first opening to 
“horn in” on some good account of a stationer by 
ability to supply some stock or appliance of which the 
stationer is caught short. 


Must Maintain Inventories 


This observation emphasizes the importance of main- 
taining complete inventories of all stationery supplies 
as well as a reasonable reserve of sundries, accessories, 
and appliances so that the unexpected order of some 
large corporate buyer can be filled at once. 

It is important also to acquire a reputation for will- 


ingness to get some unusual or special article for a 
good customer and to deliver it as promptly as humanly 
possible 


Extending one’s self and all the facilities of the busi- 
ness to pull a good customer out of an emergency—par- 
ticularly those repair service emergencies that arise 
now and then in the category of certain mechanical 
office equipment that is indispensable to the conduct 
of business—builds imperishable friendship—the cali- 
ber of friendship that no new competitor coming upon 
the scene can alienate 

As a general rule, when customers have seemed to 
forget a store for a long time, they do not return spon- 
taneously. Either they return suddenly as a result 
of some casual incident or circumstance that causes 
their mind to revert to the old familiar trading place, 
or they return on the invitation of the business house 
which tells them frankly that their trade has been 
missed and that the management would like nothing 
better than to reclaim them as regular customers. 

A letter worded as the second suggested letter has 
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* AF51 . . . the answer to your customers’ de- 
mand for a LOW-COST duplicator that really does 
a BIG JOB. . . and one trial tells you why! 


* HERE ARE FEATURES FOUND ONLY 
IN MACHINES SELLING FOR MANY 
DOLLARS MORE . . . ali boll bearing construc. 


tion for permanent ease of operation . . . prints 
up to 150 copies per minute with Hectographia's 
fool-proof automatic feed . . . Hectographia STREAK- 
FREE roller moistening guarantees sharp, bright, even 
copy. MICROMETRIC pressure contro! insures clean, 
quick, economical reproductions of anything typed, 
written, drawn or printed on the master .. . in as 
many as five different colors WITH JUST ONE TURN 
OF THE HANDLE. 


* REMEMBER ... Every AF51 sold means year 

round supply business . . . and many more profit 

dollars for years after the initial sale with Hecto- 

graphia PROFIT-TESTED supplies. 

Anyone can use it . . . Everyone can afford it 
. ft costs less 


* COMPLETE AF 51 SUPPLY KIT 
Available . . . only $9.95 list 


* HECTOGRAPHIA helps you sell the AFS! 


through these dealer aids: Newspaper Mats, En- 
velope Stuffers, Retail Leads, etc. 


* CONSUMER TESTED ENGI- 
NEERING MEANS ABSOLUTE 
FOOLPROOF OPERATION ... 
There are NO complaints .. . 
There are NO service calls... 
ASK THE DEALER WHO SELLS 
THEM! 
See Us at Booth 314 


Chic. N.S.0.E. Show. Booth 260 
ot N. Y. Bus. Show. 


$129.50 Plus Fed. excise tox 








Hectograph a Corporation 


110 West 17th Street New York 11, N. Y WA 9-8944 
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For accurate and efficient records, many types 
of modern Hano forms are available to your 
customers. For customers’ satisfaction and your profit, 
sell the 


sell what's right (not one “just as good”) - 
Best ... Sell Hano. 


Fd 

SNAP-A-PART ‘SETS 

From simple hand-written to com- 

plicated machine bookkeeping 
forms. / 


/ 


| cee 


oO 





CONTINUOUS CARBON 
INTERLEAVED SETS 
One time carbon with contin- 
vous form speed for any type- 

weiter or billing machine. 


“® CONTINUOUS FORMS ey 





‘  bithographed for top efficien- 
cy and appearance for any 
machine billing. 


fe / 
te 


a \ 


= a» ae 






_ __ @_ — 
j 





See the 
| COMPLETE Line. 
| Visit Hano in 
AUTOGRAPHIC REGISTERS Booth 65. 
AND FORMS | NSOEA Convention 
Complete line of Refolder and in Chicago, 


Portable Registers and forms October 4th — 8th 


for hand-written records. 








HOLYOKE, MASS. 
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been worded should—naturally—be sent only to open- 
account customers of excellent credit reputation. 

This is a very different proposition from the old-time 
promiscuous advertising, “Your Credit Is Good Here,” 
which no intelligent retailer believes in nowadays for 
obvious reasons. The idea is simply the reinstatement 
of the accounts of desirable former customers of un- 
questioned credit eligibility—not the relaxation or lib- 
eralization of those safeguards which experience has 
proved are essential for sound and profitable open-ac- 
count selling. 

In other words, the idea is to explore any old inactive 
accounts for whatever good business they may still 
contain, ruling out the poor-pay “has-beens.” 

Furthermore, regardless of sound credits or prompt 
pay reputations, there are some stationers whose in- 
violable policy is not to charge on account any small 
counter-delivered purchases of less than one dollar, 
and incidentally, I know many firms in the trade who 
will not deliver any order amounting to less than 
$10.00 and even then only within the city limits. 





The Ad-Viser 


Continued from page 23) 

agency will not permit its client to advertise unless 
it is convinced that the ad will bring results. After 
consideration of market potentials, the service can 
offer you a blueprint of your advertising. It will con- 
tain recommended media, appropriation, dates, and 
so forth. A plan of this nature is very helpful even 
though it is tentative. It provides a flexible guide and 
waste is often eliminated. 

3. Your service can execute the above plan by per- 
forming the following functions: 

(a) Your service will lay out, write and illustrate 
your newspaper and direct mail promotions. It 
will produce your radio material. 

(b) Your service will contract for newspaper 
space, for outdoor signs, car cards, and so forth. 

(c) It will handle all production (at the lowest 
possible cost for you) for all advertising, including 
newspaper ads, direct mail, catalogs and displays. 

(d) It will check and verify the insertions of 
your ads. 

(e) Your service will correlate and interpret 
results of your advertising. 

Are you getting the most out of your advertising and 
art services? If not, a frank discussion relating to 
your problems can do wonders. You may find that for 
a small charge you can obtain extra services which 
will pay dividends, huge dividends . . . in increased 
store traffic and extra profits. 


Gd, 





Using an excellent medium, the classified telephone 
directory, the Joseph Mendel’s Company, Oakland, 
Calif., advertises its merchandise effectively. Mendel’s 
uses two important layout factors to attract attention. 
Number one, he employs a very bold “Benday” border, 
always an attention getter in a “directory.” 

Secondly, the advertiser makes use of great amounts 
of white space which successfully attracts the readers 
eye into the ad. 

The small line drawings also play an important 


OFFICE APPLIANCES, September, 1952 











“26 6 ont 





OF 














































































We have just completed a survey among the 

Exhibitors. The facts amazed us and should interest 

you. 77 brand new products will be on view for the 

; / first time at The National Business Show. These are 

} \ products that the manufacturers are anxious to get your 
reaction to before they are shown to the public at large. 

| | We are sure that you will want t to know about them first. 
| The best of everything g for the office is tried out, 
tested and compared—at The National Business Show. 


THE 1952 NATIONAL BUSINESS SHOW 


GRAND CENTRAL PALACE OCTOBER 20-25 
“Invest In America Week” 
33 West 42nd Street * New York 36, N. Y. * PE 6-6760 


RUDOLPH LANG, Managing Director 
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NOW...A NEW SELCO LINE OF p 


FINE WOOD DESK TRAYS and FILE BOXES |- 


Quality and Design... 
unusual excellence 








in every detail 





CARD INDEX 
CABINET 



















SELECTED KILN DRIED WOODS 
TONGUE-AND-GROOVE CORNER CONSTRUCTION 
DESK TRAYS built with 3-ply plywood bottoms grooved 
into solid wood sides and ends. Rounded corners, fully 
felted bottoms. Solid oak and walnut trays are clear lac- 
quer finished. Walnut and mahogany finished trays are 
stained and lacquer finished. 





FILE BOXES are sturdily built of genuine walnut or oak, 


walnut or mahogany stained. One-piece front and sides with metal follow block and lid support 


Ce ee 


are cut for lid openings after construction to assure hand- SOLID OAK 

some grain, perfectly matched. Rounded lid edges and 3x5x9 No. 455 ea. $3.85 
° 4x6x9 No. 465 ea. 4.20 

concealed metal hinges. 5x8x9 No. 475 ea. 4.95 


ALSO AVAILABLE in "Open Top Card Index 


cabinet" model. 


a 


All measurements are inside measurements 
Each piece is individually boxed 








tur 
LS . 
pos 
me 
Vie 
T 
has 
Cor 
ROUNDED CORNER | sale 
“FRONT OFFICE” DESK TRAY | of : 
GENUINE WALNUT, GENUINE MAHOGANY, GENUINE - 
OAK, SOFT-TONED NATURAL OAK FINISH CARD INDEX BOX a 
t 
Gen. Wal Gen. M n . V 
eee Naat. eo eo, a plo 
12x10x2 __....No. 100 ea. $3.85 No. 103 ea. $3.85 No. 104 ea. $2.75 16 Ibs. SOLID OAK (Walnut or Mahogany Stain) - 
LEGAL SIZE 
| SOLID OAK the 
15Y4x10x2 ...... No. 102 ea. 4.40 No. 105 ea. 4.40 No. 106 ea. 3.30 19 Ibs. 3x5x2¥% No. 400 ea. $1.65 P 
ALSO AVAILABLE in sturdy “Economy” Model 4x6x3!/, No. 410 ea. 1.95 | rela 
5x8x4!/, No. 420 ea. 2.75 | 194" 
SOLID WALNUT x 
3x5x2¥, No. 430 ea. $1.65 : , 
CARD INDEX TRAY — 52% No. 430 oa. $1.65 | age: 
SOLID OAK 5x8x4!/, No. 450 ea. 3.30 

SOLID OAK (Walnut or Mahogany Stain) | Sm: 
3x5x2¥% No. 425 ea. $1.40 5x8x6 No. 42 ea. $3.00 j v 
3x5x12 No. 4555 ea. 4.20 : ; 
4x6x3'/g No. 435 ea. 1.65 4x6x12 No. 4655 ea. 4.60 | Smi 
5x8x12 No. 4755 ea. 5.50 , mar 
5x8x4!/4 No. 445 ea. 2.55 3x5x6 No. 40 ea. 2.05 | alur 
4x6x6 No. 41 ea. 2.50 ; A 
Send for the big FREE sell 
catalog of the complete part 
' CORPORATION be ¢ 

SELCO line of fast-selling, li 
500 S. CLINTON ST., CHICAGO 7, ILLINOIS ine. 
profit-making filing sup- bror 
plies. A World of Quality A 
redu 
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part in making Mendel’s advertisement a good one. 

A possible improvement might be accomplished by 
unifying some of the elements within the ad. For 
example, a simple, common background for the pic- 


— 


soph Mandel, 


"Noted for Values” 


OFFICE and SCHOOL 
FURNITURE 


NEW & USED 


Rented - Bought - Sold 


*% DISTRIBUTORS FOR NATIONALLY 
KNOWN LINES OF WOOD & STEEL 
FURNITURE 


* BIDS SOLICITED 


PHONE 


TWinoaks 3-0533 








2535 BROADWAY, OAKLAND 12 





tures might hold things together a little better. 


As a whole, however, the ad accomplishes its pur- 
pose. It attracts the reader’s eye, gives him a quick 
message, sells him furniture. 





Victor Creates Public Relations Department 


The creatior a new public relations department 
has been announced by the Victor Adding Machine 
Company. A. F. Bakewell, vice-president and general 
sales manager, stated that the new Victor Custom line 
f adding machines had greatly expanded the market 
ind sales of the company. The need for more public 
information was necessary, he added, to maintain the 
public acceptance of the products and of the company 

Victor management further believes that its em- 
ployees, as active and working members of their com- 
munities, deserve social and industrial recognition for 
the important jobs they hold. 

Promoted to the new position of manager of public 
relations was James Beam. Coming to the company in 
to the director of advertising, he was 
promotion manager in 1948. 
was named sales promotion man- 


1947 as assistant 
romoted to sales 





Smith Metal Reinstates Bronze, Aluminum Lines 

With restrictions on bronze and aluminum eased, 
Smith Metal Arts Company, Inc., has reinstated the 
manufacture ts Silvercrest bronze and Mooncrest 
iluminum lines 

A modern design five-piece lady’s desk set which will 
sell in the moderate price field, is being introduced as 
part of the Mooncrest line, also a new clock which may 
be combined with the oversized pen base in the same 
line. Several new items have also been added to the 
bronze line 

A new price has been published which shows 
reductions in price on most items. 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today 
for Our 
NEW 


Handsomely 
Illustrated 


CATALOG No. 96 


and 


Price List 













ASTEWART 


SLO ANSAN Ale 


80 DUANE ST. NEW YORK 7,N.Y 
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With the 
automatic, 
electric 


Patents 
Applied For 


F.O.B. Factory 
plus excise tex. 
Stacker optional at 
nominal price. (Prices 
subject to change 
witheut notice.) 


opens 200 to 
300 Letters 
per minute 


built right — priced right 


for thousands of small! and 
medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 100 to 200 up to 
2000 letters per day. Small, compact — readily 
used on any desk or table. ‘Scottie’ weighs only 
9 pounds,—it’s easy to carry from desk to desk, 
can be put in any convenient corner when not in 
use. Opens all sizes of envelopes—no clipped 
corners or damaged mail. Takes a clean slice off 
tops of envelopes, with adjustment from 0 to \%”’ 
for width of trim. 


OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 
lines. 


OPENS A RARE SALES OPPORTUNITY — Reports from es- 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 














ARNOLD MacKENZIE, INC. 
3133 Overicok Drive, Minneapolis 20, Minn. 


I am experienced in sales of speciality office equipment 
information on Scottie Letter Opener. My territory is 


Name 
Street Address .. 


CHF cece cece s reer esseseessesessees - State .... . ecceeresene 
eeeeeeeseeaevoeeeeeeetfFeeeee0de 
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ADIRONDACK CHAIR COMPANY, 1140 BROADWAY, 
NEW YORK 1, N. Y.—An attractive 16-page catalog has 
just been published by this firm. Many popular steel and wood 
chairs and tables, all steel chairs, padded seats, wood, aluminum 
and bentwood chairs are illustrated. Many types of tables are 
also shown. The book was designed for easy reading and simple 
reference. A free copy, together with price list, may be obtained 
from the firm. 

AMERICAN WRITING PAPER CORPORATION, HOL. 


YOKE, MASS.—This eye-catching window display has been 
designed for the firm’s Eagle-A boxed typewriter papers as 














first of a new series of dealers aids. The display is 24 inches 
high and printed in three colors. An Eagle-A box is part of 
the display. 


BLACKBOURN SYSTEMS, INC., 230 S. CEDAR LAKE 
RD., MINNEAPOLIS, MINN.—A 72-page illustrated catalog 
of this firm’s line of simplified practical bookkeeping systems 
has been published. It lists more than 100 specialized items in 
a line which is said to be the largest and most complete line of 
its kind sold through the stationery trade. Ten new lines have 
been added, including record books for taxi and drayage firms, 
nursing and rest homes, insurance ,and attorney firms and 
personal service activities, in addition to two types of guest 
registers and taxi clip sheets for drivers’ daily use. 


THE CARTER’S INK COMPANY, CAMBRIDGE 42, 
BOSTON, MASS.—The new, illustrated Interchangeable Rib- 
bon Spool Chart is available to stationers and office outfitters. 
Termed by the company as the most complete chart of its type 
in the industry, it shows ribbon dimensions, spool illustrations 
and includes a complete listing of interchangeable ribbon spools 
for all typewriters and adding, billing, calculating and tabu- 
lating machines. It is in convenient 8'/2 x 11-inch form suitable 
for insertion in standard binders. Forty-four different spools 
are pictured and 253 machines are listed. The chart can be 
obtained by writing direct to Carter’s, Department AS5. 


DORO MANUFACTURING COMPANY, 220 W. INSTI- 
TUTE PLACE, CHICAGO 10, ILL.—The enlarged Doro 
line of wood desks and other office furniture is attractively 
illustrated in a new catalog from this company. Printed in 
soft pink and black in modern design, large size photographs 
show the various items available together with specifications. 


THE GLOBE-WERNICKE CO., CINCINNATI 12, OHIO. 
—A new and colorful eight-page visible record equipment 
circular is being distributed to dealers by this company. Spe- 
cial emphasis is being given to Globe-Wernicke’s offset signal- 
ing system. The Globe-Wernicke card holder, which eliminates 
clips, buttons, tabs, wires or other attachments on file-card 
holders, is featured. With this method, the card itself is the 
signal. The four-page center spread presents the firm’s line 
of visible record equipment, including steel cabinets, tables 
for visible record cabinets, aluminum record books, celluloid 


protector strips, celluloid signals, and the Vis-Ette record 
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The new ODHNER gives your customers 


the 4 things they want most in 
an adding machine ! 












7, LESS NMOKE 


The unique rotary drive cuts out back 
and forth vibration that causes the noise 
in ordinary adding machines. The entire 
working mechanism is suspended on 
rubber shock absorbers to deaden sound. 


2. MORE SPEEDO 


Fingers can fly over an Odhner keyboard 


because it is made to fit the human hand — 3. EASIER TO OP ERA 7 ‘3 


key height corresponds with finger length Less pressure is needed to press the keys 
and all keys are within easy reach. and double-duty keys cut waste motion. 


4. EASIER TO SERVICE 


It is built in three sections to make servicing easier 
and faster. Fully equipped factory service. Ten-year 
spare parts supply available. 


COMPARE ODHNER WITH ANY OTHER ADDING MACHINE ON ALL FOUR POINTS 


Odhner is NOT a manual adding machine with a SOME DEALERSHIPS STILL OPEN! 
motor attached, but is electrically engineered. Write for details. Odhner Division, Dept. 1A 
In addition to above features, all models have FACIT, INC. 500 Fifth Avenue 

direct subtraction. There is a model for every New York 36, N. Y. * LOngacre 5-1095 
need, including one with automatic credit bal- 

Made by the makers of FACIT (madein Sweden), ) 
world-famous 10 key touch calculator. 


ance, all competitively priced. 
FACIT, INC.—Sole U. S. Distributor of Odhner Adding Machines 
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Sight Saver E ] b 
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Kopt-Sport is a unique method * 
of making two or more clear, - 
sharp copies of business siz 
forms. Master-Craft dealers 16 
are making more profits by ” 
selling tax bills, note notices, 
payroll checks, trust tickets, NE 
requisitions and many other = 
multiple-copy forms. Only pla 
Kopi-Spot is permanent, har 
clean to handle and has - as 
; , a | REMITTANCE . RECEIPT ONLY anc 
uniform copying qualities. 
par 
: 
NE 
V.F 
*- . 
a wd A a 
A Master-Craft Franchise Means Insured Profits... 
Our exclusive dealers profit from the continuing Master-Craft Corporation, Kalamazoo, Michigan 
demand for Master-Craft’s “time engineered 1 PI 4 , ' 
“ 4 ease send me immediately full information about the | 
Kopi-Spot forms. Repeat sales confirm the popu- ] many profit making advantages of the Master-Craft exclu- i feat 
larity of this unique method of multiple writing. | sive franchise. The 
N sign: 
Master-Craft’s other products are equally popu- | a fort! 
lar. All are superbly tailored up to high quality names wy 
standards—yet priced to meet the buyer's market. p City ' 
. , e State 
The color harmony of . Master-Craft’s Sight Oo tment ese Henge SC somal naa 


Saver pads and accounting forms is finding wide oures 
acceptance among the discriminating. M ‘a STE P, — i Py, A _ - 
es 

Superbly styled post binders produce quick | three 
sales and repeat business. A new non-protruding * O IQ D O IQ A TI O r) | box 
post binder that holds standard punched forms — 
is exclusive. | ™M 


‘ : , . : ; PA 
Master-Craft’s extra profit franchise may be LOCSE-LERE DIVISION QF SUAW- WALKER | 60-d: 
available in your city. Mail the coupon today. KALAMAZOO, MICHIGAN | ford 
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folder. Easy-to-read, modern charts have been included, list- 
ing stock numbers, physical capacities and dimensions. 


HASKELL, INC., 303 E. CARSON ST., PITTSBURGH 
19, PA.—Shown here is the new dealer catalog just released 
by Haskell. It is beautifully produced and printed in color. 
Every desk and table in the firm’s line is represented and illus- 
trated together with line drawings of construction details. 





Some items are attractively and realistically presented in cut- 
out form. The line now includes typewriter tables, telephone 
tables and miscellaneous tables, as well as office desks for 
most needs. 


JASPER SEATING COMPANY, JASPER, IND.—"“Crafts- 
men Chairs for a More Gracious Living” is the title of a new 
brochure being used by this company. Although small in 
size, the piece illustrates in photographs 12 chairs in the 400, 
1600 and 1500 series and the 300 group. The stuffer, with 
space for dealer imprint, is available on request from the firm. 


THE J. L. MAY COMPANY, INC., 111 W. 19TH ST., 
NEW YORK, N. Y.—Sporting a new jacket of transparent 
plastic, the attractive tag, label and ticket catalog of this 
company has just been published. When prominently dis- 
played and readily accessible to customers, this catalog is a 
handy guide to the complete line of Maco products and serves 
as a “silent salesman.” The new cover helps withstand wear 
and tear. It is available on request by writing to the com- 
pany for the Clear View Display Catalog. 


JOSHUA MEIER COMPANY, INC., 153 W. 23 ST., 
NEW YORK 11, N. Y.—An assortment of the most popular 
V.P.D. acetate card cases for wallet, purse and pocket, is 





featured in a free three-color display unit by this company. 
The unit is filled with 12 different V.P.D. acetate cases de- 
signed to hold licenses, snapshots, identification cards and so 
forth. It holds 168 cases. Each case bears a pressure sensitive 
label giving uses, stock number and price. The unit lists for 
$34.50. 


NEW ENGLAND PAPER PUNCH COMPANY, 89 
WASHINGTON AVE., NATICK, MASS.—The manufac- 
turers of Clix punches now have available for dealers an attrac- 
tive display card for the model No. 3 three-ring binder punch. 
These may be secured from all wholesalers or direct. Also, Clix 
three-ring binder punches are now available in a new display 
box which is proving very effective for both counter use and 
window display. 


MINNESOTA MINING & MANUFACTURING COM- 
PANY, 900 FAUQUIER ST., ST. PAUL 6, MINN.—A new 
60-day offer of two semi-automatic cellophone tape dispensers 
for the price of one has been announced by this firm. The new 
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When you offer Vul-Cotsto = 
your customers, you are 
offering more than a 4A 
receptacle for holding 

waste paper. You are selling 


economical waste handling = 
... for years. Every Vul-Cot 
you sell carries with it a pe 


5-year guarantee. And, you ~~ 
are making a good profit 
on a good product that 
gives your customer the 


BPs hy 


utmost in satisfaction. Sy 


The two Vul-Cots illustrated 
are new in the line. All 
Vul-Cots are made of hard 
vulcanized fibre; they look 
better and last longer. Colors 
do not chip off; double 
rolled tops do not break. They 
are light-weight, noiseless 
... exclusive bonded seam 
construction gives added 
strength. Vul-Cots do not 
crack, splinter, dent, rust or 
corrode. Standard colors; 


maroon-brown and olive- &, 
green. Write today for ds 
catalog price sheet — Z- 


Dept. OA-9 








New Square Top — 2A 
same os No. 2, but with 
squore 10%” top 





New Rectangular 5A 
15%” long; 10” wide; 
15” deep 
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That's what Gszerbr00k 
is doing to bring MORE 
"Back-to-School" business 
to YOUR pen counter... 


Your customers will be asking you for 
the Esterbrook Fountain Pens, Pencils, 
and Desk Pen Sets they see advertised. 


How’s YOUR stock ? 





THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


THE ESTERBROOK PEN COMPANY OF CANADA, LTD. 
92 FLEET STREET, EAST; TORONTO, ONTARIO 
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offer, Deal DS, will run from September 1 through October 
31, and will sell for $31.06. This represents a saving of $16.56 
over list price. The deal includes two Scotch brand Model 92 





definite length dispensers and 12 rolls of '/2-inch by 2,592-inch 
transparent cellophane tape. Each dispenser weighs about 
six pounds, is portable and may be reloaded very quickly, 


PARKER PEN COMPANY, JANESVILLE, WIS.—Topical 
is the word for the point of sales and window display pieces 
produced by this company for special promotional use by 





dealers. Kits contain five different easel cards patterned after 
the traditional election card, plus large and small window 
streamers, advertising the new Parker “21” pen. 


PENN METAL CORPORATION OF PENNSYLVANIA, 
50 OREGON AVE., PHILADELPHIA 48, PA.—lIn this new 


catalog construction details and specifications of the firm’s 





line of steel storage, wardrobe and combination cabinets are 
given, also its heavy-gauge steel desk, counter high tool cabinets. 
The handsome three-color publication Catalog No. C-200 is 
available from the companv. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A new brochure is titled, “Simplified Ac- 
counts Payable by Synchro-Matic.”” The brochure explains how 
accounts payable work is speeded up because one keyboard 
operates an accounting machine and a tabulating card-punch 
simultaneously. The ultimate result is claimed te include all 
the economies of low-cost, high-speed machine accounting, plus 
the advantages of punch-card operation. This booklet, AB 548, 
can be secured free of charge from the Management Controls 
division at the above address. 


SELL CORPORATION, 500 S. CLINTON ST., CHICAGO, 
ILL.—A new packaging design for the Selco line of Sel-Tex 
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MORE COPIES 


THAN ANY 
PREVIOUS INKS 




















pirect FEED 


ee Valse 
pUPLICATOR INK 
' FOR USE ON 


Gestetner Machines 
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TURNS OUT BETTER 
WORK THAN ANY 


OTHER INK 
















Clean, sharp work on mimeo bond. Mini- 
mum penetration. Fast drying. No smear 
no offset. Will not pack on distributor bar 


No drip from silk screen. Safe for stencils 
and silk screens, waver rolls and bakelite 
cylinders. Washes off hands with soap and 
water... BLACK and COLORS in 12-07. tubes 


CANODE ADVERTISING in 
“THE OFFICE” presents all these 
features to YOUR CUSTOMERS 


It's another profit item in the popular CANODE 


WRITE FOR DETAILS & PRICES 


INK SPECIALTIES CO., INC. 


Dept O 519 N. HALSTED ST 
CHICAGO 22 ILLINOIS 
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“BIG BEN” 
BOX FILE 





DANDY AGATE 
CARD TRAY 





“TIP TOP” 
WOOD TRAY 


hedges MANUFACTURING COMPANY 


2931 WENTWORTH AVE. . CHICAGO 16, ILLINOIS 
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(GENERALS MEW FLUORSCENT © Hep 
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ARM FLUORESCENT 
DESK LAMP 


Lovely two tone effect with brass plating in 
base, it has an amazing amount of eye 
appeal and a surprising low price. Hand- 


A RS i cS 





some, non-tarnishing fused on finishes. 


FOR TWO TUBES 
No. 622 Statuary Bronze with Brass 
No. 623 Gray with Brass 

FOR ONE TUBE 


No. 620 Statuary Bronze with Brass 
No. 621 Gray with Brass 





MONROE 


Adding-Calculators 


$14.95 Ret. 
$14.95 Ret. 


$10.95 Ret. 
$10.95 Ret. 


RETAIL PRICE 
TWO TUBE MODEL 





COMPLETELY 
ADJUSTABLE 


Here’s a fine chance for wide-awake dealers to pick up a nice 


profit by stocking these universally favored calculators. All 


models and capacities — entirely rebuilt by experts and in tip-top 


operating condition—are available in limited quantities. Rebuilt 


Monroe Adding-Calculators are in demand. Dealers who want 


them should write now for full information and prices. 


CALCULATOR EQUIPMENT CORPORATION 


Orange, New Jersey 
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manila filing folders has been announced. It is the first step 
in a complete packaging program planned to include every 
item in the Selco line of file supplies. The design is printed 





in dark green on gray-heather stock with an outline of a file 
folder on each end of the package. Line drawings also appear 
on the sides of the package and the type is bold and easy to 
read. For price schedules, write to the Sell Corporation. 


SPEED PRODUCTS COMPANY, INC., 32-01 QUEENS 
BLVD., LONG ISLAND CITY 1, N. Y.—This “Back 
to School” window display is part of a new promotional 





kit to accelerate fall sales of Swingline Tot 50 stapling ma- 
chines. The 60-inch by 80-inch adjustable display is designed 
for flexible arrangement in windows of all sizes. Instruction 
and suggestions for use are provided. 


F. S. WEBSTER COMPANY, 13 AMHERST ST., CAM- 
BRIDGE 42, MASS.—A lot of selling information is packed 
into a new information guide from Webster. The “Selector 
Slide Guide” is built on the principle of a slide rule to fit 
into the pocket. It helps to select appropriate carbon paper 
or ribbon based on the variables of machine, number of copies 
to be made, size of type and so forth. The guides are now 
being distributed by factory representatives who explain 
their operation, 


THE WORDEN COMPANY, 200 E. 17TH ST., HOL- 
LAND, MICH.—Numerous illustrations are contained in a 
16-page catalog now available from this company. A letter 
telling the advantages of the Secra Type desk is included, 
together with a current price list. All types of wood desks 
and tables are shown, also leather upholstered suites and chairs. 





NOFA Publishes Constitution, By-Laws 


John R. Gray, executive director, has mailed to mem- 
bers of the National Office Furniture Association a 
booklet describing the constitution and by-laws of the 
organization. It is the product of the efforts of many 


You will note that all parts of the membership are 
provided with equal representation at all association 
meetings and conventions .. . step by step NOFA is 
rounding out into the type of association its members 
are proud to be affiliated with,” states Mr. Gray. 





Purchase Kohl Business, Westport, Conn. 

James A. McPherson of A. G. MacPherson & Son, 62 
E. State St., Westport, Conn., informs OFFICE APPLIANCES 
that he and his father have purchased the business of 
Raymond H. Kohl, as of July 1. 

A. G. MacPherson was formerly eastern branch man- 


ager of Bauer & Black (Curity). Prior to that he was 
with the Auto-Typist firm. 
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—One of your biggest 
markets for the sale of 


FLO-MASTERS 


A recent letter-writing contest run 
in teachers’ publications revealed 
more than one hundred uses for the 
FLO-MASTER in schools. Of even 
greater importance—more than half 
the letters referred to the saving of 
TIME effected by the Flo-master 
with its magic felt nib. A typical 
example — “gives a teacher more 
speed in getting things ready”. 





POSTERS 


Here’s a golden opportunity for YOU! Get just 
one teacher to use a Flo-master and watch 
the others flock in. Better yet-—demonstrate the 
Flo-master to the purchasing agent of your 
local school system. But don’t miss this big mar- 
ket for the sale of Flo-masters and a steady 
repeat business in Flo-master Inks. 





4 Teacher Publications 


A regular schedule of Flo-master advertisements is 
appearing in leading national teachers’ magazines 
with a total of more than 1,600,000 individual ad- 
vertisements during 1952. 


Send for a copy il 


A broadside with illustrated examples of the 

use of the Flo-master in schools has just been - 
published for distribution among teachers. 

Write for o copy to Cushman & Denison Mfg. | 
Co., Dept. H-7 153 W. 23rd St., N. Y. 11, N.Y. | 








Flo-master 


The “Miracle” Pen with the FELT TIP + 
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Your guarantee 
of the finest 
in Leather Goods 


Add locomotion to your sales 
with DOPP-BILT . . . the 
fastest-moving line in fine 
leather! DOPP-BILT cases are 
streamlined for rapid turnover... K 
powered with sales appeal! Don’t 
travel with slow freight ... let the 
DOPP-BILT line speed you to 
bigger and better profits! 


_ 


me 
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Free Mat Service to Dealers 
NATIONALLY ADVERTISED 


Charles Doppelt 


& Co., Inc. 


2024-26 S. WABASH AVE., CHICAGO 16 
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Collective Bargaining 


(Continued from page 94) 
Does it have further implementations to increase 


management’s position? Is your management’s defini- 
tion of collective bargaining affixed to every manage- 
ment level? Is there sufficient informality when 
dealing with workers and labor officials and govern- 
ment auditors? 

Can your management justify its conduct during an 
official investigation? How is your management 
treating its key-men, namely, the foremen? Will your 
management refuse to bargain? How is it handling 
“unfair labor practices” charges? 

Over and above the compliance with labor laws, 
management should apply the principles of business 
when dealing with collective bargaining. Why should 
your management victimize itself? Management 
should understand fully all the basic requirements of 
labor laws in order to by-pass future trouble. 

Is your management familiar with the sensitive 
thinking of employees? Does your management allow 
department heads to work out their solutions relating 
to collective bargaining factors affecting workers? It 
may be noted here, that management ought to solicit 
and make use of specialized know-how. 

How does your management handle the calculated 
risks of settlement of negotiations? Does your man- 
agement have the ability to convince all concerned 
that it is a good judge of collective bargaining factors? 
Does your management believe in mediation of labor 
disputes arising from misunderstanding of a collective 
bargaining contract? Is it seeking the help of the 
American Arbitration Association? Does it utilize 
labor relations information published by the American 
Management Association, National Industrial Confer- 
ence Board, and Society for the Advancement of 
Management? 


Use College Course Material 

Is your management analyzing the contents of 
courses in industrial and labor relations offered by; 
Institute of Labor & Industrial Relations of the Uni- 
versity of Illinois, Cornell University, Graduate School 
of Business, Harvard University, Rutgers University’s 
Industrial Relations Division, and so forth? Does it 
check carefully the labor relations information pub- 
lished in Trained Men Magazine of the International 
Correspondence Schools, American Business, Business 
Week, Factory Management and Maintenance? 

Does it periodically review the findings of the Na- 
tional Labor Relations Board and the United States 
Department of Labor? Hence, it behooves manage- 
ment to take a quick look at the attitudes, findings 
and information that is available from the afore- 
mentioned sources, because, such collective bargaining 
factors affect ‘free enterprise.” 

Does your management know the Alpha and the 
Omega of collective bargaining? Does your manage- 
ment make an intelligent interpretation of them? 
Is your management modeling its practice according 
to the actual state of affairs? Does your management 
have a staff for reporting or fact-finding? Does it 
present its demands objectively? Does it have a public 
relations expert? This specialist can do much to im- 
press on workers and the public what “free enterprise” 
is doing. Further, does your management give prompt 
action to government agents? 

Has your management compared its collective bar- 
gaining machinery with other managements? Does 
it utilize salient data submitted by the accountant, 
industrial engineer or sales manager? Does your 
management have a systems specialist to check forms, 
records, and so forth? 

Preparation is vitally important when dealing with 
organized labor and whatever alternative method your 
management has for understanding all types of col- 
lective bargaining factors is, of course, an individual 
decision. 

The suggestions made here should be included in 
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FOR PERFORMANCE 


A number of BOSTON KS Pencil Sharpen- 
ers were procured by Tinius Olsen Co. 
from their own source of supply. 


After testing 2170 pencils, the BOSTON 
KS Sharpener had produced 36,890 
pencil points of 4” length and was still 
operative. The cutters, after the endur- 
ance test run, produced pencil points 
suitable for normal writing. 


The test of pencil sharpeners by Tinius 
Olsen Co., Willow Grove, Pa. was de- 
veloped so that you might benefit by 
correct information on pencil sharpener 
service. Have our representatives show 
you the complete details of this pencil 
sharpener test no. 31517. 


BOSTON 


PENCIL SHARPENERS 








Also Manufacturers of Speedball Pens and Products . . 





BUY BOSTONS .. . SELL BOSTONS 
Backed by a Full Year's Guarantee. 


C. HOWARD HUNT PEN COMPANY 


CAMDEN 1, NEW JERSEY 
. Hunt Pens 
WRITE FOR CATALOG 
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IN STENCIL DUPLICATING 


TE 


STENCIL 









cutting 


@ TEMPO FILM 


will produce better copies 
than any other stencil, regard- 
less of typewriter used for 











© TEMPO ALL-ELECTRIC 
OFFICE PRINTER 


for speed—efficiency—beauty 


© TEMPO INKS 


Designed to produce beautiful copies 
and meet your specific requirements 





WRITE FOR CATALOG showing complete 
line of Tempo Duplicators, Stencils, 
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MILO HARDING 
COMPANY 


STENCIL 


DUPLICATING PRODUCTS 






Inks and Accessories 








_ 


hed 1904 
434 WEST PICO BOULEVARD, LOS ANGELES 15, CALIFOR 
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Desk Pad and Chain Cushion 
HEADQUARTERS 


SUITE 504 
Conrad Hilton Hotel 
NSOEA Convention 

Chicago, Oct. 4-8 


Styles to Suit Everyone 
Desk Pads & Accessories 

















FOLDING DESK PADS 













several styles in fast selling folding pads (All Varieties) 
pened ea WORK DISTRIBUTORS 
aiigeed , _ Woax pistarsurors VISUAL DISPLAY BINDERS 
Steady, profitable sellers always. 
WRITE TODAY for illustrat- 
ed catalog of the complete 
line . . . you need it! 








CHAIR CUSHION 


8 styles and sizes to fit every need. Indi- 
vidually wrapped. 








restful dedoned. matching sccosoror (MOMs BROAN CLO 


for smartly styled desk pads. 








9 N. JEFFERSON ST. fumapeeeMainea CHICAGO 6, ILL. 
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every management session with organized labor 
for obvious reasons. Improvement of labor relations 
depends upon many contributing factors by manage- 
ment. When your management possesses the “know- 
how,” its changes of solving collective bargaining 
factors seem within reach. 

Reports should be prepared by participants of man- 
agement and carefully assembled. Isolation and 
treatment of specific collective bargaining factors are 
unwise for management. Hence, your management 
should take appropriate steps to make collective bar- 
gaining work to its advantage, at the same time 
complying with labor laws. By dismissing the subject 
until the labor union agent arrives, places manage- 
ment in a precarious position. 





Get Your Writer First 


g IF YOU HAVEN'T done so already, the chances are 
that you will sooner or later decide to issue a monthly 
newsletter, “house organ” or newspaper to promote 
your office appliance store. Well, you might get a lot 
worse ideas! But keeping your eye on a couple of 
hints listed below will go far toward assuring a 
reasonable degree of success for your project. 

1. Get your writer first. You will have no difficulty 
locating an efficient printer so don’t line up all the 
mechanical details and then find you have no one 
available to do the writing. 

2. Be sure the person you choose for the writing 
is not the type who will turn out one or two interesting 
issues, and then run out of material. 

Unless one has done commercial writing and under- 
stands the art of uncovering worthwhile ideas in 
quantity, his enthusiasm may not extend beyond the 
initial copy. In that case the whole program will 
likely end then and there. And practically your entire 
investment in it will be lost. 

3. It may be necessary to go outside your own or- 
ganization to secure someone capable of writing intel- 
ligently about your office appliance business. In fact, 
that may be preferable because he will write from 
a more objective viewpoint. 


Don’t Get Into a Rut 


Too often the house organ prepared entirely by an 
insider will get into a rut. Or the person who handles 
it may try too hard to please other members of the 
staff instead of remembering his primary job is to 
gain the attention of the trade and sell your prospects 
and customers more stock. A free lance writer from 
the outside or a small advertising agency will not 
be bothered by these preblems. 

4. Once you have decided who will assemble and 
prepare your house organ or similar printed matter, 
turn over to him all available advertising material. 
Discuss your policy and plans freely with him. Help 
him slant his messages to reach the same goals you 
have set for your own salesmanship, window displays, 
and other selling aids. Fit the house organ or news- 
letter in with your entire program for the best results. 

5. The actual printing can wait. Spend your time 
discovering either inside or outside your office appli- 
ance store someone with ability to write in a pleasing 
Style and capable of continuing on that basis as he 
produces issue after issue. Don’t invest your money 
in gcing ahead with the project until you get your 
writer first—GMD 








I. H. Cherman Joins Envelope Company 
Irving H. Cherman has joined the sales department 
of the Marvin Envelope & Paper Company at the main 


office and new home at 2040 W. North Ave.. Chicago 
47, Ill 
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pdded Profits For You! 
WITH ADS LIKE THIS— 








Gear your sales to 
KIL - KLATTER’S 
powerful adver- 
tising campaign 
that reaches of- 
fice managers, 
secretaries, ste- 
nographers and 
typists every- 
where. Ads like 
this open the 
door — increase 
your profits. 
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@ Your office becomes quieter 


Kil-Klatter pads go to 
sor™ for you. Distracting type 


i i MP sss 
writer noises disappea oh te 
office efficiency goes UP- Result: 
fewer typing errors, few 
cal mistakes. 
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SY 


@ Absorbs the shock and deadens the 


sound of typing. - 

Made nuine OZITE felt, wit 
- , der phage skid-proof bottom. 
@ Fits all typewriters and other office 


machines too. 





Plus 


These Extra 


oe stationer or office supply dealer Sales 
The answer to a quieter office may a 


be under your typewriters 


KIL-KIATIER 


C TYPEWRITER PAO 











Take advantage of kiL-KLATTER’s profit building 
promotion. All this means more sales to you— 
more profits ! 

@ CATALOG CUTS 

@ NEWSPAPER MATS 

@ TWO COLOR ENVELOPE ENCLOSURES 

@ COUNTER CARDS 


Order your supply of KiL-KLATTER typewriter pads 
and free sales aids today. 











AMERICAN HAIR and FELT CO. 
Dept. B-29, Merchandise Mart 
Chicago 54, Iii. 
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In Other Lands 


(Continued from page 52) 


nadian cities together with factories in Toronto and 
Windsor. Head office of the company is in Detroit. 
. - - 

Employees of three major Vancouver stationery 
stores, members of the AFL Retail Clerks Union, have 
reached agreements in a wage dispute with their em- 
ployers. Earlier they had voted 67% in favor of a 
strike action in a government-supervised ballot. New 
agreement gives workers a $5 increase in starting rates 
so that wage boost rates range from $15 to $50 a month. 
Settlement, retroactive to March 1, includes a 40-hour 
week effective Jan. 1, 1953, modified union shop clause, 
and other benefits. 

* - - 

Stationers’ Guild of Canada, Inc., Toronto headquar- 
ters are now located at 19 Richmond St. W., Toronto. 
~ - . 

Sale of Manton Brothers Ltd., Toronto, a firm en- 
gaged for a half-century in the graphic equipment and 
allied manufacturing fields, has been announced by 
President Frank Manton. Purchaser is Karl F. Landeg- 
ger, Managing director of Lyddon & Company, London, 
England, and president of Parsons & Whittemore. Inc., 
New York. Executive management will continue with- 
out change and Frank H. Galway joins the firm as 
managing director. 


Manton Bros. has branches in Montreal. Winnipeg 
and Vancouver. Expansion plans are reported to in- 
clude enlargement of lines of equipment handled in 
graphic, printing ink and paper converting industries, 
as well as expansion of the firm’s sales organization. 

7 . ” 

Birth Notice Department: To Mr. & Mrs. George 
Ross, Commercial Stationers, Winnipeg, a girl, May 18; 
to Mr. & Mrs. Harold Scott, Barber-Ellis of Winnipeg, 
Ltd., a boy, June 6; to Mr. & Mrs. T. Balfour, D. A. Bal- 
four Co. Ltd., Toronto, a boy, June 12. 

o ” ” 


Attending the official ceremonies in connection with 
the opening of the new Montreal store of J. C. Preston 
Ltd. (Ottawa), were members of the Stationery and 
office equipment industry and business associates from 
Toronto, Ottawa and Montreal. John C. Preston, presi- 
dent of the firm, introduced James C. Laffoley, man- 
ager of the Montreal branch, who welcomed the guests. 
Occasion marked the first showing in eastern Canada 
of “Techniplan” office furniture, for which the firm is 
exclusive representative in Quebec province. The new 
store location has three private office suite showrooms, 
sections devoted exclusively to steel office furniture, 
wood furniture, and so forth. 

a - * 

The annual golf tournament of Montrea] Stationers’ 
association attracted 76 golfers and a total of 119 mem- 
bers of the trade for the dinner session. Bill Barr, 
Kruger Paper Company, captured the Waterman Tro- 
phy; Doug. Simmons, Kerr Ellams Ltd., the Dominion 
Trophy, and L. E. Toupin, W. V. Dawson Co. Ltd.. the 
Luckett Loose Leaf Century Cup. 

Special guests included the following directors of the 
Stationers’ Guild of Canada, Inc.: Gage Love, Toronto: 
Hugh Kennedy, Montreal; Art Careau, Quebec City; 
Andy Patrick, Ottawa; George Basil, Armand Toupin, 
Bob Denver, all of Montreal, and Fred R. Smart, 
Toronto, Guild secretary-manager. Heading the tourna- 
ment committee were Dan Welsh, Paul Papin and 
George L. Knox. 

* = 7 

Jack Lord, recovering from a recent severe illness, is 
expected back at McFarlane, Son & Hodgson Ltd. 
Montreal, early in September. Keith English, McFar- 
lane representative in the Maritime Provinces, was 
married June 28. 


The Mimeograph Company Ltd., Toronto, has 
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Bainbridge EAZY-VISION Lamps 
are scientifically built on a new BAINBRIDG 


lighting principle which reduces re- 
flected glare—eliminates eyestrain > 
and fatigue! a 


Beautiful electro triple-plated 
finish won't chip, tarnish or peel. 


Many thousands of EAZY- 
VISION Lamps are already in use 
all over the country—and the de- 
mand is growing! 

Mo, 4153 


EAZY-VISION EXTENSION 
SWING-ARM DESK LAMP 
(Shown extended ot left) 





A complete range of EAZY-VISION Lamps for Scientifically engineered to eliminate eye-strain. Light falls BELOW THE 
the student, for the office staff, for the EYE LEVEL! Ask for our 1952 Catalogue — circular of EAZY-VISION Lamps 
baie eneebnens Set GES Celt from colonial to modern styles. Retail range: $12.25 - $27.50 


ing real reading comfort! 


BAINBRIDGE, KIMPTON & HAUPT, Inc., New York 8, N. Y. 


fj Ca /, 4 Ch cha: f One of Leathercraft’s Outstanding 


| ! U A : | I Y “i piles» tpl 
m6 AT-«A OGLANCE! 


AMERICA’S FINEST 


i ® Briefcases 
® Brief Bags 
® Portfolios 


® Business Cases 


WRITE FOR LATEST CATALOG No. 013 BRIEF BAG 
in California Saddle Leather 
. Be Sure to Write for Your Copy of the New 
Leathencra ft 2 | Py 
‘ Leathercraft Catalog TODAY! 
s 2320-26 South Western Avenue 


CHICAGO, ILLINOIS 
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CHOICE OF 6 COLORS 


Topped with a smooth 
marbelized rubber tile easily 
cleaned. Bonded to a resil- 
ient sponge rubber cushion. 





Write today for complete information 


Dealership Inquiries Invited 


FLEXIMAT’S NEW NUMBER, 
A COLORFUL, DURABLE... 


TYPEWRITER-CUSHION 


MATCHES YOUR OFFICE FURNITURE 


e MADE OF FIRST QUALITY 
SPONGE RUBBER 


e MARBELIZED SMOOTH 
RUBBER TILE TOP 


e SHOCK ABSORBENT 
e REDUCES NOISE 


e PROLONGS LIFE OF 
TYPEWRITER 


e CHOICE OF 6 COLORS 


e STANDARD SIZE — 13” x 11” 


e EASILY CLEANED WITH 
DAMP CLOTH 








e/ *e / | | 
: Of  , 2249 $0. CALUMET 
2 lexi _ { d CHICAGO 16 


ee) ite) Fy. Vale], 




















Sell the Best 





When Ordering Your 
Ames FUTURISTIC 5 Star Platens 
Specify: For: 
Code A 1-5 Copies (Avg. Carbon Needs) 
Code M _ 5-8 Copies (Manifolding) 
Code E 8-12 Copies (Extra Manifolding) 
Code S 12 or More (Special manifolding) 


UNLESS OTHERWISE specified, Code A will be furnished. 











Manufactured & Distributed to Office Machine Dealers by 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO 


564 W. Randolph St., Chicago 6, Ill. 


DALLAS 


LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W. 564 W. Randolph St. 1913%2 Commerce St. 777-779 E. Pico Bivd. 37 Murray St. 583 Market St. 


EXPORT DISTRIBUTOR 


AMES INTERNATIONAL, INC. 


Cable Address—AMESINTER, Chicago 








312 


OFFICE APPLIANCES, September, 


1952 


Th & 


Armonocows = 








changed its name to A. B. Dick Co. of Canada, Ltd., it 
was announced this month by W. C. Squire, general 
manager 

. > > 

Frank Beaudette, Montreal district salesman for the 
L. E. Waterman Company Ltd., Montreal, for about 38 
years, died July 1. He had long been regarded as one 
of the most colorful personalities in the pen industry 
in eastern Canada 

. ” > 

Fin. Chisholm, active in Ontario territory for the 
L. E. Waterman Company Ltd., Montreal, for some 40 
years, has retired 

> * . 

Miss Lillian Morelly, secretary, Stationers’ Guild of 
Canada, Inc., headquarters, Toronto, married Thomas 
McGrath, Toronto, July 5. 

* > . 

J. C. Grier, sales manager, Parker Pen Company, Ltd., 
Toronto, spent the six mid-summer weeks visiting 
Parker operations in England and France. In Toronto, 
the Parker Pen Company plant closed down for five 
weeks because of piled up inventories, created largely, 
a company spokesman said, because of the loss of the 
Far East market where dollar shortage problems are 
reported to have increased lately. 

> = > 

Robert A. Hollenbeck has joined Eversharp Interna- 
tional, Inc., Toronto, as sales manager of Canadian 
operations for both the Eversharp writing instrument 
division and the Schick injector razor division. He 
succeeds Alf Turvey who recently entered the whole- 
sale field in a personal enterprise. 





German Book Tells American Office Methods 


‘Amerikanische Methoden zur Arbeitsvereinfachung,” 
a 23-page booklet on work simplification by Werner 
Siech, has recently been published in Berlin, Germany. 

Mr. Siech, who has written for OFFICE APPLIANCES, 
is an advocate of efficient modern American office 
methods and is trying to encourage their use in his 
own country. In his book, he discusses time and mo- 
tion as applied to office methods. With an introduction 
by K. P. Matthes, a professor at the University of 
Berlin, the book is published by Technische Verlag- 
sanstalt E. Klett, Berlin-Sudende, Friedrichstrasse 17. 





WCATEUN 


the Two-way 
iter LUULALOT 





Eight-Store Promotion ... Horders, Inc., of Chicago fea- 
tured this promotion of Vocatron portable intercommunication 
system in all eight retail stores, the outside selling division and 
the mail order division. This window display, designed and built 
by the firm, tied in with store wide display and demonstration 
inits, and with advertising in Esquire magazine. When “Esky” 
lepresses the switch on the center Vocatron unit lights behind the 
framed illustraitons are switched on. 
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clean 
fast 
accurate 


























PLUS EXCISE TAX 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 











LTECHNYGRAPH CO. 


| 
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POewewwwrwns 


STORMS 


QUALITY PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“The Complete Line” 
DEALERS... 


INCREASE your sales. Compete with confi- 
dence. 


Sell highest grade merchandise produced and 
guaranteed by a reputable manufacturer with a 
thorough knowledge of DEALER requirements. 


H. M. STORMS COMPANY serving the DEALER 
TRADE EXCLUSIVELY for more than HALF 
CENTURY is exceptionally well equipped to 
provide everything required in CARBON PAPER, 
INKED RIBBONS AND CARBONIZED ROLLS. 


We have complete modern facilities for pack- 
aging and imprinting under dealers private 


brands. 


Investigate our PERSONALIZED service. Carbon 
paper permanently identified with your brand 
name printed directly on each sheet of carbon. 
A sure way to build repeat sales. 





Write NOW to Dept. H for details. 





H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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P. assed Away seessgeeeietis 


Edwin H. Mosler, Sr., 


president of the Mosler Safe Company and its affiliated 
companies, died July 29 at the age of 76 in his home, 
79 Jerome Ave., Deal, N. J. His New York residence was 
at 285 Central Park West. 

Mr. Mosler was born in New York of a family that 
has been making safes in this country for more than 4 
century. He had been head, since 1922, of the Mosler 
Safe Company and its subsidiary, Mosler Lock Com- 
pany. He also headed the Protectall Safe Company of 


The Late 
Edwin H. Mosler, Sr. 


Syracuse, N. Y., subsidiary, and the Duplex Electric 
Company, New York, N. Y., an affiliated company. 

He was credited with being the leading figure in the 
great growth of the Mosler enterprise during the last 
25 years. The company was responsible for such out- 
standing jobs as the installation of the vaults wherein 
the nation’s gold is deposited at Fort Knox, Ky. 

After the explosion of the atom bomb at Hiroshima, 
Japan, the company earned recognition because the 
vault it had installed in the Teikoku Bank there sur- 
vived the blast. The bank itself was subsequently re- 
built around the original vault. 

At the present time the company is under contract 
to build a vault in the Archives Building in Washington 
for the preservation and display of the nation’s most 
treasured documents. 

Mr. Mosler played a large part in the development of 
such modern innovations as bank drive-in windows, 
night depositories and “snorkels,” the latter a motor- 
ists’ curbside bank service now in the process of de- 
velopment. 

The parent firm was founded by the Mosler family 
in Cincinnati in 1848. The family, now in its fifth 
generation of ownership, holds all the stock in the 
company of its subsidiaries. Two of Mr. Mosler’s sons, 
Edwin H. Jr., and John Mosler, are vice-presidents. 
Martin S. Coleman, a son-in-law, is treasurer. 

Under the senior Edwin Mosler, who joined the com- 
pany a short time before World War I, the organiza- 
tion expanded tremendously. It now has 34 offices and 
branches, about 1,000 dealers in the United States and 
numerous additional dealerships throughout the world. 

Mr. Mosler under the National Industrial Recovery 
Act (NIRA) helped to draw up the code for the safe 
industry. 

Mr. Mosler was the former vice-president and direc- 
tor of the Safe Manufacturers Association and presi- 
dent from 1928 to 1935 of the Bank Vault Manufac- 
turers Association. He was a member of the Army Ord- 
nance Association and the New York State, Hamilton, 
Ohio and Mexican Chambers of Commerce. 

Surviving besides his two sons are his widow, Mrs. 
Irma Mosler; a daughter, Mrs. Janet M. Coleman, and 
three grandchildren. 


- - + 


Victor Sivertsen, 
77, a wholesale merchant and importer, died July 6 in 
Copenhagen, Denmark. He was one of the owners of 
the oldest typewriter firms in Denmark, L. Kristensen 
(importers of Remington typewriters). 

Mr. Sivertsen started in the firm as a young man, 
only 15 years of age. In 1919 L. Kristensen, who died 
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i The Most Complete Line 


PAPER CLIPS 


rarer rasteners | Of High Quality Desk and 
THUMB TACKS Industrial Staples on Earth! 















































PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST 
PAPER CLIP The ge ep of MONARCH BRAND Paper Fastening Devices is predicated on 
‘ann ennieint many years of successful performance in the world of business. In these difficult da 
demand exceeds productive capacity but the trade we have consistently served in 
a eee the past is assured that the unequalled facilities of the great, modern Vail plant 


pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 


900 EAST 9STH STREET CHICAGO 19, ILLINOIS 
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WORTH: 
EAVCRID 


MODERN EXPANDING PRODUCTS 























VISIT OUR DISPLAY—Booth 133 


at the 


N.S.0.E.A. CONVENTION 
October 4 to 8, 1952 


See our latest developments in Expanding Pro- 
ducts and complete showing of Favorite Lines. 





Meet Our Executive And 
Sales Personnel 











. set? 


<< The Cooke & Cobb Company 








122 East 23rd Street New York 10, N. Y 
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See us at 
GET (SET. BOOTH No. C17 
_ /-* a Chicago Convention 
Conrad Hilton Hotel 


p BIGGER YEAR ROUND SALES 


, §( BOOKKEEPING SYSTEMS 
HLAGKBOUANS 
RECORDS 


Now is the time .. Books should be on hand in advance of the big selling season 





Every book attractively bound in standard- 
ized rich, red, embossed cover. Books are 






just ahead. Have them available for immediate customer inspection. aieiiaiiie Giaedl tx canteling vod colar. 
More than double your sales on Bookkeeping and Income Tax Record Books Always fresh, saleable stock for the dealer, 
With BLACKBOURN'S 
-The-Minvte Merchandising Plan ; 
— MOST COMPLETE LINE OF RECORD BOOKS 
Modern, Tailored Display Cabinets in IN THE ENTIRE INDUSTRY 
both wood and metal for wall, aisle, or 
counter displays .. . a size to fit any Bookkeeping Systems for every business, 





Trade and Profession 
STOCK CONTROL RECORDS 


available floor or counter space. 

















SOCIAL SECURITY AND 


NOW! 
PAYROLL RECORDS 


ne 
mediately for OWF ee, ust ond 
dy. 





BUDGET BOOKS FOR STUDENTS, 
PERSONAL AND HOME 


FARM RECORDS 
APPOINTMENT RECORDS 
AND MANY OTHERS 







230 SOUTH CEDAR LAKE ROAD 
MINNEAPOLIS 5, MINNESOTA 
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For that Well-Chyped look! / 


—$$s 





















Here's a team that will build new friends for you 
every day—ARMaA Ideal Clamp No. | and the 
Giant Gem clip. They combine to give your cus- 

tomers better service—and keep your stocks 

moving. The ARMA line is now complete—a 
paper clip for every customer-need. It will pay 
you in added sales and friends to recommend 
ARMA on every order. Remember, ARMA 
“helps hold your business together.” 


i ‘ 
\ 


\ 


2 






Giant Gem 
Paper Clip 





Ideal 
Clamp No. 2 


1120 GALVESTON AVE., PITTSBURGH 12, PA. 





>, 
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in 1942, took Mr. Sivertsen into the partnership to- 
gether with S. V. Hansen. In 1930, when Mr. Kristensen 
retired at the age of 74, the two partners took over the 
firm of L. Kristensen. S. V. Hansen is now the sole 
owner 

The decedent was for a number of years secretary 

the “Union 1917 of importers of typewriters and 
calculating machines” in Denmark. 


- FF } 
Arthur Schooley, 


founder and chairman of the board of directors of 
the Schooley Printing & Stationery Company, Kansas 
City, Mo., died July 17 at his home. He was 83 years 
of age 

Mr. Schooley, who retired about two years ago from 
the active management of the business, had been ill 
about three months. Since his retirement he had 
spent most of his time at the home, but still took an 
active interest in the company’s welfare. 

The firm was sold by Mr. Schooley to his son-in-law, 
Jay V. Wilcox, president of the Wilcox Electric Com- 
pany, about two years ago. At that time the founder 
retired in an inactive status, although he remained as 
chairman of the board of directors. 

Mr. Schooley started the firm in 1893 with a modest 
office supply business in the old Boston Building at 
Eighth and Wyandotte Sts. He visited Kansas City 
businessmen, selling pencils, carbon paper and other 
office supplies 

The firm now handles more than 50,000 items of 
ffice supplies. 
years Mr. Schooley’s interest in teleg- 

work with the Union Pacific Railroad 


tationery and 
In his earlier 
raphy led hin 


and later with the Western Union where he became 
ye of the first operators to use a typewriter to type 
jut the messages as they came in over the wire. 

After filling several different positions with the 


Western Union 
Kansas City al 
typewriters a! ipplies. 

When he opened the first store in 1893 he was joined 
by his sister, the late Miss Ella Schooley, who managed 


and the Associated Press, he went to 
there opened an office where he sold 


the store while Mr. Schooley was occupied on outside 

The firm prospered and in 1902 Mr. Schooley and 
his sister each invested $10,000 and the company was 
incorporated. Miss Schooley sold her interest to her 


brother in 1907 and later became national financial 
secretary for t Y.W.C.A. 

The move to the present location on the northwest 
corner on Fifteenth and Walnut Sts. came in 1937. 

While his principal interests in life were his family 
and business, Mr. Schooley was an enthusiastic golfer. 
He played seve times a week until two years ago 
when failing health forced him to discontinue that 
hobby 

He leaves his widow, Mrs. Jennie B. Schooley; two 
daughters, Mrs. J. V. Wilcox and Mrs. William E. Powell. 


and two grandchildren. 


-  - 
William Lynn, 
92, known to several generations of students at the 
University of Washington, in Seattle, died in mid-July. 
Until a few years ago Mr. Lynn had lived in the college 
district since 1893. Here he had owned a stationery and 
book store, Lyn Stationery, for a number of years 
ind had been active in community life around the 
Mr. I rominent member of the University 
Congregatio1 Church for 50 years where he had as- 
ed in the | tion of Christmas and Easter plays 
tableaux. He was also a Sunday School superin- 
tendent and cl man of the board of Deacons of the 
Church 
Surviving are his widow, Etta; two brothers-in-law 
ind a sister-in-law; a daughter, Mrs. Richard White 
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The Marking Pencil that 


White Ud Eveuthing 


Retailers Want LISTO 


Retailers want Listo Marking Pencils for 
pricing merchandise. Listo is the pocket 
pricing system that writes on metal, 

writes on glass, writes on cellophane. 
Grocers, druggists—every retailer buys and 
uses Listo Marking Pencils daily. 


Housewives Need LISTO 


Housewives need Listo Marking Pencils for 
dressmaking, home canning and freezing, 
and dozens of other jobs around the 
home. They like Listo’s hundreds 
of uses —they buy Listos because 
they're so simple, so easy to use 
























Businessmen Buy LISTO 
Businessmen buy Listo Marking 
Pencils for their shipping rooms, 
stock rooms, advertising and other 
departments because they do 
so many jobs — so fast and 
inexpensively ! 


EVERYBODY BUYS LISTO! 


That's why a small investment means big profits 





‘Nobody wants anything but LISTO!” dealers report, 
“That's why we feature LISTO exclusively.” That's 
the story everywhere—for there's only one LISTO... 
the best advertised, the biggest selling marking pencil 
in the world. National magazines, as well as leading 
trade publications tell the LISTO story millions of 
times a year. Cash in...feature LISTO! Only LISTO 
has the patented “Grip Type Sleeve’ that grips the 
entire length of the lead. Prevents breakage, the leads 
do not fall out. 
EXTRA HEAVY LEADS THAT 
DON’T BREAK 


in 6 cCoLors 


BLACK GREEN 
RED YELLOW 
BLUE BROWN 










Solid Colors in the Box 
AN EXTRA SLEEVE IN EVERY BOX OF LEADS 
© 1952 
LISTO PENCIL CORP., Alameda, Calif 


In Canada: LISTO PRODUCTS, Ltd., Vancouver, B.C 
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Faith and begorra! Trust trish luck to spot 
a good thing like Weldon Roberts Erasers, 
that whisk away mistakes as easy as a lepre- 
chaun can disappear. The name “Weldon 
Roberts” means smooth, clean erasing to 
folks everywhere. Weldon Roberts Erasers 


“Correct Mistakes in Any Language.” 


Stock this world-famous line for your cus- 
tomers who know that Weldon Roberts Eras- 
ers have ALL the extras in quality and per- 
formance at no extra cost, 





930 ENSEMBLE. (Pink & Gray Rubber) A combina- 
tion eraser that does most everything. Handy, bias- 
beveled shape. Soft, pink pencil rubber joined to 
soft, gray ink eraser. For ink, pencil and crayon 
erasing. All of your customers can use it. 


JET ERASER. Convenient cylindrical stick eraser in 
attractive, transparent plastic holder. Top unscrews 
so eraser stick can be moved outward. Red rubber 
for pencil erasing, gray rubber for ink. Pocket clip 
style for general use. Brush whisk style for typists. 
Refills. Tops for typing, accounting, drafting, pro- 
fessional and student use. 








WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J. 
World’s Foremost Eraser Specialists 











of Vashon Island, Wash.; four grandchildren and 11 
great grandchildren.—CML 
- + + 


Gustav J. Sengbusch, 
founder and president of the Sengbusch Self-Closing 
Inkstand Company, died July 4. Funeral services were 
held July 8 at the Schmidt and Bartelt Chapel, Mil- 
waukee, Wis., with interment at Graceland cemetery. 

Details concerning the life of Mr. Sengbusch and his 
notable role in the company’s progress appear else- 
where in this issue, page 80. 

+ - + 


Frederick T. Wiggins, 


vice-president and treasurer of the John B. Wiggins 
Engraving Company, Chicago, died July 17 after a 
three-year illness. 

He was the son of the founder of the engraving com- 
pany in business in Chicago since 1857. The elder 
Wiggins was born in a house which stood on the site 
now occupied by the Wrigley Building in Chicago. 

Frederick Wiggins was a friend of George Patterson, 
founder of OFFICE APPLIANCES, and of Ed C. Thurnau, 
part owner and advertising manager from June, 1905, 
until October, 1907. 

Surviving are the widow, Blanche Dorr Wiggins; a 
son, Frederick, Jr.; four daughters, Mrs. B. C. Hopper, 
Taylorville, Ill.; Mrs. Gordon Leonard, Ft. Lauderdale, 
Fla.; Mrs. Loyal C. Radtke, Redding, Pa.; and Mrs. 
David S. Albert, Glenn Ellyn, Ill.; a brother, Arthur D., 
and eight grandchildren. 


+ - + 
John E. Gavin, 


90, retired general manager of Higgins Ink Company, 
Inc., died at his summer home at Nassau Point, Cut- 
chogue, in July. Mr. Gavin, born and educated in 
Boston, Mass., retired from the company in 1924 after 
spending 44 years with it. He was a former member of 
the Brooklyn Board of Trade and continued as a mem- 
ber to the time of his death. 

Besides his widow, he is survived by two sons, Ed- 
ward M. Gavin of Greenville, S. C., and Dr. Charles K. 
Gavin of Manhattan; two granddaughters, Mrs. Nata- 
lie Faillace and Mrs. Althea Cutino, and five great 
grandchildren. 

+’ + +F 


Miss Christine B. Mullen, 


67, died July 23 in Illinois Central Hospital, Chicago. 
Miss Mullen owned and operated the M. M. Bear Com- 
pany stationery store at 37 S. Wabash, Chicago, until 
retirement in December, 1951. 

Surviving are two nephews, Joseph D. and John M. 


Johnson. 

tr bt + 
Ray Murray, 
former president of Murray Furniture Company, Grand 
Rapids, Mich., and long identified with the household 
furniture industry, died recently in New York City of 
a heart ailment. Mr. Murray closed his business a 
year ago. 


Heads Buffalo Multigraph Branch 


Announcement has been made of the appointment 
of Harry T. Cowan as manager of the Buffalo Multi- 
graph branch of the Addressograph-Multigraph Corpo- 
ration, 199 Delaware Ave., Buffalo, N. Y. Mr. Cowan 
succeeds Willard A. White, manager in Buffalo for the 
last 15 months, who has been transferred to the meth- 
ods department at the company’s headquarters in 
Cleveland. 

Mr. Cowan, who was branch manager at Peoria, IIl., 
before coming to Buffalo, has been in the business 
machines business for 20 years. 

Besides directing the work of the branch at Peoria, 
he has represented the company in Chicago and Cleve- 
land.—GET 
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* Holds up 
* Handles a 
* 2-Position 
* Even pres: 
posting an 
* Tray weig! 
* Special bi 
sliding 
* Base 15! 
pacity 
* End plates 
* Dust-proof 





106 N. JE 
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IT’S NEW 
A Fast Mover 
with lots of 
Sales Appeal 


CRAM’S 


ATLAS-GLOBE COMBINATION 


Cram’s latest design globe for the home and 





office — Ideal for television. 
All wood table mounting and meridian — Choice 


of finishes to match home styling. 


376 Page ATLAS — Size 10x7 inches. Colored 
maps — Indexes and gazetteer. Up-to-date world 
information and facts. 

Globe can be furnished plain or illuminated. Send 


today for new Globe Catalog No. 62. 


THE GEORGE F. CRAM CO. INC. 


730 E. Washington St. 





Indianapolis 7, Ind. 














VISIT BOOTH 209 
N.S. & O.E. Show 
CHICAGO 






EXPANDABLE 


POSTING 
TRAY 


Expandable to 9'/2"’ 
Easiest to Sell 
Light Weight 

Big Time Saver 
Durable, 
Non-Corrosive 


Write for Dealer Discounts, 
and New Literature! 


ohor Brothors METAL WORKS 


* End plat 
* Dust-; 


106 N. JEFFERSON ST., CHICAGO 6, ILL. RAndolph 6-2187 
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Southworth 


The Typewriter Paper 
SPECIALISTS 






The Southworth Line is 
your guarantee of complete 
customer satisfaction be- 
cause Southworth makes only quality papers—a grade 
and weight for every typing need. 


Remember, too, the Southworth policy of selling only 
through stationers is another profit-producing advan- 
tage for you. 







Keep your customers satisfied 
| with the best typewriter papers 
and the best is Southworth. 


Inquiries invited on 
Southworth franchises. 









WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse og 
527 South Wells Street, Chicago 7, Illinois 












FOX 


This Is News! 
Vy" FOX 





MANUFACTURERS 
SINCE 1911 


GUARANTEED CHAIR MATS 











A Treated Board—Beveled Edge 
REV ERSIBLE—SMOOTH BOTH SIDES 







Style 9648 Style 9649 

36” wide, 48” wide, 

18” to end 54” to end 
of lip. of lip. 


$600 $g50 


Brown, Green, Maroon, Grey, Black 
Colors May Be Assorted 
PACKED 4 TO A CARTON 


LIST PRICES EACH IN DOZEN LOTS 
LIBERAL DEALER DISCOUNT 


Geo. E. Fox & Company 


1051 North Throop St., Chicago 22, Ill., U.S.A. 
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)/ HOW TO 
KEEP YOUR 

i 2 — SALES 
CLIMBING 























Feature the unusual . . . the specialty item! 


Consider “P & P” (press and peel) carbon, hot 
wax spot carbon, color-theme carbons as well 
as time clock and cash register ribbons to men- 
tion but a few. 


Specialty items are profit items . . . so why not 
allow us to send a price list and samples .. . 


it's a dealer-appealing story! 


(Ceneral Offices & i 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. «+ PHILADELPHIA 6, PENNA. 
/ stablished 1895 









nwt 
etir? 


@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 
Furnished in the Following Sizes 
Stock Stock 


No. Size No Size 

200 6%"x11” 205 9 x15%” 
203 — 206 Sar 
204 9” x12%” 207 15” x20” 


Packed 24 to Carton Packed 12 to Carton 


Write for descriptive circular and latest price list. 


WoovDALu [NDUSTRIES [NC. 





3500 OAKTON ST. SKOKIE, ILL. 


Chicago Telephone CO 7-2600 
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Autographic 
REGISTERS & FORMS 


© CONVENIENCE 
@ SIMPLICITY 








® ECONOMY 
FOR 
Small Forms Use 
FORMS—3"x5” 
poets! |. Ge 
ae eee = ae 





FORM PRICES 


As Low as 


i $1 .00 per 1000 (Single Copy) 
$2.00 per 1000 (Duplicate Copy) 


@ STOCK FORMS AVAILABLE FOR 


PHONE MESSAGES SALES TICKETS 
SERVICE CALLS PETTY CASH 
RECEIPTS MEMOS 


@ SPECIAL COPY FORMS (imprinted & No‘d) 


SOLD BY LEADING STATIONERS AND BUSINESS SUPPLIERS 
LIBERAL DISCOUNT TO DEALERS 


1337 East 27th St. 
Kansas City 8, Mo. 


REGISTER 
COMPANY 


ECONO-PA 


Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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P. Alen ls sixes 


(Copies of patents can re obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted July |, 1952 


2,601 787 


Granted 
2,602,251 


2,602,395 


2,602,397 


2,602,423 
2,602,425 
2,602,450 


2,602,451 
2,602,452 
2,602,489 


2,602,509 


Kk 


~ 


“ 


2,602,530 


2,602,544 


602,529 


Record Controlled Statistical Machine. Norman Geoffrey 
sssignor to Powers-Samas Accounting Ma 
i Illustration. 
Writing Pen Assembly. Henry C. Klagges, Haddon Townshis 
ty, N snor to The Esterbrook Pen Co., Camden, N. J 
Sight Card Index. Alphons Fiirer, Solothurn, Switzerland. 
Carbon Paper Holding Means for Manifolding Typewriters. 
Feit O'Brien, Chicag 
Dry or Pressure-Sealing Envelope. V er E. Heywood, Wor 
States Envelope C Springfield, Ma: 
July 8, 1952 
Calendar Memorandum Pad. Harry J. Friedman, Forest H 
Rack for Holding Master Sheets. Fred H. Davis, Hamiltor 
t Multigraph Corr Cleveland, Ohio 
Manufacture of ‘ae Wheels. James Last, London, England 
te yt B ess Machines Corp New York, N. Y. 
Fountain Pen es A. Smith, North Hollywood, Calif 


Fountain Pen Nib. Russell T. Wing, Exce r, Minn. 
Apparatus for Use With Follow-Up Mailing Systems. 


Card Register 


Leonard 


and the Like. Rolf Hofgaard, Nordstrandshogda 


r a 


Lock Binder Donato and Frede k Hardin, San 
Adjustable Chair } Holten. St. Paul. Minn. 

Card Punching Machine. Charies R. Doty, Poughkeepsie, Her 
tz, t Theodore D. Koranye, Vestal, N. Y., assign 


R Machines Corp., New York, N. Y. Iustration. 


Automatic Cutoff ‘Switch for Typewriters ames F. Smathers 
h International Busines Machines Corp 

Bicolor Ribbon Control for Accounting Machines. Byron A 

t A Mich., assignor to Burroughs Adding Ma 

etroit, } Illustration 

Separable Binder Ring Assembly. Isidore Spinner, Chicag 

r to Plast E } rp., Chicago 

Record Sorting Machine. Byron E. Phelr Endicott, and Jar 

















2,602,509 





2,602,616 











2,603,336 





2,663,416 
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as smart 
desk and table 


accessories 


a No. 209 







lincoln “moderne” twin 
desk and table lamp — 
swivel at base and at 
shade on each 18” arm 
permits adjustment to any 
possible position — 3-way 
turn switch, use lamps 
separately or together— 
comes with heavily 
weighted and felt pro- 
tected base—finished in 
satin-silver or satin-brass 
—no. 208, same as shown 
in 1 light. 


No. 204A Qa 









lincoln “moderne” portable 
18” flexarm desk and table 
lamp—shown with angle cut- 
off shade—also available with 
straight shade—switch in 
weighted felt protected base— 
available in satin-silver orf 
satin-brass finish—no. 205, 
same as shown in 2-light. 


Write for Complete Lincoln Catalog . . 


LINCOLN 
Lighting Products, Ine. 
311 N. DESPLAINES STREET 
CHICAGO 6, ILLINOIS 
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MOST POPULAR HI-WAY" 
OF FILING IN AMERICA 


FOLDERS — Digs | | 


powerful | = 


SALES FEATURES 
V U 











EYE APPEAL 


Hang-A-File Folders are 
available in 3. colors: 
RED, GRAY and TAN. 

















1, Endwe N. Y., assignors to International Business Machines 
r New York N. Y Illustration. 
FEATHER WEIGHT 2,602,545. Data Comparing Apparatus. Hans P. Luhn, Armonk, Biagio 
a F. Ambrosio, Long Island City, and Kenneth W. Dean, Poughkeepsie, N. Y., 
ssignors to International Business Machines Cort New York, N. Y 
. - tr i . Grant C€ Ellerbeck, San Leandrc 
Aluminum hangers on al! — pee B nngreng iden sh ere ee Ca ae 
Hang-A-File Folders pro- 2,602, ats. Machine Supporting — Ww m F. Helmond, Clinton 
pf i , Underwood Corp., New York, N. Y. Illustration. 
vide feather like weight. 2,602,863. ‘iaahine Receiver Holder. John L. Raymond and Eugenio G 
: smbro, Brooklyn, N. Y., and Ernest W. Jacobus, Jr., East Sioa N. J 


Granted July 15, 1952 
cy 0 Record Card en and Analyzing Moans James W. Bryce 





Ridge, N. J., and Robert T. Blakely, Amityv N. Y., assignors t 
RUGGED WEAR erna al Business Machines Corp., New York N. Y 
2,603,186. Writing Instrument. Howard L. Fischer, St. Pa Mir é 
ynor to Brown & Bigelow, St. Paul, Minn. 
Hang-A-File Folders are KR 2,603 “a Writing Instrument of the Direstabte Tip . Type. Car >$ 
} eder 7008, Buenos Aijres, Argentina, assig Birome 
made to “take x. il Pe. edad Anonima, Commercial E Industrial, Buenos Aires, Argentina 
2,603,189. Fountain Pen. Mario Segre, Quit Ecuador. 
folder stock assures long 2,603,219. Index Device. Charles E. Jones, Chicag 2 
Rockwell-Barnes C Chicago, Ill. 
wear. 2,603,336. Pocket Typewriter with Rotary and Translatory Work Support 
Ma e Julliard, Paris, France. Illustration. 
2,603,337 Type Lever Actuating Mechanism for Extra-Low Portable Type- 
writer Maurice J srd, Par France. 
Hang-A-Folder Folders are available in 2,403,410 Mailing Piece. p= th i aie Richmond H and John 8 
LETTER, LEGAL, and X-RAY sizes with See the R Laurelton, N assignors to True A ates John Service Corp 540 | 
Hang-A-File metal frames to accommo ; New York, N. Y of th 
date each type of folder. Also floor and Hang-A-File 2,603,416. Summary Card Punch and Collator James W. Bryce, de _ 
desk units. Exhibit— ad, tate of Glen Tidps, i. 2. By Cneanets Snow Byes, Cue hee te 
N snd The Nat s| Newark and Essex Banking Co. of Newark, New ates 
Hang-A-File Folders “top” everything in Booth 131— srk, N. J. executors, and Arthur H. Dickinson, Greenwich, Conn., assignors 
filing. They’ ve created new sales volume t ternational Business Machines Corp., New York, N. Y. Illustration (*) (¢ 
with satisfying profits for dealers every NSOEA 2,603,417. Carriage Position Control Means for Calculating Machines. impr 
where. : Harold W. Pinckney, Eugene, Ore., assignor to Monroe Calculating Ma 
Convention hine Ce Orange, N. J. Illustration. boar 
2,603,507. Checkbook Binder. Alexander Ke San Marir calif repla 


L = a F b SSI Coast Envelope Co., Los Ange : f 
0 T ! $ ® da r e rh 0. Granted July 22, 1952 You 
- . n Y ssignor econ 


2,603,781 ——s Machine. Henry usk Bayside 4 3SSig 


31 E. CONGRESS = CHICAGO >, ; to Speed Products C Inc., New York, N. Y. Illustration. scrip 
TELEPHONE WEbster 9-3217 2,603,800. Binding Machine. Charles Edward Emmer, Chicag 4 a 14 st 
} to Gene Binding Corp., Chicago illustration. abou 

——————s— 2,603,801. Portable Binding Machine and Pegboard. Charlies Edward 
COR 
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PLASTIC auncuu 
NAME PLATES 





<— $100 

lL by 0% LIST 

e Door name plate, 2” x 10” {a= $200 
1 type * 

@ Exe ITV ease ee, 00 
same size as door name plate < $3 LIST 


Beautiful, dignified, permanent. Desk type in grey or brown. Door 
plate transparent plastic with name embossed on biack background 
with gold lettering. For desk type plate imprinted name board can 
be interchanged quick as a flash make the change to suit 
your requirements 


PROMPT DELIVERY 


Write for Catalog Sheets and Dealer Discounts 


ACME PRODUCTS CO. 


406-408 N. VAN BUREN ST. 
GREEN BAY, WIS. 











CONVOY chen-Coard/* 
STORAGE FILES 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 


Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files . . . are priced 
in the corrugated paper board 
range—with serviceability in the 
steel range . . . take less than 
10% more space than steel files 

. can be stacked to the ceiling 





without supports . . . mate to- 
gether top-to-bottom and lock 
together side-to-side . .. have 
wax-like texture that makes 
drawers slide easily . . . are ship- 
540 pounds is only a part ped assembled for easy installa- 
aged eB ge — tion without tools . . . are water 
ree eberéiion Gf the resistant — moisture will not 
drawers! weaken them. 
(*) Chem-board is the product of Convoy’s exclusive chemical 


mpregnation process that hardens the raw corrugated paper 
board and thoroughly binds the fibers. It is widely used to 
replace steel and wood industrial tote boxes. 


br te 

aad 

STORAGE FILES 
Canton 6, Ohio 


You'll like Convoy quality and 
economy. Write today for de- 
scriptive folder and prices on 
14 standard sizes; and details 
about our dealer franchise. 


CONVOY, INC. «¢?. 0. Station B, Box 216-6, 
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Spirit 
MASTER 


UNITS 
or 


CARBON 


PAPER a 
now IMPRINTED with your 


PRIVATE BRAND NAME 


AT NO ADDITIONAL COST OTHER THAN ART AND PLATES 


Duplicating carbons should produce the same number of sharp, 
clear copies every time. You can depend on the uniform high 
quality of Colonial carbons—because for years Colonial has spe- 
cialized in the manufacture of spirit master units, spirit carbons, 
gelatin carbons and related duplicating supplies. Colonial car- 
bons give longer runs, clearer copies and uniform results. 
Send us a sample of your imprint —a rough sketch will do— 
for quotations. 





TD 
fon) 


CARBON COMPANY 
GENERAL OFFICES ¢ SKOKIE, ILL. 


—_: 
, 
' 





. 
y 
r) 
eS 


Army 
mn 


POSTAL 
SCALES 


HANSON 






mailing scales on 
Five models—Capacities /2 Ib. to 50 nied 


Model 1546 

A handy desk scale, case made of 
durable, heavy Lustron plastic. Capacity 
2 Ibs. by 1 ounce, Computes for 
air and first class mail, and for mer- 


chandise up to 2 Ibs. 
Large dial. Platform 2” x 3’. Dimensions overall! 
Packed 


one to a carton, 
Shipping weight, 11% Ibs. 


Model 1509 5 ig 
The postal scale for average office use. Capacity 
by % ounce. Computes postage for airmail, first class 


and merchandise up to 4 Ibs. 
Dial 62", glass covered. Platform 512" square. Dimensions overall 
62" x 6V2" x 92". Packed one to a carton. Shipping weight, 5 Ibs. 


Model 1530 

Parcel Post Scale. Capacity 25 Ibs. by 

1 ounce. Computes ae y for merchan- 
oO 


dise up to 25 Ibs, for all postal zones. 
Dial 642", glass covered. Platform 5Y2" square. 
Dimensions overall 6/2" x 62" x 9Y2". Packed 
one to a carton, Shipping weight, 5 Ibs. 


Model 1515 

Parcel Post Scale. Capacity 50 Ibs. by 
2 ounces. Computes postage for merchan- 
dise up to 50 lbs. for all 1 zones. 
Dial 8”, glass covered. Platform 7” square. Dimen- 
sions overall 8” x 7Y2" x 10”. Packed one to a 
carton. Shipping weight, Ibs. 


Order from your supply house 


et @® Chicag 















1546 





















Model 1515 









HANSON SCALE CO. ® 525 N. Ada Stre 
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INDIAN SMOKE SIGNALS WERE USED ike 


ON OUR WESTERN PLAINS BECAUSE : 
THEY COULD BE SEEN FOR MANY MILES... ene 





NU-VISE PROJECTING SIGNALS 
FOR BUSINESS CONTROL SYSTEMS ARE 


EQUALLY DISTINCT AND EFFECTIVE 
IN COMMANDING PROMPT ACTION. 


a 


SIGNALS 
and MAPTACKS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 






























Orisinai- DHNER 
| REINER seme 


HANDY CALCULATORS 
‘"'THE MACHINE TO COUNT ON'' 








The followi example shows simplicity and speed of 
operation. ONLY ONE SETTING NECESSARY. Simply 








set levers at “68” and calculate the answer in 25 seconds 
without setting any other figures. 
68 units @ 1.75 ea............... 119.00 
13% decount........................ 17.85 
101.15 
Less 2% % for cash................ 2.53 
$98.62 


Compare the advantages of this sturdy, low-cost, portable 
and efficient calculator with any machines in the field. 
Why pay more? 


WRITE FOR BULLETIN RO-93 


210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE OISTRIBUTORS FOR USA 
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CARBON PAPER 


The Good 
Made Better 






From the blending of 
the permanent color 
inks to the selection 
of the finest paper, 
NEV-R-KURL Carbon 
Paper is better. Car- 
bons made with NEV- 
R-KURL Carbon Paper 
in your customers’ typewriters, billing and other 
machines give decades of lasting usefulness, 
cost less to make . . . each sheet will make half 
again as many copies. Will not smudge, tree, 
curl or wrinkle, ending these annoyances for 
users. 


Write today for more information and 
free samples. 


PROCESS CO INC 


v2 MILL STREE 
ROCHESTER '4 NY 





ONLY THE FINEST 


INSTRUMENTS 


Write to Dept. A, on bus 
ineas letterhead, for your 
copy of the 1952 Price 
Liat and Sample Catalog 









ONLY THE FINEST 








Grohinn | 


TYPEWRITER / 


Payer | 


PAPER 









can build greater sales 
and better goodwill 
for you by giving 
your customers the 
fine quality and 
service they re- 
quire. 


SAXON Zager CORPORATION 
240 WEST 16th STREET, NEW YORK 11, W. ¥. 
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OF | 





} ssignor to General Binding Corp., Chicago, | 
2,604,006. Optical System for Projecting the Printed Matter of Type- 
i y 


writers. Pa kK snn, Woodhaven, N 
2,604,041. Selectable Recording Means for Accounting Machines. Pasca 
Marvin D. Frost, Dayton, Ohio, assignors to The 
kK Dayton, Oh Illustration 
2,604,070. Screw Feed Type Pencil with Cushioned Lead Holding Means 
A , vw 
2,604,213. Commercial Shelving. James E. Bales and Matt Monaco 
Metal Products, Inc., Aurora, III 


Sranted July 29, i952 
2,604,623. Pocket Stapling Machine. Henry Ruskin, Bayside, N. Y., as 
? pe t i New York, N 
2,604,724. Combined Holder for a Pad and a Pencil. William C. Watts 
Ang f ne-third t atherine Lockett, Los Ar 


2,604,847. Plural Master Sheet Securing Means for Rotary Duplicating 
Machines i Kvarnegard, Lilla Essingen, Sweden. 
2,604,848. Dampening Apparatus and Method for Lithographic Printing. 


Ma 3 3 mesne assignment 
A 8B k ’ ; f Niles Illustration 
2,604,876. Mechanical Lead Pencil. Donald Steuck, West Allis, Wis 
2,604,944. Punch F. Kelley, Whitestone, N. Y., assignor to Rem 
t Ra : k, N. Y. tlustration. 
2,604,967. Receipt issuing Night Depository. John J. Murtaugh, Jr 
Park, N } to The Mosler Safe Co., Hamilton, Ohio 
2,604,968. Adapter for Typewriters. Louis Jensen, Chicago, Ill., assignor 


stration 

2,604,969. Coir Cuckler Oakland 
Oakland, Calif 
Harold P. Mixer 


New York, N. Y 


operated Typewriter 

| pnt ari ampbe 

2,605,102. Protective Device for Sorting Machines 
k r to Remington Rand 


ustration 

2,605,120. Manifoiding sri W. Brenn, Montclair, N. J., assignor to 
ken, N. J 

2,605,153. Swingable Armrest for Desks. Lilas L. Lietz, Black River Falls 


2,605,363. Private Branch Exchange Cord Circuit Providing Warning Tone 
When Operator Listens in. Kari L. Burgener, Villa Park, Ill., assignor t 
t tories, Inc., Chicag 





SoundScriber Appoints Haynes Distributor 


R. W. Davidson, vice-president and general sales 
manager of SoundScriber Corporation, has announced 
the appointment of David W. Haynes as SoundScriber 
distributor for the Providence, R. I., area, including 
Woonsocket, Pawtucket, Cranston, Warwick, Newport, 
and Westerly. The company name under which Haynes 
will operate is SoundScriber of Rhode Island, Inc. 

Mr. Haynes has been associated with the Sound- 
Scriber Corporation since 1949 when he joined the 


David W. Haynes 





Cea 


Boston office as 


salesman. He has been at Boston 
until the present, first as a salesman, and later in the 
capacity of senior salesman. 

After enlisting in the Navy upon his graduation from 
the Taft School in 1943, Mr. Haynes attended Yale 
University and later Notre Dame, where he graduated 
and received his commission as Navy Ensign in 1946. 

Directly upon his release from the Navy, he entered 
the advertising business, and later became associated 
with National Cash Register Company in its New York 
ffice before joining SoundScriber. 


OF Doc Stork: 


Mr. and Mrs. Ralph Schneider of Jasper, Ind., hap- 
pily announce arrival of twin boys, Mike and Mark, 
born on July 9. The identical twins weighed four pounds, 

four pounds, five ounces, respec- 

s arrived after the Schneiders’ had a 
rls born over a period of 16 years. 
ilar manager of Indiana Chair Com- 





elgnhnt ounce ‘ 
tively. The boy 
family of three 


Ralph is the p 
Dany 
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Barkley Plastic Tab 


Guides. letter, Legal and 
Card Sizes. Durable black 
pressboard. 





Card Index Guides. '!ndex 
Bristol, buff and colors. Gray 
Pressboard. 








Duratex File Folders. Sin- 
gle and Double-top. 8—9' 
and 11 point. 

















Pressboard Guides—(Gray) 
Metal Tab, Plain Tab and Cel- 
luloid Tab. 








Krafoltex File Fulders. Sin- 





gle and Double-top. Eleven 
point. 








Index Cards—White and 





il 








Colors. 200 Line 110% White 
and Colors. 300 Line 90# 
White only. 






Established 1921 


L. L. BARLEY & CU. 


a°i ld 


1220 W. Van Buren St 


bclure i Psisme Vn 


Chicago 
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Dit, Vi 


FLUORESCENT 
DESK LAMP 


WITH ELECTRIC CLOCK 





available —$17.95, $22.95. 
Lustrous Brown or Modern Grey. 


Shode swings in 180° orc. 
Exclusive ILC feoture. Un- 
derwriters opproved. 


$ 9 Without Clock, $13.95 Retail. 
Models for 2 Tubes Also 
RETAIL 


less tube Top Dealer Discounts. 











THE ILC DIRECTOR is America's first decorator-styled 
desk lamp... priced right for both home and office. It 
brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove 
this to your own satisfaction? 


SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, 
A.C. current; uses standard 15-watt fluorescent tube 
Telechron electric clock movements. Bonderized baked 
enamel finishes, with pedestal plate and pen tray in bright 
gold finish. Base is felt covered. Instant starting switch, 
6 ft. rubber cord, Height 10 inches; width 20 inches. 
Weight, 9 pounds, packed in individual cartons. 


THE 4900 

Standard model is a 

high quality desk lamp, 
Underwriters 

approved. Finished in 

grey or brown. Uses 

15-watt fluorescent 5895 
tube. Weight 8 Ibs., OETA 
individually packed oan ‘ibe 
Model 4902 for : 
2 tubes $14.95 


ORDER DIRECT 
FROM THE FACTORY 





INDUSTRIAL LAMP CORP., ELKHART 2, INDIANA 
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In September of 1882, When: 

The Novelty paper fastener was introduced to drive and clinch a 
staple or suspension ring at a single blow. . . . S. S. Stafford added 
three novelties to the line of specialties in inks. . . . It was estimated 
that a narrow gauge locomotive weighing 44,000 pounds was equivalent 
to the weight of 16,192,000 of Esterbrooks’ Mammoth Falcon pens. 

Star copying pads were merchandized by the Dennison Manufac- 
turing Company. . . . John Holland patented a new business pencil 
designed to be closed when carried in the pocket. . . . (From files of 


the American Stationer). 


In September of 1892, When: 

Subscription books were opened to the public for the new trans 
continental railroad, the Great Salt Lake Railway. . . . The Queen 
fountain pen was among the best sellers. . . . Carter, Dinsmore & Com- 
pany introduced the Ideal typewrtier ribbon. . . . George William 
Curtis, editor of Harper's Weekly, died in New York City. . . . Stamp 
boxes were souvenirs of the political wars, these bearing the likenesses 
of Benjamin Harrison and Grover Cleveland. . . . The Chicago Check 
Perforator sold for $15.00, manufactured by the B. F. Cummins Com- 
pany . . (From files of the American Stationer 


In September of 1902, When: 

W. J. Kennedy was elected president of the new St. Louis stationers 
organization. . . . The number of lead pencil manufacturers in the 
United States had increased to sveen. . . . The Pelouze Crescent scale 


retailed for $1.00 . . . and the Rigby rule and blotter sold for $.01.... 
Andrew Geyer, publisher of Geyer’s Stationer, was married to Miss 


Mary McAllister. . . . Edwin W. Gay, veteran stationer, died in Boston. 
. The Todd fountain pen was offered in an assortment of 12, which 
the dealer could sell at $25.25, costing him $13.00 net. . . . (From 


files of the American Stationer). 


In September of 1912, When: 

Robert A. Patterson was chosen as president of the National Asso- 
ciation of Stationers & Manufacturers, meeting in Omaha, Nebr. James 
A. Dorsey of Dallas, Tex., became the new chairman of the catalog 
commission. . . . The Flexotype Company was,sold to the American 
Multigraph Company, Cleveland, Ohio. . . . A lively debate was en- 
suing among the stationers in regard to whether the national conven- 
tions should feature exhibits. . . . One argument was that they would 
prove a distraction from the business meetings. . . . The Colonial 
Chair Company of Chicago grew in five years from 35 employees to 
200. . . . (From files of Office Appliances). 


In September of 1922, When: 


Corona Typewriters, Inc., featured a novelty act in which Miss Lena 
Baskette, a costume dancer, pranced on the keys and wrote short notes 


with her toes. . . . The Stationers Wholesale Supply Company was or- 
ganized in Chicago. . . . O. V. Timberman joined the Wilson Jones 
staff. . . . Three thousand were present at a picnic for employees of 
the Art Metal Construction Company in Jamestown, N. Y. . .. K. R. 
Terry headed the Seattle Stationers Club. . . . The Opalograph was 
introduced as a new process in duplicating. . . . (From files of Office 
Appliances). 





Pleninger Joins Defiance Calendar Corporation 

The Defiance Calendar & Stationery Corporation has 
announced the appointment of Andrew L. Pleninger 
as assistant manager. 

Mr. Pleninger spent 18 years in various capacities 
with the Oxford Supply Company, interrupted only by 
a three-and-a-half-year period during World War II, 
spent with the armed forces. Since 1948 he has been 
engaged in sales and sales management. 
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OFF 





Real Quality 


at Popular Prices 


ZIPPER RING BINDERS 
PORTFOLIOS BRIEF BAGS 


BUSINESS CASES 


Smartly styled for Business, School 
and Professional Use 





Available in a range of grades from Highest 
Quality to Popular Priced Items for Students as 
well as Salesmen and Executives. 


WRITE FOR ILLUSTRATED CATALOG 
AND DEALERS’ PRICES 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. CHICAGO 6, ILL. 




















GUIDES AND FOLDERS 











A big sales promotion in the past, a 
bigger promotion in 52. What would be 


finer than a Safeguard system of check 
protection? Now is the time to consider 
this worthy gift. Models H, K, and 
Voucher checkwriter machines are avail- 
able in special Christmas packages. Inquire 
today 


SAFEGUARD CORP. 
LANSDALE, PA. 


OVERSEAS DIST. — SAFEGUARD INTERNATIONAL 3312 LANCASTER AVE. — PHILA. 4, PA. 























MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 Years, Re 
OUT Hares through thre dealer ¢ 


Write for our Illustrated 
Vanufa farers 


SUSPEND-O-FOLDERS 7 FILING SUPPLIES 
ww lise) Gel) ele) Or Ma t-4i\ ne 40m Beel et am tela * ES 


ADVANCo 
ADVANCO PRODUCTS 


Diviston of Adva 


148 West 24th Street, New York 11, N.Y 
Telephone CHelsea 3-1276 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°210" PLATE 











WE WILL BE 
AT THE 


P.1.A. 
CONVENTION 


OCTOBER 12 TO 15 


SEE THE EVA-PRESS 
IN OPERATION 
AT BOOTH 4 


* PLATENS 11°13” 
*« INSIDE CHASE 10x12” 








FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 
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HANDY “GLIDEX’ Werte 
TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





Saves desk space—swings in any direction— 
Keeps ee in easy reach yet out of way— 


The only bracket made to hold present models. 
Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 





GLIDEX CORP, 9 “=~ 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 











| 
Smeads TELL-I-VISION 


Filing System...is tailor made for 
any Business whether it be 
Large or Small 





PLASTIC 


TABS / 
IN BRILLIANT Adding machine figures 


COLORS must be verified by original 
instruments from the files. 





We say our system reduces filing time. Let us prove 
this. Write for free sample guides and full data. 
DEPT. O.A. 


Smeackt mrs. co. inc., HASTINGS, MINN. 
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New! 


| L 1 POUND 
c PRECISION 


POSTAL 
/ SCALE 


by 


HAMILTON 
$ 5 95 LIST 


$6.50 West of Rockies 





SPRINGS 





oe ee o °, 
Aly J ‘o> a 
rin Ma ie 8302 non! hs . 
Ow. mate vee i » 















5%" HIGH 


For August delivery, HAMILTON offers this new 
BALANCE WEIGHT, 1 pound scale with outstanding 
new features. Built of polished Stainless and Alumi- 
num, it is individually tested—highly accurate. 
Vinylite Dial with full Postal Rates is instantly de- 
tachable for replacement . . . 


No Screws—No Studs—No Rivets 


Stainless stabilizer on base permits leveling with 
full width support. Display this new, fully guaranteed 
HAMILTON, Model No. 16. It will move fast 
Standard discounts. Order today. 


HAMILTON SPECIALTIES, INC. 


5 WATSON ST., BOSTON 18, MASS. 





TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 
d a Ly 


== ee 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y 
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Store Modernization 


By A. V. Breard, 
Monroe Office Equipment Company, 
Monroe, La. 


Address presented at the annual convention of 
the Louisiana Printers & Stationers Association in 
Lake Charles, La., May 17, 1952) 


m MAYBE THE ASSIGNMENT of this subject was 
prompted by the fact that during 1951 extensive im- 
provements were made on our store in Lake Charles 
and at this time we are almost completing major 
repairs and modernization on our store in Monroe. 

A stationer, such as ourselves, must give considerable 
thought and use careful judgment in attempting such 
major improvements, and the two main questions are: 

a. Do you lease your place of business? 

b. Do you own your own property? 

We will separate the two and assume that you have 
a leased building. If you make major improvements 
to leased property, such as remodeling your building 
and building a new front, that expenditure can be 
charged off over the life of the lease 


Study Your Lease 


If you have a lease with an option renewal clause, 
you can still charge it off over the life of the lease, 
inless the facts show with reasonable certainty that 


the lease will be renewed. In such event it is depre- 
ciable over the combined terms unless the actual life 


of the asset is shorter in which event you depreciate 
over the shorter life. If there is no certainty that the 
lease will be renewed, but at the end of the lease, 
you then decide to renew it, then the undepreciated 
value at that time will be depreciated over the ex- 


tended life of the lease. 
Ordinary repairs such as painting, minor repairs 


that do not add to the value of the assets, are properly 
chargeable in the year in which such repairs are made 

Let’s assume that with this careful thought and with 
the money to make these improvements, you decide 
to go ahead and do same, it is earnestly suggested that 
you consider, not only the large contract, which may 
include a new style plate glass front and so forth, but, 
that every detail of the additional items, such as paint- 
ing, wiring, plumbing, floors, air-conditioning, drapes, 
fixtures and many other items, be carefully analyzed 
because these items could run as much as your major 
improvements, and possibly more 


Here’s an Example 


I experienced on electrical wiring, as illustration, 
where we had a tentative contract at $1,800.00, the 
electrical contractor, being a better salesman than 
ourselves, finally ended up with tagging us with 
$4,000.00. As to whether or not you do the work on a 
fixed contract, bid basis, or whether it is on a cost 
plus fixed fee basis, that is something only your local 
onditions can determine, but, if structural changes in 
the building itself are necessary, we would strongly 
advise the employment of a competent, registered 
architect 

As to the second category or on buildings that are 
owned by the business, this of necessity is a more 


complicated procedure, due to the fact that capital 

expenditures such as a new roof or items that tend to 

prolong the life of the asset must be capitalized. 
Deductible repairs are such repairs as are necessary 
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FOR EXTRA PROFITS... 


X-acto 


ene. -) 
‘ sé biddé 


PEN-KNIFE 


The #3 X-acto Pen-Knife is | 
better than ever—with new, / ] 
larger barrel and new, eye- 
catching color combination. 











Proven hit seller in the station- 
ery trade last year, it's ideal 
for many home and office tasks 
as well as models, artwork, 
retouching, stencil & frisket 
cutting, lithography, photog- 
raphy, etc. Complete with 
extra blade—tist $1.00. 


* Perfect Utility Knife 

* Always Handy—clips 

to pocket safely 

*% Lightweight blue & 
white body 

* Always sharp—new 
blade inserted 
instantly 

% Extra Blade Reservoir 

— in handle 

Refill Blades Available 

in 3 styles shown 


ACTUAL 
SIZE 





* 





#106 X-ACTO KNIFE DISPLAY 
DEAL—Consists of 39 assorted 
pieces—to retail from 60¢ to 
$2.50 each—oand handsome 
FREE Display (of Korina wood & 
Mahogany).Total List Price $41.10. 











Write today for free, 
) Teles fe) & illustrated 28-poge 
Catalog 


X-ACTO CRESCENT PRODUCTS CO., INC. 
440 FOURTH AVENUE, NEW YORK 16, N. Y. 
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OUR BOOTH NO. 54 
MAIN EXHIBIT HALL 
N.S.0.E.A. CONVENTION 











Ove onre 


“] MOTORS Finance ConPor«ions 


enw enved ndien ens 








PORT Smit ARnansas 











Combination Statement & Reply Envelope 
used by: 


INSURANCE COMPANIES 
FINANCE COMPANIES 
PROFESSIONAL MEN 
LODGES & CLUBS 
NEWSPAPERS 


An excellent envelope for follow-up no- 
tices on account. Designed for use as a 
statement—with is own return envelope for 
prompt remittance. 


Newspapers & Magazines use it for sub- 
scription renewal reminders. 


Lodges & Clubs use it for collection of dues 
and accounts. 


Doctors & Dentists use it for monthly state- 
ments. 


Finance G Loan Companies use it to send 
notice of payments or follow-up on delin- 
quent accounts. 


Insurance Companies use it for premium 
due notices and for reminders of pay- 
ments due. 


Installment Companies use it for collections. 
Counties use it for Tax Statement forms. 


Mercantile Companies and Al! Business 
Firms use it as a reply Order Blank, espe- 
cially for remittance with order deals and 
to collect accounts. 


Reply-O Envelopes are also being widely 
used as Ticket Envelopes. Large outside flap 
can be used to good advantage to carry Ad- 
vertising Message. 


Available in White and Colored 
stocks. Write today for samples and 
full pricing information. 





74 ‘ oa A. 
, UusStr~re Liéue 
(Me (ENC eLODs = Ame 


Vorthern States 


ENVELOPE COMPANY 


Chicago Saint Paul 





330 





to keep property in efficient working condition. They 
must be “ordinary and necessary expenses” in order to 
be allowed as deductions from income. Repairs are 
sometimes made in connection with a general program 
of improvements. In such cases, care should be taken 
that all invoices should be marked so as to distinguish 
between ordinary repairs and improvements. -Where 
practicable, the two should not be undertaken at the 
same time. However, if that isn’t possible, the records 
should clearly indicate which are ordinary expenses 
and which are capital items. 

If the business owned its own property, the improve- 
ments, or capital items should be depreciated over the 
life of the improvements. In most cases it is the same 
as the life of the building. 

If a building is owned by the business, thought 
should be given to incorporating the building and the 
realty corporation entering into a lease contract with 
the business. The usiness then can charge the im- 
provements over the life of the lease, if the improve- 
ments are made by the business after the lease is made. 
Care should be taken that there is no certainty that 
the lease will be renewed at the expiration of the lease. 


Here Are the Differences 

Now, I have tried in my own stupid manner to set 
out the differences between a leased building and one 
that is owned by the business, and whether or not 
you fall in one or the other category, we would call 
your attention to the fact that on either, you would 
receive certain definite advantages. 

First, you can expect an increase in business, due 
to the many conveniences such as a modern store 
front, proper displays, proper lighting, an air-condi- 
tioned store, and so forth. The second big item that 
should be carefully considered on the plus side, is the 
better working conditions you have with store per- 
sonnel, as a more modern environment, seems to pep 
them up, put them on their toes, keeps them wide 
awake and they seem to be 50% better over the pre- 
vious status. 

Another big feature of having an air-conditioned 
store is the fact that your merchandise is kept cleaner. 
There is less depreciation on perishable items, or pos- 
sibly damaged by dirt, grit, and filth, and many other 
advantages too numerous to mention ‘here. 





Incorporate North American Safe Association 


The North American Safe Association, a nonprofit 
corporation under the laws of the State of Indiana, 
received a certificate of incorporation issued July 31. 

Incorporators were John Robertson, Guardsman Safe 
Company, La Porte, Ind.; Henry M. Bluestone, Gardall 
Corporation, Syracuse, N. Y., and S. A. Robertson, 
Valentine Safe & Lock Works, La Porte, Ind. These 
men are all presidents of their respective companies. 

The charter sets forth the purposes of the associa- 
tion as follows: 

“To evaluate and grade equipment as to fire and/or 
burglary resistance qualities, and to inform the general 
public of the fire and/or burglary resistance qualities 
of the products manufactured and distributed by the 
members; to establish and maintain high standard 
in quality of products manufactured and distributed 
by members; to promote good will, fair trade practice 
and competition in the industry; to develop, create and 
establish trust and confidence by the general public as 
consumers, and of the industry and members; to do 
all acts and things essential, convenient or expedient, 
as well as lawful and proper in the conduct of evalua- 
tion and grading as to fire and/or burglary resistance 
qualities of equipment manufactured and distributed 
by members; at no pecuniary profit, direct or indirect, 
to the members.” 
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SELL Zucltoue MARKING DEVICES 


YOUR CUSTOMERS WILL LIKE THE QUALITY... 
YOU WILL LIKE THE PROFIT 


DRI-KWIK STAMP PAD AND INKS 


1. Cellophane wrapping insures freshness of Pad—your 


guarantee of a new stamp pad. 
2. Sizes No. 0 (24” x 35%”), No. 1 (234" x 4%”) and 
No. 2 (31%4" x 614"), the most popular sizes, have 


redesigned boxes. Rolled edges and round corners 
prevent pad cover from jamming. 

Extended lip on the cover for fingertip control in 
opening 


NU-TYPE FOAM RUBBER STAMP PAD 


@ Made from the finest grade of porous foam 
e Light touch and stamp is inked 


@ Encased in smart, modern steel box—round corners, 
rolled edges 
@ Sizes: No. 0 $5.00 per doz., No. 1 $6.25 per doz., 


No. 2 $9.00 per doz. All cellophane wrapped. 
OTHER DELUXE ITEMS 


e@ Service and Fulton Daters and Numberers 

@ DeLuxe and Special Business Outfits 

e Complete Line of Crown Self-Inkers, Daters and 
Numberers 


Write for Catalog 


Qiultou Marking Equipment Co. 


82 Fulton Street Elizabeth 1, N. J. 

















Be first with 
INDELIBA CARBON 





Sharp, clean, 


jet-black! 





Long-wearing, 
popular priced. 


Write for details. 











PRITTI rE IM. 


ROCHESTER 8, NEW YOR, U.S 


OwUaiity et: ’ ’ ace sis 
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Removes dots, single letters or 
lines without use of shield. 


Semi-Automatic — Refillable. 


This eraser, of high quality abra- 
sive rubber, is housed in a colorful 
and durable pencil-style plastic case. 
It is propelled from the holder by 
holding the tip and revolving the 
barrel to the right. Eraser should 


not project more than 1/16” from 
tip. Refilled like an automatic pencil. 
A useful product. " 


Gideon Get Packed in an attractive printed 
Veur Jelhes cardboard cylinder with three extra 
refills and simple instructions printed 
on the outside. 








Refill tube Nelda 
containing four extra 
erasers — 
15¢c. Molding W. Huron St., Chicage 44, til, 





SPEED-Mo 


SPONGE RUBBER STAMP PADS 


PECLNOUR STAMP 
PAD NEEDS IN 


ONE 
ALL-PURPOSE 
LINE! 


Supply your customers with all their 
stamp pad needs from the profitable 
Speed-Mo line — the only complete 
stamp pad line on the market. There 
is ao Speed-Mo pod and ink for every 
stamping job in office, factory, ship- 
ping room. You need carry only the 
common over-the-counter pads. We 
furnish prompt shipment on specicl 
pads (up to 20” x 36”). 





























“LIBERAL DEALER DISCOUNTS 
Write for Ider showing over 35 stock 


RIVET-O MANUFACTURING co. 


50 FEDERAL ST ORANGE, MASSACHUSETT 


H 
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De Luxe Quality 


BRIEF CASES —BRIEF BAGS 
PORTFOLIOS 
CATALOG CASES 


with many new, distinctive and 
practical features 







BUILDS 
REPEAT 
BUSINESS! 








Priced for Quick 
Sales & Excellent 
Dealer Profits 


REMINGTON A longer ink life plus superb wear- 


RAND ing ability make Remington Rand 
TOPflight Nylon Ribbon the one 


ie Siiuhebiher attend. ‘ehuiave, TOP flight ribbon that assures the user of the 


and unusvel variety of pockets. ultimate in letter writing quality. 


It will pay you to Write for our | NYLON It builds repeat business. Stock it! 
ilustrated Catalog and Dealer Discounts | RIBBON , 


Bristol | 


MANUFACTURING COMPAR | DEALER SALES DIVISION Aewntogvere Fuel 


385 Herrison Avenue Boston, Massachusetts 
315 FOURTH AVENUE, NEW YORK 10, N. Y. 





Here is our latest—Genuine 
Walrus Brief Case available 
in brown only, with disappear- 








... feature it! ... sell ic— now! 











the FORCE 


AUTOMATIC -} ACTION 


4 Sales! .. “this 


ASE 
ee CUP BOARD 
DISPLAY 


does the trick” 
say Office 
Equipment 
Dealers 
Every- 
where 









YOU TOO can Sell More Clip Boards with 
this new Counter Display — it's FREE with 
our Clip Board Display Package. 


Write for Complete Details 








Manufacturers of 


QUAL po] CHAIR MATS—CLIP BOARDS 


Facsimile Impression 














ARO TS 
HARDBOARD FABRICATORS, INC. 


59 BRANCH ST ” ST. LOUIS 7, MO 


WM. A. FORCI 


6 NICHOLS AVE i tele) (24. Bea. hae 
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OF 











» Joslin Eclipse 


PRECISION 
TIME 
STAMP with 


star 





features... 


% 40 Hour Precision 
Clock Movement 





% Jeweled Clock 


gives Movement 
you sales 
advantages %& Patented Universal 





that boost Joint Absorbs Sheck 
volume 
and profits %& One year guarantee 


Write for information. 





A. D. JOSLIN mec. company 


| MANISTEE, MICHIGAN 











2200 Koh-I-Noor Graphite Leads 
17 Degrees of Accurate Grading 


Recognized by Draftsmen the World Over 
for Dependable Service 


Packed Six of a Degree 
in a Protective box 


Smoothness, Strength, Uniformity 
combined with long 
lasting qualities 


By 


2200 KOH-I-NOOR 
FLEXICOLOR LEADS 














eH x 





a°*-" | &C HARDTMUTH.we,"KOH-I-NOOR"K ISI1 


“The Lead That is Really Flexible” 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


* 


All the above leads for use in 
1504, 1511, 5611 or 5612 Holders 


By the Maker: 
of The Famous 





KOHW-'-NOOR DRAWING PENCILS 
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$8” 


REPLOGLE 


Now 

Nationally Advertised in 
an e LFE @ PARENTS 
oA @ LADIES HOME JOURNAL 


FIRST 


in promotion of Globes 


*% DISPLAY STANDS 
w% FULL COLOR CIRCULARS 


*% MODERN GLOBE BOOKS 
te moke globes useful . . . exciting! 


REPLOGLE HELPS YOU SELL 






WRITE FOR COPY 
REPLOGLE GLOBES, INC. 
325 N. HOYNE 06© CHICAGO 12 

















- 


TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER e@ BILLING 
7) Salidiee Med hie The Winners .. . Lucas Brothers, Inc., Baltimore Stationer, 


won first prize of $250 in a window display contest sponsored 
CARBON JACKETS 2 REGISTER EBS by the Joseph Dixon Crucible Co., on the firm's 125th anniversary. 
The winning window, shown at top, ties in with the local cele- 
bration of the 125th anniversary of the Baltimore & Ohio Rail- 


HECTOGRAPH SUPPLIES road. Second prize of $100 went to McClain & Hedman of St. 


Paul, Minn., for the display shown in the center picture, while 


CARBONS e MASTER TS W. H Kistler Stationery Co. of Denver, Colo., took third prize 
RIBBONS e DUPLICATING FLUID of $50 for the attractive window shown at the bottom. 
HAND-CLEAN CREAM @ CORRECTION PENCILS 

















Take a Number 


ply oy mg CROWDED RETAIL STORES, especially on a Sat- 

oa Pe PAY urday, where waiting on customers in turn to avoid 

A, ~ irritations and frictions is a problem, turn to the new 

Co 4) ASSURES YOU S card system, or file of numbered cards. These cards, 

INCREASED SALES © provided through the stationers, rubber stamp or mark 

ing company, are essential to the orderly serving of 

AND VALUE shoppers and to assure them of “first come, first 
served.” 

This new sort of “card-o-logy” is playing a large 
role in current merchandising activities, especially 
where crowds have swarmed into American cities and 
towns since the War, as all along the Pacific Coast. 


C, Y; cee M FG. COR P. Cards simply, but boldly and legibly, numbered from 
one to about 50, where crowds of customers, too pro- 
Factory: Coraopolis, Pa. fuse to be waited on at the butcher’s, the baker’s and 
candy-maker’s, are the mark of the good marking 

industry business. 
564 W. Monroe St 401 Wood St. 270 Lafayette St. “Please Take a Number for Better Service,” for ex- 


Chicago 6, Il. Pittsburgh 22, Pa. New York 12, N.Y. ample, with a file of numbers neatly lettered, makes 
a neat window piece on Seattle’s Third Ave., at the 
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One of the 
most 
useful For Binding 
all Records 
tree 


items in 


your stoc k 
Vouchers te 


Newspapers 


and 








therefore 


one of the 
MOST PROFITABLE 


ACCOPRESS 
BINDERS 


thousands of Accopress 
because there is no de- 


some firms use 


Binders 


every vear 


partment where they are not useful. For 
temporary or permanent binding, for current 
files or long storage, for a few letters or 
2000 invoices, Accopress Binders keep all 
kinds of papers safe at minimum cost. Fea- 
ture them all year around. 


See Your Acco Catalog for Styles. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N. Y. 


In Canada: Acee Canadian Ce., Lid., Toronto 

















VISIBLE FILING 





KARDEX-ACME-POST 


EQUIPMENT 


INDEX 


Etc. All types of panel equipment 


Thoroughly Rebuilt 
and Guaranteed 








OFFICE 





Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


MMERCIAL 
RD SYSTEM CO. 


135 GRAND STREET 
NEW YORK 13, N.Y 
CAnal 6-5728 
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A ready seller 
with 10” eye 
guide at 


$7 77 


TAX EXTRA 














Easy to Sell 


There is a real demand for the RITE-LINE Copyhoider becouse 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all-metal, 
compact, attractive. Requires no installation or service. The above 
illustration shows the Copyholder with the LINE MAGNIFIER at- 
tached. Extra for magnifier $4.00. 

Attachments for copying from wider sheets 

15" extension eye guide $1.25 

20" extension eye guide $1.50 
For full particulars, discount, etc., write to 
RITE-LINE CORPORATION - 1025 [5th St., N. W., Washington 5, D.C. 






BALL POINT 


THE reliable 
Writing Instrument 
Outstanding for 


PEN 


Excellent Performance 


Retails for 
only 


29: 


including tax 


THREE DIMENSIONAL DISPLAY 
" ‘ ‘ th ‘ ter r wai 
“ 


cr { two « 


Da 


Write for illustrated literature and dealer prices 


GUY py 2 |) a 


RIDGEFIELD PARK, N. J. 
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TICKET PUNCHES 


FOR 
EVERY 
PURPOSE 











NOTCHING 
PUNCH 








- “4 
Talley 






TALLY PUNCH 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over %” wide, 4%” deep; No. 33, 
not over %” deep. 

No. 2—For %-%” round holes; 1%4” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Punch—Registers number of punchings to 
99,999. Punches 4%”, %” or %” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 








THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn- | 














JANUARY 1952 


1/2/3/4/5 
8} 6|7/8/|9 1011/12 
16/17|1819 
25 


31 
10 THURSDAY 






JANUARY 











A quality line of stands and pads fea- 
turing all popular styles and sizes. Ali 
stands are made of meta! and equipped with 4 
rubber feet. Calendar pads are lithographed— 
on high-grade bond paper. Fast, 2-color lithe- 
graph printing enable us to give you the best 
in quality and prompt service. 


Write or phone for details. 


GTARK CALENDARS écozporated 


100-112 BISSELL ST. » PHONE 7557 + JOLIET, ILL. 

























MORE MONEY 
FOR YOU 


i The Writing 
Set that 


Banks use 
GREGORY FOUNT-0-INK COMPANY 


LOS ANGELES 65, CALIFORNIA 




















WANTED 


AGGRESSIVE FAST SELLING SALESMEN | 
SEEKING A GOOD SECURE FUTURE, TO 
SELL STEEL AND WOOD OFFICE EQUIP- 
MENT. SEVERAL TERRITORIES AVAILABLE. 
TO CALL ON OFFICE EQUIPMENT AND 
STATIONERY DEALERS. SOME EXPERIENCE 
REQUIRED. CAR DESIRABLE. SEND COM- 
PLETE RESUME TO BOX NUMBER X-101, 
CARE OFFICE APPLIANCES, CHICAGO 6. 





FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 
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Seattle Rubber Stamp Company. There is only a 
modicum of print to the stack of numbered cards, but 
they have to be trim and businesslike, sufficiently 
large to be seen at a distance and of stiff stock to 
withstand holding in warm hands and fingering some- 
times with grubby digits; but each has printed as a 
reminder thereon: “Please Turn In This Number Be- 
fore You Leave,”’—so that the cards simply do not 
walk off.” Yet they have to be renewed from time to 
time, due to loss and soiling. 

Shoe stores, or shoe departments in department 
stores, and many other types of the more active retail 
businesses in Seattle, as well as elsewhere that post-war 
newcomers have poured into a city on account of the 
new aircraft, marine and industrial “highs” that have 
spelled high employment and high wages, have wisely 
put into effect this new “Take a Number” plan that 
‘marks” or numbers each customer, so that he is not 
overlooked 

Most any kind of retail business with a confusing 
mass of customers coming up to the busy salesgirls, can 
use the plan and “Please Take a Number for Better 
Service” is appearing in more and more stores.—CML 





Sales Representative Named by Smith Metal 


Jess L. Musgrave has been appointed sales repre- 
sentative for the Smith Metal Arts Company, Inc., to 
cover the southwestern section of the country includ- 
ing Texas, Oklahoma and Colorado. His headquarters 
will be in Dallas, Tex 

Mr. Musgrave, who was for 20 years a sales repre- 
sentative with the W. A. Sheaffer Pen Company, is 
well known in the industry. 
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CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Dis- 
tributes the papers of your daily 
work. Sloping Trays Catch and 
Hold the papers. NO CORNER 
POSTS TO DODGE. Can't Scratch 
the Desk. Olive Green Art Steel 


No. 104. Letter Size, Olive Green $7.50 


Sorting Tray 
For ready reference. Opens like a 
book. Instant contact with 1-3], 
A-Z, Monthly, or Tab Indexes. 
Corrugated bottom 


No. 115. Letter Size, Without Index, Olive Green _ $5.00 
No. 116. Legal Size, Without Index. Olive Green _ $6.00 








Correspondence Separator 


A HANDY MEANS OF CLASSIFY- 
ING Correspondence. Price Lists 
or Catalogs for Immediate Refer- 
ence. Not Adjustable. Special 
Sizes Made to Order. Many firms 
have simplified sorting routine by 
purchasing special Separators 
with 4” to 12” partitions and from 
four to thirty pockets. Olive Green 
Art Steel 

No. 105. Letter Size, 5 Pocket, 154" Wide $6.00 


Stationery Separator 
Insert for desk drawer. Holds 
letter heads, carbon, and copy 
paper. Saves time, space and 
stationery 


No. 310. Letter Size, Olive Green $4.75 


Cashier's Pad Rack 





Every business has various 
pads, bank checks, receipts, 
contracts, partial payments, 
delivery and service forms 
This rack holds each in a 
pocket easy to reach. Saves 
space and confusion. Art Steel 
electrically welded. All one 
piece. Hollow space inside 
Olive Green only. 6 to carton. 


No. 566 Six Pocket, 6 to carton $4.00 
No. 568 Eight Pocket _ §.00 
No. 570 Ten Pocket 7.50 
Center Drawer Desk Trays 
ADJUSTABLE 





Pins, Clips, Pencils, ete., quickly available without 
clutter and confusion. Art Steel Olive Green Finish 


No. 425—4x1%/gx18 to 31”; Adjustable, 12 to carton $2.75 
ORDER TODAY 


Currier Manufacturing Co. 


2448 W. LARPENTEUR AVE. 
ST. PAUL 8, MINN. 
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Traveling 
DEALER REPRESENTATIVE 


We have openings in our dealer sales department 
for ambitious, aggressive men. Preference will be 
given to men who have experience in either the 
visible record equipment field or contacting dealers 
or both. Compensation commensurate with results. 
Write fully for personal interview, giving details or 
experience and qualifications, enclose a recent 


snapshot. 
Wm. St. John 


General Sales Manager 
Acme Visible Records Inc. 


Crozet, Virginia 











” MARKILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U. 















A complete line of Binders for the 


Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 
1717-19 S$. HALSTED ST. © 


TYPE GLEANING MADE EASIER 


with the amazing 


CHICAGO 8, ILLINOIS 

















CLEANS 
* Typewriters 
“@ Billing Machines 
* Adding Machines 










Typists and business 
machine operators wont 
*Norta Plastic Type Cleaner 
— it’s easy to use—no mess © Addvessing Plates 
—no liquids to spill. e Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N.Y. 
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Beware of Inventory 


Speculation! 


By Ernest W. Fair 


gm “THE BIGGEST DANGER in office supply store 
operation today is inventory speculation. All of the 
temptations are being put before us. There are short- 
ages but on the other hand there is abundance of a 
great many other things. When you tie in inventory 
speculation with heavy overhead and unwarranted 
debt any office supply store management is asking for 
trouble today.” 

That is what several veterans of the trade have told 
us during the last few weeks. All expressed the same 
opinion; only their words differed. All have had plenty 
of past experience to know from which they speak. 

Many store owners are today trying to buy far in 
excess of their normal requirements. Forecasts of 
drastic shortages in materials and supplies have been 
whispered about. The tremendous demands of the 
armed services are enough to incite such scares. 


Can’‘t Pay Bills by Stock 

The office supply retailer who ties up his capital in 
excessive inventory will find himself with a very de- 
sirable commodity on his hands (if he has guessed 
right) should World War III come, but in the mean- 
time he must have money to pay rent, utilities, sal- 
aries and buy other goods. He cannot pay these bills 
with the merchandise in his inventory by any strength 
of the imagination! 


Therein, we are told by many veterans of the trade, 
is the greatest danger in inventory speculation. 

Such speculation, they point out, even when sound 
goods are purchased at the right price, is wise only 
when money is available for investment (and some- 
times it is not wise from this standpoint). The tempta- 
tion to speculate against rising prices and shortages 
is always great. 

We must constantly bear in mind that funds must 
be retained for operation of our business until this 
period does arrive, if ever. Otherwise, we will be in 
bankruptcy court when the occasiOn comes. 

Maintaining inventory at the top level consistent 
with the volume of our business and our financial 
resources is still the very best procedure to follow. 


Will Save Business 

When and if such inventory shortages do hit no 
office supply dealer will go out of business because 
he has failed to take the chance of speculation. He 
will lose business to the firm able to so speculate, yes, 
but on the other hand he will not have lost his business 
in the meantime. 

In these times every office supply dealer should have 
a duplicate order book or file system on the top of his 
desk. Therein should be noted every unfilled order and 
it should be examined every morning. 

It is far too easy to find ourselves over-ordered be- 
yond our ability to meet established credit terms 
should we be desperately searching the market for cer- 
tain goods. Now, more than ever before, such a control 
is vitally necessary. 

One of the most precious things any office supply 
dealer can have is his credit rating. If inventory spec- 
ulation should endanger that rating it may take years 
to build it back if we survive the results of such 
speculation. Having our cash tied up in what is known 
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NO. 26-0 


NO. 16-0 








WASTE BASKETS 


Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions of 
beautiful Mahogany or Walnut on sturdy 
steel. 


Steady year ‘round profit makers . . . also 
come in best selling Olive Green and Pearl 
Gray. Write for complete information, 
prices on all Ohio Baskets. 


NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT. 
142” high, 13” top dia. Also made in Olive Green 
or Pearl Gray. 

NO. 16-0 (16 Qt.) MADE IN WALNUT ONLY. 
11%” high, 11%” top dia. Also made in Olive Green. 


Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? True LONG LIFE appeal for homes, 
offices, institutions, hospitals, doctors, dentists, public places. 


THE OHIO CAN & CROWN CO. MASSILLON 7, OHIO 





ACCURACY 
means QUALITY 


* Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers, Stationers and 
Printers who have reputa- 
tions to maintain. 
As to quality, neither can 
be excelled at any price. 
Samples on request. 
@ Carried by the following paper merchants: 
New York City Cineinnati Grand Rapids 
Allan & Gray The Chatfield Paper Co Carpenter Paper Ce. 


Pittsburgh Detroit Heusten 
Chatfield & Woods Co. Seaman-Patrick Paper Co. L. 8. Bosworth Co., Ine 


THE JOHN B. WIGGINS COMPANY 


634 S. FEDERAL ST. 7 CHICAGO 5, ILL. 





“ORIGINATORS 
SCORED CARDS 

















Receipt Books 
for the trade 


LOWER PRICES 
earn you a 
better profit 


500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Alabama 
Jobbers, Brokers Wanted 


Rated dealers 
dealers only 





The SPOTLIGHT 
coueris the Best Lines 


All-Steel Equipment, Inc. 
( Cramer Posture Chair Co. 


Thomas Furniture Co. 


George S. LONG 2& Son 


Manufacturers’ Agents 
CINCINNATI 13, OHIO 


“1h Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 

ARTISTS, ACCOUNTANTS 

Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


ee ELWARD MANUFACTURING CO. 


—_—_——————— +557 Paw Paw Avenve, Benton Harber, Michigan 
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(B 
Buckepe 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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IT’S NEW! Simplified! 
Revised! 
CATALOGUE Improved! 
“TOPS” 
LINE OF 


STOCK 
BUSINESS 
FORMS 


All These DEALER ADVANTAGES! 


© Forms Boxed—Not Wrapped 
¢ Over 500 Forms in Daily 
Demand 





¢ Convenient Packages 
* Top Quality Stock 
* Priced to Sell 


* Dealer's Name on Box * Reg. Dealers Discounts 
This is the Line you have been waiting for. You'll 
find it’ s “Tops” in Profits Tops in Sales 


Tops’ in Repeats 
Send Your Sample comms, Sea: Sent st 0 saute ete 
ch box Also ship catalog 
Order Today! Rock ane price Het, it’s & reel 
“TOPS” BUSINESS FORMS, Dept. A 
107 N. Wacker Drive Chicago 6, Illinois 


m 
sam nple 
ale 























Write us when you 
haveinquiries |) 
from churches, 
schools, clubs, etc. 










STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


1 Dept. F-22, 1140 Broadway (Nr. 27th St.) NW. Y.1, N.Y. 
Peeeeeees 


eet U 8S NUH SV UNE - 











CASH REGISTER 
PARTS 


se 


GHEST QUALITY PRODUCTS 


WRITE FOR OUR LAT EST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


2810 W. ADDISON ST CHICAGO 18, ILL 
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=Ex 
SUD 


DAYTON STENCIL 
WORKS CO. *cris™ 


WANTIED 


AGENTS 


Who Call on Financial Institutions 


To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
write to— COIN SAVERS 





AMERICAN PASSBOOK CO. 


Ontario Building Cleveland 13, Ohio 








PREMIER CUTTERS 


give you the “Edge” in selling 
Paper Trimmers! ; 





For the Best Cutting Edge... . 
teeny CUTTERS because— 


All boards are scored—criss/crossed '/,"' lines 
¢ Permanent lock on guide 
¢ All sizes of boards equipped with removable blades 
« All blades of hardened steel 
¢ Precision ground blades 
¢ Perfect cutting edge 
e Rock maple wood base will not warp 
e Cutting handle secured with safety spring—wil! not fal 








| P12 Mie terich C.. 


> VW/rile — for further information and prices. 


334 N. Bell Ave. | 
Chicago 12, III. 








REPRESENTATIVES 


mate ONS STONE, 320 Broadway, JACK LUKE S240 Sheridan R¢., 
ork, ! 


N.Y. 
Ss LicurensTe. 223 S. 10th St., 
Philade Pa. 
gS. J mircnaut. 329 Belt Ave., ey Deutsch 
St. Louis, Mo. 


Chicago, ft! 
HARRY geeKEt.. 439 Ellis St., 
San Francisco, ! 
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as slow receivables or in heavy inventory is most un- 
safe even in normal times. 

We all know that there are many hundreds of people 
in business today without backgrounds for such things 
as proper caution in inventory speculation. Many are 
war veterans who opened small businesses after the 
last war. Nowhere in their training or experience is 
there anything to warn them of the dangers ahead. 
Their only thought today is of the shortages of the 
last war and their first impulse in almost every case 
they can everywhere and somehow find 


is to order all 


the money to pay for it. 
Their inventory speculation is extremely dangerous 
because in almost every case they are in no financial 


position to do so even on a small scale. 
The other day we were in a supplier’s office talking 
of just such things. 


An Example Is Quoted 

Look here,” he said, picking up an order. “Here’s 
in example. Let’s see just what’s happening to this 
young fellow. Here’s an order for some scarce mer- 
chandise; enough to fill his normal requirements for 

t least a year. Let’s make a couple of telephone calls.” 

He called two other suppliers. Each had a large order 
on file from the same individual. 

“This young man probably remembers the shortages 

uring the last war,” our friend observed, “he figures 
that in order to get what he needs to carry him 
through he going to have to order everything he 
can get from everybody. He also probably figures that 
he will make a young fortune if he can hold onto these 
until the big war comes.” 

We checked the credit file on this individual. Net 
result—the orders placed by this young business man 
totaled exactly $1,755 more than his bank balance at 
the time! Was he planning to borrow money if he 
could get the orders filled? Perhaps. But even if he 
were successful the whole venture would ruin him 
without a doub 


Excessive buying of merchandise of any kind seldom 


good procedure. The business that maintains its 
vels, takes the hardships of shortages when they 
ome, and keeps in mind the ever present necessity 
f protecting the cash position of the firm, is the one 
that is certain to pull through any difficulties ahead 





Change Clearwater, Fla., Company Name 


In July, the rmer Pinellas Office Supply Company, 
Clearwater, Fla., changed its name to Jack Carlson & 
Company. There has been no change in the man- 
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he | FOR TYPEWRITERS 
BOOKKEEPING AND 
BILLING MACHINES 


CUSHION KEYS 
WITH SPRINGS 


Fingers need a spring cushion for comfort even on today’s 
modernized keyboards. Master Speed Keys provide such a 
urable—and easy to sell! 

Write for information and prices 


SPEED KEY CORPORATION 
268 P CHAUNCEY STREET BROOKLYN 33, N. Y. 
PO 


a 





wa a | 


cushion—clean—d 
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ALL YOUR CUSTOMERS NEED 
Long-lasting Metal 


LABEL and CARD HOLDERS 


For shelf, a fen. Soe bench, i aun, locker 


COMPLETE sanen “OF "STANDARD AND 
SPECIAL SIZES AND SHAPES 


CHICAGO CARD HOLDER CO. 














MARKWELL 


MICRO-PERFECT stapes 


THE BEST FRIEND YOUR STAPLER HAS! 


NM MANY | ALITI T -w EVERY 


TAPLERS M USE ARE MARKWE 


MARKWELL MFG. CO. 
200 HUDSON STREET NEW YORK, N.Y 
SEE YOU AT THE CONVENTION—BOOTH 107 








The NEW 





(line-by-line} 
COPYHOLDER 


Any Dealer can sell it. 
no installation involved cus- 
tomer can set it up himself. 

Ask for new Catal of Five 
Office Necessities, "Tecieding 
spovenenes a and Mag- 
nifiers. ages, folded 
once, a. J or ring binder, 
ideal for outside Salesmen 
and store use. 


COPY RIGHT MFG. CORP. 
53 Park Place, Dept. D-2! 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Ltd. Toronto |. 








341 













Three chairs for 
“the executive look” 


in matchless hand-finished satin chrome 


Here, in clean smooth symmetry, you see three new 
reasons for Royal popularity. Strikingly new is the 
beauty of hand-finished, heavy plate satin chrome 
... lustrous as a fine silver satin fabric. Amazingly 
strong and durable is the smartly designed square 
steel tubing. Comfort, always a Royal specialty, is 
further enhanced by the luxury of finest U. S. 
Koylon molded foam rubber. Upholstered only in 
Royalpoint cloth fabric—7 smart office colors. 


LD 


metal furniture since '97 


ROYAL METAL MANUFACTURING COMPANY 


175 North Michigan Avenue, Dept. 59 « Chicago 1 
Wew York * Los Angeles + Michigan City, Ind. » Warren, Po. + Preston and Galt, Ontario 





Desks Cabinets Stools 
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Shelving 


No. 1200 Executive Chair 
Seat and new floating back 
both U. S. Koylon molded 
foam rubber. 


No. 1210—Same but with 
Plastelle finish. 


No. 730 Arm Chair 
U. S. Koylon molded foam 
rubber seat and padded, 
custom-fit back. 


Be sure to visit 
Royal's exhibit at 
the N.S.A. Convention 
October 4 to 8 
Conrad Hilton Hotel 
Rooms 546A & 548A 





No. 930—Same but with Plastelle finish. 


No. 731 Side Chair—U.S.Koylon molded foam rubber 


seat and padded, custom-fit back. 


No. 931—Same but with Plastelle finish 


Royal . . . your only single source 
for over 150 metal furniture items. 
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EASY AS... erroenaen | 


wnire, TyPE HEKTOGRAPH § 
or DRAW ANY ) 


DESIRED COPY 








APPLY COPY 
FACE DOWN 
ON SURFACE 





PRINT 50-75 
CLEAN SHARP 
COPIES QUICKLY 


EYER * Quali, 






TWO STYLES OF INEXPENSIVE DUPLICATORS 
YEAR IN, YEAR OUT FAVORITES FOR SMALL RUNS! 


4 IDEAL DUPLICATORS HEYER HEKTOGRAPHS 

Sturdy wood frame, hinged = Time-tested and widely used. 

construction provides 2 and _— Attractive lithographed, rust- 
4 duplicating surfaces proof metal pan duplicators 
in four popular sizes. _—in four popular sizes. 


HEKTOGRAPH REFILL 
BRILLIANT COPYING COMPOSITION . 


The | best refil for any Pett — or heped pane »dupcator i 


> y PLICATORS is _ *) : 
& + a +i . ; Of Po Yeo OPA , rig Bei we Ps 
Note Size ia . te ; . s . ‘ ae m ’ ve iN SU ; 
Letter Size rs seed No. cae 4 in 
Legal Size 


Folio Size 
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Park Avene 


Make this “Back to School” Promotion 


P FOMOTE you orosits, toot ™ . 
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Feature Underwood Portable Typewriters! 


tested, popular tblicatior 
such as SATU RDA EVE 
NING POST THIS 
: /EEK LOOK 
Underwood doesn’t ever forget you . in your W “se Mee OOF 
will reach 31,354,408 1 
snecc 11; tahle ¢«trneaurritearc! 
business of selling portable typewriters! bjicaisaanaie 
You have the best portables made today custome nd prospe 
i toht f Capitalize this U 
and they are priced right for your sales and your profit. ' 


Underwood backs you year 
advertising that brings c\ 
Be sure to have a st 
Portables big enough to meet 
headed your way 
‘“‘Back to School’’ 


Order your Underwood Po 


current 
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ck of Un 


becaus¢ 


after year with consumer 
into your store! 


} 
if rwood 


the demand 


1eTs 


of Underwood's 


Promotion 
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ypewriters today. 


It will pay you to PROMOTE UNDERWOOD! 


wood Advertisi! 
Featur t Under 
Champion it 


Underwood Corporation 
Typewriter g M 
Accounting M : C 

Ribbor 


One Park Ave., New York 16, N. Y. 
Underwood Ltd., Toronto 1, Canada 


Sales and Ser 


ce Every where 


| UNDERWOOD | 








